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Meet us at the 
National Hardware Show 
Sept. 16 through 21 
Grand Central Palace, New York 


ORDER THIS SPECIAL DEAL THAT 
HELPS YOU MAKE EXTRA PROFITS! 


No. 1896 Key Dealer Assortment 


1 doz. 3-Ib. cans 
2 doz. 12-0z. cans 





8.96 
Retail value..----***"""" $1 
| err TS Cs, 11.38 
You pay only.----- 
: .58 
| meee nes ane / Your profit...----.7°°°"" $ 7.5 


FURNACES. FLUES AND , 
han 

, rful counter cards, ha 

WITH DEAL: Colorfu aay anand mailing 


circulars, customer or soir 
enclosures, and newspaper 


America’s No. 1 Soot DESTROYER 


You remember what Chimney Sweep’s big network 
radio campaign did for you last year—increased sales 
by over 50%! Well, Chimney Sweep’s network radio 
hook-up this year will be far bigger—more and better 
coverage right where it will do you the most good. 
And that, of course, means more Chimney Sweep turn- 
over, more sales, and more profits for you! Chimney 
Sweep is far and away America’s No. 1 Soot Destroyer 
—the only soot destroyer using network radio. Yes, Chim- 
ney Sweep really brings in the business and sews up 
sales! So get aboard—dquick! You're in business to make 
money, and you make plenty when you stock, feature 
and display Chimney Sweep. Start now by ordering 
Chimney Sweep’s Special 1896 Deal from your whole- 
saler right away! 


G. N. COUGHLAN COMPANY, WEST ORANGE, NEW JERSEY 








List Price Your Price Retail 

NO. Size Per Case Per Case Per Case Price* 
OPEN A.48-oz. Standard... 1 doz.. . $12.00. .$7.20. .$1.00 ea. 
A-1 . .12-oz. Trial.. 2 doz... 6.96.. 4.18.. .29 ea. 
STOCK C 6 Ibs. Economy..Y2 doz... 11.34.. 6.80.. 1.89 ea. 





*Fair Trade—Price Protected 








@ Everyone has been trying to get 
the new Revere Ware 4-quart 
Pressure Cooker. * 

We've literally had to keep it 
behind bars. Because we wanted to 
make certain that when you get it, 
it will be perfect. 

Now it’s finished. It’s in produc- 
tion. Raw materials are beginning 


to arrive in larger quantities. This 
will make it possible for us shortly 


tq put it in distribution. 


And we can say this with con- 


fidence:— 


1. IT’S TOPS FOR BEAUTY AND 
FOR QUALITY. 


. ITS REVOLUTIONARY FEA- 
TURES MAKE IT TRULY SIMPLE 
AND SAFE TO USE. 


. IT WILL BE PRICED TO MAKE 
IT A GREAT PROFIT-BUILDER 
FOR YOU. 


* Patents pending. 


REVERE COPPER AND BRASS 
INCORPORATED 


Rome Manufacturing Company Division, Rome, N. Y. 
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More safety for your customers because 
they are even better locks than we made 
before the war. 

More profit for you because Yale promo- 
tion assures you these locks* will rurn over 
faster, building up profits. THE YALE 


& TOWNE MANUFACTURING CO., 
STAMFORD, CONN., U.S. A. 


~YALE~ 


YALE PUTS 
3 BIG SALES MOVERS 
INTO YOUR BUSINESS 








THE NAME YALE 
HELPS MAKE THE SALE 
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PROMOTION 


* The famous “Silver Six’, of course. Have you obtained 
a full supply of these recently returned, best-selling 
padlocks—with free merchandising boards and displays 
—from your jobber? 





Hardware Age, published every other Thursday by Chilton Co. (Ine.). Entered as ert oan _— March 24, 1933, at the Post Offee at PMiadelphia under the Act of 


March 3, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 





HERE’S your formula for a profitable operation. 
cookware has 


9 


Buckeye Aluminum “waterless” 
selling points with instant customer appeal: bevel 
seal covers to hold in flavors and juices... extra 
thick, special finish bottoms and sides that heat 
quickly, hold the heat, permit cooking in little or 
no water. Mirror bright outside finish helps hold 


the heat, is easy to keep clean. 


Because this Buckeye extra thick ware has so 


many selling points and because more and more 


women are sold on “waterless” cooking and want to 
use this modern way to prepare healthful, nutritious 
meals, you'll find Buckeye ware is easy to sell, gives 


you fast turnover, and assures satisfied customers. 


Basic four piece set of . 1011. 10%” Chicken Fryer 
Buckeye “waterless . 1065... S-qt. Dutch Oven 

cookware, drawn from 
10 gauge virgin rolled - 1053. . 3-qt. Sauce Pan 
sheet aluminum. Each 
piece with matching 
bevel seal cover. . 1054-4S Four piece set 


- 1052... 2-qt. Sauce Pan 


CHICAGO SALES OFFICE + 1109 MERCHANDISE MART 
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for information write to Dept. C: 
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The ‘Bretto 
Glass Coffee Mé 
qualities like eget 
with outstanding 
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THE SILEX COMPANY | 


mterreeee © 8 mes ore, 





HARTFORD 2, CONN. ST. JOHNS, P. Q., CANADA 


\\lre 


HARDWARE AGE 


2 A ei 


i oD a the 


Meme alice! 


soe 


SEIN te 


REEDS PP BD DE 


se 
Sas 







vhdite So ES 


PARADE Oo F POST-WAR PADL 


htew cagl biadllock 


ae No. 04835 


$1.00 
SELLER 














Prices Slightly Higher in For West 


NOW AVAILABLE? 


Your trade will go for this 
newest Eagle creation—a 


= quality padlock that com 


style to hi 
ty for 
turnover 


characteristic Eagle securit 
with smartness of appearan 
to satisfy anticipated post-war 
demands. Here is a padlock 
is superior in every detaj 
5) assures immediate g 


acceptance. Ung 










seller sets a 


EAGLE Lock No. 04835, 112” x 114” five 
pin tumbler padlock. Blue-gray metal- 
lustre finish. Solid rustless alloy case 
with solid brass plug. Case hardened 
steel shackle, zinc plated. 144 key 
changes. Can be master-keyed. 


. SCREWS 
Pecacomes SCREWS » STOVE BOLTS » SHEET METAL SCREWS ORIVE 
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“I find this much more dependable” 


% More dependable, because Thermos is always there—always 
ready with good home-prepared refreshment. More enjoyable, 
because “Thermos” keeps hot things hot or cold things cold— 
just the way you want them. Handier, too, because Thermos 


brand vacuum bottles are easy to carry, smart to carry. 


, 
Before long, you'll see a whole new caravan of “Thermos” 
vacuum-insulated products—bottles and lunch kits, ice tubs 
and food jars—everything you need for perfect lunches or parties. 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


Thermos Limited, London 


Thermos Bottle Co., Utd., Toronto 






































ALWAYS DEPENDABLE 


Dependable for service . . . depend- 
able for business . . . and dependable 
for the best in advertising and mer- 


chandising support. 


Your “Thermos” market is ever pres- 
ent. Every household needs and wants 
vacuum-insulated products, and demand 


for “Thermos” brand keeps growing. 


Thermos advertising is helping you 
protect this substantial market. Friendly 
advertisements, like the one on the left, 
consistently remind your trade of these 


desirable, worth-waiting-for products. 


This advertisement appears currently in 
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DOH DELIVERS 


THE NEW “VAC-O-MATIC CHEF” by DIAMOLOY 
NOW READY: FOR IMMEDIATE DELIVERY 


Developed after years of research by DIAMOLOY’S top-flight 

industrial engineers, each feature of this 1947-model pressure 

canner was designed with the housewife’s convenience and satis- 

faction in mind. The result is safer, quicker processing of fruits, 

vegetables, meat ...no danger of built-up overpressures ... more 
. “flavor and vitamin retention ... lower fuel consumption. 





1947-MODEL PRESSURE CANNER—AVAILABLE NOW! 


DIAMOLOY’S new “Vac-o- 
New, safety VAC-O-MATIC pres- - — ‘ > 
sure release valve eliminates all matic Chef” is built of first- 
danger of building up over- run finest permanent moulded 


pressures. , a 
aluminum alloy for lifetime us- 





age. Functionally designed 


Precision-built, improved with exclusive safety and utility 








VAC-O-MATIC gauge gives : 
accurate control readings of features, it also possesses out- 
both heat and pressure. standing beauty in the modern 
streamlining and positively 
VAC-O-MATIC sealing locks as- stain-resistant mirror finish. 
sure non-leak vacuum seal for 
life. Safety release completely Capacity: 16 quarts 
guards against accident. Lid can- 
not be removed until all pressure W eight: 12 Ibs. each 
is released. 


Retail Price: $19.95 
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Views 
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NEST IN Vile FIELD! 


THE DIAMOLOY “VAC-O-MATIC” ENSEMBLE 
NOW READY FOR IMMEDIATE DELIVERY 


The ingenious Hammertex finish of each utensil—unlike ordinary 
granular finishes—actually grows brighter, handsomer, with each 
cleaning—NEVER DISCOLORS. Other Diamoloy points of 
superiority include satin-smooth Sunray finish interiors, scientif- 
ically-balanced handles, self-basting lids, non-s pill lips, full flame- 


cushion bottoms. 





All pieces in the DIAMOLOY 
VAC-O-MATIC ENSEMBLE  Specially-constructed VAC-O- 
are made of guaranteed “first MATIC lids on all four pieces 
run,” highest quality, perma- with scientifically - designed vac- 
nent-moulded aluminum alloy; uum seal. Streamlined two-finger 
have unusual eye appeal; are bakelite knobs on all lids. 
built for lifetime wear. Ensem- 
ble consists of 2-qt. Saucepan, 
3-qt. Saucepan, 5-qt. Dutch Heat-resistant bakelite safety-grip 
a and 10'-inch Chicken handles, all sculptured to fit the 
aa feminine hand—cannot slip or 


EACH INDIVIDUALLY turn even when hands are wet. 
BOXED WITH HANDLES 
ATTACHED READY 

FOR USE Concave ringed non-rocking bot- 
toms with exclusive “flame cush- 
ion” construction. New wider and 

Weight: The set—15 Ibs. lower design—modern, attractive, 
economical. 














Retail Price: $22.50 per set 
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Guaranteed by ® 
Good Housekeeping 


 OLFECTIVE Of 
Cras ADVERTISED rue 


DIAMOLOY ALUMINUM COMPANY 


951 SOUTH CROCKER © LOS ANGELES 21, CALIFORNIA 





wt 
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Every Hunter Needs a 





To Protect Venison 
from Flies, Insects, 
Dust and Dirt 


To display his trophy while he protects his 
meat every deer hunter in your area will 
need a Western Hunter DEER BAG. These 
stoutly built bags are made of durable, un- 
bleached cotton, woven especially to permit 
proper cooling of venison. Bags may be 
laundered and re-used. Size 714 ft. x 40 in. 
to accommodate deer of any size. Strong 
draw cord at top of bag. Packaged: 2 dozen 
bags per carton. Display material sent with 
each order. Please order fast-selling Deer 
Bags now to assure delivery before hunt- 


ing season, 


Western Hunter 
_ DEER BAGS 
retail for 


3 


ELK BAGS 
Available in sets of 
4 begs for quartered 
elk. Retail $7.50 set. 





ORDER THROUGH YOUR 
JOBBER OR DIRECT FROM 


WESTERN HUNTER CO. 


0333 $.W Sheridan St. Portland 1, Oregon 





. 





ss aaa inl aS 


NATIONALLY 


ADVERTISED 


TO YOUR CUSTOMERS 
DURING DEER SEASON 


IN 
SPORTS AFIELD 
FIELD G STREAM 
OUTDOOR LIFE 


GOING 
DEER HUNTING? 


take along a 


to Protect Venison 
from Flies, Insects, 
Dust and Dirt 


@ Display your trophy, 
safe from flies, insects, 


dust and dirt with a Western Hunter DEER 
BAG! Helps keep venison “‘fit to eat”. Stoutly 
built of durable unbleached cotton, woven 
specially for our bag. Permits body heat to 
escape and meat to cool properly. Can be 
laundered and re-used. Size 7% ft. x 40 in. 
Plenty big for any deer. Strong draw cord at 
top of bag. Available at your Hardware or 
Sporting Goods Store. 


DEER BAGS retail for 75 


If your local store does not 
stock Deer Bags, order direct EACH 





WESTERN HUNTER CO. 
0333 S. W. Sheridan St.. Portiand 1, Ore. 
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Keyed to EHF 


Cape Cod and Great Lakes Groups 


Richness is the keynote of this 
Armorlite “Eighteenth Century” 
rug. Ideal for living rooms, the 
Eighteenth Century comes in 
ground colors of beige (6142) 
and blue .(6143) with tasteful 
floral groupings on the field and 
a wide scroll border. Also avail- 


op eS 
Ml li/ sats (ons 
> ly ts 


Every pattern in the fast-selling Armorlite line has buy-appeal for 
your customers. That’s because homemakers, chosen from income levels 
identical with those of your customers, make up the jury that pre-tests 
every Armorlite color and design for consumer preference. These home- 
makers — like your customers — know what they want. Their prefer- 
ences guide us in being sure that Armorlite gives it to them. That’s why 
so many dealers find it pays to feature Armorlite enamel surface rugs 
and yard goods — the line with beauty that’s consumer-tested. 


"For Style Superiority” 


BIRD ARMORLITE 


ENAMEL SURFACE RUGS AND YARD GOODS 


BIRD & SON, inc., East Walpole, Mass. - 295 Fifth Ave., New York «+ 13-118 Merchandise Mart, Chicago 















iy as 








@ New window in package— 
prospects can see patterns! 







@ More “eye” and “buy” 
apped! thon ever before! 






@ New weaves, florals, tones, in 
colors and styles for every room! 
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@ Liberal 35% gross 
profit on every r 
sale! Fast turn- 
over, too! And a 
great repeater! 

































@ it’s a dealer's dream 
come true! Tie-in to cash-in! 








@ New power-packed advertising in 11 
leading magazines reaching 19 MILLION 
prospects builds steady demand for you! 












AND MAIL THIS COUPON NOW! 





TRIMZ COMPANY, INC., Dept. 153-88 
Merchandise Mart, Chicago 54, Illinois 


I’m interested in those profits. Send me the details—but quick! 


TRIMZ 


*tG. U. S PAT. OFF 

















NOTE: If you are a jobber, state how many men you travel. 


i} 
1 
! rm. 
Ready-Pasted Wal [paper | ————— - 
TRIMZ CO., INC. UnfiTED WALLPAPER | a... we 
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BEGINNERS SKATES : 


Convertible Ice and Roller Skate 
with New Sales Appeal for YOU! 





oe n 


~ 
aM 


First in quality . . . first in new developments . . . first in sales for you 
That's our goal in designing and producing every RED RASCAL TOY 
Here is another first that will prove to be a real profit puller f 
everyone selling RED RASCAL TOYS. It's a year ‘round, sure se 
that is priced right for retail sales . . . profit right for you. Like eve: 
other RED RASCAL TOY, this new combination ice skate and roll 
skate is packaged for display value . . . designed for sales appe 
Now’s the time to order this big seller and other RED RASC. 
TOYS to assure an adequate supply for the big season ahead. Rig 
now we are prepared to make quick deliveries on all metal to 













They're new .. . they're different . . . they’re a 
sure fire bet that every kid will go for in winter 
and summer. Packed in an attractive three color 
box is a new type roller skate that becomes an 
ice skate in just a few minutes. Just use the 





wrench included to loosen the locknuts on the ne 
long-lasting rubber wheels . . . insert the extra ‘ 
bolts . . . attach the toughened steel runners... aa 
and you have beginners ice skates. Roller fini 
skates and ice skates are both rustproofed with able 
RED RASCAL “silver gleam” finish . . . straps Ea 
/ c 
are strong and long lasting . . . colors are attrac- 
tive. This novel combination is made to retail pe 


for only $3.39. 











ROLLER SKATES 


Exclusively designed for beginners, these sturdy skates take a full range of 

T e § shoes from size 7 to 12. Wheels are heat treated to make them longer lasting 

... supports are doubly reinforced for rugged wear. Throughout the nation 

these skates with their long lasting rustproof finish and radiant red wheels 

skate are setting new sales records . . . building new profits for every dealer. 

Roller skates are packaged separately in an attractive, eyecatching box, 
YOU! ready to sell for $2.39. 


Ne Retail at 


$2.39 


























ICE SKATES 





les for you” 
—- a Made in a complete range of sizes for all beginners, kiddies, juniors, and 
t puller adults, these skates offer an excellent sales opportunity in toy, hardware, 
“i oom department, and sporting goods stores. They are all steel construction, 
e eve light in weight with welded runner supports . . . runners and foot plates 
and rolle B being fully adjustable by merely loosening locknuts with wrench supplied 
les a ¢ «6! with each pair of skates. Skates are rustproofed with RED RASCAL’S 
D RASC oe : special ‘‘silver gleam” finish, and attractively packaged for sales appeal. 
nead. Righ’ Va y | You'll find the profit margin well worthwhile and sales hitting new highs 
metal toys es SS if when these skates are displayed at $2.39 for kiddie-junior size . . . $2.59 
3 for adult size. 


Retail at 


$2.39 and $2.59 


KIDDIES SCOOTER 


A new and different 4 wheel kiddies scooter, developed for the safety of 
beginners, ages 3 to 7 years. Two wide set rubber wheels in front and rear, 
together with new steering mechanism makes this new scooter sensa- 
tionally well balanced and prevents tipping over. The gleaming rustproof 
finish of this RED RASCAL scooter, plus the rubber foot pad give unbeat- 
able eye appeal. The streamline aluminum handle is 2314 inches high. 
Each RED RASCAL scooter is individually packed in a colorful, compact 
carton only five inches by twenty-four inches in size. Here’s a profit puller 
you should get more information on right now! 


TIE UP NOW WITH THE Red Rascal LINE 
Manufactured by 


GEORGE K. GARRETT CO., INC. 
1421 Chestnut St., Philadelphia 3, Pa. 


Red Rascal Toys 



































Proved By Performance! 


FE -Ject-O Does a Faster, 
Better Job! 


DISTRIBUTED BY LEADING HARDWARE AND PLUMBING JOBBERS FROM COAST TO COAST 


EJ EC 1-0 prain ovenee 


UNITED GILSONITE LABORATORIES | SCRANTON, PENNA. 
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“You and I are 
going to clean up- 






Because I’m coming to you for 
Tavern Home Products this Fall!“ 


“lll be looking for Tavern 
Paint Cleaner. That’s one 
of my favorites, too. (I guess 
that’s what people mean 
when they say ‘Every prod- 
uct in the Tavern line is so 
good, it makes you want all 
the rest!’)” 


« “Ill need Tavern Non- 
Rub Floor Wax because it 
wears well, cleans easily, 
resists water spots. (That 
means sales—turnover— 
profits for you!) 





RS. HOUSEWIFE means it, Mr. Dealer. Better get 

ready for the big Fall Housecleaning demand by 

_ ordering Tavern Home Products now from your near- 
est Socony-Vacuum office, or from 26 Broadway, 
New York 4, N.Y. In the Southwest, order from Mag- 
nolia Petroleum Co. and on the West 
Coast from General Petroleum Corp. 


“Bring out the Tavern 
Paste and Liquid Wax, too. 
They’re real work-savers! (I 
know, because it says so in 
Tavern ads in my favorite } 
magazines every month!) 






y - 
Housekeeping 
Py oertcret oe , 





NATIONALLY ADVERTISED! PUBLIC ACCEPTED! PRICED TO PLEASE! 


TAVERN HOME PRODUCTS 


Tavern Liquid Wax * Tavern Paste Wax Tavern Dry Cleaner + Tavern Furniture 
Tavern Non-Rub Floor Wax + Tavern Paint Gloss - Tavern Rug Cleaner - Tavern Leather 


Cleaner - Tavern Spot Remover + Tavern Preserver + Tavern Electric Motor Oil 


Lustre Cloth - Tavern Window Cleaner Tavern Parowax or Paraseal Wax 


SOCONY-VACUUM 
EVERY TAVERN HOME PRODUCT CARRIES THE SIGN THE NATION KNOWS 


AUGUST 15, 1946 











HOW a Wyrterace* Steel Tape. Your customer 
will take it every time. Show him how easy 
to read the jet black markings on the white back- 







ground are—in the brightest glare or in hardly 









any light at all. You can assure him that WYTEFACE 






Steel Tapes are easy to keep clean, are rust-resist- 
ing and hard to kink. Ask your jobber about 
WytTEFAace Steel Tapes and Steel Tape Rules. 








*Trade Mark. WyTerace Steel Tapes and Tape Rules are protected 
by U.S. Pat. 2,089,209 








FAVORITE* WYTEFACE 
STEEL TAPES 


For carpenters, masons, builders, electricians, 
plumbers, steamfitters, contractors, architects. For 
the farm, store or home. % inch width. With or 
without “K & E End Fastener for one man measure- 
ments”. Hard-wearing black leatherite case with 
nickel plated mountings. Four lengths — 25, 50, 
75 and 100 feet. *Reg. U. S. Pat. Off. 


Drafting, Reproduction, Surveying 
LU - * —. Equipment and Materials, 
ed a Slide Rules, 
Measuring Tapes. 





sctcrucdiermosenem | KEUFFEL & ESSER CO. 


NEW YORK - HOBOKEN, N. J. 


CHICAGO - ST. LOUIS + DETROIT + SAN FRANCISCO 
LOS ANGELES - MONTREAL 
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-SIMONDS 
) | Red Tang 
FILES. / 


















































































































































... they keep your File-Sales up 


RED TANG FILES have the same basic tooth-design 

as Simonds Metal-Cutting Saws. So Red Tangs cut, instead 

of scrape... remove more metal with less elbow-grease. 

di. That’s why workers like them ... and why your customers like 





















&, = them. Order Simonds Red Tang Files from the nearest 
Simonds office listed below. 
SIMONDS. 
SAW AND STEEL CO. | 
FITCH “ 
- BRANCH OFFICES: 1350 Col ITCHBURG, MASS | 
. umbia_ Road, Boston 27, Other Divisions of SIMONDS SAW AND STEEL CO. 
2 i Mass.; 127 $.Green St., } a Ne 
Chicago 7, lll; 416 W making Quality Products for Industry 
> Eighth St, Los Angeles i4 ' 
igo Calif; 228 First St., San i , 
Pete Front isco 5, € alif.; 4115. W SIMONOS \ 
G First Avenue, Portland 4 | PHILADELPHIA, PA SIMONOS ; 
Ore.; 31 W Trent As | Camada Sam CO LTO. 
4 . re le 8, Wa + enadiias ONS SAW ANO STEEL Co Grinding . : * 
é actory $95 Se en Se § LOCKPORT. w.¥. Wh k ta sone © 
Bonen al 30, Que | Simonds Products ey 
| Furnace Steels and Grains fer Canade Ee 
E AUGUST 15, 1946 21 
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PRECISION PROTECTION 


to within 3/1000 


Spore utmost in padlock protection—that’s 
what customers want —and get — with 
Slaymaker 800 and 900 padlocks. Property 
is dependably safeguarded by their genuine 
pin tumbler mechanisms. 

Each of the solid brass pins is made in 
two parts. Only when the right key lines up 
all the pin tumblers to within 3/1000“— at a 
point where the two parts of the pin meet — 


of an inch 


will the cylinder turn...the lock open. A hair- 
‘breadth variation and the lock stays shut. 
Slay maker 800 and 900 padlocks combine 
precision protection with permanent good 
looks. The husky, lustrous Zamak case is 
rust proof and scratch proof. 
Ask your jobber or write to Slaymaker for 
full details today. 
SLAYMAKER LOCK COMPANY, LANCASTER, PA. 
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10-GROSS CARTONS 


A quantity package that stays together. It saves 
time filling orders at the Wholesaler’s Warehouse — 
no wrapping needed. It saves time in the storeroom 
— easy to stack. It prevents broken packages, lost 
and tangled shipments. 


“QUICK-SIGHT” LABELS 


You don’t have to stop, look and listen to a Cor- 
bin label. It stands out. In a flash you get the type, 
size, metal, thread, quantity; you can see it — grab 
it — sell it, and have more time to sell something 
more. 
















CORBIN SCREWS 
PAY HIGH RENT 
FOR “A HOLE IN THE WALL” 


Corbin Screws — Nuts — Bolts pay high rent for a hole in the 
wall. Retail customers ask for them, without prompting .. . 
walk to the back of the store to buy them. When you figure the 
space they occupy and consider their selling prices and rapid 
turnover, you see at once why Hardware Merchants aim to keep 
a good stock of Screws — Nuts — Bolts. . . they’re profitable. 

You can increase this profit by lowering your selling and 
handling costs. How? Save time with Corbin quick-sight 
labels. Save time with Corbin sturdy packages. Save time 
with Corbin 10-gross cartons. And insure customer satisfaction 
with Corbin uniform quality. 

Order from your Distributor — he is equipped to supply you 


with an inventory planned for rapid turnover, and can keep you 


supplied regularly. ST-4 
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L-O-F also makes plate glass, safety glass, \¥r 
Thermopane* insulating glass, Vitrolite* iF 
colorful glass facing, Tu/-flex* tempered 
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In the Naughty Nineties it was fun to peek 
at the neighbors. Today, it’s easier to keep an 
eye on everything ...the children, traffic and 
passersby...through Libbey-Owens: Ford's 
clearer, quality Window Glass. 

Whether remodeling an old house or 
building a new one, most people prefer L-O-F 


Window Glass for framing their favorite view 


plate glass, Glastone*, the lightweight, F 


glass-faced masonry block, and other flat 


glasses. 
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*REG. U.S. PAT. OFF. 








Grandma peeked,te 


... but it wasn’t easy! 











because it is clearer... has less distortion. 


Dealers, too, are partial to this quality 
product because it’s easier to cut. Due to 
L-O-F’s longer annealing process, there’s less 


breakage and cutting loss. This means sore 


profit per light to the dealer. Libbey-Owens- 
Ford Glass Company, 5486 Nicholas Build- 
ing, Toledo 3, Ohio. 


LIBBEY:> OWENS - FORD 
a Great Name un GLASS 
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you can Pick a] GREAT! THEN 1 DON'T! 


: A COLOR TO MATCH HAVE TO PAINT OVER IT! 
| THE SASH PAINT | : . 
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) Wy HE SAYS PUTTY... 
| you say Masrie Glaze 


1. MASTIC-GLAZE comes JXESS@27. Your customers 
can pick a color to match the sash — no ticklish 
painting over. It’s easy to use—no priming. 





—- 


SNOWSTORM IN SUMMER? 





















Nos likely! But here's ‘2. MASTIC-GLAZE [XSI is advertised in six big 
a timely reminder national magazines. Smart merchandisers are 
that, in just a few tying in by advertising locally. Free mats. 


weeks, national ad- 
3. The snappy counter display box goes right to work 


selling MASTIC-GLAZE LESUL for you. 


vertising will send 


your customers in 


looking for that long, 4. You get double your putty profits with MASTIC- 
: red box of Strip-Seal GLAZE ASES@IPET, 1+ pays to swing your customers 
. to seal out cold. over to MASTIC-GLAZE, the “successor to putty”. 
: reneabeaateesaie: Stock—Display—Advertise—MASTIC-GLAZE 


fall-winter demand. 





The Tremco Manufacturing Co., 8701 Kinsman Rd., Cleveland 4, Ohio ¢ Makers of Strip-Seal and Mastic-Glaze 
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An Aristo-mat on . 
your tabie, Stove, or cabi- 
esto! yo 
Convenient aj}. as —¥ —~ 
+++ asbestos backed pashienea ae 


metal from touching su agg to kee; 


rounded so th 


for Aristomats by name 


AT Your Favor 
Housewares = Completerefreshe 


MFRs, 


DEPARTMENT fr’ kitchen ensem. 
T \ a a G PMoEntx TABLE MAT CO., CHCaco 7 Lets NOt Pad, If 

ve or oob-ico can 
; D ARISTO-WaReE ‘t 


Aristo-mats are accepted—thousands of deal- 

ers have been selling them to millions of satisfied 

customers for years—but now, for the first time, 34,000,000 

more potential customers will know the story behind Aristo-mats through 
our national advertising. You'll be seeing the ads in Good Housekeeping 


. . . Ladies’ Home Journal . .. Woman’s Home Companion . . . and the ie 
Saturday Evening Post. 
Be sure your stock of Aristo-mats is large enough to meet the increasing 


demand created by this national advertising—as well as to handle re- 


turn sales. You'll have a good many! 








You won't receive your Aristo-mats the day after you order them—but 
we do assure you that our deliveries are reasonably prompt. 


PHOENIX TABLE MAT COMPANY 
1259 South Wabash ° Chicago 5 
Manufacturers of the only nationally advertised stove and utility mats 
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ON TABLE TOPS... 


of Hot Pads, knob-top cannis 
Pa Ree tain coments, & pore. Plated four times. sets, knob-top cookie ca 
knob-top dual waste ca 


heav metal. Takes ‘0 

le 0 
300° FeDasi n endargieres. 
Asbes 


Kant Kut ner, tos 
backed: 17"x 19". ee 
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HERWIN- 


WILLIAMS 
RESEARCH 


WHITE LEAD & COLOR WORKS, Detroit 
LAWRENCE & CO., Pittsburgh 


THE LOWE BROTHERS CO., Dayton 


ACME 
W. W. 


JOHN LUCAS & CO., INC., Philadelphia 
THE MARTIN-SENOUR CO., Chicago 
ROGERS PAINT PRODUCTS, INC., Detroit 
THE SHERWIN-WILLIAMS C0., Cleveland 





7 WORLD-FAMOUS COMPANIES BRING Y 


S 





for YOU to mak 





ING YOU THESE MIRACLE SALES-MAKERS! 


$35,000,000 
DEALER PROFITS 
INS YEARS! 








HOTTEST-SELLING 
_ LAWN SPECIALTY 








Yes, the simple goal of these great Companies is to 
produce better products for happier homes and easier 
living for all. 

What does this mean to you? Your own experience 
will tell you—Better products have much higher con- 
sumer acceptance and demand. Products that get the 
most vigorous, persuasive advertising and merchan- 


FASTEST-GROWING 
PRODUCTS OF 
THEIR KIND! 








>= OF ALL 
h/7, DDT BUG KILLERS! 


, PROFITS FOR YOU! 


dising support sell faster, more often, bring you bigger, 
easier profits. 

Each and every one of these products is backed to 
the hilt, not by one or two companies, but by seven 
great companies united in product development and 
promotion. Beyond a doubt, Products of Sherwin- 
Williams Research mean more sales, more profits for you! 





real money with these Great Home Products! 

















\ PROOUCTS oF 4 
SHERWIN- 













——~ 













BIG DOUBLE PAGES IN 
COLOR REACHING MILLIONS 
OF CUSTOMERS THROUGH 
NATIONAL MAGAZINES 











PRODUCTS OF 


SHERWIN- 
WILLIAMS 
RESEARCH 





BACKED BY THE GREATEST OF ALL 
wus! HOME PRODUCTS ADVERTISING! 


Now, the combined stories of Products of Sherwin- 
Williams Research are reaching your-customers through 
a tremendous new advertising drive which is building 
even wider consumer acceptance and demand for this 
world-famous family of products. No other group of 
home products gets such vigorous, persuasive adver- 
tising support! 
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SAFE, SURE. 1 





IN YEARS — STOCK AND FEATURE 
THESE WONDER PRODUCTS 






ACME WHITE LEAD & COLOR WORKS, Detroit 






W. W. LAWRENCE & CO., Pittsburgh 





THE LOWE BROTHERS, Dayton 


JOHN LUCAS & CO., INC., PhilSdelphia 






THE MARTIN-SENOUR CO., Chicago 





ROGERS PAINT PRODUCTS, INC., Detroit 


THE SHERWIN-WILLIAMS CO., Cleveland 



















EMGINEERED PResects 


@ Here is the lawn mower that’s destined to set new sales 
records ... a silent, lightweight, streamlined beauty; the 
product of months of engineering study, testing and im- 
proving. Among the many advanced engineering develop- 
ments are features not found in any other lawn mower. 
Its beauty, its durability, its astonishing ease of opera- 
tion will prove a revelation to the buying public. For 
you it means quick sales and substantial profits . . . 
once you display this outstanding 1946 Dalglish 

lawn mower! 
Weight 32 pounds; five blade, six inch ball-bear- 
ing reel; 1042” wheels with large semi-pneumatic 
rubber tires; colorful finish .. . golden yellow 
reel striped in black; scarlet handle trimmed 

in lustrous aluminum. 


For further detail write department M1. 


J.M. DALGLISH & COMPANY 


41-71 West Fillmore Avenue Saint Paul 1, Minnesota 
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Overriding clutch provides 
noiseless operation, posi- 
tive engagement, extra 
long life 


Solid, high lustre aluminum 
wheels are precision die 


Side plates are precision 
die cast in polished, high 
strength aluminum 



































"You're right Junior, Pol-Mer-lk does brush easier’ 


REMEMBER... POL-MER-IK LINSEED OIL 
for Getter Pacuting 


it will Be Back! It will be a great day when painters can get all the Pol-Mer-Ik they 


want. Due to government restrictions on metal containers the 
distribution and sale of Pol-Mer-Ik Linseed Oil is also restricted. 
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NALEY CREATING NEW VALUES FROM AMERICA’S 
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f | Bull Dog is the kind of 
, | Friction Tape you'd ER 














@ HIGH TENSILE STRENGTH 


TRIBES; 


or 


@ UNIFORM QUALITY 


@ GREAT ADHESION 


REEL MI x 


® LONG AGING 
@ WIDE CONSUMER DEMAND 


@ ATTRACTIVELY PACKAGED 


en Nae nce AP Ee 


PEA 


@ CELLOPHANE-WRAPPED 
FOR 
BETTER PROTECTION 





BE RID PE SP aes 





That’s why you can convincingly 
sell it to your customers 


The unmatched quality of BULL DOG 
FRICTION TAPE, plus its national reputation, 


plus its attractive packaging, bring volume sales 





.. repeat sales. Keep your shelves stocked with 
BULL DOG brand. Its superior characteristics 


make friends and profits for you! Order from 


your local distributor today! 


Boston Woven Hose & RUBBER COMPANY 





Distributors in All Principal Cities © 


WORKS: CAMBRIDGE, MASS., U. S. A. © P.O. BOX 1071, BOSTON 3, MASS. 
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ACTIVE INGREDIENTS 
Dichloro-Dipheny!-Trichloroethane 


ERA 3.00% 
4% Pyrethrins = Pyrethrum 

Concentrate ........... 2.00% 
Cyclohexanone .. 5.00% 
Hydrocarbon Oil . .. 5.00% 

INERT INGREDIENTS 

Dichloro Difluoro Methane 

(Freon 12) .. 85.00% 

PRICE LIST 


AEROSOL INSECT-O-BLITZ re- 
tail list price $3.00 per unit. 
Fair-traded $2.95. Subject to 
liberal trade discounts. F.O.B. 
destination on 3 cases or more. 
Presently packed 24 per case. 


INSECTICIDE 


INDUSTRIAL MANAGEMENT CORPORATION 
SALES OFFICES: 639 S. Spring St., Los Angeles 14, Colif.; 38 S. Dearborn St., Chicago 3, Ill. FACTORY: Valparaiso, Ind. 





You can...as long as bugs fly. Because housewives will 
keep coming for this better insecticide that knocks ’em out 


for good. 

It’s a best seller, killing more easily, more economically than 
ordinary sprays. Re-order now for the worst fly time is here. 
Jobbers stock Insect-O-Blitz by the carload. 





For quick turnover, big profits, display Insect-O-Blitz. Ic 
really kills flies, mosquitoes, flying moths and similar insects. 


You tell the Howewives 
and they A buy INSECT*O*BLITZ 


Safe when used as directed, it’s non-inflammable, non- 
explosive. It’s exactly what the Armed Forces used. So eco- 
nomical, one dispenser will keep a home bug-free all season. 
Spray only a few seconds per room. As a space spray, one 
dispenser equals two or more gallons of ordinary insect spray. 
Self-spraying, there’s nothing to fill, spill, or pump. Tell 
them. They'll buy. 


INSECT-O-BLITZ 


DIVISION 
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3055 RATCHET Screw Driver: Shockproof, unbreakable handles, 
fully ground and polished blade. Plastic ferrules come in assorted 
we red, blue and brown—size of blade—!/," x 5", length overall— 


Packed | doz. to box, shipping weight, 3 Ibs. 3 oz. 


3095 “Stubby” RATCHET Screw Driver: Shockproof, unbreak- 
able handles, fully ground and polished blade. Plastic ferrules come 3055 


in @ colors, red, blue and brown—size of blade—!/,"x 1!/2", ACTUAL 
length overall ok SIZE 
Packed | doz. to box, shipping weight, 3 Ibs. 


QUOTATIONS UPON REQUEST 
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QOx-wALL TOOL CoO. 
928 BROADWAY, NEW YORK, N. Y. 
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SCREW DRIVERS 
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3170 Unbreakable handle screw driver assortment, fully cross ground and 
polished blades. Consists of 2 pes. each !/," x 4", 5", 6". 3 pes. g" x 21/4" 
and 3 pes. 3/16" x 4". 


| display card to box. 
Packed 2 doz. bulk. Shipping weight: 2 lbs. 2 ozs. 


3077 Unbreakable handle screw driver with fully cross ground and polished 
blade through handle. 


Packed: | doz. to box. Shipping weight: 3 Ibs. 5 ozs. 








)oxwtt 


SEE US AT THE NATIONAL HARDWARE SHOW 





Sept. 16-21, Booth No. 3, Grand Central Palace 


Ox-waALL TOOL co. 
928 BROADWAY, NEW YORK, N. Y. 
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FULLY 
GROUND 
AND 
POLISHED 


ACTUAL SIZE 


No. 3077 


BLADE 
THROUGH 
HANDLE 






































U. S. Patents 
2,088,029 
2,299,762 

Canadian Patent 
407,481 

Other patents 

pending 


AN IMPORTANT 
PROFIT MARKET 


AUGUST 15, 








10,000,000 BICYCLES 
need this low-cost electric light generator... 


Thousands of bike riders in YOUR terri- 
tory are immediate prospects! Make-A- 
Lite supplies dependable, cost-free electric 
light. Modernizes bikes with outmoded, 
battery-lighted troublesome lamps. The 
Make-A-Lite fast-selling, money-making 
line offers continuous turnover and prof- 
its on generators, lamps, and complete 
generator-lamp sets. Start your profit 
ball rolling! Get started with Make-A- 
Lite NOW! 


Eaey TO INSTALL 


1946 


Nothing to it! Easy instructions for front 
or rear fork installation in a _ jiffy! 


EXCLUSIVE FEATURES: 
Patented voltage control governor auto- 
matically prevents excess voltage and 
the blowing of bulbs at high speed. 
* Good light at a.walk—brilliant light 
when riding. * Two separate circuits for 
head and tail lamps; if either is dam- 
aged, the other continues to give brilliant 
light. *% Interchangeable bulbs; same 
standard bulb for head and tail lamps 
makes servicing easy. 


COLORFULLY PACKAGED 
For Big Volume Sales of Generators, 
Headlamps & Tail Lamps in individual 
units or complete sets. 


ORDER FROM YOUR JOBBER, Specifying Generators, Headlamps and Tail lamps, or Complete Sets 
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Whatever your hauling requirements... 
large or small, heavy or light . .. GMC’s 
wide range of models from 14 to 20 tons 
offers you the exact kind of trucks you 
need to do your job. Postwar GMC pick- 
ups, panels, stakes, platforms, tractors 
and chassis units are the best GMCs ever 
built. They have engines of the same 
basic design as the famous “270” which 
powered nearly 600,000 GMC-built a 
Army trucks. They boast heavier frames 
and axles, sturdier clutches and trans- 
missions and bigger brakes, in addition 
to such prewar GMC advantages as 
Turbo-Top Pistons and Recirculating 
‘ Ball-Bearing Steering. GMCsareall-truck 

Catan built. They’re built for your business. 
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... why is the 


SMITHWaY STOKER 


franchise the 


in the industry ? 


Me Get the “hot news” about the SMITHway Stoker. Put a penny post card in the mail today 


AUGUST 15, 1946 


- here are good reasons why key dis- 
tributors and dealers are eagerly seeking 

the SMITHway Stoker franchise. Never 
“Protected Profits Plan” Tells the Story 


Here are the highlights of the SMITHway 
Stoker “Protected Profits Plan.” It’s a 
honey of a plan that puts dollars in the 
dealer’s pocket. ° 


BRING THE CUSTOMER IN. Powerful SMITH- 
way Stoker advertising appears month 
after month in such proved merchandise- 
moving publications as The Saturday 
Evening Post, Better Homes and Gardens, 
and American Home, Customers are at- 
tracted to the store and “pre-sold” on 
the SMITHway Stoker. 


SHOW THEM A SUPERIOR ProoucT. Only the 
SMITHway Stoker has the 24 Exclusive 
Features that make it easy to sell, simple 
to service, convenient to own. It’s the 


before in stoker listory has any product 
combined so many features that make for 
maximum sales and profits. 


only stoker with the talked about “Pack- 
aged Unit-Drive” that can be quickly and 
easily replaced in less than 4 minutes, 
using a common end wrench and an 
ordinary pair of pliers. Feature after 
feature makes the SMITHway Stoker 
“America’s Outstanding Stoker.” 


SLASH SERVICE CALLS AND Costs. No other 
stoker is so simple to service. Hundreds 
of stokers can be serviced with a stock 
consisting of only: 

4 sets of Tuyeres 

2 Feed Screws 

2 Packaged Unit-Drives 


« And not one thing more 














SELL THEM... 


NEOCET 


BRUSHES 
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“The Fascinating Story of Neoceta"” an intensely interesting booklet —is 
yours for the asking. Write to nearest “Pittsburgh” branch for your free copy. 


5 YEARS 


PITTSBURGH manonsn ap 
PLATE GLASS COMPANY Le 
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GENS(D M@RA HUNTING € SPORTS KNIVES 
© GENUINE INLAID Swedish CHARCOAL ALLOY STEEL 
22 SIZES, WITH GENUINE LEATHER SHEATHES 


N 8&8 O86 D B Y 
e HUNTERS @ FARMERS 
e SPORTSMEN e SCOUTS 


FOR IMMEDIATE DELIVERY = *®*N“HERS.—_s campers 


ALSO 


Stock up... get ready... be set for the big hunting ee ee 


season ahead. Order now for the holiday buying rush, 13” Knife for Splitting Kindling 
too ... because the Gensco Mora Line is tops for 


appealing to gift buyers. 
10-1/2”’ Butther Knife 


Each knife is individually made by a skilled Master 
Swedish Craftsman... in special types for skinning, cut- >: 
ting and many other hunting, fishing, and sports uses. re 


See your distributor, or write for catalog, today! 7-3/4" Scissors 


_ GENSCO TOOL DIVISION 


a STEEL WAREHOUSE “Te INC. 
1830 N. KOSTNER AVENUE * * CHICAGO 39, ILLINOIS 
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y Magnesium Lawn Mowers 






It stands to reason that people will buy old-name 
brands in preference to new ones—especially if the 
product backed by the old name has kept up with 
the times. That’s how you get the advantage when 
you handle the Coldwell line: you're selling the 
oldest, best-known names in lawn mowers, combined 
with outstanding new products. It’s the old names 


and the modern design that sells them. 



















But it’s performance that keeps them sold. The 
Goldwell Featherweight is built for years of easy, 
trouble-free operation. Magnesium construction 
limits its weight to less than 30 Ibs.—and at the same 
time makes it stronger, longer-lasting. Self-lubri- 
cating oilite Bronze wheel bearings, ball bearing 
mounted cutting reels, rubber tires and tubular 
handles are features that users will continue to like. 













Your customers will stay your 


Like other commodities, lawn mowers are easy ies a . 
to_sell at present. When they get hard to sell—old eeeptaed if sell them 
brands and modern products will continue to pay Featherweights or Bantam- COLDWE 
off. Get the details of our plan for selling through sights.” Wri ; LAWN MOWER 
wholesalers exclusively . . . find out how it can weights, Write us, Or see your ee asi sisinic) 
help you. then as well as now. wholesaler for full information. 


COLDW ELL _LAWN 
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STEELCRAFT 
Wheel Goods 


During this lengthy period we have gained 
a knowledge of the design and manufacture 
of juvenile wheel goods that is unexcelled. 


Furthermore, the STEELCRAFT line is 
produced in a large, modern plant amply 
equipped with the finest facilities. 


As a result, the name STEELCRAFT has 
long been recognized as the leader in its 
field for quality. 


THE 


Army-Navy “E” flag 
4< awarded April7, 1943; AA U = ae A 4 " O H I Oo 


stars added August 25, 

1943, Feb 26, and 

October 9, 1944, and MANUFACTURING COMPANY 
a CLEVELAND 10, OHIO, U.S.A. 


‘4 
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OLEMAN APPLIANCES have for years been 
known as dependable quality products which deal- 
ers can sell at a fair price with good profit and 
with confidence of satisfactory service to their 
customers. The widespread consumer preference 
for Coleman Lamps, Lanterns, Stoves, Irons and 
Heaters assures a good turnover and steady busi- 
ness all season long. 

» Limited quantities of all products here illustrated 
are now being made. We will continue to produce 





Lanterns 


if | G.I. 
7 | Pocket 


& Stoves 






Self-Heating 
Irons 







¢ Camp and 


Cabin Stoves 





them as rapidly as possible. As time passes all 
dealers will be able to secure more and more Cole- 
man merchandise. In the meantime, keep in touch 
with your jobber. He may be able to supply you 
out of the allocations he gets from time to time. 

Remember, every Coleman Appliance is a profit 
item. It pays to sell them all. Remember, too, that. 
the Coleman Line is backed by consistent national 
advertising and every Coleman dealer is given 
complete sales cooperation. 











A Coleman Service Department Is Always a Profit Producer 


A well stocked, well operated Coleman Service Department provides dealers 
with an additional profit source that is constant throughout the year. A small 
investment provides enough parts and supplies to take care of all ordinary re- 
quirements and gives a rapid turnover in sales. Get a Visible Parts Cabinet. Keep 
your Coleman Service Program producing continuous profits. Order from jobber. 













Philadelphia 8, Pa. 


(Terminal Commerce Bidz.) 


Wichita 1, Kansas 


THE COLEMAN COMPANY, INC. 
los Angeles 54, Calif. 


Honolulu, T. H. Toronto, Canada 
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With the peak of the cycling season almost here, 


THE WASHBURN COMPANY 


ILLINOIS 
ASSOCIATED COMPANY—MICHIGAN WIRE GOODS COMPANY 


WORCESTER 8, MASSACHUSETTS © ROCKFORD, 


NILES, MICHIGAN 















































No. 1642—large size, 18” x 13” x 6”. 
Long clamps to handle bar. Upright 
braces with four adjusting holes 
carry load to front axle. Fits all bi- 
cycles with curved front fork braces. 


No. 642—large size, 18” x 13” x 6’. 
Short clamps to handle bar and 
upright braces to front hub. Fastens 
easily to any bicycle. 





can, we'll send them to you to help you profit 
we're working full speed producing the Androck from the tremendous market for Androck baskets 
line of top quality bicycle baskets. As fast as we this fall. 














OVER 60 YEARS OF MERCHANDISING EXPERIENCE 
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Powerful NEW Advertising 
Reaching MILLIONS Monthly! 


Starting again in September issues—on 
newsstands in August—colorful, hard- 
hitting advertisements will remind folks 
everywhere that it’s time again to buy 
DUST-STOPS*. American Home, Better 
Homes & Gardens and House Beautiful 
will carry the campaign. More than 5,000,- 
—_——_——— 000 families will be reached. And, note how 
this ad, like all others in the series, keeps 
RIGHT NOW! . .. before cold weather arrives! selling modern warm-air heating, creating 
Yes, it’s time again to replace diet-clogged si a still more users of replacement filters and 

ee Ee Diy ster ile more customers for you. 


fortunate you are: Ageving 
be assured once more of getting plenty 
seethay | dispose of last 


3 7 lly important, you can of | 
thrifty heat. Equa , hc 
winter's dirt while protecting your home and furnishing 

» coming months. ve 
eal ST-STOP* Air Filters—original equipment 


Clean, new DI 











yours is a mode 


, alia 
effuient warm-air heating units—perm 


in most of these pn 


ai ec dust, 
the heat to circulate freely, yet remove airborn hee 
nttoct? 

1 an amazing amount of dirt they colle 


i A NEW PROMOTION KIT TO HELP 
and lint. And wha ent intervals. 
That’ why they wat a aed ov, wal eve YOU GET BUSINESS! 


A new ne " 
Mn m the 
fuel und money. 50, order a new set today! le 


Classified’ Telephone Directory under “Filters”, for names Yes, the FREE Dealer Promotion Package 
a: for fall is just about ready. You’ll find 
it complete, with all of the field-tested 
selling helps that have proved so effective 
in seasons past. So, check over your stock 
of DUST-STOPS now and get set for the 
big fall business. Also order the free 
promotion kit No. D46-21. Address 
Owens-Corning Fiberglas Corporation, 
Department 934, Toledo 1, Ohio. 


In Canada, Fiberglas Canada Ltd., Toronto, Ontario 


of DUST-STOP Air Filter dealers in your 
community. , ? 
Owens-Corning Fiberglas Corporation, 
Department 904, Toledo 1, Ohio. Branches 
in Principal Cities. In Canada: Fiberglas Canada 


Lid., 1200 Bay Street Toronto, Ontario 
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AIR FILTERS 


-a FIBERGLAS product 









Ke he Z / Every owner of a filter-equipped warm-air furnace 
CHUL SY « 


needs two or more DUST-STOPS at least once a year. 
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HOMEWORKSHOPS 





PHOTOGRAPHY 





FROM A MAGAZINE WITH BIG IDEAS 


— MECHANIX ILLUSTRATED— 


AN IDEA THAT'S GOING OVER BIG 


the first annual 


NATIONAL CRAFTS 


AND SCIENCE SHOW 


The National Crafts and Science show is attracting scores of 
exhibitors, large and small... because thousands of mechan- 
ically-minded men will throng to see this exciting exposition, 
designed to create active interest in active hobbies. 

Leading names in industry will dynamically participate to 
present a swift-moving panorama of the latest developments 
in science, mechanics, and hobbies. 

Here’s the perfect setting to introduce new ideas and new 
products to a highly concentrated market .:..a responsive 
market because of inherent mechanical interest. 

A few choice booth locations are still available . . . but only 
a few ...so if your product is not yet represented in this big 
league lineup, get the details today. Wire Campbell-Fairbanks 
Expositions, Inc., 139 East 47th Street, New York City. 


NOVEMBER 17-24 


EXPOSITION HALL 


MADISON SQUARE GARDEN 
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Now you can offer 







the latest and smartest 






in garden equipment 


here's a new de luxe, major-profit item— 
the answer to home gardeners who have 
been asking for a lighter, easy to handle 
Lawnbarrow! 


Compactly designed of ultra-light mag- 
nesium—its modern finish and trim lines 
appeal especially to women. Its sturdy 
construction, perfect balance, and utility 
features win the admiration of gardeners 
who want the best. 
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They like its flat bed for carrying potted 
plants and bulky objects—they find it a 
real pleasure to use. It stores away easily 
on a convenient hook in garage or base- 
ment. And it sells itself when your customer 
picks it up! 
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The "Pick-Me-Up” label attached to the bed of 
each Lawn-barrow encourages self-demonstration 
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ifcati Amazing light weight, 16 pounds. 
size—26'" x 32°—Length 50° overall. Ename! 
finish. Color—Ffrench grey bucket, under structure 
bright bive. Pneumatic 2.75 x 10 tire, easy rolling 
bearings, 2" strong axle. Tubing under borrow, and 
cross braced, for rigid structural strength. Tapered 
walls, fet bed. 


For discounts and shipping information write or wire: 
SPECIALTY PRODUCTS DIVISION 


THE DOW CHEMICAL COMPANY 
First and Water Streets, Bay City, Michigan 
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FLEXI-RAKE 


NEW! The Adjustable 
AU-STEEL RAKE / 


For Grass e For We 
For Hard-to-get-at S 


CAN BE CONTRACTED TO 6 INCHES 
EXPANDED TO 18 INCHES! 
























This new Rieger FLEXI-RAKE, all-purpose rake, was de- 
signed for utility .. . for the lawn, alley cleaning, clearing 






rubble, getting into narrow areas be- 






tween shrubs and bushes or spreading 






out to lessen work by covering a larger 






sweep. Easily adjustable to any size up 






to 542 inches by a simple twist of the 
wrist! Retracts to 441 inches. 








Black Wire Tines of 5/16" Flat Spring 
Steel, Entire Rake Rust-Proof Treated 


Extremely Light Handle of Welded Steel . 7 
Tubing, Cadmium Plated 


The Rieger all-purpose, all-steel rake 
has been user-tested with unusuall 
complimentary results . . . assurance o RETAILS for only ¢ 1 © 9 8 


immediate consumer appeal, high vol- 
ume, high profits! Mail your order today! A RIEGER PRODUCT - Naturally - A GUARANTEED PRODUCT! 


THE RIEGER MANUFACTURING COMPANY 


MIAMISBURG, OHIO 


IMMEDIATE SHIPMENT 
























BIGGEST TOYE 
“HOT-SPOT*’-L 
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78,000,000 PEOPLE WILL READ 
ABOUT LIONEL THIS FALL! 


National advertising in full color will bring the story of the new LIONEL 
TRAINS to these nidffy millions. These Fathers and Sons are your customers! 
And the hottest spot in your Toy Section this Christmas will be the Lionel 
Train Display. Count on crowds from the time you ‘open till you close. 


THE LIONEL CORPORATION e 15 EAST 26th STREET, NEW YORK CITY 

a pom World! 
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Realistic New Water 

Tower. No. 38. Oper- 

, ates by remote con- 
i\ trol. Spout comes 
LX y, down to fill tender — 
4 ot - water appears to 
empty out of tank. 

4 Presto! the tank fills 


Ws | 
mics + £ up again, 
~ 


LS 


~Build Christmas Volume ire 
















YDEPARTMENT 
-LIONEL TRAINS 


)NEL Double Worm Drive Locos power the 
»w strikingly realistic LIONEL TRAINS. 














NEW! Scale Detailed Cars 
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FAMOUS POPULAR PRICED "027" GAUGE 
LIONEL —n AND PASSENGER SETS 
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Strength is something with which “AMERICAN BRAND” 
ROPE is generously supplied. That is because American 







Manufacturing Company uses only the best available fibres 






for its cordage. This, plus carefully controlled processing 






to assure utmost yniformity, and thorough lubrication with 






specially compounded cordage solutions, produces an ex- 






ceptionally strong, durable rope. American Manufacturing 






Company distributes nationally a complete line of cordage 






for all Marine, Agricultural, Fishing and Industrial uses. 





“American Brand 


CORDAGE 


ROPE * TWINE *° OAKUM ° PACKING 
A Complete Line from One Source of Supply 












AMERICAN MANUFACTURING COMPANY, BROOKiYN 22, N. Y. 


Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 







Sales Offices: 
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SALES-CLINCHING — 


new ron’, ¥:\ 





A favorite with parents, home owners 

and apartment dwellers, the NOMA a 

Heater is absolutely baby-safe and pet- es oe foe 

proof. Its non-glowing FIN TUBE ele- Seg ea 

ment is enclosed in a hazard-free steel 

cabinet that pours out the heat, yet is i 

ens coud.sh dneah deeds DionA Facts about NOMA that mean business for you 

pts eee ere eae the eo The NOMA Heater is conveniently portable, plugs into any outlet. 
ws ny 2 pgs Extra-length plug-in cord (8 ft.) lets you move the NOMA Heater 


to fill all seasonal ere toe peo f : around where you want it. 


Delivers thorough comfort. Not just a spot heater, it corries 
warmth to every corner of the room—100% EFFICIENT—all elec- 


tricity is converted into useful heat. 2 


Use : 
=e 
.) 


<P 


“ZL 


Baby-safe and pet-proof. The heat’s in the room, not in the metal! 
Guarded switch. FIN TUBE element fully enclosed in a spot-welded 
steel cabinet. NO GLOWING WIRES—NO FIRE HAZARD. 


NOMA’s spot-welded construction provides lifetime durability 
to wear out, losts indefinitely without servicing to main- 
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MILLIONS 


OF TAYPIT ADVERTISEMENTS 
PER MONTH 


Eye-catching Taypit consumer advertise- 


ments — appearing in 14 leading national 
magazines — are already at work for you. 
The more Taypit display cartons you 
place on your counter, the faster you get 
your extra profits on this complete line 
of self-sealing tapes. Ask your wholesaler 
today about our special introductory al- 
lowance for every carton you display. 
The Taypit line is complete; fills every 
need for home and office. Crystal-clear, 
transparent tape — on 10¢ rolls and 25¢ 
dispenser units — for sealing, mending, a 
hundred and one uses. Christmas gift- 


wrap (10¢) and Year-Round gift-wrap 


(10¢) in assortments of gay colors and 
designs. And finally — the new and dif- 
ferent WriteOn—on 25¢ dispensers. 







Here is the tape for labelling anything 
and everything. “Write your own labels” 
— even for refrigerators and frozen food 
lockers. (The special adhesive is effective 
from 150° to -20° Fahrenheit.) 

Your customers need these tapes. Take 
advantage of the driving force of Taypit 
advertising to increase your sales and make 
extra profits. 

Order from your wholesaler today. He 
is authorized to give you the introductory 


counter display allowance. 


























SELF-SEALING TAPES 
Made and patented by INTERNATIONAL PLASTIC CORPORATION 


MORRISTOWN, N. 3. 


HARDWARE AGE 
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Why does Buildo sell on sight? 

%, Boys instantly recognize its value. You can't fool 

Ta boy on quality, and he knows this is it. 

Parents snap up Buildo because it lasts the boy 

” for years, and fits any age bracket. And they know 

what a construction set means in a boy’s life. 
Dealers are smart, too, in ordering just about 

the full capacity of the Buildo factories this year 

Dealers like Buildo becausg¢ it is a year round item, 

at discounts that guorantee a comfortable profit. 


There's a Buildo representative near you 


a 
THE Buildo COMPANY 
WESTON FARMER, PRESIDENT 
209 Foshay, Minneapolis 2, Minn. 








il 





SA eget TRE SL tah 


THE BUILDO FAMILY 
#400 Buildo Standard............... $ 3.95 


#600, with Lampolites and Battery Motor 5.95 
#900, with Buildo Bumblebee Motor... . 8.95 
#1500, the Buildo Super Set........... 14.95 











ILLUSTRATED: 
#600 Battery 
Motor Set 
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GILBERT CLOCKS 


are 


CoMING CLOSER 





Excellent alarm clocks are coming down 
the Gilbert preduction lines right now. So 
far, all are ear-marked for existing order: 
from customers whose patience during the 
long period of restrictions has been exceeded 
only by their urgent need for these clocks. 













Soon, such clocks will come faster .. . 





and in much greater variety . . . with more 
ample supplies for everyone, including the 
hundreds of newcomers in the wholesale 


idles loot dhiudbeans ae sites sve DMilapaco LACE PAPER PLACE 
hy eeraee- apie mae ae MATS AND DOILIES IN THE... 


ing in the most equitable manner possible. 
HIGH UNIT-SALE "HANDY PACK’ 
= THE WM. L. GILBERT CLOCK Corp. —s You multiply your unit-sale many times over with the Milapaco 


HANDY PACK — 100 beautiful Lace Paper Place Mats or Doilies 
to a package. It's a quick self-seller, with its full size illustro- 










clock makers to the nation since 1807 










WINSTED, CONN. 
Laconia. N. H tion on each package and “how-to-use-them" suggestions on the 
‘ sei ila) package back. Try a display of Milapaco HANDY PACKS in 
551 Fifth Avenue 141 Ww Jackson Blvd tienes aehitien. iladenads dak ada tec allel wad aaldtte 
New York 17, N. Y Chicago 4, Ill ateet ty Qedaens, 





MILWAUKEE LACE PAPER CO. 


ESTABLISHED 1898 


1306 E. Meinecke Ave. @® Milwaukee 12, Wis 





BRANCH OFFICES AND WAREHOUSES 





98 BLEECKER ST. NEW YORK 12, N 
10)8 SANTA FE AVE, LOS ANGELES 21 
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A MODERN SUPER-CASTER © BUILT-IN REEL with interchanceaste rops 












It is a Hurd business creed that exfra quality and is precision-built of highest quality, corrosion- 









extra value pay off in the long run to the public, resistant materials for lifetime service. Note below 
the dealer, the jobber, and the manufacturer. the many quality features that will appeal to 
That is why the Hurd Super-Caster Rod and Reel every fisherman who wants the finest. 
7) 
a4 / 
No obstructing posts— ard, chrome-plated 













easy access to line. guides. 







Level wind made of 
aluminum bronze for 
long life — smooth 
action. 





Large diameter, light- 
weight spool gives 
longer casts. 

























Rigid, one-piece frame- 
work holds gears and 
shafts in alignment; 
prevents undue wear 
on moving parts. 









Precision-cut, alumi- 
num bronze gears 
insure smooth, silent 
j action and long life. 


Crank nut with pre- 
cision-fit threads pre- 
vents loosening. 























All bearings are latest 
type oilless bronze 
and require very little 
attention. 









Light, stainless spring- 
steel crank and plastic 
handles eliminate fly- 
wheel action; give 
longer casts; help pre- 
vent backlash. 




















Corrosion resistant, 
magnesium - aluminum 
alloy one-piece frame. 
Will not fall apart in 
action. 





























Auxiliary thumb but- 
ton control permits 
delicate drag action 
sO necessary to good 
casting. 






Walnut, pistol grip; 
convenient, easy to 
handle. Does not tend 
to turn in hand. 








| you have not already ordered this fast selling item, 


Patents Applied For. The right to make specification changes is reserved, without obligation. 


call your local jobber or write for literature. 








~Soaroenathlinery semi aidTm 





AUGUST 15, 1946 sad 

















In a few words: Vaco 
Drivers are available in 
great variety (173 types) 
to fill every possible 
need; with handles of 
gleaming Ambery! Plas- 
tic, Vaco: Drivers attract 
attention; they fit the 
hand correctly, they are 
shock-proof and break- 
proof. Write for catalog. 
173 TYPES 


317 E. Ontario St., Chicago I, Ill. - InCanada: 560 King St. W., Toronto 





Sell faster 
pipe threading with 
these 
smart, handy, little 


Rikib 


RATCHET 
THREADERS 
Nos. OOR and IIR | 


86 IONE BAI 
OR Sse 


Heads snap in 
either side... 
can't fall out 


@ It means profitable sales for you that with one of 
these efficient and tough little steel-and-malleable 
threaders at hand, pipe from "to 144" is quickly 
cleanly threaded. Die heads with heat-treated tool- 
steel chasers snap in from either side, can’t fall 
out. No special dies are needed for close-to-wall 
threads. Smooth internal ratchet. No. 00R, "to 
1"; No. 111R, 4%" to 1%." Handy, fast, durable — 
share in their grow. 
ing popularity. 


Free handy carrier for 
any group of sizes. 


WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY «~ ELYRIA, OHIO, U.S.A. 


HARDWARE AGE 
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&e In every issue of Popular Mechanics 
we’re running a full-page ad in color to tell 
our 344 MILLION readers —alert, active, 
busy men who use lots of tools and hard- 
ware —that YOUR store is the QUALITY 
store in your neighborhood. 


© Eye-catching 21 x 14-inch colored 
posters—furnished FREE to hardware 


dealers everywhere—will put new sales 





AUGUST 15, 1946 


The Popular Mechanics promotion 
program boosts business for 


hardware dealers everywhere 


punch behind your merchandise displays 
... will remind every customer that you 
have in stock the QUALITY tools and 
hardware it takes to do a good job on any 


kind of home project. 


¢ If you haven't received your FREE sales 


promotion posters, mail the coupon TODAY 


wre sats ustrs PREE/ 








Popular Mechanics Magezine 
200 East Ontario St. 
Chicago 11, Ill. 


1 want to boost sales in my store, too. Please send me, FREE, all posters available 
NAME____ 
STORE NAME_ vem 


STREET & NO. 


ciTy__ _ZONE STATE 
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SUCCESS 


Each of these advantages is a 
“master key” to your future growth 
and profits. And Lowell is the only 
manufacturer of sprayers and dust- 
ers that gives you all 3! Why take 
less when you can have them all? 
There's every reason why you 
should feature the Lowell line! 


1 FULL PROFITS... There are no ‘cheap sprayers" in the 

Lowell line, no loss leaders that “waste” customers and hurt 

profits. Every Lowell sprayer and duster is a quality product 
that gives you a full profit. Write for full details today! 

2 SELECTIVE DISTRIBUTION .. . Lowell sells only through 

distributors who are carefully selected for highest reputation 
and best business ethics. None of your competitors can buy OWELL 
——— -s ai af 


Lowell sprayers and dusters direct, nor can they undersell you 


on the Lowell line. : Ca 
3B COMPLETE QUALITY LINE... . There's o Lowell sprayer Wanifaciuring . 


or duster engineered and precision-built to fill every need with DEPT. 54—589 EAST ILLINOIS STREET 
complete satisfaction. Yet the line is compact and standardized, 
designed for fast turnover and low inventory. CHICAGO 11, ILLINOIS 





WORLD'S LARGEST MANUFACTURERS OF SPRAYERS AND DUSTERS EXCLUSIVELY 


Coll WHTTULY - 
inate te 
FAUCET REPAIR SETS 


Here is an AUTOMATIC .. . Self 
Centering line of Valve and Faucet Re- 
pair Sets that require no guides. The 
packing nut of the faucet valve acts as 
the guide. Easy to use, and in great 
demand. 
Renews worn or scale encrusted valve 
seats with patented cutter head that rolls 
brass away and polishes at the same time 
leaving no scratches and insures a flat 
bearing surface for new washer. 
All come packed in colorful display 
carton except the No. 4 Redhead which 
is on a colorful self selling display card. 
2K takes care of %”, 42”, %” and 4%” 
Faucets. 
No. 3 Deluxe takes care of 4%”, 42”, 5%” and %” Faucets as well as built-in-tubs 
and showers. 
No. 4 Redhead takes care of %”, 4%”, %” and 4%” Faucets, built-in-tubs and 
showers as well as 4%”, ¥,”, 44” and 1” Jenkins Dise Type Valves. 
The Progressive Hardware Jobbers Carry O’Mailey Repair Sets .. . 


EDWARD O’MALLEY VALVE CO. 


7604 GREENWOOD AVE. CHICAGO 19, ILLINOIS 


Midwestern Rep. Northwestern Rep New York Office California Rep Canadian Rep 
IRVING S. KEMP CO. PACKERS SALES CO 1133 Broadway E. M. ROBITSCHER DORKEN BROS. &CO 
218 N. Jefferson St 304 Hughes Bidg Eastern Sales Mgr 290 7th Sr 408 McGill St 


Chicago it Portiand, Ore HARRY M. PETERSON San Francisco, Cal Montreal, Can. 
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The Wholesale Distributor supplying these tools in your area will gladly give youdetailed information. 





The PECK, STOW & WILCOX COMPANY * Since 1785 * Southington, Connecticut 
































immediate delivery 
SATs Saag 


McKinney's forged iron cabinet hardware is in great 
demand . . . for use in living rooms, kitchens, dens, 
game rooms—and for cabinets in any room of the house. 


The Kit comprises five single items—z2 knobs, 2 latches, 
a drawer pull, and one pair each of the following 
hinges: H, H.L., full surface, and two sizes of strap 
hinges. In the Kit are one dozen only of each of the 
single items and one dozen pair of each of the hinges 
plus the hardware mounted on the board. All hardware 
is rust-resisting, dull black finish . . . packed complete 
with screws in individual envelopes. 

This attractive display board, (21"’ x 11’), finished 
with natural wood grain, shows the hardware to 


advantage . . . timely, fast-selling hardware that makes 
an immediate “hit’’ with home owners and builders. 


Most jobbers have the Kit and all items in stock 
for immediate delivery. If your jobber cannot 
supply you, sign and mail the coupon. 


McKinney Manufacturing Co. 

1400 Metropolitan Street, Pittsburgh 12, Pa. 

Please send me the McKinney Forged Iron Cabinet Hard- 
ware Display Kit #68 @ $47.33, F.O.B. Pittsburgh. 


ADDRESS 


ciITYy , STATE 


(Note —Name cf your jobber MUST be shown above.) 
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McKINNEY 


MANUFACTURING COMPANY 
PUTTSSURGH 12, PENNS TIVANIA 
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Cable Address 
“Burrite’ L.A. 


3831 VERDUGO ROAD, LOS ANGELES 41, 
HARDWARE AGE 
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A 


SALT ‘N 
PEPPER 
Shaker Set 


Crisp design, sparkling colors com- 
bine with modern plastic to fashion the 
new Burrite Salt & Pepper Set .. . 
display counter showpiece! 

In two-tone or solid plastic colors, 
with transparent plastic center. Screw 
tops, heavily threaded, marked with 
molded “S” and “P”’. Knife sharp aper- 
tures insure free flow. Wide base mini- 
mizes tipping. 

Packed one dozen sets (24 shakers) 
to the box, 8 boxes to carton. Shipping 
weight 10 pounds. Code word: ‘‘Salp.” 

Write or wire Dept. H-8 for prices 
and delivery. 
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TRADE MARK 


ALUMINUM TRIM 


As leaders in the metal trim industry, 

you can rightfully expect us to have ie. ae an 
available the greatest number of metal 

trim shapes...and we have. Better yet, 

the quality of Superior trim is “tops” 

because of the Schuler finishing process 

and the True-edge feature. A hookup 

with Superior is a hookup with the 

leader— it pays. 


YOUNGSTOWN MANUFACTURING, INC. hcg — 9 gy een 
66-76 S. Prospect St. - Youngstown, Ohio 





CAP MOULD INSIDE CORNER DIVISION BAR 
No. 551 for 4%” Material No. 553 for 4%” Material No. 550 tor 4%” Material 


i TT 


BRANCH OFFICES AND WAREHOUSES Dept.4 Please send us literature and prices 


YOUNGSTOWN MANUFACTURING, Inc. 
YOUNGSTOWN, OHIO 


NOSING 
No. 28 Depth of Face 1 1/16” 




















Company i, 


Your Name 





363 W. Peachtree Street NE, Atlanta, Ga. 
363 S. Wall Street, Columbus, Ohio 
217-219 N. Alabama St., Indianapolis, Ind. Address 
126 N. 3rd Street, Philadelphia, Penna. 
2038 E. 70th Street, Cleveland, Ohio 
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a ya 
an ironing board cover PREPEATS! 














that won't burn! EATS! 
EATS! 

...and sells like wildfire! BEBE ATS! 

ae “REPEATS! 

Zz, REPEATS! 







REPEATS! 
REPEATS! 
REPEATS! 
REPEATS! 
REPEATS! 
REPEATS!. 
REPEATS! 
REPEATS! 
REPEATS! 
REPEATS! 
ae 8 REPEATS! 
NLC ee 

Senn; REPEATS! 
REPEATS! 
REPEATS! 
REPEATS! 
REPEATS! 
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AT LAST~—IT’S HERE! to iron over—and better-look- 


. ° ; ; ! 
For the first time, housewives ing ironed work! 

















can have an ironing board Unfortunately, for the pres- 
cover that is actually burnproof! ent, only a limited supply of 
Safer, longer-lasting, washable, these covers and pad sets are 
elastic binding for easy fic! Easier available. 


*Reg. U. S. Pat. Off. 


IRONING BOARD COVER 


_— = = 4 ¥ < 
AA a 






TEXTILE MILLS: 2637 West Polk St., Chicago 12, Ill. 


New York Office: 200 Fifth Ave. ECONOMICS LABORATORY, INC., ST. PAUL, MINN. 
HARDWARE AGE 
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You'll want to see this new Sherman line 
of Brass Lawn Hose Fittings. You'll want 
to BUY this line when you see the remark- 
able sales appeal that Sherman has built 
into these improved 1947 hose nozzles, 
couplings, sprinklers, etc. 


Once again Sherman leads the parade 
with Brass Lawn Hose goods that are 
enhanced in appearance, and substantially 
improved in durability and service 
qualities. ; 


Note, for example, the modernized, 
streamlined new "Gold Label” Nozzle. 
Here is the finest hose nozzle ever made, 
now dressed up for even greater sales 
appeal. 


Examine the new Sherman Clincher 
Couplings and Menders—now made with 
long tails and multiple corrugations. 
Read also about the brand new "Tulip" 
Sprinkler — completely re-designed and 
reinforced to handle the highest of water 
pressure. 


Yes, it will pay you to buy Sherman — in 
top sales volume, added profits, and in 
greater customer good-will. 


H. B. Sherman Mfg. Co. 
Battle Creek, Michigan 


Sherina 
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AMAZING CINDER BLOCK WATERPROOFING 


AQUELLA 


TEST PROVES WHY 


makes Wet Cellars 
and Walls bone dry! 


In the second of our series of full-page advertisements in 
the Saturday Evening Post of August 24th, your water- 
proofing customers will read this story of how Aquella 
withstood an amazing, scientific waterproofing pressure 
test 50 times more severe than that prescribed by the 
U.S. Bureau of Standards in their official bulletin B.M.S. 
82 Section 111. This test is proof conclusive that Aquella 
really works...a test that justifies your recommending 
Aquella for the waterproofing of all porous masonry 


surfaces! 


WHY AQUELLA IS EFFECTIVE 
Unlike other types of waterproofing, Aquella fills every 
pore of masonry surface—and expands, as it cures—to 
form a microporic seal that continues to harden with age. 
Aquella does not powder, blister, peel or flake. Aquella 
gives you a wall with a beautiful white, egg-shell-like 
finish. But if desired it can be painted over with any 


Lf olor 


WHAT TO RECOMMEND AQUELLA FOR 
Recommend and sell Aquella for watertightness—inside 
or outside...above or below ground, on all such porous 
masonry surfaces as concrete, brick, cinder or concrete 
blocks, cement plaster or stucco. Complete directions 
with every package. 

Be sure you have Aquella in stock. Write us for the nam« 
of the distributor nearest you. 


FREE 


| 32-Page Brochure 


For complete facts about 
Aquella, write today for 
your copy of our 32-page 
brochure, “The Truth 
About Aquella’’. 
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THE TEST 


First, both of the columns you 
see here were tested in their 
natural state and showed that 
they had identical coefficients 
‘for permeability. After such 
tests, the column on the lejt 
was treated with Aquella, 
while the one on the right was 
not. The Aquellized column 
withstood the pressure of an 
8-ft. head of water, equivalent 
to a hydrostatic pressure of 
approximately 500 Ibs. per sq. 
ft., at the base. The untreated 


column could not be filled 
with water higher than 18%”, 
because the water seeped 
through the cinder blocks at 
the rate of 2 gallons pcr 
minute. 

Aquella, having proved its 
effectiveness under conditions 
as extreme as this, must nec- 
essarily be equally successful 
when applied to other types 
of masonry construction such 
as concrete, brick, stucco or 
cement plaster. 


AQUELLA IS A “MUST” ON EVERY CINDER BLOCK JOB! 





AQUELLA *3:23. 


(Slightly higher west of Rockies and in Canado! 


Mixed with 3 qts. water, | bag makes 1 gal. 
First coat covers 60 to 120 sq. ft. per gal.; 
second coat, 200 to 250 sq. ft. per gal. 











Sell Aquella No. 1 for Interiors 
Aquella No. 2 for Exteriors 


-PRIMA PRODUCTS, INC. 
Dept. G, 10 East 40th Street 
New York 16, N. Y. 
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Here are the amazing 
NEW postwar 
advancements! 


It's Odorless—positively no dry clean- 


ing odor during and after cleaning 


It's 70% More Efficient —exctu- 


sive new scientific ‘additives’ in- 


crease the solvent action. 


Dries Faster —tess time needed 


between cleaning and using! 


Double Cleaning Action —cteans 


Both — oil and water soluble spots! 


Revitalizes Fabric — and re- 


stores original newness. 


THE REGULAR RENUZIT— America’s Largest Selling French Dry 
Cleaner will continue to be sold as before. Feature both 
products —the regular and the "De luxe”. 


Bigger Profits! Bigger Promotion! Bigger Sales! 


NOW—WRITE, WIRE, PHONE—RADBILL OIL CO., PHILA. 3, PA. 


AUGUST 15, 1946 























Beginning with the finest quality aluminum ob- 
tainable, every step in the manvfacture of 
MARCO Cookware Masterpieces is made to 
insure life-long utility, radiant finish, easy clean- 
ing, and constant perfect cooking results. These 
basic features plus the superb beauty of their 
modern design are making firm friends in thou- 
sands of American kitchens. . . . Their surprisingly 
modest prices are building volume and profits in 
thousands of American stores. These efficient 
multi-cooking — purpose Sauce Pots and Jumbo 
Dutch Ovens are representative of the many 
MARCO Masterpieces in modern Aluminum 
Cookware now in production. 


@ We invite your inquiries regarding prices, 
delivery schedules and our liberal Sales 
Promotion Plan for department stores. 


SALES REPRESENTATIVES IN PRINCIPAL CITIES 


COOKWARE 
Masterpieces! 
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you greater sales volume : ¥ ON DISTINCTIVE NEW LINE OF 
— greater profits in your . é 
tray business. It’s timely , Onwing (nays 
—unusual—and . a — a 
exclusive with Camfield. Rar! ii os ; 4 

‘ . Leics “ 


Check the details on this 


and the following page. 


WITH 
CAMFIELD STYLING 


There’s a refreshing smartness 

about Camfield Serving Trays 

that is new, colorful, appealing to 

all. Unique models of genuine Cork, beauti- 

fully-grained Walnut, Leatherette trays in 

rich, new color combinations, and—for the 

ultimate in gracious serving—the luxurious 

Camfield De Luxe models with coverings of : lied 
choice natural leathers. Make handsome gifts. 


CAMFIELD MANUFACTURING COMPANY 4 ¢ A RA Fi E kL D = 


GRAND HAVEN, MICHIGAN 


SEE REVERSE SIDE FOR SPECIAL ‘GRAND SLAM” DEALER ASSORTMENT PACKAGE! > 








DE LUXE GENUINE LEATHER 




















































; - 50 
16° x 23%" . $12 
W" x 16%" $ 7.50 





Whateve 
gift item, for enter 
household utility 
riety in style, size, color, 
makes selection easy. Ex 
color combinations 


trends in home color design. 
sistible trays 


dinners, cocktails, teas 





4 





Last but not least in the Camfield 4 
Point Profit Plan—a special “Grand 
Slam” packaged assortment of 16 
distinctive new Cam field Trays — 
selected for variety of style, size and 
price from among the 38 size and 
color combinations available in the 
complete Camfield open stock line. 
Includes the rich Walnut style and 
the unique Cork model —as well as 
smart Leatherette Trays in a host of 
color combinations. Sizes vary from 
101%” by 16” to 151%” by 26”; 
prices from $2.95 at retail, 


Cas 


WITH CAMFIELD VARIETY 


38 Size and Color Combinations 
r the need in trays—as a 
taining, or for 
use—Camifield va- 
and price, 
citing new 
charm the host- 
ess and harmonize with modern 
Irre- 
for every occasion — 
and parties. 


CAMFIELD MANUFA 













WITH CAMFIELD QUALITY 


The skill and careful work 


that go into every Camfield Serving 


Tray are quickly apparent. Add fine 
materials, hand-rubbed furniture 
finishes, tooled borders hand en- 
raved, and five-ply warp-proof cun- 
struction—and you have the assur- 


ance of customer preference and 
Sreater tray sales, 


WITH CAMFIELD ANOSTAM racxacen 
ip sro tl 


Retail Value (16-tray asst. ) $86.20 
Your Price - $51.72 


Your Profit. © « -« $34.48 


PLUS the Camfield “Merchandiser” 
illustrated at left—FREE with the - 
standard 16-tray assortment. Cam- 
field makes this “GRAND SLAM” 
offer to enable you to set up a prof- 
itable tray department —with small 
investment. Take advantage TODAY. 
Quantities of packaged assortments 
are limited. Order from your dis- 
tributor, or write direct, 


counter MERCHANDISER 


— builds sales 

t advantage i 

r= sa oes = 14” table, counter space 
quic 








manship 


CO., GRAND HAVEN, MICH. 
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The DOMINION Line: Flat Irons, Toasters, Waffle 
Irons, Sandwich Toasters and Grid-A-Bouts, Table 


Stoves, Heaters, Poppers, Curling Irons, Hair Driers, 





















Mixers, Heating Pads, Infra-Red Lamps, Fans. 





Distributed Through Reputable 
Wholesale Houses Across the Nation 


THE DOMINION ELECTRICAL MFG., INC. 


MANSFIELD, OHIO 


AUGUST 15, 1946 











WHAT 


1 A Complete Line of enameled steel cabinet 
sinks, cabinets, and accessories, made to highest 
quality standards in every detail. Styles and 
sizes for kitchens of every type, from compact 
arrangements in moderately priced homes to 
the most expensive custom installations. The 
finest equipment ever offered to meet the 
tremendous demand for attractive, work-sav- 
ing kitchens .. . 

2 Evolutionary Styling that keeps pace with 
public acceptance; new models can be added 
to thousands of pre-war installations . 


3 Expanded Production, dedicated 100% to 
supplying the needs of Youngstown dealers 
and distributors . . . 


























a oe 


4 Continuous Mass Market Promotion, featur- 
ing low-cost units of sale that have the greatest 
appeal for the largest number of buyers . . . 


5 Promotional Profit Margins, maintained to 
make Youngstown Kitchens the best paying 


. line of merchandise you have ever sold. 


Selected Franchised Dealers are set to make 
substantial profits selling Youngstown cabinet 
sinks and cabinets, according to the proved 
Youngstown merchandising plan. 


Some territories are still open. If you are inter- 
ested, let us know. 


MULLINS MANUFACTURING CORPORATION 
Warren, Ohio 
Porcelain Enameled Products * Large Pressed Metal Parts 
Design Engineering Service 








3 . 
BY MULLINS 
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x 1 TRUE TEMPER HAMMERS: Dynamic Nail 
and Ripper— America’s finest tools. Exclusive 
patented design merits universal preference for 
balance, power and incomparable value. 


*% 2 TRUE TEMPER HATCHETS: Patented Dy- 
namic Design. True Temper quality and workman- 
ship plus power centered balance places the Tommy 
Axe, Tomahawk, and Dynamic Hatchet years ahead 
in sales appeal, utility and value. 


*x 3 TRUE TEMPER AXES: The Perfect and 
Flint Edge—Precision production on most modern 
equipment. Their balance, utility and value have 
won for them universal user preference. 


* 4 TRUE TEMPER SHOVELS: Solid Shank and 
Dynamic Forged Socket—Perfect balance and 
double strength in relation to weight, is obtained by 
taper forging blades, shanks and sockets in one 
piece from a bar of high content manganese steel. 
Their utility and value are unequaled. 


* 5 TRUE TEMPER STEEL GOODS: Industry 
leaders for over 100 years. The latest major im- 
provement which greatly increases utility and value 
is “fire hardened” handles. ‘‘Fire hardening" pro- 
duces the best to use, and the most protective 
handle finish. 


x 6 TRUE TEMPER RODS AND BAITS: The 
Rod of Champions—The Lure of Experts —Fishermen 
declare that even our competitive rods are the equal 
of “‘others' Bests”’ in action, quality and finish. Avail- 
able only from True Temper Distributors. 


* 7 TRUE TEMPER HEDGE AND PRUNING 
SHEARS: A complete new line produced in new 
factory with all new modern equipment. Sets a new 
high in design, quality and value. 


*% 8 TRUE TEMPER SCYTHES: Weed and Grass 
Tools—A complete line of quality tools produced in 
the only completely modern factory by modern 
methods on modern equipment. Result, increased 
values and better qualities. 


Distributed by: Selected Hardware Jobbers 
in every State. 


Advertised in: America’s finest magazines, 
directing consumers to see and buy in their 
Home Town Hardware Store. 








TRuE TEMPER PRooUcTS 
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Now! Frigidaire Sets a New Pace for Hiring, 
Training and Compensating Salesmen! 









For years, the appliance dealer’s No. 1 problem 
has been turnover in sales personnel, a problem 
which has cost the dealer considerable in lost time 
and money. Now, Frigidaire has answered that 
problem with a new program for building better 
sales forces that “‘stay put’’ and become profitable 
to the dealer. For instance: 

Selecting and Hiring the Frigidaire way makes 
it possible to separate the better men right at the 
first interview. 











\ COMPENSATION FAM 
paper iyi. Orientation the Frigidaire way makes every sales- 


man feel he’s an important member of the selling 
team. 
Training the Frigidaire way gives the dealer 
everything he needs in charts, slide films, manuals, 
information and instructions to help him train 
good salesmen to be even better. 









Supervision the Frigidaire way is liked by sales- 
men because it makes them more productive, 
more profitable to themselves and the dealer. 









Compensating the Frigidaire way tells the sales- 

man, before he starts to work, how much he can ex- 

Compensating Salesmen. This new “Frigidaire Compensation Selector” tells the pect to receive weekly, monthly and yearly —in 
dealer in seconds what the salesman will earn and what the dealer's sales cost salary commission and bonus. And it tells the 
ul > P Here, George Plumly, of ‘ - 

will be on any number of sales, and at any percentage yeorg y, 0 decker «hut tnit adfien cole th Os ons any aire 


Appliance Sales Dept., uses an enlargement of the Selector in explaining it to 3 , 
field and factory personnel of sales at different rates of compensation. 












So, here is another example 
of why Frigidaire is recognized 


“wi. ". as the leader. It’s this kind 
sie iy of thinking that makes ap- 


if phance people everywhere 

agree that you can Depend 
“= On Frigidaire To Do Things 
RIGHT. 


















The “Dealer Operating 






More Than 8,300 Figures are on the “Frigidaire Compensation 
Selector.’’ Two men made $0,000 calculations to arrive at them Guide” for Frigidaire deal- 
The Selector is considered to be the most ingenious device of ers. Factory prepared, it 
its kind ever developed. assists them in running 
their businesses. 


















Depend on 
FRIGIDAIRE 
to do things RIGHI 7 / 


L.A. Clark, Asst. Gen. Sales 
Mgr., explains that 78% 





A National Survey among Frigidaire dealers brought out what 


makes a good salesman ‘“‘good"’"—a poor salesman “‘poor.” of Frigidaire’s promotion 
C. S. Trigg and P. J. Barnaby, Appliance and Commercial budget is spent on train- 
) - ra 

Product Promotion Megrs., check the findings of the survey. ing and informing. 






You're twice as sure with two great names 


Frigidaire made ony »y General Motors 


oe 
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“What does he guard?” asks the lady. 
“The color of your toast, Madam,” I replied. 


“But doesn’t any toaster do that?” she questioned. 


“No. Proctor toasters are different,” I explained. “It’s the only toaster 
that automatically changes the toasting time—to get the same color 
toast from moist bread or dry—even though the moist bread may 


take three times as long to toast.” 


“How’s that?” she said. 

“Because the color guard thermostat stands up next to the bread, 
and when it gets to just the right heat for the color you want, pops 
it up. Since the color guard only works on the temperature of the 
toast you can even put cold toast back in and pop it up at fresh 
toast temperature without burning.” 


“My, my,” says she,” Where’s the’Color Guard’ been all my life?” 


WEWSMAKER 
IN APPLIANCE 
MERCHANDISING 


PROCTOR ELECTRIC COMPANY, PHILADELPHIA 40, PENNSYLVANIA 
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POULSEN & NARDON’S SENSATIONAL 


Royal Chef 


HEAVY GAUGE, 


SOLID ALUMINUM 


KITCHEN WARE NOW AVAILABLE! 


Utility Pan 


Model 155-A 


When you can obtain top-flight, quality merchandise like “Royal Chef” heavy gauge, 


solid aluminum kitchen ware and immediate delivery besides you have a combination 


that spells SALES. ‘Royal Chef's” husky, life-time construction, Satin-Tone and 


Mirror finishes make an instant hit with housewives .... Here is a complete, fast- 


moving line that SELLS ON SIGHT.... Ask your jobber or distributor. 


NATIONALLY ADVERTISED IN LEADING MAGAZINES 
WITH MOVIE “STARS IN THE KITCHEN’ CAMPAIGN 


To assure fast turnover of your “Royal Chef” stock, a potent 
consumer advertising campaign, featuring top name movie stars, 
is being released in Ladies’ Home Journal, Good Housekeep- 
ing, American Home, Better Homes and Garden, and Western 
Family . . . 15,000,000 American Housewives will see these 
ads . . . These are your prospects . . . Order your stock of 


Royal Chef” TODAY. 


76 


MANUFACT 


POULSEN « NARDON, Inc. 


5 ANGELES ALIF 


NEW YORK OFFICE, 345 Madison Avenue, New York 17, N. Y. 
CHICAGO OFFICE, 36 South State Street, Chicogo 3, Illinois 


BRANCH PLANT, 301 West G Street, San Diego 1, California 
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Ouly, the 
BLACKSTONE AUTOMATIC WASHER 
“AUTOTROL” dependability! 


All MOVEMEN, 
ARE ACTUATED ; 


OF ac 
AGITATOR SHAF 


ARE « iT T 


OMATIC 
MAN TIC 
AND Fog; PROOs 


“AUTOTROL?” is the “mechanical mind” that 
makes Blackstone the fool-proof automatic 
washer. It times each phase of the automatic 
cycle... it opens and closes water valves... 
it shifts into high speed for the spin cycle... 
it throws a switch to stop the machine. 


“AUTOTROL” does all this by 100% me- 
chanical movements of accurately-machined 
steel parts. [t incorporates no delicate elec- 
trical contacts...no solenoids.,.no temper- .Y 
amental gadgetry to fail under normal use 
or inevitable abuse. It’s as rugged as your 
automobile transmission, yet as precise in 
its timing as a fine watch. 

Only the Blackstone Automatic has the 
patented “AUTOTROL”. Only Black- 
stone dealers have this assurance of 
service-free dependability. 


BLACKSTONE CORPORATION 
Jamestown, N. Y. 


A Division of Jamestown Metal Equipment Co., Inc 


E WASHERS » AUTOMATIC DRYERS 
Combination \nunvry 
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For steady sales, good profits use Simonds Abrasive Com- 
| pany’s catalog to build a versatile fast moving line of 

sharpening tools. Every housewife, gardener, home work- 
shop owner, farmer and manufacturing plant is a pros- 
pect. From sharpening a knife to honing a scythe there is 
a profit-making Borolon (aluminum oxide) and Electrolon 
(silicon carbide) product to do a better sharpening job 
for your customer and a better selling job for you. The 
pages shown typify the complete catalog which includes 
sharpening stones, oil stones, scythe stones, knife sharp- 
eners and other fast selling convenience specialties. Keep 
the catalog handy for pacing stocks to quick turnover, 
repeat sales. Simonds Abrasive can also supply you with 
top quality grinding wheel assortments for home work- 
shops and repair shops. Cut yourself a bigger share of 
profits ... cut out this coupon today. 








SIMONDS 




















ail ABRASIVE Co. SIMONDS 
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Smart ADEL Stainless Steel 
KITCHEN and BAR-B-Q “TOOLS” Sets 


for high unit sales! 





ADEL BAR-B-Q ‘'TOOLS” SET 


Immediate Delivery 
for Summer Sales! 


Smart looking and practical. Designed to 
make cooking outdoors easier. Made of 
top-quality stainless steel, with double- 
lacquered maple handies. 





ADEL KITCHEN ‘‘TOOLS”’ SET 


Designed for lifetime beauty and utility. 
Exclusive “Finger-Grip'’ handles heat- 
molded on shank. Finest stainless steel 
and silver braze assembly. 





lf your jobber has not yet seen you about these fast-selling 
nationally advertised items write directly to... 
| INTER -COASTAL COMPANY, INC. 
Transamerica Buliding, 649 South Olive Street @ Los Angeles 14, California 


In charge of marketing and national sales for the consumer products of 


ADEL PRECISION PRODUCTS CORP. @¢ Factories in Burbank, Calif. and Huntington, W. Va. 
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4uoue"G RED JACKET’S 


NEW WATER 
SOFTENER 


AS SIMPLE AS A-8-C! 


The Model “SA” Water Softener is the most advanced de- 
sign in water softener history. Actually its principle of op- 
eration is a revolutionary development made possible by 
consistent research upon the part of Red Jacket En- 
gineers, There is no other unit like it. 


Super-Exchanger material makes possible a greater capacity 
than ever before combined with the ability to remove iron 
as well as hardness at the same time. 








Regeneration is so simple a 10 year old child can do it. Only 
two valves to operate, the main control valve and the waste 
valve. Everything else is automatic. The unit operates 
downflow in service. During regeneration the flow is up- 
ward and the Super-Exchanger material is washed, brined 
and rinsed without any attention on the part of the opera- Model "SA" 
tor, whatsoever. Never before has so much convenience 


been packed into such an efficient softener. oe 


a 


IT 1S: SIMPLICITY IN EVERY SENSE OF THE WORD 


Consider 7 Outstanding rbduantages . 


GREATER CAPACITY — FEWER REGEN- %& BEAUTIFULLY FINISHED — in sparkling 
ERATIONS — because of Super-Exchanger white enamel with chromium plated trim. Wor- 
material. thy of installation anywhere in the home. 


REMOVES HARDNESS AND IRON — at the % SIX SIZES TO CHOOSE FROM — a size for 
same time. every home. 


SIMPLE REGENERATION PROCEDURE — Contact your jobber today for complete in- 
Only three steps necessary; A-B-C, formation about the Model "SA". 


RED JACKET » 


eater’ 


"=" RED JACKET MFG. COMPANY 


Specialists in the Manufacture of Water Service Pr 


DAVENPORT, IOWA 


AUGUST 15, 1946 
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The all-purpose CLOTH TAPE 


ever had. Once a customer uses it, he’ll use it a 


STRONG! WATERPROOF! IN COLORS! ‘ 
thousand times...won’t be without it! Clean, easy 





Here’s the famous tape developed for war, used by on haniiet 
industry and the armed forces for the toughest jobs of . 

all time...now ready for your consumer market! / Get those flashy MYSTIK display packages on 
MYSTIK is selling on sight everywhere and with its your counter now and you'll make extra, easy, profit- 
hundreds of uses in home, office and shop, it’s a steady able impulse sales. Order from your jobber now. 


repeater. MYSTIK ADHESIVE PRODUCTS, 2650 N. KILDARE, CHICAGO 39 


MYSTIK sticks to almost any 
surface. No moistening. Holds tight. 
Peels off clean. Comes in an assort- 
ment of attractive, useful colors. 
Its strong, waterproof cloth back 
and powerful adhesive makes it 
the handiest all-around fixer you 











Three fast-selling sizes to retail at 25c, 50c 
and $1.00. Six attractive, useful colors. 
Easy-to-handle rolls. Packed in sales-mak- 
ing counter merchandising displays 
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“DETROIT” 


FLOAT VALVE EQUIPPED 


SELL crean 


RELIABLE 
ECONOMICAL 
HEAT W/TH 








IT’S PROFITABLE... 


Oil heat is automatic, clean and economical. It 
appeals to your customers. Oil fired space heater, 
furnace, range, and water heater sales are profit- 
able—service-free operation results in satisfied 
customers, 


Sell the units equipped with “Detroit” Float Valves. 





BUILDS GOOD WILL 


These valves are simple, extremely reliable, long 
lasting. A “Detroit” Valve on a heating unit is 
evidence that only the best is being offered. 


For nearly 20 years Detroit Lubricator Company has 
produced “Detroit’’ Safety Float Valves to the 
highest standard. 





Deron 


Lusricator Company Sonera OtTROMT 8, MICHIGAN 
Division of American Raviator & Standard Sawitary conronation 7 


Canadian Representatives-— RAILWAY AND ENGINEERING SPECIALTIES LIMITED, ee. TORONTO, WINNIPEG 





“Petrelt” Heating and Refrigeration Control. © Engine Safety Controls ¢ Sidaty Peet Valves ian Ol Glues é 
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NEW 


veAee mana MG. 
Styled for the future... available today, 
Vaculator is nationally advertised to 
millions. Protected profits with National 
Fair-Trading. “Pyrex” branded glass is 
your assurance of highest quality...equips 
ped with the Dutch clothless filter, the 
greatest sales feature in modern coffee 
makers... exclusive with Vaculator. 


ow? 


ch 
ere™ 3 






No cloth « No paper 
Snaps in easily 

the Cannot pop-up or fall out 
Fits all standard makes 


> Wart mane M6 


PROFIT SALES BUILDERS 


6 MHEAT—2 BURNER ELECTRIC TABLE STOVE DE LUXE 2 MEAT HOT PLATE 
Designed by Vaculator with many advanced features An electric coffee maker stove that incorporates 
... heavy duty construction ... full generous size... quality, design and performance. Top is chrome plated 
“hammered-effect” finish ... it’s “tops” in quality and . .. base is black plastic with two-heat brew and warm 
performance. List price $15.75 switch. List price 5.2 
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NATIONALLY ADVERTISED 


Four-color ads in the Sunday Comic Sections 
in major U.S. cities plus double column, full- 
length ads in the American Weekly Pacific 
Coast edition! 


SMITH-MILLER TRUCKS bring you exact replicas of giants of the 
highway that youngsters see every day. “Built like a truck” for 
strength. Nine body styles. Nine brilliant baked enamel color 
combinations. Top quality craftsmanship throughout! 












‘Vigamo hap 






ides the six famous trucks illus- 
d, there are four others, all with 

nl frame and chassis, hardwood 

sand stakes, removable loads, 
@ trim, treaded rubber 

s with chrome hub caps. 








FE YOUR JOBBER 







RITE YOUR CALIFORNIA RESIDENT BUYER + SEE G&E 
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i Clothesline PULLEY 


Retails at 


$505" Re 25¢ 


\ 





the Z Specially plated to re- 
with Bracket —————" ennai sist weather and wear. 
Will not soil clothesline. 


Makes it easy to put-up or | Remarkably efficient...simple 
take-down clothesline to use... will not rust 


Cash in on the demand for this high quality, This new, scientifically-designed clothesline pulley 
smooth-working appliance. Reel Tite Clothesline is free-turning and free-swiveling...always in perfect 
Reel has sales appeal...it is just what your cus- alignment with the rope. Of steel and brass construc- 
tomers are looking for. Saves time and work on tion, it is extra strong and most practical. Furnished 
wash day. Reel Tite is a profit maker. with screw hook. Stock these fast-selling pulleys now. 





Order from your jobber today...or write for full information, prices, discounts. 


THE AUTO ARC-WELD MFG. CO. 


8007 GRAND AVE. - CLEVELAND 4, OHIO 
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BIGGER PROFITS . 
FOR YOU! 


They’re coming as fast as possible 
... Two great KROMEX items that 
are sure to increase your store 
traffic and sales. 


THE KROMEX KING-SIZE 
KAKOVER 


Glittering dome-shaped aluminum 
top, high-lighted with the luster of 
“Lucite” knob, covers sparkling, 
thirteen-inch cut glass plate. Just 
perfect for Angel Food cakes, the 
King-Size Kakover has the exclusive 
KROMEX “locking” feature. And 
it has the stunning, modern lines 
no woman Can resist. 


The KROMEX FRIG-I-TOR 
A KROMEX styling master-piece, 
the FRIG-I-TOR not only eens 
cubes solid longer, but ketps 
soups and other foods hot! Gleam- 
ing, highly polished aluminum 
body is Fiberglas insulated. Rich- 
looking basket-type handle and 
knob of shining Picite.” Rugged 
looking, yet light in weight. 

And remember . . . The King- 
Size Kakover and Frig-i-tor bear 
the name KROMEX—the name 
that’s recognized by yourcustomers 
everywhere as THE brand in 
stylized housewares. 


Kromex 


ENDURINGLY BEAUTIFUL 
CLEVELAND 15, OHIO 
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Name Reg. ny in U.S. and Can. Pat. Off. 






COAL HEATERS 









@ Over the million mark... and sales still zooming! 
Satisfied owners the length and breadth of the 
Nation! 

That’s the story of the WARM MORNING Coal 
Heater . . . a heating sensation all over the Nation 
... the heater that has outsold all others . . . and 
gained nationwide popularity through remarkable 
performance brought about by its amazing, patent- 
ed, interior construction. 






Covered by U. S. Other heaters may have similar sounding names= 


Pat, Now 2:259.521 others may look like it on the outside, but there is 
Canada Pat.No. only one genuine WARM MORNING Coal Heater. 


401,088. Name Reg. 








by and Can. Pat. Keep in touch with your wholesale distributor. 
(TJ-18) 
LOCKE STOVE COMPANY, 114 WEST lIth ST., KANSAS CITY 6, MO. SHO 
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HAND- DECORATION 


‘and SELF-VENTILATION 


Combined for the first time! 


Pearl-Wick presents the beauty of hand- 
painted floral designs on a solid Tekwood 
panel ... with open-woven Pearl-Wick back 
and sides for complete self-ventilation! 
Leave it to Pearl-Wick to create the new, 
the highly salable. These hand-decorated 
hampers will sweeten your floor showings— 


add new life to your department’s promo- 
tions. And will be featured in our big Fall 
National Advertising Campaign. 

Limited deliveries are planned for October. 
If you haven’t yet ordered, get in touch with 
our nearest sales-office. See addresses below. 
Pearl-Wick Corp., Long Island City 2, N.Y. 


PEARL-WICh 


SELF-VENTILATING 


4 Weippe d4- 


DESIGNED AND BUILT BY HAMPER SPECIALISTS 


SHOWROOMS: 1150 Broadway, New York City - 417 So. Hill St., Los Angeles - 1115-1115A Mdse. Mart, Chicago 
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YOU CAN MAKE MORE 
MONEY SELLING 


CHAMPION 


Champion Fluorescent and Incandescent 
Lamps are manufactured and sold so you 
can get all the volume and profit there is in 
an item that’s bought by everyone who 
enters your store. 

Champion Lamps have the quality to 
get you the steady replacement business. 

Champion Lamps are easy to handle and 








to sell. No red tape or restrictions of any sort. 

Champion’s modern production set-up, 
low overhead and straight forward whole- 
saler-to-retailer policy keeps costs at a mini- 
mum. 

You can make more money selling 
Champion Lamps. 

Ask Your Wholesaler 








ia 6 \. 
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VEAR-ROUND — <2 


MARIA 


NO OTHER AEROSOL LIKE IT! 
We feet thousands already 
sold...and it’s’ winning new 
friend e1 “day. Customers 
recommend it to their friends. 
The name is fast becoming a 
household word! 


KILLS SUMMER AND WINTER 
PESTS! Keeps profits rolling in 
12 months of the year! 


THE DEALER’S CHOICE, TOO! 
Full profit on every sale! No 
empties to handle . ...no empties 
to return! 


; , 
fi 


ve 


ADVERTISED THE YEAR ’ROUND 


in The Saturday Evening 
Post, Look, Ladies’ Home 


Jour siand's Magazine. 
“KM MOTH VAPOR = ZN 
— an 99 

Another Big New Profit Maker ! i's-alw ¥ 0H — ~“ 
Makes other moth and larvae- Ma vii S —— 
killing methods old-fashioned. for vk Mish ae 
Just break off tips of three tiny x * * 
metal tubes and spray clothes 


and closet as directed. Eliminates oO r d er £ rom Yo ur 


pumping, blowing, tedious vacu- 


uming. Kills on contact...moths, D j str i b utor 
* 


larvae! Retails for 79c. 
KNAPP-MONARCH CO. «~ St. Louis, Mo. 
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GET SET NOW! 





price 


95 


— 


6” Model 


RETAIN 





$5.95 7’ Model 
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ve - Steve 
Srey Pipe 





ROOM 
AUTOMATIC " 
TEMPERATURE CONTRO 
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Every Coal or Wood Heating 
Stove in Your Market Needs 


a Kiteheat 


Now is the time to stock up on RITEHEAT. Order 
now so you'll be sure to have an adequate supply of 
the only regulator for coal or wood heating stoves 
that is operated by room temperature—from 55° to 
95°. This Regulator makes any radiant or circulat- 
ing type heating stove an automatic heater. Every 
stove owner wants a RITEHEAT —andaRITEHEAT 
pays for itself in fuel savings the first season! 


One Distributor Sells Six Carloads 


Profit by last season’s experience and plan now to 
get your share of volume sales and sweet profits on 
this Regulator. Remember there is nothing else like 
it! One distributor sold six carloads in 1945. Order 
now and have your fall stock of RITEHEATS on 
hand before the fall selling season. Don’t miss a day 
of RITEHEAT business—others have sold over 
300,000 RITEHEAT Regulators. 


Sales Makers 


RITEHEAT newspaper mats, displays and sales 
literature are ready to help you get your full share 
of this fast moving profit maker. Write today for 
complete sales information. 


RITEHEAT REGULATOR DIVISION 


of Caloric Stove Corporation 


Widener Building, Philadelphia 7, Penna. 
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103, 2 
known 
culatin 
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and fo 
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Three fan-forced Arvins (Models 
103, 203 and 203A) are the best 
known and most widely used cir 
culating heaters for bathrooms, 
bedrooms, guestrooms, game- 
rooms, trailers, camp cottages, 
bath houses, offices, ticket booths 
and for hair drying. Built beauti- 
fully, with many sales features at 
three low prices. Operate on 
110AConly. Underwriters’ Listed. 


ORDER NOW from your Arvin distributor to be sure of an adequate stock for 
the big selling season ahead. Remember . . . these are the beautifully built, 


proved dependable heaters that perform so well. And they are priced so low 


they turn over fast. Big Arvin national advertising campaign this Fall and 


Winter, in leading magazines. Be ready for sure profits with Arvins. 


This Arvin Radiant Heater (Model 
52) serves as a portable electric 
fireplace. You'll sell it for homes, 
offices, stores, ticket booths and 
many other places. Long element 
spreads heat over wide area, 
from brilliant corrugated reflec- 
tor. Operates on 110 AC or DC. 
Beautifully built and finished. 
Priced low to sell fast. Under- 
writers’ Listed. 


ARVIN is the name on products of experience from 
NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana 
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H 
AIR FRESHENER 
FRESHENS YOUR SALES! 
FRESHENS YOUR PROFITS! 











| is Sas 


af Backed By a Smashing 
: Magazine Campaign 


The facts speak for themselves: 

Never before an air freshener so fast a seller! 
Never before an air freshener giving you as 
big a profit per sale! 

Zephyr is a “natural” for steady sales all 
through the year! 

Freshen up your sales and profits with zephyr. 





An object of art 
when covered. Just 
remove the horse's 
head and the Zephyr 
liquid goes to work 
immediately. 














AS ADVERTISED IN— 


September issue American Home, Ladies Home 
Journal, House & Garden, House Beautiful, McCall’s, 
Better Homes & Gardens, Saturday Evening ‘Post. 














ef Fort 
AW AIR FRESHENER THAT'S — RETAILS FOR $1.95 oP 
6-oz. Refill Bottles of Liquid, 50 yi 


Write or Wire Nearest Sales Office 
Western Distributor: 
BOHLING-NELSON, INC. 
5670 Wilshire Boulevard, 
Los Angeles 36, Calif. 
Atlantic Distributor: 
EASTERN ZEPHYR SALES CO. 
501 Fifth Ave. (Suite 1408) 
New York 17, N.Y. 
Southern Distributor: 
SOUTHERN ZEPHYR SALES Co. 
333 Candler Building, 
Atlanta 3, Georgia 
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Attractive Com- 
pact “Self-Sell- 
ing” Package 
Complete with 
6-Ounce Bottle 
of Zephyr Liquid. 
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... and here’s why this 102 inch No. 1002 griddle is a 


fast-mover: 


e Cast of extra heavy, thick aluminum alloy to absorb lots of heat... 
and distribute it evenly. 


e Better heat distribution means better cooking results by evenly 
cooking food on outer edge of the griddle as well as on the center. 


e Designed by a woman for women, this new griddle has an attractive, 
eye-catching mirror-like lip and a satin-smooth finish which makes 
the griddle easy to clean. Handle made to give no-slip grip. Deep well 


Standard package 18 units. 
drains off excess grease. The griddle’s flat surface makes easy the 


Weight 56 Ibs. 


turning of food. 
This sturdy griddle is handy for picnics, camping and outside garden 
grills as well as the kitchen. : 


This new heavy griddle cooks tastier hamburgers 
hot cakes 
gfamd 
bacon or ham and eggs 


PERSSN frankfurters and country sausages. 
Luminum 


HOUSEWARES DIVISION 
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NO OTHER GAS BURNER 
EXCELS THE HEATING 
PERFORMANCE OF THE 


; ny oW 


Wide Spreading Flames 




















Engineered for Give Maximum Heating 


Free Burning Results from Gas Consumed 


‘ites cessna\ i 6 


or Noise \ 
PACS. 


Openings Admit | | 
| Correct Amount 7\ 





Long Streamlined 

Burner Body 

Provides Room 
a4 for Full Mixture 


of Primary Air of Gas and Air 


NO ADJUSTMENTS REQUIRED 





Each burner is adapted for the kind of gas specified and is factory- 
tested before shipping ... A short time ago gasmen dreamed of a 
burner embodying the features found in the Empire... Expert en- 
gineering and designing by the Empire staff has fulfilled this dream. 








ALBANS 
aA 
sh 


SN. This burner is used exclusively by 
— te Empire, in our Gas Floor Furnaces, 










Gas Circulator Heaters, Gas Forced 
Air Circulator Heaters and Gas 
Closet-Type Units. 
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BELLEVILLE, ILLINOIS 
Saal 





MANUFAC TUBERS OF of Se ae eee. oe ot ome mee aa a ne oe 
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Export 
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Weres Your 
NUMBER ONE 


open —-,, NEW 


SANITARY LINCOLN lamiuczed Steel 


WASTE 
RECEIVER 


ite. 





EVERY WOMAN'S HEARTS’ DESIRE 
"“BeautyCaun a... 


ST in... 


. Design because it’s... 
Streamlined to match the modern kitchen. 
Perfect for bathroom and nursery. 
Available in Red, White, Green, Ivory and Blue. 


A 
— Sf * Zuality because it’s... 


Deluxe, sturdily buift of heavy corrosion resistant 
ae metal. 
17 qt. Salt-spray-tested by ARMCO to prove “BeautyCan” 
Capacity has 5 to 10 times longer non-corrosive life than 
galvanized steel. 
Enhanced by all-aluminum polished cover. 
Infra red baked enamel finish. 


s . 4 / Meet us at the F 
Can” J j NATIONAL e Utllity because .. . 
is the kitchen Hardware Show No-stoop toe pedal saves energy. 

e receiver for you to Because / r 7 yw Reo Easily removed insert pail averts spillage. 
< , ; : j AND N L Sanitary rolled edges of inside and outside units 
Bi i Id exclusively through the fe, PALACE are self-sealing to prevent refuse from falling be- 

and not through the installment New York tween can and insert. 
door - to - door type of outlet or mail BOOTH 61 — overhang lid stops odor from permeating the 
order houses.. Thi res a 
os.-This enables you fo Fair Traded at $5.95 


maintain a proper prot. Slightly Higher West of the Rockies 
For the Facts and Figures Call, Write or Wire « « « 





." 











METAL PRODUCTS CORPORATION 
136 CLIFTON PLACE, BROOKLYN 5, N. Y. 


Export Division: BLOCK INTERNATIONAL CORP., 101 W. 31st St., New York City 1,N. Y. CABLE ADDRESS: "BLOCKTRADE™ 
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NZ gm, MURDOCK BUZZERS and 
meee PUSH BUTTONS SELL FAST! 


BUZZER' apy Quality Products Priced Right for Easy Sales! 


Hardware dealers everywhere report fast sales on these special- 
ties. These sure-fire money-makers are made by the Wm. J. Mur- 
dock Co., for 50 years a leader in communications equipment. 
MURDOCK'S Tone-Right Buzzer attracts favorable attention be- 












$1.00 each 
No. 46 






P = 
List Price 


cause of its modern louver-design. Buzzer produces a pleasing, 
uniform tone and is guaranteed for years of trouble-free service. 
Choice of colors in attractive moulded cases. Operates on 6 to 







8 volts, A.C. only. 3/2" x 1%" x 1%" deep. This no-contact 
buzzer is fully insulated. 


These Two Push Buttons Ring Your Profit Bell... 


Display Them On Your Counter for Self-Service Sales! 


























MURDOCK Push Buttons are time-tested products. Smart, com- 


‘ pact appecrance ... smooth working, positive contacts . . . all 
List metal parts rustproof and insulated. Available in attractive 
$.25 each moulded cases. 
No. 10 


No. 10 — 15%" x 1s" x %e" high. Name plate model No. 11 has 
5 ord h removable metal escutcheon, 3's" x 1's" x 7%" high. 
5 eac 


_ WHOLESALERS: Write Today for Trade Discount 














Stock our fast-selling line of E-Z LITE WICKS.—made to fit each 
individual type of burner— 


Together with our complete line of oil burner supplies. 


Enjoy the advantage and convenience of getting all your oil 
burner needs from one reliable source of supply. 


IMMEDIATE DELIVERY — WRITE FOR CATALOG 


KRIMPWICK SALES CO., HYDE PARK 36, MASS. 


(Sole Distributor for Diamond Products Co.) 





—_— ood 
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Here is something new in Kaylan Cutlery—A PIONEER SET—sturdy and as skilfully 
made as those which hung by the Early American Dutch Ovens—And yet so highly polished, 
they enhance the beauty of any kitchen. 

The Pioneer Set consists of a ladle, spatula, strainer spoon, fork, and vegetable lifter 
—all of which are necessities to every cook. It comes complete with a metal rack which 
makes the individual pieces easily accessible. 

Write for illustrated catalog and price list today. 
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6NX STAR 


DOUBLE EDGE BLADES Iscnys 
FOR 3 


DOUBLE EDGE RAZOR CUSTOMERS + F FOR Dou EDGE 


Millions of G.I.’s swore by Star Double Edge Blades, 
made with the secret GNX process. Now, those G.I.’s 
are civilians, looking for Star Double Edge Blades! 
Looking in your store! Display them and you'll 
profit! Retail price, 4 for 10¢. 


STAR 
SINGLE EDGE BLADES 
FOR 
SINGLE EDGE RAZOR CUSTOMERS 
Since way back in the ’80’s, Star Single Edge Blades_ Abe 
have been the popular priced favorite of the nation! 


You'll sell more if you display more, so keep them 
in a prominent place where all can see! Retail price, 


4 for 10¢. 


ADS FOR STAR BLADES REACH 

OVER 25,000,000 PEOPLE A 

MONTH IN AMERICA’S TOP 
MAGAZINES! 


STAR DIVISION, AMERICAN SAFETY RAZOR CORP., BROOKLYN 1, N. Y. 


YP tane: Me 
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Made of the metal that cooks best. . . easy to clean 


WEAR-EVER 


ALUMINUM PRESSURE COOKER |42iA\ 
with the patented Snap ‘lle cover 


— it can't be removed while pressure is on 


No indicators to watch—none necessary—no mechan- 
ism to break if dropped. All cooking done at one pres- 
sure. The weight holds in place, yet lifts off easily. Cool, 


red Bakelite knob for easy handling. 


The jiggling temperature control weight on a Wear- 


Ever Pressure Cooker also is a feature that appeals to 





WEAR-EVER 


Cc 
ALUMINUM 


TRADE MARK 


REG.U.S. PAT OFF. 











soon. It’s as simple as that. 


women. The cheerie hisst-hisst sound of steam is a con- 


stant reminder that whatever is cooking will be done 


With this and other outstanding features shown 
below, it’s no wonder that WEAR-EVER is the 
Aristocrat of Pressure Cookers, and first choice 


5 with so many of your customers. 





OTHER FEATURES THAT MAKE WEAR-EVER THE ARISTOCRAT OF PRESSURE COOKERS 





EASY TO OPERATE 


Patented Snap-Tite 
Cover. Only one 
hand needed. So 
simple, even a child 
can operate it. 








SAFE 
a 


Even with lid-lock 
unfastened, you 
can’t remove cover 
while pressure is on. 





7 STEAM VENTS 


o s 
a 
+ 


Not one, but seven 
= through 
which steam flows 
freely to pressure 
control weight. 





EXTRA-HARD, 
THICK SHEET 
ALUMINUM 


Actual 
Thickness 


Extra thick bottom 
spreadsheat quickly 


and evenly—gives 
added durability. 





CONSISTENT 
CONSUMER 
ADVERTISING 


Wear-Ever full col- 
or advertisements 
are working for you 
month after month 
in 9 leading national 
magazines. 





AUGUST 15, 1946 








a” 


J 
HITTING THE WAIL ON THE HEAD! 
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THE AMERICAN FORK AND HOE COMPANY DURABLY IDENTIFY 


TRUE TEMPER PRODUCTS 


AT PRODUCTION LINE SPEEDS WITH.... 


MEYERCORD DECALS 


Here's brilliant, lasting product identification that meets the 
demand for quantity output on high speed production lines. 
Whatever your needs. . . trademarks, instructions, or patent data 

.. whatever your surface... wood, metal, glass, plastic —even 
crinkled finish ... there's a Meyercord Decal to do the job. 
They're easy to apply and “stay put’’. Any size, colors or 
designs can be reproduced. No screws, bolts or rivets required. 
Investigate Meyercord Decal nameplates. Technical consultation 
and designing service on request. Mail inquiries to Dept. 11-8. 





It’s new! It’s useful! It's free! Meyercord’s 
slide-rule type Decal Selector shows how to 
select and apply 6 different kinds of Decals 
to 14 unusual surfaces. Easy to use. Please 
send requests on your company letterhead. 


THE MEYERCORD Co. 


World’s Largest Decalcomania Manufacturers 


3323 WEST LAKE STREET +> + »* CHICAGO 44, ILLINOIS 
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NUTONE Chimes are Fair-Traded in all Fair-Trade States. 




















Right combination 
‘for our dealers, too! 


' 


At last! A big kitchenclock—actu- 
ally the largest, easiest-to-read 
clock dial in either the clock or 
door-chime industries! Plus a 
soft yet easy-to-hear -NUTONE 
2-door chime, together ina single 
smart unit that satisfies two spe- 
cific customer needs. 


‘ News of this two-in-one sales- 
maker contained in the ad at the 
left will reach your customers 
next month (in color). through 
the pages of the Saturday Evening 
Post, Better Homes & Gardens, 
and American Home. 


It’s part of a souihiiieat: na- 
tional advertising campaign . . . 
the biggest ever put behind the. 
best door chimes money can buy. | 
That, too, is a good cornbination 

. the kind that opens your door 
to maximum profits. NUTONE, 
Incorporated, Merchandise Mart, 
Chicago 54; 200 Fifth Ave., New 
York 10; 931 East 31st. St., Los 
Angeles 11; and Terminal. Sales 
Bldg., Seattle 1. 





































NEW COMBINATION DOOR CHIME 
AND ELECTRIC KITCHEN CLOCK! 


Big, beautiful nine-inch-square Telechron 
clock and melodious NUTONE 2-door 
chime ...in one! Its dial, the biggest 
ever, gives you the right time...at a 
glance. Chimes softly and sweetly; twice 
for front-door callers, once for those at 
the rear. 

Glistening, easy-to-keep-clean white 
enamel. Heavy chromium crystal case. 
Imparts sparkling smartness to the 
kitchen, breakfast nook, or hallway. 

See and hear the double-duty “Time- 
Chime” at your favorite hardware, elec- 
trical appliance, or department store. 
Other NUTONE Door Chimes are priced 
from $3.50 to $59.95. 

























The different gift 
that’s remembered 


longest! 



















NUTONE is the world’s largest 
maker of door chimes 
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... for greater sales and profits 





After critical examination, Good Housekeeping 

has bestowed upon Craftmaster Alumi ‘ore 

its Guarantee Seal — the seal earned for Inquire ebeut our 8 and 10 

adh t : piece aluminum Kitchenware En- 
erence to high standards of excellence. - teal i aan 





Here is further recognition and confirmation ent ter eget qrendiiom. - VVERTIOEY -_ 
of the outstanding quality of these products ' 


. . and just one more reason why housewives , a ; 

al "over he. cory wil conte. fo buy eR CRAFTMASTER PRODUCTS _ CORPORATION ? 
“ 

NEW YORK SALES OFFICE 1133 BROADWAY. NEW YORK 10, BM. Y. 


Available For Prompt Delivery Sales Offices in Chicago, San Francisco and other principal cities 
FACTORY — HILLSIDE, N. J. 


Tak ? th 2 -—. 
LINE of Least Resistance. 


TOP® LINE 


‘ton customers’ sales resistance will be at a 
new low when they see the new line of 
electrical appliances now in production by 
TOP-LINE. Write now for descriptive literature 
and catalog sheets on these beautiful post- 
war appliances designed to bring you the 
Tops in sales and profits. 


wy S | TOP LINE 


—_ 
-} Tors APPLIANCES 




















GAMBILL BUILDING. NASHVILLE. TENNESSEE 
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‘ PROFIT ON WIDESPREAD ACCEPTANCE — 
McKEE RANGE-TEC COFFEE MAKERS 


here is another outstanding 
prodyct by the makers of the 
most complete line of glass 
cooking ware in the world. 


OUR RECIPE 


FOR AND INSIST ON 


By McKEE, JEANNETTE, PA. 
QUALITY GLASSWARE SINCE 1853 
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ALL-STEEL KITCHEN 


STEP STOOL 


@ There are sure-fire sales for deal- 
ers who stock this modern utility 
stool. Constructed entirely of steel, 
functionally perfect, this stool is de- 
signed to fit beautifully into the most 
modern kitchen or dinette. Guarantee 
yourself more customer satisfaction 

























and greater profits with the Show her how the Rubbermaid Toilet Top Tray 
Keenco All-Steel Kitchen Step Stool. provides a safe we to set bottles, cosmetic r 
jars, and spectacles. Reduces danger of break- 






age and spillage. Fits on the tank top of any 


Ye il as: toilet. And comes in six colors to make her 


bathroom more beautiful. 


And show her the Rubbermaid Bathtub 
















@ STEP STOOL Mat to match. Point out the four rows of 
© JUNIOR CHAIR snd chiding in the tb. that prevent slipping 
@ HANDY STOOL | i ficbbermaid Houseware - All Rubber: (fs 
@ STOOL WITH maid items are molded from a specially -com- 
poormer | - Rae gcc : 





than ordinary rubber to oil and grease, hot 
water, and soap. 

Your sales efforts are being backed up by 
our advertising in national magazines. Women 
know the name “Rubbermaid”, know that it 
stands for the best line of rubber houseware. 
It is a profitable line for you to carry. Push 
it for profit. 


A Product of the Keen Mfg. Co. Inc 
Vineland, N. J. 
e 
ona 
ST Lhe bal . << \ 
f { (¢ 2 . \ MIP’ ub \cl 
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NATIONAL SALES REPRESENTATIVES 


7 THE WOOSTER RUBBER COMPANY 
Everybodys Hex weds. ovih 
a SE 
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™ Reg. U. S. Pat. Office 


FOR CITY GAS ; 
LP (BOTTLED) GAS @ The response is startling — fifty thousana 
ELECTRICITY requests for Estate’s Bar-B-Kewer in the last 


ninety days! Yes, America’s cooking-wise 


wives know a good thing when they see it! 


@ Appliance men know, too, that Estate’s pro- 


gressive policy of consistent, energetic pro- 
motion will bolster this pre-sold, profitable 


market for years to come. For today and many 





tomorrows Estate’s Bar-B-Kewer will provide 


continuous surety of successful stove selling. 
ia 


ESTATE —_ RANGES 


THE ESTATE STOVE COMPANY - A DIVISION OF NOMA ELECTRIC CORPORATION 
FACTORY - HAMILTON, OHIO. EXECUTIVE SALES OFFICES - 55 WEST 13th STREET, NEW YORK 11, NEW YORK 


\ / 


/ 
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theia?s the pertect companion to theGigiagl Tei we Walshe: Secs tance 

_ New RUBBER WHEEL BEGINNERS ROLLER SKATE—and on unparalleled opportunity to 

DOUBLE YOUR SALES, TOO. Stock both of these largest selling BEGINNERS’ Roller Skates: 
Oana 16-Dise Wheels for. Ovdoors. SELL TWO PAIRS WHERE YOU ’ 


MULTI-KWIK COMPANY. . A DIVISION OF RADIOBAR COMPANY OF AMERICA 


GENERAL OFFICES: 11163 MISSOURI AVENUE * WEST LOS ANGELES 25, CALIFORNIA 
EASTERN SHIPMENTS will be Made from our Philadelphia Plant. Address all Correspondence to our General Offices 


HARDWARE AGE 





The Only Truly 


The “Scooting Star’’ is so far 
ahead of makeshift ‘‘victory” 
models even a 5-year-old can 
see that here is something really 
postwar in scooters! 


It’s beautifully streamlined, 
with an exciting ‘‘let’s go”’ look. 
And it has tomorrow’s advanced 
engineering .. . so sturdily con- 
structed that no one child can 


“Postwar” Scooter on the Market! 


wear it out. It rolls effortlessly 
on ball and race axle bearings, 
glides smooth as a breeze on an 
all-steel chassis cushioned by a 
coil spring shock absorber and 
semi-pneumatic tires. 


““Scooting Star’’ is definitely the 
choice of every youngster—al- 
most invariably the choice of 
value-wise parents! 


Streamlined Champion of the Scooter Fidd 
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It’s the hottest wheel goods 
item of the year, so get going 
early and concentrate on it for 
real profits! See your jobber to- 
day or write direct. 


ORDER NOW! 


“Scooting Star’ scooters 
are produced in one of 
the West's great manu- 
facturing plants—a mod- 
ern, fully equipped fac- 
tory founded in 1920. 


MANUFACTURERS 
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HERE'S WHY 
HOLT IS THE BUY! 


| Holt Floor Machines are built for the rugged 
demands of the rental trade. They are engineered 

to take a beating in the hands of inexperienced 
| customers without losing aa hour off the job. 


That's why hundreds of dealers insist on HOLT 
... they've found that a HOLT on the job is like 
money in the bank. Only HOLT features such 
exclusive developments as the Self Leveling 
Brush Bracket which eliminates brush “ hop” 
and cuts down machine wear; the Self Lubricat- 

ing Floating Drive Gear which adds to machine 
life. These and many other advantages mean 
just one thing: in floor machines HOLT is the buy! 
Write today for FREE catalog. 





Two outstanding machines in the complete 
Holt line: (left) The Standard Control 
Streamliner Floor Sanding Machine 
and the Horizontal Rotary Edger. 


Only a | 
y Q Cheney hammer 


Nas the oli; 
al: exclusive lolol ictal i-Ye| 


Chene Y Nail Holding 


Device 








Holt Mig. Co., 651-681 20th $t., Oakland 12, Calif. 63 
PLEASE SEND ME 


Complete information about Holt Floor Machines and floor 
maintenance equipment. I understand there is no obligation. 


NAME: . 
ADDRESS: ia aittineaeereiaainal . ——— 


HENRY CHENEY HAN 


MER CORP 
LITTLE FALLS N y 
fice: 217 BROADW, NEw 
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TWO RAKES IN_ ONE / 


— THE CRAIG Ley- tyne 


ALL PURPOSE ADJUSTABLE RAKE 


ley-tyne is completely adjustable. It 
opens to a full 20 inches in width and adjusts 
down to 712 inches. 


[ley-tyne is completely flexible both 


horizontally and vertically to insure gentle 
care of young shoots. ibe 


/ ley-tyne is attractively designed. Tines 


are zinc plated spring steel, handsomely 


COMPLETELY 
AD/SUSTABLE 


trimmed in red with flattened ends. Hard- _ 5 
wood handle is lacquer finished. 


[Cey-tyne is guaranteed against break- 
age under normal use. New weld-free con- 
struction eliminates tension points. 





Immediate Delivery. Packed one dozen to a carton. 
Address inquiries to Dept. R-28A 

















JACKSON HIGH QUALITY 
extends through 
the Complete JACKSON Line 


Regardless of the type of product, if it 
bears the name, “Jackson,” it is built for 
service and hard use. That is why 
JACKSON products have won such uni- 













HAVE A FUTURE! 


Our thanks for waiting for WORCESTER 
despite unavoidable delays. Your cus- 
tomers will buy WORCESTER Lawn 
Mowers—a product of half a century 
of New England manufacturing skill 





versal acceptance ... why they are pre- 
ferred by users .. . why dealers depend —and they're reading about 
on Jackson to build good will among WORCESTER in smart 





their customers. 
Jackson applies seventy years’ experience } 
to the making of high quality products 
that satisfy the most exacting demands 
. products that are profitable to sell. | 
Ask us for the name of the Jackson Whole- 
saler near you. 


JACKSON MANUFACTURING CO. 
HARRISBURG, PA. a 
Est. 1876 | 


national advertising! 











WORCESTER ¢conrany 
COMPANY 
DIVISION OF SAVAGE ARMS CORPORATION 
CHICOPEE FALLS, MASS., U. S. A. 
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And Still Not Enough To Go ’Round 


Production of H-1 Utica Automatic Reels has been trebled 
in the last few months. We’re building many more “Utica’s” 
today than ever before. But... because of the tremendous 
demand for this improved, newly designed reel, there are still 
not enough to fully supply you. 


Output in other items in the complete H-I line “for every 
fisherman and every kind of fishing” has also been increased 
to the extent made possible by shortages of many essential 
materials which are vital to the production of fishing tackle. 
Until the supply more nearly equals the demand, we will con- 
tinue to allocate our production. 


HORROCKS -IBBOTSON Co. UTICA, N.Y. 


Manufacturers of the largest line of fishing tackle in the world 











GET THIS NEW || beg (SZa fee 
BAT CATALOG | | First in the Field and on the Range— 


Send now for your copy of the new, ’ 
illustrated McLaughlin-Millard Baseball H O Pp P E S N oO a 
. 


and Softball Bat catalog. 


Featuri the fi t, second growth, - ‘ 3 ” 
cteciaht grain Adirondack White Ash The continued, increasing demand for Hoppe’s No. 
Bats, McLaughlin-Millard, with over 25 9 establishes two facts. The first is that this efficient 
years in bat production, makes a bat 4 > 
for every player from sand lot to Big gun cleaner and rust preventative gives consumer 
League. satisfaction. The second is that it sells steadier and 
Get this free catalog — ord soon for ‘ 
47. Beatere M & M bate fer quality faster and assures greater profit oppor 
plus profits. tunities. In other words, when you handle 
SOLD EXCLUSIVELY BY Hoppe’s No. 9 Solvent, Hoppe’s Gun 
MUNRO SALES, INC. cleaning Patches, Hoppe’s Lubricating 
UTICA, N. Y. Oil, Hoppe’s Gun Grease and Hoppe’s 
Gun cleaning Packs you are offering your 
McLAUGHLIN-MILLARD, INC. customers products that they know and 
use. It’s none to early now to lay in your 
NORTHERN Fall supply so get your order in to your 


ADIRONDACK jobber today. 


WHITE ASH FRANK A. HOPPE, INC., 
DOLGEVILLE. N.Y 2314A Nerth 8th St., Philadelphia 33, Pa. 
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IMMEDIATE DEPENDABLE BICYCLE BASKETS 


Loop-Over or Spot-Welded Construction 


y gaug - 


v i wit 
nized rust-proof finish. Complete, ready tor installation 
yh ch e,/ ¢ 
e®ee SR 
~ 
> 


Tae 
wo Sizes 
— | 


' 7 ‘ ipy cad 
S¥ ; } 
“ze A : : Rs 


Approx. w 
Available in 





RETAIL SELF-CLEANING 


PRICE 
ALL PURPOSE 
$ | 25 STEEL RAKE 


The Cavex Rake, indispensable all-pur- 
pose tool that has year-round accep- 
withs#H tance and use because: 
@ Absolutely self-cleaning. 
RCASE @ Turn it over and it is an all-pur- 
pose garden tool—harrowing or pul- 
verizing ground. 
’ \ @ Operates easily with ‘carpet 
Appeals to out- \ A \\! sweeper” motion. No lifting—rake 
door lovers, both \ \ is always kept on ground. 


youngsters and \\ | The CAVEX BROOM RAKE 


grown-ups. Ex- , Ww The original and STILL THB 
pertly ground » i saon die Hans, Ganillin, cena 
lenses, black plas- ae Eg broom rake on lawns and for 
tic barrels, smooth \\\ | . light-garden use because 
"ag PO \ \ { \ r \ s they can “broom rake”’ 
focusing action. | | ‘ all day without tiring. 
Handy leatherette \ | this is the fastest selling 
7 , \ \\\ | ] k 
carrying case. Lib- \\\ pe Mer deepened 
eral trade discount. Aan | \ | | 5 oy con- 
Prompt shipments. \ \\e nt eee UP ackanes a O8 
Complete promotion- \\ TN spring steel, yon 
. \y 2 gauge wire tee 
al ad mat campaign \ ’ ~ Ns ‘ formed to most ef- 
available \ A fective curve—are 
SIZE EXTENDED , inl NN stronger, tougher 
1 and «solidly an- 
7 Se SJ chored. Handle 
joined at correct 


ANOTHER TROJAN MODEL pipes a | Write fodey for Price and ToD pe 
aon 4% INCHES Shipp e 


FEE AND STEMWEDEL. INC. » A. and A. MANUFACTURING CO. 
2210 WABANSIA AVE. * CHICAGO 47 im 525 N. NOBLE ST. CHICAGO 22, ILLINOIS 





AUGUST 15, 1946 113 




















BUILD CONFIDENCE FOR BETTER SHOTS with the PERFECT 
“FEEL” OF THESE PRECISION-BALANCED BRISTOL CLUBS 


ANT to get more fun out 

of your golf? Then see 
how the perfect “‘feel”’ of these 
new precision-balanced 
BRISTOL Clubs can inspire 
you to better shots. BRISTOL 
originated the steel golf club 
shaft ... an achievement which 
revolutionized and helped 
bring lower scoring to the 
grand old game. Today 
BRISTOL is contributing 


NEW ACCURACY IN WEIGHT TO LENGTH 


Swing in turn each club in the new BRISTOL set. Notice the thrilling 
uniformity of “feel.” This is due, among other things, to BRISTOL’S 
accuracy in the matter of club weight to length. To obtain this perfect 
uniformity of balance for all clubs in the set, the weight of each club 


is increased as the length is 
diminished in an accurate, 
predetermined set ratio. 


another notable accomplish- 
ment to the art of fine club 
making. Foremost golf author- 
ities have determined for 
BRISTOL the exact propor- 
tion between weight and length 
for every club in the set. The 
result will thrill you the first 
time you swing one of these 
handsome, superbly-balanced 
BRISTOL Clubs on tee or 
fairway. 


























BRISTOL, CONNECTICUT 








Advertisements like this, building pres- 
tige and sales for BRISTOL Clubs, 

« G@ppear regularly before the 5,000,000 
readers of LIFE, America’s most infiu- 
ential weekly magazine. 








Also Makers of 
BRISTOL “ 
FISHING RODS « REELS - LINES 
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ROPE 
MUST HAVE Je 
ALL FIVE, ge 


pv 
APPEARANCE 
STRENGTH = | 

oP8 mvt tin amy wo which on | WATERPROOFING HP 


Flexibility! You want it Strong ... and you want it 4) 
Waterproof . . . you want it Enduring . . . and you FNDURANCE r 
want it to have the Appearance that reflects quality. . 
Yet you choose rope to do the job because you must 


have Flexibility! 


COLUMBIAN Balanced Tape-Marked PURE MANILA ROPE 
gives you all five! Yet no one quality is sacrificed to obtain others. No 
one quality is obtained at the cost of others! To make rope that is Flex- 
ible, we do not sacrifice Appearance, Strength, Waterproofing, or Endur- 
ance. In fact, each of these qualities, in Columbian Rope, contributes to 
Flexibility. Waterproofing, for example, insures that this, the finest rope 
we can make, will be Flexible—even when wet! 











COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, “The Cordage City,” N. Y. 


= 
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These baffles oer ze woe 


whirlpool assure —. 
Tolgek the secret exclisive 
WITH YODER thot makes this 





»nsational in results 





PHANTOM VIEW 
ARROWS SHO 
FORCE OF WATER 









AT A LOW RETAIL PRICE 






Le] Cc WITH 
SPRAYS Uniformly 30 FEET! 44 
Lasts a lifetime! All metal and nothing to get A VE RY 


out of order! Not a single working part and 


there’s no place it can clog up. Fool proof — p We '@) & ITA BH L b 


it always works. Centrifugal force of water 


does all the work and it works at any water i, | A R 4 U Pp! 


pressure. 
Order thru your jobber! 


YODER MANUFACTURING COMPANY 
Immediate Delivery 


2401 EAST !tO03¢"d STREET 
LOS ANGELES 2, CALIFORNIA 


















Stock ‘em NOW For Big Season Ahe¢ 






Hf You Manufacture Hardware, Appliances, 
Industrials, Sporting Goods, Toys, Exc. 
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That's right — 1,250 LIBERTY represen- 
tatives see and sel] 80,000 LIBERTY cus- 
tomers regularly, in a rich, ready market 
covering the U. S., Alaska, Hawaii and 
Mexico. Annual‘sales total over one hun- 
dred twenty millions ($120,000,000) and 
they're climbing! What a set-up for the 
manufacturer who places his products 
with these 26 LIBERTY DISTRIBUTORS. 


Liberly 


HEADQUARTERS 
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You receive one order, you’re paid with 
one check — when you do business with 
LIBERTY! Your volume goes up, production 
costs come down. You get fast distribution, 
everywhere, with modern warehouse facil- 
ities in 45 key cities. The combined strength 
of 26 leading wholesalers is behind the 
line you sell through LIBERTY. Send your 
samples to headquarters, now! 


Histribulors 


14 NORTH FIFTH STREET * PHILADELPHIA 5S, PA. 
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Nornine develops selling ability like a thorough 9. What designations cover the four general degrees of 
knowledge of the merchandise a store has to offer. It - When ane Sut oe spare a used files? és 
promotes customer confidence — which is the very es- : naln ae Ge ne eee Giles? wonae4 ous 
Canes of salesmanship that brings the customer back. 11. What is the shape and general use of Slim Taper files? 
Files — a fast-turnover item — are a broader subject than 12. What files should be recommended for sharpening cross- 
many people think; and every hardware-store force cut saws? 
should have at least one member who is a “file special- 1 roeegr eal g are generally used on what metals or alloys 
I 4 File Quizzes have proved very popular = a 14, Are machinists’ files usually single-cut or double-cut? wate 2 
educational feature of Nicholson advertising. Here’s 15. What are the exceptions (Question 14) ? 
another one — for experienced as well as new salesfolk. ‘ lito 
Hes & 
NICHOLSON FILE CO. + 25 ACORN ST., PROVIDENCE 1, R. I. 9 ae ES. 7 tee: 
(/n Canada, Port Hope, Ont.) bs er Poe" 


YL P ge ++? . 5 = 
LL nswers en 


‘ 


“ You can check the correctness of your answers by referring to 
Uu e Be C 1 O n s the following pages of “File Filosophy.” If you haven’t a copy 
of this widely read authority on files and filing, just send us 

your name and address. The book is FREE. 















CHIL’ 
1. Why are Mill files so named? 1—Page 13. 2—Page 11. 
2. How long (how measured) is an 8-inch file? 3—Pages 9 4—Page 12. Phas 
3. What are the six important steps in file making? and 10. Philed 
' 5—Page 9 (or see the Nicholson 
4. What are the four general types of file teeth (cuts) ? monthly advertisements in The 
5. About how many different files (distinguished by type, Saturday Evening Post). 
| cut or size) are there? 250? 1600? 3000? 6—Page 17. 7—Page 19. 
, : 9 8—Page 10. 9—Page 12. Jos 
| 6. What is a Warding file? 10—Pages 20 11—Page 14 
7. What are the five principal kinds of Rasps? and 21. 13—Pages 33 
8. In a double-cut file, which is the “overcut” and which 12—Page 41. to 37. 
| the “upeut”? 14—Page 15. 15—Page 15. . re a 
v 
JO 
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Among Other Advantages 
AMERICAN CHAIN OFFERS 





















A COMPLETE 
LINE 





























This illustration covers eleven of the most popular 
types in the American Chain line. Hundreds of SELL AMERICA 
applications are found for these chains and assem— THE N- 
blies made from them. Many of the light chains are COMPLETE 
put up in attractive shelf packages. Others which CHAIN LINE 
sell by the foot are handled conveniently on All types of electric we] 
Acco Sales Maker chain racks. Even the heaviest typens Welded chain—alt 
chains are shipped in new bags, boxes, or shooks. made of formugtt chain 
For American Chain is old-fashioned about quality of complete iene 
, P . ittings, at 
and particular about the way its merchandise ments and assomblien 
reaches the retail store. We've been in business repair links—cotter ping 
so long we can remember that more often than not 











the customer can afford to be choosy — and we want 
customers to choose the stores that sell American Chain. 


co 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Informal Editorial Comments ... 





Just Among Ourselves 
... By Charles J. Heale 












bill which would have extended 

OPA in part. Apparently, he 
preferred to let OPA die as of June 
30, 1946, if he couldn’t have his own 
kind of an extension law. 

A substitute measure was rushed 
through Congress and the President 
has signed it. We now have an “emer- 
gency OPA extension” which looks 
very much to us like a case of “face 
saving” for the Administration and, 
for that reason, we cannot be enthu- 
siastically for or against it. 

As all of our readers know, there 
is a three-man “decontrol” board, 
which is charged specifically with re- 
moving OPA controls as quickly and 
completely as circumstances warrant 
such “decontrol.” 

Not having had any previous 
knowledge of the personnel of this 
new “OPA Decontrol Board,” we feel 
that we are without competent opin- 
ion to pass upon their competence. 
Before our next issue goes to press, 
we shall endeavor to see just what the 
background experiences of these three 
men represent and, naturally, we are 
hoping for the best. 


Priv nricn TRUMAN vetoed a 































UNDER the appropriate title “Put- 

ting a Profit Into Builders’ 
Hardware,” a new short series of ar- 
ticles by Adon H. Brownell starts in 
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Is the “Emergency OPA Law’ 
Just a “Face-Saving’ Move?:— 


Eliminating the three men on the 
Decontrol Board, for the reason that 
we do not know enough about them, 
we find it most difficult to consider 
any form of OPA continuance as 
justified in the best interests of all 
the American people. Eliminating 
the control of residential rents and 
basic foods, which could be handled, 
as many are, through the Depart- 
ment of Agriculture, we find it very 
difficult to dismiss from our thinking 
the ugly thought that there is a strong 
desire for the rather large OPA per- 
sonnel to retain jobs on the Govern- 
ment payroll—and at a time when we 
do not think the services of most of 
them are needed. 

A far more simple piece of legisla- 
tion could have either frozen or put 
under control all residential rents. 
This could have been under either 
Federal or individual state control 
and would unquestionably be a good 
move. Basic food requirements could 
have been under similar control, such 
as is now exercised by the Depart- 
ment of Agriculture, and a tremen- 
dous burden of Governmental payroll 
could have been lifted. 

Perhaps such a procedure would 
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“Putting a Profit Into Builders’ 


this issue on page 124—as a sequel to 
the well known series “Taking the 
Mystery Out of Builders’ Hardware” 
which ran for three or four years in 


be too simple and, for that reason, 
probably most effective. 

As we attempt to analyze the OPA 
continuance bill vetoed by President 
Truman, and the subsequent OPA 
continuation bill which he signed, we 
find it rather difficult to sense any 
economic difference and have the un- 
pleasant reaction that “politics,” in 
both cases, won out over reason. 

We would still prefer free and open 
competition, believing that such a 
procedure is more in keeping with 
the best American traditions of life, 
liberty and the pursuit of haypiness. 
We repeat again and again and again 
that we have more confidence in our 
competitive system to keep prices at 
a fair level than we could ever have 
in any Governmental control system. 
We also continue to believe, as often 
expressed, that inflation will only be 
curbed by tremendous mass produc- 
tion, mass distribution, mass con- 
sumption and a free hand that per- 
mits Smith and Brown to compete 
for patronage on a strictly merit 
basis of value received. It seems to 
us that any other gage or formula is 
entirely artificial and cannot function. 






Hardware ’:— 


HarpwareE AGe. The latter series is 
available in book form in a popular 
edition at $1 with a cardboard cover 
or $1.50 with a cloth bound cover. 
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(The latter formerly sold for $3.) 
In the new series, Mr. Brownell 
provides some fundamental thinking 


on making a builders’ hardware de- 
partment profitable for retail hard- 
ware stores. 


The new series, “Putting a Profit 
Into Builders’ Hardware,” merits the 
thoughtful attention of our readers. 


Builders Hardware Program:— 


A an entirely separate project to 
help more hardware men become 
better builders’ hardware men at a 
profit, Mr. Brownell has prepared a 
“Builders’ Hardware Quiz Program” 
starting in this issue, on page 172. 
Based on the series and book “Tak- 
ing the Mystery Out of Builders’ 


Hardware,” these questions and an- 
swers, both of which are offered in 
this issue for the first three chapters 
of the book, provide both beginners 
and veterans in the builders’ hard- 
ware field with something to think 
about in a serious way. 

As Mr. Brownell has aptly ex- 
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pressed it, “a profitable builders’ 
hardware department is the backbone 
of every hardware business.” We 
feel that the questions and answers 
included in the “Builders’ Hardware 
Quiz” are especially important as we 
approach an obvious building boom 
period. 


What Kind of Builders Hardware 
Will Be Bought or Sold?:— 


~ TATISTICS clearly indicate that 
the collective talents of those who 
manufacture and distribute builders’ 
hardware permitted a drop from 2 
per cent of the building dollar to half 
of one per cent of the building dollar 
for builders’ hardware in a 10 to 15- 
year period prior to the war. 

Both producers and distributors of 
builders’ hardware face a joint re- 
sponsibility in this rather deplorable 
retrogression. Manufacturers would 
not sell cheaper grades of builders’ 
hardware if distributors did not pro- 
vide the proper encouragement and, 
by the same token, distributors would 
not have had cheaper builders’ hard- 
ware to sell if manufacturers had not 
provided it. 

In previous building booms, plumb- 
ers, electricians, painters, and other 
suppliers of component parts and 
basic services, were trying to build up 
and increase their part of the build- 


ing dollar and did a fairly good job 
of it. Unfortunately, their good sell- 
ing was too frequently successful and 
a detriment to the builders’ hardware 
field. 

While it is true that builders’ hard- 
ware probably represents the last 
phase of selection and purchase in 
home building, this does not need to 
be the case. Instead of taking “what 
is left” in a building budget figure 
for providing the builders’ hardware 
to go into a new home, the architect, 
builder, contractor and owner would 
all be better served if a more serious 
and more intelligent selling job were 
done in connection with builders’ 


‘ 


hardware. 

No home, new or old, is any better 
than its hardware. Nothing that goes 
into making a house a home is much 
more conspicuous, put to more con- 
stant use or provides more satisfac- 
tion than good builders’ hardware. 
Yet it is obvious that this idea has not 
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been generally sold in the proper 
fashion. 

To the owner of a new house, which 
he hopes will be a pleasant home, the 
difference between really top trade 
quality hardware and cheap price 
hardware is insignificant when ap- 
plied, percentage-wise, to the total 
cost of building a home. The best 
available hardware would not cost the 
homeowner a sufficiently important 
amount of money, yet a home 
equipped with the very best hardware 
would provide many years of hap- 
pier living, greater pride of posses 
sion and greater satisfaction. 

The very best builders’ hardware, 
in either a modest or luxurious home, 
costs so little compared with the ad- 
vantages of having the best that it is 
ridiculous to sell home owners any- 
thing but the best. Nothing that goes 
into a home is more expensive and 
unsatisfactory than cheap hardware. 


What About Distribution Costs ?:— 


ECENTLY, we heard a speaker 
say “distribution costs and the 
weather are both subjects of much 
conversation but very little has been 
done about either so far.” 
Most appropriate is a recent bulle- 
tin by A. H. Eichholz, general man- 
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ager of the Motor and Equipment 
Manufacturers’ Association, who in- 
vites producers and distributors of 
automotive products to state their 
case and to give their opinions. All 
that Mr. Eichholz has to say about 
automotive products and their distri- 


bution costs are equally as appro- 
priate for all lines handled by whole- 
sale and retail hardware distributors. 
From Mr. Eichholz’s bulletin we 
quote the following: 
“During the past couple of years 
(Continued on page 126) 
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power --riding on air 


Power rides on air in ILCO Pneumatic Closers. Sereen doors, 
storm doors — even bathroom and closet doors — close them- 
selves smoothly and quietly — year after year... 

This proven performance is something you can depend upon 
to help you build a steadily increasing, profitable, year-round 


business in ILCO Security Hardware. 


SECURITY HARDWARE 


COMPANY .« FITCHBURG, MASSACHUSETTS 
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UTTING A PADETL INL 


A Sequel to “Taking the Mystery 


Part | 


asc 2 oN coma 


Sales Potentials — Gross Profit — Turnover — Investment 


In publishing “Taking the Mystery Out of Builders’ Hard- 
ware,” HARDWARE AGE filled a need for a training course for 
newcomers in the field to follow, a course of study guiding 
them along the path to success in that vocation. This article 
starts a shorter series on management technique. It is pre- 
sented to the trade as a guide to successful, profitable builders’ 
hardware sales. In simple arithmetic the author points out to 
management how to budget sales, costs and profits in order 











to insure good return on its investment. 

The sales figure of $100,000 is used only as an example. 
Any owner or manager using this formula can easily arrive 
at his own individual sales and profit figure. 

HARDWARE AGE believes that many of the figures used 
will be helpful tor other phases of the hardware field as well 
though the series is primarily written to cover management's 
side in the builders’ hardware field. 


i. the past, altogether too 
many have found builders’ hardware 
to be unattractive and unprofitable 
due to the lack of proper manage- 
ment, failure to direct sales, maintain 
profit ratios, poor turnover and ex- 
cessive operating costs. 

A department operated based upon 
the following formula will prove 
profitable and increase store traffic 
and customer satisfaction provided 
first the sales potential is there, so 
let’s consider that first. 


Sales Potentials 


Any business in order to succeed 
must have sales potentials. It does 
not need to be unduly emphasized 
here that there is a tremendous de- 
mand for building and that every 
building will require builders’ hard- 
ware. Your daily papers everywhere 
are constantly telling that story. 
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Building reports, even if largely dis- 
counted, clearly show that there are 
several years of good building busi- 
ness ahead. It is not enough though 
that management consider only such 
a general statement. 

How can an individual owner eval- 
uate his own sales potentials? Here 
is a fairly easy and reasonably accu- 
rate answer to that question. 

You can obtain the 1940-1941 dol- 
lar volume of building permits by 
contacting the government of almost 
any city or smaller community. Start 
with the average of those two years. 
For example, say in a given city: 
1940 Building permits—$9,000,000. 
1941 Building permits—$11,000,000. 
Average for two years—$10,000,000. 
that gives you the total building dol- 
lars spent. 

Disregard the war years in esti- 
mating for those figures would be dis- 
torted. In almost any city proposed 


building figures for 1946-1947 will be 
well in excess of 1940-41 figures. 
However, if you wish to check further 
consult available building report ser- 
vices, such as F. W. Dodge Co., local 
architectural and builders exchange 
associations. 

Having arrived at a reasonable to- 
tal building dollar expenditure for the 
city or community you serve you can 
then proceed. 


Must Know Percentage 


You must know approximately 
what percentage your organization 
can obtain of the available dollar. 
To find how many competitors you 
have but to continue averages. 

Let us say there are five firms com- 
peting for this business in your com- 
munity. Usually that is high figure, 
but as you are setting up your own 
table we will stick to averages. 

At an average, each of the five com- 
petitors will serve one-fifth of the 
$10,000,000 presented as an example. 
Your portion of the total building 
dollar that you serve is $2,000,000. 

Now, of course, we again have to 
divide that figure, which is the total 
building dollar, into your share for 
direct sales of that total. 

This brings us to enumerate in per- 
centage what portion of that total 
your builders’ hardware department 
is going after. Many businesses of 
this character go after materials 
which require installation, such as 
plumbing, but we will list only those 
in our formula which can be sold as 
merchandise without installation. 
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Finish hardware 2.0% 
Rough hardware 1.5% 
Overhead garage doors 1.0% 
Kitchen and medicine cabinets 1.4% 


Closet fixtures and door chimes .7% 
Paint and its accessories. 5% 
Electric fixtures ... 1.4% 

Total 10.0% 


Many of you will add, provided 
you sell them, such things as roofing, 
joist hangers and plumbing supplies 
to the total percentage. 

Some of you will deduct, for you 
may not sell some of these items enu- 
merated or you may have other de- 
partments selling them. To be on the 
conservative side, let’s discount the 
potential total by half for our exam- 
ple and say you will sell only 5 per 
cent of your share of the total build- 


ing dollar. 
Your share total building 
dollar $2,000,000 


$100,000 


Your sales at 5% 


Gross Profit 


Now we have our sales potential on 
a most conservative basis. What 
gross profit should you realize? Here 
again, based on your own experience, 
you will use your own figures. 

Generally speaking, the smaller the 
gross business the larger the percent- 
age of profit. 
In a small business, 

50% mark up or 33 1/3% on sales 
In a medium business, 

43% mark up or 30% on sales 

In.a large business, 
33 1/3% mark up or 25% on sales 
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Again to be conservative in pre- 
senting this average example, let us 
take the lowest figure of profit, 
namely 25 per cent on sales. 

$100,000 total sales at 25 per cent 

Gross profit $25,000. 


Turnover 


The matter of turnover is a most im- 
portant factor in proper management. 
A business such as we are giving as 
an example should turn over at least 
five times in a year. Smaller busi- 
nesses should turn at least four times. 

Turnover is a factor too often over- 
looked when it is so vital in comput- 
ing returns on investment. In our 
example we have: 


Total sales, $100,000 
Gross profit, $25,000 
Cost of goods, $75,000 


therefore, if we maintain our given 
times turnover, we operate on an in- 
ventory of 20 per cent of cost of 
geods, or an investment in stock of 
$15,000. Add 1/3 of this for other 


necessary capital, such as accounts re- 


ceivable, and we find we can make a 
gross profit of $25,000 on a $20,000 
investment, providing we have main- 
tained our turnover-margin of gross 
profit and sales estimate. 

In order to insure proper turnover, 
you should review the suggested stock 
card record system shown in Chapter 
Two of “Taking the Mystery Out of 
Builders’ Hardware,” a good perpet- 
ual inventory system or other records 
that show you slow-moving or obso- 
lete items. Whatever system you may 
use, be sure it is as simple as possible 
and one requiring a minimum of 
clerical work. Systems that are so 
elaborate as to require a large person- 
nel to operate them, often defeat the 
purpose. 


Close Margin Contracts 


In the matter of gross profit one 
can keep this constantly checked as 
it will be discussed in a later chapter 
on compensation for salesmen. It is 
true and should not be glossed over 
or evaded that some finish hardware 
contracts are taken in a highly com- 
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petitive market at less than the aver- 
age suggested gross margin of profit. 

This is a condition which can only 
be corrected first by the distributors 
themselves and secondly, by the fac- 
tories which manufacture the mer- 
chandise. There never has been, or 
perhaps never will be, so advantage- 
ous a time to correct this as right 
now. 

If such business is taken, then it is 
necessary to bring the gross profit 
average back to normal through ex- 
tras or plus sales at a larger profit. 
A good executive will insist on this 


being done. 

Obtaining the sales volume esti- 
mated is the easiest part of the formu- 
la. Given adequate compensation, the 
proper incentive motive to your sales- 


man, backed by management interest 


A—Total building permits 

B—Number of competitors 

C—Your share estimated a, 
D—Builders’ hardware dept. share 
E—Total sales 

F—Percentage gross profit 
G—Turnover 

H—Stock investment 

I—Other capital investment 
J—Percentage gross profit on investment 


Example Your own formula 


$10,000,000 
5 

20% 

5% 
$100,000 
25% 

5 times 
$15,000 
$5,000 
125% 








and direction this can be accom- 
plished with really less effort than 
maintaining proper gross profit or 
minimum turnover. 

In our next chapter we will discuss 
operating costs and proper depart- 
mental charges necessary to arrive at 
a satisfactory net profit without which 


no business can very long survive. 

It is urged that you draw up your 
own chart based on your individual 
experience to arrive at your own for- 
mula as shown above. 

Remember though that gross profit 
is not net profit which will be dis- 
cussed in the next chapter. 


Just Among Ourselves 


a lot has been written on distribu- 
tion costs by those who say they're 
generally too high. Such an atti- 
tude has had wide national pub- 
licity. It’s noticed that usually the 
folks kicking against the cost of 
distribution are on the government 
payroll, or they're management 
consultants, professors of econom- 
ics or marketing or some other 
brand of specialist or expert; but 
we haven’t heard much on the im- 
portant subject from manufactur- 
ers or wholesalers in the automo- 
tive service industries. 
“Maybe the distribution 
on some automotive after-market 
products is too high. We wouldn’t 
presume to know. It’s obviously 
quite a wide-open topic. Every 
man’s entitled to his own view- 
point, whether it’s well or poorly 
founded. However, we would like 
to know the consensus of opinion 
on the subject within our own in- 
dustry. It appears to be poor pol- 
icy for automotive executives and 
sales persons generally to let go 
unchallenged statements repeated 
over and over again via a national 
publicity scope which create the 
impression that marketing as done 
today is something of an outmoded, 
antediluvian, squeaky and rattling 
old horse and buggy museum piece 
that should be ditched and re- 


placed with something streamlined 


cost 
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(Continued from page 122) 


and more economically efficient. 

“Obviously, the two groups who 
should know most about this cur- 
rent question are the suppliers and 
the jobbers. If wholesalers faced 
competition that did their job 
equally well, but cheaper, they’d 
have to do something about it— 
pronto. If manufacturers knew 
any way to distribute more eco- 
nomically than through present 
day jobbers and _ distributors, 
they'd surely act—quickly. 

“So, what are the facts which 
when laid out in the open will 
speak for themselves? 

“Do you think distribution as is 
is about the best that can prag- 
matically be devised? Why? 

“Are you of the opinion that our 
system of distribution via whole- 
salers can be improved? If so, 
how? 

“If you could have it, what 
would you regard as being, in your 
opinion, the ideal system of distri- 
bution—and if you answer this 
one, try to lay off of theory and be 
as practical as you can!” 

While we have always been hoping 
to see reduced distribution costs on 
lines sold through hardware channels, 
and have endeavored to the best of 
our ability to promote thoughts, sug- 
gestions and ideas, we have continu- 
ously had the notion that from too 


many incompetent sources have come 
glib statements about distribution 
costs. Too often such very general 
impressions about distribution costs 
have been uttered by persons on the 
public payroll who have never actu- 
ally spent a single hour of their en- 
tire lives making or distributing any- 
thing except conversation. We are 
glad to see Mr. Eichholz take up the 
cudgel for those who make and dis- 
tribute automotive merchandise and 
hope that similar interest and activity 
may develop in hardware circles. 
Making a “crack” (without sug- 
gestions or being specific) that dis- 
tribution costs are too high has al- 
most become a national pastime. It 
does seem to us that such criticism 
can never be well received from the 
majority of those on government pay- 
rolls when one realizes the horrible 
and almost tragic increase of govern- 
mental expenditures for all purposes. 
If distribution costs can be lowered 
substantially, either by newly created 
or existing competitive factors, it is 
quite obvious that those who cannot 
compete will fall by the wayside. But, 
like every other important step of 
progress, it will be free and competi- 
tive American enterprise and not 
legislation nor government control 
that brings such improvements about 
for the benefit of all the American 


people. 
HARDWARE AGE 





“ome 
ition 
eral 
-osts 
_ the 


ictu- 


A Four-Phase on-the-Job 
Training Program for Veterans 


At the Albright Hardware Stores, Albany, N. Y., they learn the 
hardware business—from the warehouse up to store manage- 
ment—the experience-way through aid of the “G.I. Bill of Rights” 


\ THREE-YEAR course 


in hardware store management, be- 


ginning with preliminary warehouse 


training and culminating in a store 
manager's post, has been instituted 
for three veterans in the on-the-job- 
training program at the Albright 
Hardware Stores, 399-401 S. Pearl 
St., Albany, N. Y. 

Approved on Feb. 26, the program 
was drawn up by Howard P. Al- 
bright, partner, with the aid of Owen 
G. Carpenter, veteran’s counselor for 
the New York State Division of Vet- 
eran’s Affairs, who operates under the 
direction of Edward J. Neary, state 
director. 

The preliminary procedure fol- 
lowed by the Albright Hardware 
Stores in setting up its training pro- 
gram for veterans is generally the 
same for all localities throughout the 
country. Initially, the dealer should 
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contact the nearest regional Veterans’ 
Administration for information on 
organizing an on-the-job-training pro- 
gram. Then the veteran-trainee fills 
out form 1950 and files it with the 
Veterans’ Administration, attaching 
to the form his veteran’s discharge or 
release from active service. 


Learner's Wages Paid 


When the application is approved 
a certificate of eligibility and entitle- 
ment will be sent to the veteran signi- 
fying that he may go to work while 
awaiting his first subsistence check 
from the Veteran’s Administration. 
Monthly subsistence checks from the 
government to ex-G.I.’s. total $65 for 
single persons or not more than $90 
if the G.I. has dependents. At the 
same time, learner’s wages are paid 
by Albright’s with the subsistence 
payments beginning on the filing date 
of the application. 


Learners’ wages, or the beginning 
wage, paid to the veteran must not be 
less than the prevailing rate in the 
locality where he is employed and the 
training program must not infringe 
on established agreements with labor 
unions. Thus it is intended to avoid 
depressing wages or working condi- 
tions in the particular vicinity. The 
government allowance continues only 
up to the point where the veteran's 
combined earnings on-the-job plus the 
subsistence allowance equals the ex- 
perienced worker’s wage in the same 
occupation and in the same locality. 

Mr. Albright, in conference with 
Mr. Carpenter, learned the require- 
ments expected from employees, and 
these primarily embraced outlining 
the various phases of the job to be 
learned; how the phases were to be 
taught and in what order; the length 
of the various phases, and the facili- 
ties available for training. 


Thus, Mr. Albright in the final 
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analysis, had to draft a training 
course calculated to gain approval 
from the New York State Labor De- 
partment: approval that is secured by 
filling in for OJ 101 (for New York) ; 
signed by Mr. Albright and the vet- 
eran counselor and accompanied by 
an outline of the store’s training pro- 
gram. 

The outline for store manager at 
Albright’s was organized in four gen- 
eral phases with the primary phase 
aimed at familiarizing the three ex- 
G.I.’s with stock and nomenclature. 
This merchandise orientation pro- 
gram at the Albright Hardware stores 
begins in the warehouse and com- 
prises filling stock orders; transfers 
from warehouses to branch stores; 
pricing and billing; checking stock 
and invoices; departmental order and 
location of stock, and recording “low- 
stock” to be re-ordered. 

Trainees are constantly under per- 
sonal guidance and supervision with 
instructions given by Mr. Albright 
and a brother, William J. Albright. 
Howard P. Albright has 27 years of 
store experience including 15 years 
as buyer and manager and his 
brother, William, has 40 years of 
practical store and sales experience. 

One night each week, Albright offi- 
cials hold two-hour lectures on the 
training course subjects or a current 
phase of business which is of timely 
interest. Instruction material used in 
the preliminary training includes the 
store’s transfer forms, the store order 
forms, the store catalog, stock lists, 
price book and suppliers’ catalogs. 


The Second Phase 


The second phase of the program 
is termed by Mr. Albright as “train- 
ing in store personnel.” Here instruc- 
tion covers the use of the cash regis- 
ter; sales books and mechanical ac- 
counting equipment; stock keeping 
and re-ordering from the warehouse; 
use of stock memos; familiarity with 
new goods and price changes; selling 
“over the counter” and by telephone; 
interior merchandise display and 
maintenance; window displays; cus- 
tomer service such as delivery and 
credit policies; merchandise informa- 
tion entailing the construction and 
applications of items in stock and 
public relations such as courtesy to 
customers, helpfulness, etc. 

Instructional materials and aids 


used for the intermediate training 
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course, comprise the register and 
salesbook; merchandise forms; dis- 
play texts and suggestions from the 
N.R.H.A., Harpware AGE, and other 
hardware trade publications; special 
handling of stock, all explained under 
personal supervision. 

Phase three is an advanced course 
in salesmanship. It covers methods 
of increasing sales through “quality 
step-up” and demonstration; making 
companion sales by apt suggestions; 
handling special orders on direct fac- 
tory merchandise, and outside selling 
to institutions and industrial ac- 
counts. 
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Material aids for this phase include 
texts on salesmanship obtained from 
association and trade publications. 

The final phase of the on-the-job- 
training program comprises instruc- 
tion in store management and is to be 
given at Albright’s branch stores. 
Points will be co-ordination of dis- 
play and sales personnel effort with 
the firm’s advertising program; the 
store’s credit policy, including the 
opening of accounts and collections; 
operating efficiency and store reports; 
discussions on buying, covering the 
suitability of complete lines, individ- 
ual items, and supply sources; a 
study of stock control and turnover 
in relation to line and units; expense 
control ;and learning how to impart 
sales training to clerks and subordi- 
nates. When the three vets each have 
mastered this final phase of the train- 
ing course, Mr. Albright plans to 
place them in each of the firm’s three 
branch stores in Albany as managers. 

Materials and aids for the study 
of branch store management embrace, 
as previously, training texts of the 
hardware and chain store associa- 
tions, including special reports; 
forms and expense analysis reports; 
contro! and collection records. 


The text, “Taking the Mystery Out 
of Builders’ Hardware,” published by 
Harpware ACE, is a primary basis 
for instruction in that specialized 
subject. Instructional material is also 
drawn from a series of lectures on 
salesmanship and advertising from 
the Advertiser’s Exchange. 

Each month, Albright’s sends a re- 
port to the Division of Veterans’ Af- 
fairs, indicating the veteran’s prog- 
ress, attendance, earnings for the 
month and the monthly earnings of 
the experienced man. 

Of the three veterans Albright’s 
and the “G.I. Bll of Rights” are help- 
ing to carve out a hardware career, 
two were employed by the firm prior 
to their service with the armed forces. 
The third is a new member. 

“There can be no progress of an 
on-the-job-training program or ap- 
proval of such a program unless a 
suitable training course is outlined 
by store officials,” Mr. Albright em- 
phasizes. It is the employer’s respon- 
sibility to see that the veteran is really 
getting the training as outlined in the 
training program; to see that there 
are sufficient instructors who will 
have the time and inclination to teach 
the trainee, and to make sure that the 
veteran is pursuing a course of train- 
ing for which he is suited. 


Step-By-Step Procedure 


Standing by to help the employer 
is the veteran counselor who, by using 
as an example for the employer the 
working programs set up in related 
fields, can guide him in setting up his 
own program. The Albright Hard- 
ware Stores’ training effort provides 
a specific experience which other 
hardware store may follow. How- 
ever, some hardware dealers will per- 
haps have need of a program that is 
somewhat less ambitious. The Divi- 
sion of Veterans’ Affairs at Albany, 
N. Y., has drawn up a step-by-step 
procedure for employers and in this 
presentation suggests the following 
study outline, readily adaptable to all 
store requirements: 

Job Title: Number to be trained: 
Number of qualified instructors in the 
company: 

Breakdown of work processes: 
(This is what has to be learned in or- 
der to be a skilled worker on this job. 
I ist main work processes to be learn- 
ed with approximate length of time 

(Continued on Page 168) 
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Here's an excellent example of the “unitized display” 
as practiced by the Wilmot Hardware Co. 
In this case, the subject's golf. 





“Unitized Displays” Get 
90 Per Cent Results 


Featuring a single activity in 
windows helps pyramid sales for 
Wilmot Hardware Co.of New Mexico 


oe 
NITIZED displays” 
which show in one harmonious set- 
ting everything pertinent to a par- 
ticular hardware or sporting goods 
subject within a few feet, have helped 
the Wilmot Hardware Co. of Roswell, 
New Mexico, in “building a major 
hardware business in a small town.” 
Like many other modern-minded 
hardware firms, the Wilmot manage- 
ment uses displays which are care- 
fully built to show everything which 
has to do with one interest—sports, 
home tinkering, tools, etc.—displayed 
within a small space, and with the 
merchandise itself worked into a 
really artistic display. 
“We believe that the average hard- 





ware window is too general to catch 
more than a glance,” it was pointed 
out. “Small, compact displays, built 
around a single theme, are interesting 
enough to make certain that a pass- 
erby will scan them thoroughly, check 
prices, and fix a picture of it in his 
mind which will be there when the 
time comes to buy. For that reason, 
we have divided our display windows 
into small segments, six in all, and 
each segment or bay will always tell 
the story of a particular interest, and 
that one alone.” 
A Typical Example 

For example, in February of this 
year, one of the small bays was de- 
voted to skiing equipment. Built in 



























tiers with the merchandise itself as 
“props,” this display was only 4 ft. 
wide by 34% ft. high. It began with 
a base of crossed ski racks for auto- 
mobile use. On top of the racks were 
set two pairs of boots, and under the 
elevated rack tops, six long-visor ski 
caps. A short table at the rear dis- 
played ski trousers full length and a 
windbreaker ski jacket. On the small 
space atop the table, were axes, oils, 
first aid kits, saddle soap and extra 
ski boot laces. The entire “picture” 
was enclosed by two pairs of skis 
slanted back from the glass to the 
rear partition at either side, thus 
forming an effective frame. Small 
cards on each item gave the price, 
and a slightly larger one in the cen- 
ter invited interested customers to 
check with the rental department for 
prices on renting skis, poles and 
boots. 

In the same window, but divided 
by a 90-degree partition into a small 
area, was a hunting equipment win- 
dow, constructed of accessories and 
ammunition. At the rear, two shot- 
guns were tilted together to form a 
background. On three “posts” or 
square white wooden blocks in front 
were gun cleaning items, grease, gun 
bluing, machine oil, etc., lifted well 
above the floor. From the base of 
each post gun cleaning rods radi- 
ated in sunburst fashion toward the 


(Continued on page 138) 

















Here is the “rest nook” where those accompanying customers wait while purchases are being 
made. Easy chairs, magazines and free telephone service all aid in promoting good will. 


Complete Stocks, Educational Films 


Ox: of the most inter- 


esting developments in a farm hard- 
ware, equipment and appliance store 
is at Stampfer’s, Dubuque, lowa. 
This large retail establishment is the 
idea of Thomas M. Stampfer, presi- 
dent of the J. F. Stampfer Co., a 60- 
year-old department store. It is called 
the Stampfer Farm & Home Store, 
and is entirely separate from the 


department store. Its location is at 
the corner of Seventh and Iowa, 
which is just one block from the 
downtown shepping center of Du- 
buque. 

The Stampfer Farm & Home Store 
is housed in a five-story, former fac- 
tory building, 113 by 91 ft. The 
building has a floor space about 
60,000 sq. ft., which gives ample 
room to store and display farm hard- 
ware, farm equipment and appli- 


Batteries here 
are displayed 
effectively on 
step-up  fix- 
tures which may 
be seen easily 
from any part 
of the floor. 
This is a spot 
that attracts 
the farmers at 
all times and 
it is a steady 
sales builder. 


ances and to service and repair 
various items. There is ample park- 
ing space on nearby streets for both 
city and rural patrons, an important 
consideration in attracting present- 
day trade. 

While the Stampfer Farm & Home 
Store opened in a completely reno- 
vated building in February, 1945, 
at a time when merchandise was hard 
to get, stocks have steadily increased 
and the number of patrons also has 
grown a great deal. Today, farmers 
from the entire Dubuque area know 
about this store and come there to 
buy. 


Farm Showroom 


The farm appliance showroom, 
including electric refrigerators, wash- 
ing machines, vacuum cleaners, 
stoves, water heaters, home freezers, 
radios and the like, is located on the 
first floor front, with numerous win- 
dows permitting the passing public 
to look right into the store. Fluores- 
cent lighting is used throughout so 
that no corner of the showroom is 
neglected when it comes to display. 

The office of the store is also lo- 
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Farm merchandise of all kinds is given plenty of display space and there is ample room 
in which customers may circulate. Manufacturers’ literature is always within easy reach. 


m 


Survey of 400 farms also has given 
the Stampfer Farm & Home Store a 


cated on the main floor, and near 


_ the office is a rest nook. Here farm- 
park- ers’ wives and families may meet ¢ : 
both friends or rest while waiting for them closeup of farm buying potential 
rtant to finish their purchases. Customers 
sent- have the free use of a telephone for 

making local calls, and parcels are 
[ome also checked free for any visitor. farm machinery. There is also an siderable showing, and this is an im- 
eno- ; electrical goods section, farm hard- portant, factor in attracting farmers 
945, A Real Convenience ware area and other displays. Be- and in making sales, according to 
hard oo “ares” : cause of the size of the store, mer- _ firm executives. 

e rest nook is equipped with . e ‘ ‘ 

ased chandise displays can be given con- Wall areas on the first floor are 


has 
ners 
now 
p to 


wicker furniture and a table con- 
tains various magazines for visitors 
to read while waiting. A sign in the 
rest lobby bears the following copy: 

“This nook is for your conveni- 
ence. Feel free to use it. Tell your 
friends to meet you here. Use our 
phone to make your calls. Check 
your parcels free.” 

On the main floor to the rear is a 
replacement parts department for 














On one of these bulletin boards 
are listed used items farmers 
have for sale. On the other are 
many articles sold by the store. 
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devoted largely to display and stock- 
ing of merchandise. Gaskets for 
farm use occupy one wall area and 
make an impressive showing. Due 
to the fact that farms are becoming 
more mechanized, farmers are great- 
ly interested in any mechanical items 
and parts which can make produc- 
tion greater and which can save 
labor. 

Wherever possible, large and small 
items are plainly ticketed as to de- 
scription and price. Illustrated fold- 
ers on various products have been 
placed at various locations so as to 
encourage reading by prospects. This 
plan has worked out better than did 
the placing of all literature at one 
central spot in the store. 

One wall of the store contains a 
couple of bulletin boards where 
farmers can get free listings for any 
machinery and farm tools which they 
may have to sell. This service is 
deeply appreciated and one can al- 
ways see several farmers studying 
the used items listed for sale. 

Alongside of the used item board, 
is another board which also lists the 
items sold by the store. One such 
listing stated that Stampfer’s sells 
hog waterers, hammer mills, hatchet 
mills, farm machines, barn equip- 
ment, milk coolers, barb wire, field 
fence, etc. The farmer who studies 
the bulletin boards frequently gets 
a suggestion which prompts him to 
buy new machinery instead of seek- 
ing for used items. 

The upper floors are used pri- 





Gaskets of all types for farm 


marily to house service departments 
and to store merchandise. The large 
basement is used also for storage and 
service. 

It is interesting to note that the 
store has a number of service de- 
partments, each with a separate ser- 
vice crew. For example, one large 
department handles farm machinery 
repair, including dairy equipment, 
and milk refrigeration repairs. This 
is an important department in mak- 
ing contacts with the farm trade and 
winning their confidence. 


Jubilee Sale 


Last year the Stampfer Farm & 
Home Store put on a jubilee sale 
which was widely advertised. Movies 





Tractor tires, chains and cllied items are shown in a central location. 
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use are displayed along one sidewall. 


were shown, farm machines demon- 
strated and free coffee and dough- 
nuts served to visitors. During the 
three-day jubilee more than 22,000 
people visited the store. Numerous 
contacts were made with all types 
of customers in farm machinery, 
hardware and appliances. The store 
management considered the promo- 
tion well worth while. 

Early in 1946, officials of the com- 
pany decided to conduct a survey of 
the area to determine what the busi- 
ness potential really was. 

Using the National Retail Farm 
Equipment Association survey 
blanks, Ray Torborg, manager of the 
appliance department, made a per- 
sonal, one-man survey of more than 
400 farms in the Dubuque region. 

The survey blanks yielded a 
wealth of information. They asked 
the farmer will tell how many acres 
of land he farmed, rented or owned 
and cultivated; the average acreage 
in corn, wheat, cotton, hay, beans 
and other crops, and the number of 
horses, mules, dairy cattle, beef cat- 
tle, hogs, sheep, chickens and other 
poultry. His source of power was 
also noted. 

Mr. Torborg was able to make a 
complete survey of the 400 farms in 
about nine weeks. He received a 
great deal of information from the 
farmers. As a result of the survey the 
Stampfer store sold much merchan- 
dise each day of the survey trip, for 
Mr. Torborg was able to supply 
many of the immediate needs of the 
farmers on farm hardware, ma- 
chinery and appliances. 

(Continued on page 170) 
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Homer Davies looks over his extensive china and glassware department. 


“Fingertip” Records Keep Things Moving 


In China and Glass Department 


Efficient system makes it possible 
for Davies Hardware Co. to get six 
annual turnovers on a $3500 stock 


(=_— a $3500 stock 
of china and glassware six times a 
CUSTOMER TERRITORY year is the result of a novel “finger- 
tip record plan” developed by Homer 
Davies of the Davies Hardware Co., 
paooucr Nampa, Idaho. 








DEPT 








vEAR morents Line Emphasized 


1939 
The Davies firm, one of the most 


modern hardware stores in the west, 
considers china, glass and gifts 
among its most profitable depart- 
ments—not only for immediate mark- 
up, but because the large department, 
occupying the entire left side of the 
store, constantly brings in new cus- 
pean Spin tomers who otherwise might never 
visit the store, according to Mr. Da- 
vies. “We play china and glass hard 
in all our window and newspaper 


1940 
1941 
1942 


1943 
MAJOR ITEMS 








This type of record makes it easy for the firm to keep track 
of what a customer has purchased and what she still needs. 
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The exterior of the Davies store is modern in every detail. 


promotion,” he explains, “on the 
theory that the more contacts made 
in this way, the more customers are 
developed for other lines.” 

The Davies Hardware Co. has been 
carrying these lines for the entire 20 
years of its history, concentrating on 
fine open stock over the whole period. 
“Normally, we believe in a small 
stock and a large number of turn- 
overs,’ Mr. Davies says, “but we 
make an exception in connection with 
china and glass. It requires plenty 
of patterns and allied table pieces to 
make a good impression on the fas- 
tidious housewife, and mass display 
to bring them in in the first place. 
For that reason, our china and glass 
stock is always as large as our space 
will allow.” 


Open Stock Policy 


The Davies inventory (subject to 
shipment difficulties of course) in- 
cludes 15 patterns of top-quality 
china, and 10 patterns of glass, with 
up to 36 pieces in glassware sets, 
such as goblets and tea _ glasses, 
over and above standard sets. 
The policy has been to maintain open 
stock at all times, adding only a few 
new patterns from time to time. “We 
never leave a customer high and dry 
with an incompleted setting,” says 
Mr. Davies, “because if she bought 
the pattern here in the first place, she 
may be sure of filling it out eventu- 
ally even if it takes fifteen years to do 


” 
so. 
The firm uses such ultra modern 


ideas as “mixed patterns” informal 
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table settings and luncheon settings 
displayed in the window. Instead of 
adhering to the formulized one-pat- 
tern displays, Mr. Davies quite often 
inserts gay earthenware serving dish- 
es in a setting of a formal pattern 
of white and gold china, or uses sil- 
ver-plated serving dishes to contrast 
a pattern in the same way. “We've 
found that our small town customers 
are completely modern in their home 
life, and respond to such merchandis- 
ing ideas as well as the big city 
dweller,” he states. 


“Fingertip” Records 


By far the most valuable idea de- 
veloped, however, have been “finger- 
tip” records kept on every sale made 
according to Mr. Davies, who says, 
“We take the trouble to work out a 
sheet on every open stock purchase, 
whether the customer is a bride or a 
housewife.” We list off on it in order 
every item as purchased. These sheets 
are kept in ledgers right in the china 
department, so that as fast as any 
purchase is made, it can be entered 
at once, or so that any person want- 
ing to buy an appreciated gift for 
another can quickly ascertain what 
that person needs. We go much 
farther than the usual bride-book 
idea, and open up the system to cover 
every open stock purchase. Small- 
town residents give each other a lot 
of presents, more than can usually be 
expected, and accordingly we like- 
wise use the system to cover gifts. 
We know most of our customers inti- 
mately after serving them for years, 


and thus the fingertip record idea is 
familiar to most of them.” 

As an example of how the idea 
works, a newly returned serviceman 
and his wife bought one pattern of 
china and one of glass in January, 
with starter sets in each. Within a 
month, they purchased the equiv- 
alent of the starter set, which was 
recorded. Then with a wedding an- 
niversary and birthdays coming close 
together, the Davies Hardware Co. 
sold the complete setting as gifts in 
each line within 90 days—guarantee- 
ing each gift purchaser that the items 
selected would fit in perfectly with 
the young couple’s needs. The same 
idea extended to gifts shows that the 
young couple already has plenty of 
lamps and flower bowls. 

“It requires only a minute for us 
to ascertain this kind of informa- 
tion for any family in town,” Mr. Da- 
vies says. Probably the idea would 
not work as well if it wasn’t for the 
fact that every customer knows how 
the plan works and makes use of it. 
We make sure that no china or glass 
customer gets out of the store with- 
out understanding the system.” 

Fingertip records likewise helped 
the Davies Hardware Co. to build up 
a large mail order volume on china 
—farmers living out in the country 
merely writing in to have specific 
pieces sent to their friends, or order- 
ing for themselves. “It saves every- 
body trouble, expense, and mistakes,” 
Mr. Davies explains, “and has made 
it possible for us to operate the 
largest china and glass department 
in Nampa, despite competition from 
half a dozen other sources.” 
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‘ order to satisfy the cus- 
tomer’s requirement for privacy when 
buying an appliance or when talking 
terms, the Waltz Hardware Co., 
Brookings, S. D., has a carefully ar- 
ranged, well planned basement appli- 
ance section. A. M. Bjerke, manager 
of the store, says that customers pre- 
fer this type of setup and the com- 
pany has found the customer will re- 
main longer, inspect more merchan- 
dise and eventually buy more in such 
a department. 

Appliances in this store are dis- 
played along the walls on a ridge 
slightly above floor level. The floor 
is painted red while the walls are a 
light cream color. Together with ade- 
quate lighting, this makes an appli- 
ance department which is decidedly 
attractive to the average housewife. 
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The red floor and cream-colored walls make excellent backgrounds for these appliances. 


Basement Appliance Section Gives Privacy 
To Customers and Builds Sales 


The Waltz Hardware Co. has found that 











this secluded department helps put a 
customer in the proper buying mood 


Kerosene, gas and electric ranges 
and wood and oil heaters are sold in 
the department, for the store caters 
to both city and rural trade. Orders 
taken for these appliances are filled 
as soon as possible but a special effort 
is made to fill the orders of people 
who need appliances for cooking pur- 
poses. These efforts on the part of 
the management have been deeply ap- 
preciated by the customers and have 
been responsible for the store’s fine 
reputation for courtesy and service in 
the community. 

The store handles bottled gas and 
has found it to be a profitable line. 





It services about 250 accounts in the 
area, mostly rural customers, and 
many appliance prospects have been 
discovered through the regular bot- 
tled gas servicing. Contacts are main- 
tained with these prospects to advise 
them when shipments of merchandise 
arrive at the store. 

Prior to the war, the company 
maintained a used appliance section 
and this will be resumed when cus- 
tomers begin trading in their old 
ranges and heaters. The used appli- 
ance section always has been profit- 
able because many rural customers 
purchase reconditioned units. 
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The record department occupies a space of 20 by 30 ft. 


and cost approximately $1000 


to install. Today. it takes all the time of a saleslady to handle the growing sales. 


Phonograph Record Sales Increase 


Westermeier Hardware Co. sales for 
this year will be even larger than 
the $8600 volume attained in 1945 


Wires the phonograph 


record department was installed in 
the store of the Westermeier Hard- 
ware Co., Inc., Columbus, Ind., in 
1941, the officers of the company 
were uncertain as to the possibility 
of its success. Yet, today that de- 
partment is one of the largest sales 
and traffic builders in the store. 

In the four-and-a-half years that 
the department has been in opera- 
tion, sales have increased over 700 
per cent and the sales volume for the 
12 months of 1945 was $8,600. But 
that isn’t all. For the first six months 
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of this year, sales have been approxi- 
mately 50 per cent higher than the 
corresponding period of 1945. There 
is every indication that phonograph 
record sales for this year will total 
well over $12,000. 

Before the department was in- 
stalled, there was some question in 
the minds of the officers as to whether 
or not a store out of the main busi- 
ness district could successfully mer- 
chandise phonograph records. 

“At the time we were very skepti- 
cal of people coming six blocks or 
more to purchase phonograph rec- 


ords,” says P. H. Pardieck, secre- 
tary-treasurer of the company. “We 
felt that if there was one item that 
would be merchandised on a main 
street location, it was certainly pho- 
nograph records.” 

However, upon the insistance of a 
record salesman, the company bought 
the record stock of a dealer on the 
main street and the department was 
installed in July, 1941. In the last 
six months of that year the depart- 
ment’s volume of sales totaled $930. 
From that time on, sales grew larger 
each year—$3,700 in 1942, $5,800 in 
1943, and finally $8,600 in 1945. 

The original investment for this 
department was small in comparison 
with the volume of business done by 
the section in the following years. 
The initial cost was well under 
$1,000. Besides the expense of the 
record players to be used by the cus- 
tomers in selecting their records, the 
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company spent $500 for the stock of 
phonograph records and $75 for the 
necessary fixtures. 

The stock, at the time of the open- 
ing of the department, consisted of 
approximately 1500 records and 40 
albums. Today the company stocks 
5000 records and more than 500 
albums. The unit volume of sales of 
popular records is much greater than 
those of the classical type but the 
dollar and cents volume has been 
found to be about even for both types 
of records. 

The department, located at the 
north end of the store, occupies a 
space about 20 by 30 ft. and is 
equipped with two listening booths 
for convenience of the customers. 
Through the fall and winter espe- 
cially, these booths are used exten- 
sively and enable the saleslady to 
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handle from three to five customers 
at a time. These booths allow the 
purchaser of records complete pri- 
vacy when listening to the selections 
and, at the same time, other cus- 
tomers in the store are not distracted 
by the music. 
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A long shot of the record department which 
shows its relation to the rest of the store. 




























“All during these years, this de- 
partment was operated with no addi- 
tional overhead on our part,” says 
Mr. Pardieck, “as it has been handled 
by two girls from our office. These 
girls handled the department in its 
entirety. By this I mean, they pur- 











in Four-Year Period 


chased the records, checked them in, 
arranged their display and handled 
all sales. Now it has grown to a 
point where we have a full-time sales- 
lady for the department. There is no 
question in our minds but that this 
department will add materially in the 





This paved parking lot adjacent to the store has done much to attract business. 























Sportsmen's Window Paid Dividends 


This window display appealed to many types of sportsmen and few of 
them could resist the temptation of entering the store and buying. 


4 Maxwell Hardware, Sioux 
Falls, S. D., put some 
sports equipment on display which ap- 
pealed to a wide variety of people in 
that area. Using the open back type 
of window, the store management put 
on display archery equipment, oars. 
camp equipment, chairs, cots, tennis 
rackets and baseball goods. Many of 


recently 


these items appealed to the tourist 
trade, a factor which is again playing 
a big role in South Dakota’s retail 
trade for the first time since 1941. Guy 
Maxwell, one of the owners of the store, 
believes that sporting goods will con- 
tinue to be a big seller in the Dakotas, 
due to the growing popularity of this 
area as a sportsman’s paradise. 








sales of radio-phonographs now that 
they are again being manufactured.” 

The phonograph record depart- 
ment has increased the store’s traffic 
considerably, according to Mr. Par- 
dieck, especially with the type of 
people who formerly did not come 
into the store. Those who made trips 
in to the Westermeier Hardware Co. 
to purchase phonograph records are 
now coming back for hardware items 
that they previously saw on display. 


Frequent Advertising 


The firm’s advertising consists of 
one or two 1 to 6 in. advertisements 
in the local newspapers each week. 
These are supplemented by larger 
space during the Christmas season. 
The company has found that Decem- 
ber is always a good month for rec- 
ord sales, as many of them are given 
as gifts for Christmas. In December 
of last year, the department had a 
sales volume of $1,540. 

For the first 25 years of the com- 
pany’s existence, it was housed in 
rented buildings and finally the off- 
cers came to the conclusion that a 
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new, up-to-date building was needed 
to properly merchandise their items. 
In 1940, the firm moved to its new 
store, complete with a spacious park- 
ing lot which provides ample facili- 


ties for customers’ cars while they are 
shopping. The building was con- 
structed in an L shape, with two 
wings. One wing is 40 by 100 ft. and 
the other 50 by 150 ft. The entire 
front of the store, with the exception 
of the entrance, consists of large, 
open-back windows, through which 
the complete store can be viewed. 

However, in order to build this 
type of store with an adequate park- 
ing lot adjoining it, it was necessary 
for the company to construct its 
building several blocks away from 
the main business district. 


Sales Increasing 


“At the time we moved, there was 
some doubt about the sale of small 
hardware items.” states Mr. Pardieck. 
“We didn’t know whether or not 
people would drive the extra distance 
to our place of business to buy two 
or three bolts, a package of sand- 
paper or a paint brush. We felt con- 
fident that our sales of large appli- 
ances, farm machinery and the larg- 
er hardware items would not suffer 
by the move. However, our sales for 
1946 should show 100 per cent in- 
crease over the last year that we were 
at our old location. True, we know 
that all this increase is not due to our 
location, but we are certain that 
people will come to a place of busi- 
ness where they can park. Figures 
in our hardware department show an 
increase every year for the past five 
years since being in -our present 
location.” 





“Unitized Displays” Get 90 Per Cent Results 


, (Continued from page 129) 


front, each ending up pointing at a 
display of ammunition. On the pol- 
ished wooden floor in front of this 
display were boxes of shotgun rifle 
and target shells arranged into neat 
pyramids by brands, each two boxes 
of shotgun shells topped by a box of 
38 and 32 caliber cartridges, and 
finally, small boxes of .22 caliber 
cartridges. This window at a glance 
indicated the large stock of all types 
of ammunition and the gun choice 
offered by the store. 

The company follows the same 
theory in all windows, whether they 
show hardware, china, gifts, house- 
wares, toys, or any related line. In 
each case, the merchandise itself does 
the entire selling job, without too 


many pieces of any one item, and 
minus any props other than simply 
wooden blocks to lift particularly de- 
sirable items above the rest. “Win- 
dows are our most important selling 
tools,” it was summed up. “There- 
fore, just as if each was a salesman, 
we want it selling the visitor on* just 
one thing at a time.” 

The store leaves these displays in 
substantially longer than average, 
around 10 to 15 days on each dis- 
play, and rotates all departments 
through the store windows according 
to a seasonal schedule developed by 
the management. The fact that 90 
per cent of customers entering ask 
for merchandise shown in the window 
is eloquent testimony to the effective- 
ness of these displays. 
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Display Helps Double Volume in Gift Section 


a display, 


plus added merchandising features, 
has helped R. J. Rumreich of the 
Rumreich Hardware Co., Decorah, 
Iowa, double his gift, pottery and 
glass business. Located in a thriving 
lowa city of 6000 population, Mr. 
Rumreich caters to both town and 
rural trade. Decorah is a city where 
farmers like to come to buy, and Mr. 
Rumreich makes a specialty of get- 
ting acquainted with them and stock- 
ing the items they like. 

The gift department occupies an 
excellent location along a sidewall 
near the front of the building. Two 
large counters at the center of the 
store also carry extensive displays of 
gifts and allied items. 

As a background for his wall dis- 
play of gifts, Mr. Rumreich has 
placed brightly colored paper which 
helps to reflect the light and makes 
the department very attractive. Mer- 


chandise displayed against this pa- 
per background can be seen very 
easily by customers. He uses glass 
shelving in this department and finds 
it very effective. 


Patrons Like Variety 


The average gift patron in- this 
store likes variety, and Mr. Rum- 
reich works hard to get a variety of 
items for his customers. He suc- 
ceeds to a remarkable extent, through 
personal buying trips to supply 
sources. That is one reason why his 
gift section is popular with local wo- 
men. He and his staff take great care 
to keep this gift section neat and at- 
tractive to customers. This means 


continual dusting and replacement of 
stock, but the effort is well worth 
while. 

Gift items that range from 25 cents 
to $10. From $1 to $3.50 is a very 
popular price range for most custom- 
ers. Mr. Rumreich points out that 
the town or farm women who buys a 
gift at his store and who is satisfied 
with her purchase, may come back 
and buy as many as five or six items 
of the same nature in the gift section 
during the period of a year. 

“Women seem to buy more gift 
items than ever before,” he states. 
“That is why a regular patron will 
keep on buying five or six times every 
year. She finds that the items that 

(Continued on page 160) 


The Rumreich Hardware Co. features 
line prominently and advertises it 
frequently. That’s why sales grow 


Colored paper serves as a background for this sidewall display of gifts. 
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School Days Are Approaching— | Ge! 
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Just a doll and school benches— 
but they put lift in a display. 


L, was near the end of a 
fatiguing day for the small town 
hardware dealer. He wanted a child’s 
figure to add human interest to his 
projected school opening window dis- 
play. He had ’phoned the two likely 
local sources—the local dry goods 
store and the men’s wear store—for 
the loan of a composition life-size 
model in return for a showcard credit 
line. Each had politely turned him 
down. The only models they had 
were in commission and would also 
be needed when the displays were 
changed. 

“Well, maybe a good night’s sleep 
will produce the solution,” said the 
dealer to his assistant, who, hat in 
hand, was preparing to leave. 


Prop Resourcefulness 


Feeling better after a substantial 
dinner at home, the hardware dealer 
somehow had a hunch his high school 
daughter’s doll collection might yield 
something. It did—a doll large and 
lifelike enough to pass muster as a 
girl in one of the lower school grades. 

The next morning, in finishing his 
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display assignment, he seated the doll 
on the chair part of a school desk. 
However, he found that the doll 
slumped considerably below the desk 
top level. It was necessary to elevate 
the doll in order to have her assume 
the pose of studying her lesson in a 
natural manner. He went on another 
prop rummage hunt in the stock room 
where he located a pile of bound vol- 
umes—some ancient ledgers, and di- 
rectories. He piled these volumes 
evenly on the desk chair to seat the 
doll at the correct height. Such re- 
sourcefulness produced the desired 
human interest for the timely display. 


Dramatized Distances 


Sales figures for the past years can 
be employed with dramatic effect. 
Here is caption material, for show- 
card or sign, to use as such a builder- 
upper: 

“Last year the luncheon kits we 
sold to school children or their par- 
ents would stretch from... to. . 
The most that can be done is to make 
an approximate calculation between 
two town, county or state locations, 
as best befits the case. A town, coun- 
ty or state map can be used to bring 
out the point. The map should be 
stretched against the window back- 
ground, using red ¢trayon lines to 
designate the two points. 


Moving Onward 


“Progress Through School Is Often 
a Mental Grind, But There Must Be 
Relaxation Before, During and After 
Exams.” The progressive move from 
one classroom to the next, was simply 
but effectively visualized by a steplad- 
der, each rung of which being desig- 
nated with a small sign, Grade 1, 2, 
3, and so on. The relaxation angle 
was that of outdoor sports, equipment 
and clothing for which was featured 
in the display. 

The matter of grades, another va- 
riation of the above idea, had a ruler- 
shaped sign captioned, “These School 
Luncheon Kits Make the Grade,” 


with a number of ribbon streamers 


in local school colors radiating from 
the sign. Each ribbon streamer ended 
up at a different floor location along- 
side a numeral indicating a specific 
school grade. Flanking each numeral 
was a neat unit of luncheon kits and 
separate vacuum bottles which com- 
pleted the display. 


Truly Rural 


One small town hardware store 
used a R. F. D. mail box propped on 
a wooden stick against the right rear 
corner of the window. Protruding at 
angles from all outside parts of the 
mail box were simulated pieces of 
mail—arge envelopes with stamps on 
them, addressed to a number of town- 
ship, county and state schools and 
colleges. Rising above the envelopes 
was an open letter which read as fol- 
lows: 

“Dear Pupils of Wayne Township 
School No. 3: 

“Displayed in this window are 
products to make the hours when you 
are dismissed from study more pleas- 
antly.” 











THESE SCHOOL CUNCHEON KITS 
" MAAKE THE GRAD 








Here’s another idea that will 
build sales of school supplies. 


These products, as displayed con- 
sisted of luncheon kits, sporting 
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School supplies will be in demand 


within a very few weeks. Here are 
some display suggestions that will 





goods, toys and various types of in- 
door games. 


Blackboard “Talk” 


The blackboard can prove a useful 
ally to the hardware retailer. One 
hardware retailer made it “talk” for 
him by presenting a simple arithmetic 
problem, as follows: 

“Sporting Goods to Delight 
the Youngster 
lus 
Sturdiness & Price to Suit Pop & Mom 
equal 

The Premier Hardware Store.” 

Another variation of this ‘idea, as 
noted in a large city, started, via a 
large sign, with— 

“The A. B. C. of Recess and After 
School Hours.” 


This was followed by a fan-wise 
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This idea makes them look and 
reminds them school time’s near. 


help build business in these lines 









spread of felt streamers to various 
parts of the windows on small signs, 
adjacent to which were appropriate 
merchandise items. Several instances : 
“L” stood for luncheon kits to ap- 
pease healthy young appetites. “S” 
stood for sports equipment. “G” 
stood for indoor games. “M” denoted 
model building. “T” indicated tools 
for carpentry work. 


Front and Back 


Said the sign, “A Learning-Con- 
scious Youngster on His Way to 
School.” A large oblong-shaped mir- 
ror leaned against rear center of win- 
dow. Facing the mirror, but some 
distance away from it forward, was 
the cut-out of a school lad. Since 
only a rear view of the schoolboy cut- 
out was possible to passers-by out- 
side the window, they were tempted 
to stop and look into the mirror to 
get the front view—that of the young- 
ster with a pile of books in his hands. 
This novel treatment is adaptable 
with equal effectiveness to grade 
school, high school, college and home 
study. 


Time Reactions 


This was a well-timed display in 
more ways than one. It had, for its 
background highlight, a series of sim- 
ply-executed black and white clock 
dial cut-outs. A caption across the 
top ran: 


THI CE 
Time Is Most Welcome to YOU?” 


Each clock dial showed a different 
time—the morning starting time of 
the school day, the midday recess and 
the afternoon dismissal for the day. 














TIME IS MOST" 
WELCOME TO YOU 





























This one attracts children and 
adults. Buying is the next step. 


It interested both juniors and 
adults. By its display attitude of strict 
neutrality, the hardware store let its 
window audience contribute its own 
opinions, of which there were many 
—and varied. 


Time to Get Started 


These are only a few of the ideas 
whicl may be developed for stimu- 
lating sales of school supplies from 
the present until the day on which 
the school doors open for a new term. 
There’s a long list of merchandise 
that is used by school youngsters and 
the wide awake dealer should be in 
a position and ready to cash in on 
sales of it. 

Parents spend plenty of time in 
getting the children’s clothes in prop- 
er condition for the new school term 
but many of them are prone to for- 
get some of the other essentials that 
will be needed by the youngsters. It’s 
up to the hardware dealer to attend 
to the job of reminding them and do- 
ing it in such a way that they won’t 
allow the reminder to be forgotten. 

Better start getting those window 
displays ready now! 
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Part of the men’s side looking toward the front. In the extreme corner is an 
attractive display of power tools which passers-by may see from the street. 


Business Growing Pains 
Drove This Store 
To Larger Quarters 


North Shore Hardware is now able to 
merchandise more lines and is in 
a position to expand in future. 
Display facilities much improved 


B IGGER and better 


stocks, more interestingly displayed, 
were obtained by North Shore Hard- 
ware, Lynn, Mass., when it moved 
last year into new and larger quarters 
at 49-55 Munroe St. Included in the 
new store, formerly occupied for 
many years by another hardware 
firm, is a first floor industrial display 
department set up for efficient service 
for handling both telephone and per- 


sonal call sales. 


Held Open House 


Open house, with souvenirs and 
refreshments, attracted more than 
450 visitors during the first two days 
the store was open. Representatives 
of manufacturers and distributors 
were on hand to demonstrate tools 
and accessories for industrial buyers. 
Long a consistent advertiser, the com- 
pany had full-page advertisements, 
sponsored by suppliers and manufac- 
turers, in a local daily newspaper. 

All merchardise, with the excep- 
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In the background is the entrance 
to the well planned and lighted 


section which houses 


indus- 


trial supplies department. This is a 


big sales producer for 


tion of precision tools and some 
builders’ hardware items, is in the 
open and within easy reach of cus- 
tomers. Precision tools are on glass 
front panels, as are some other items 
which excessive customer handling 
could damage or confuse stocks. 
Power and hand tools are given 
prominent attention toward the front 
of the store. Lines of interest pri- 
marily to women customers are on 
the opposite side of the store. 
Later on the basement will be 
utilized for expanded departments, 
and possibly some new sections. In 
fact, plans call for expanded service 
in the way of power tool demonstra- 


the firm. 


tion for all who may be interested. 
Use of this equipment will be given 
to groups of mechanically inclined 
high school students one night a 
week, under guidance of a member 
of the store staff. 


Large Display Windows 


North Shore’s new quarters have 
a large spread of semi-open back 
windows, surrounding two entrances 
on Munroe St. which permit free 
flow of traffic into and throughout 
the store. I. Oskervitz, owner and 
manager of the store, entered busi- 
ness about 24 years ago, the new 
quarters being his third move. Prior 


to moving into the new store he con- 
ducted business only a few doors 
away. 

Like other business establishments 
in Lynn, North Shore Hardware must 
consider competition from nearby 
Boston with its larger stores. Neat 
lighting and wide 


displays, good 


aisles are among the tools used to 
supplement the advertising messages 
used by the store. Having previously 
operated a hardware store in the 
same area is, of course, a decided 
advantage to the concern. The fact 


that the premises were long identified 
as a hardware store has been a big 
aid in attracting traffic. 


Over the paint department in the rear are shadow boxes for mass displays of 
bulkier items. Manufacturers’ display units are used throughout the store. 
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Brush Manufacturers Association Urges 
Wholesalers, Dealers to Be Cautious 
Concerning Paint Brushes 


Emphasizes need for proper presentation of facts 
as to paint brush composition when making sales 


bh Dcnten the situation 
as to paint brushes and materials 
used in their manufacture since 1937 
the American Brush Manufacturers 
Association has issued a statement as 
follows: 

“Times of change are times for cau- 
tion. This is particularly true of 
brushes which are now undergoing 
gradual change as better and more 
materials become available. 

“The paint brush manufacturers of 
the United States have been affected 
by conditions in Asia since 1937, when 
Japan precipitated the ‘China Incident,’ 
remotely at first, but more and more 
as tension grew, the brush industry felt 
the effects of war long before it hap- 
pened. The conservation of critically 
scarce bristle during the actual war 
years necessitated adulteration. Manu- 
facturers knew that quality would suf- 
fer, but only by limiting the bristle 
content to 55 per cent of the brush mix- 
ture could the additional volume for 
the war effort be produced. Now all 
regulations and restrictions on the 
manufacture of brushes have been re- 
moved, and therein lies a hazard. 

“The demand for paint brushes is 
greater than the capacity of the indus- 
try: bristle, some of it of prewar qual- 
ity, is increasingly available in many 
lengths and grades, but not all; plate 
for ferrules is extremely difficult to ob- 
tain; and handles, because of the lum- 
ber situation, more than any other fac- 
tor will limit for some time the quan- 
tity of brushes that the industry can 
produce. 

“Paint brush manufacturers in gen- 
era] are striving to do a conscientious 
job and to supply increasing quantities 
of brushes of improved quality as rap- 
idly as circumstances allow, but the un- 
precedented demand and high prices 
have led to some abuses of public con- 
fidence by irresponsible individuals 
which the industry wishes to eradicate. 

“Some of these abuses are: 
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“1. Selling brushes as pure bristle 
when they are actually adulterated. 

“2. Misstating the percentage of 
adulteration. 

“3. The use of reclaimed bristle in 
place of new bristle. 

“4. The omission of stamping indi- 
cating the contents of the brush. 

“5. Misbranding the bristle mixture. 


Regulations in Effect 


“Federal Trade Commission regula- 
tions designed to protect the public 
from most of these deceptions, are now 
in effect. For paint brushes, where 
natural hog bristle has been the stand- 
ard previously, any departure from 100 
per cent bristle is required to be shown 
in the stamping. If a brush is 
made of a mixture, the chief ingre- 
dient is shown first; thus a mixture 
of 55 per cent bristle and 45 per cent 
horsehair may be stamped bristle and 
horsehair, if the actual percentages are 
not shown; if the percentages were re- 
versed, the brush should be stamped 
horsehair and bristle. Brushes made of 
other materials, such as fibre or syn- 
thetic bristle, must be clearly stamped 


with their contents. Failure to do so 
leads to misunderstanding and decep- 
tion and is contrary to law. 

“Manufacturers concerned with the 
reputation of the industry are anxious 
to stamp these practices out, but the 
cooperation of distributors and users 
of brushes, particularly painters and 
industrials, is necessary. In the inter- 
ests of the public the following sugges- 
tions are offered. 

“1. Buy brushes only from reliable 
manufacturers or distributors who are 
known to you. 

“2. Do not, under any circumstances, 
make cash: purchases of brushes with- 
out invoices from unknown individuals. 

“3. Never buy unbranded merchan- 
dise, or brushes which are not stamped 
with their contents. 

“4. At present, while brushes are 
scarce and quality is gradually improv- 
ing, buy for current requirements only. 
The next brushes you buy may possibly 
be better. Do not accumulate brushes 
fast becoming obsolescent. 

“5. If you are a large user of brushes, 
take care of them and make them go 
as far and last as long as possible.” 








Big Co-op Gains in Virginia 

HE amazing growth of cooperatives in Virginia has just been measured by 

Gordon H. Ward, Economist of Virginia Polytechnic Institute at Blacksburg, 
Virginia. Mr. Ward showed that 80,000 of Virginia’s 174,885 farmers are included 
in cooperative membership. The co-ops in Virginia have a total membership of 
303,404. Mr. Ward’s study of the tax-exempt co-ops traces this vast growth to 
the tax-free expansion of Southern States Cooperative. He points out that one of 
the great groups has been that of the mutual insurance companies which also enjoy 
tax-free privileges. 

The great gains due to their tax exemptions is best illustrated by the comparison 
of 1930 and 1944-45. In 1930, forty-five marketing co-ops reported a total business 
of $11,917,975. In 1944-45, this number had increased to sixty-five marketing co- 
ops with a dollar volume of $33,253,776. 

Purchasing co-ops increased their volume from $3,680,461 in 1930 to $23,046,730 
in 1944-45. 

Tax-paying businessmen who are insisting that co-ops should pay Federal in- 
come taxes point out that this tremendous growth which is substantially tax-free is 
certain to extinguish competing businesses which must pay taxes to the Federal 
Treasury.—N.T.E.A. Report 
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BRIDGEPORT, 








TO CLEAN IT 
ANY MORE”’ 


“I DON’T HAVE 


20 YEARS AGO A BOY SHOUTED THE NEWS! 








1926, a poster announced Remington ammunition with Kleanbore 
priming from counters and windows of dealers all over the country. 
At first, old-timers were skeptical. But it didn’t take very long to 
dispel their doubts, and Kleanbore rapidly became a byword with 
sportsmen. 

Indeed, Kleanbore priming was the most revolutionary develop- 
ment in the ammunition field in many decades, and its non-corrosive 
quality opened up a new market for the sale of small arms and am- 
munition. With the need of constant cleaning of gun barrels overcome, 
rifle shooting became much more popular throughout the country. 

Yesterday, today, tomorrow . . . Remington continues to make 
only high quality products and bends every effort to make even better 
firearms and ammunition for American sportsmen. “If It’s Remington 
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—It’s Right.” 











The Gun with “Ball Bearing’ Action 


To the thousands of hunters who 
prefer a pump action shotgun, the 
Remington Model 31 represents the 
very latest development in this type 
of sporting arm. It’s a better looking, 
better handling, and better shooting 
all ’round pump gun. 

The perfect balance and short, 
easy stroke eliminates loss of time 





between shots. Because of fewer mov- 
ing parts, the action on the Model 31 
is smoother than found on other guns. 
Each part is hand-fitted and polished 
to assure velvety operation. 

Aerial gunners in the armed forces 
who used the Model 31 in clay tar- 
get training nicknamed it ‘‘the pump 
gun with the ball bearing action!” 











Remington Shells Made 
With Shot Sizes For 
Every Type Shooting 


BRIDGEPORT, CONN., AUG. 
15, 1946. From time to time, we 
have listed recommended shot sizes 
for different types of game. For ex- 
ample, the shot preferred by many 
hunters for geese, turkey, fox, and 
raccoon is size 2 or BB; while for 
ducks, brant, jack rabbits or crows, 
size 4, 5, or 6 is recommended. 

For your information—to help 
you become better acquainted with 
shot sizes, we reproduce, below, a 
table of comparative shot sizes 
with illustrations of approximate 
size: 

Average No. Diameter 


Size in Ounce in inches 
e 9 585 .08 
t s 409 09 

Pa 1% 350 0914 
cf 7 299 10 
[ 2) 6 223 Al 
* 5 172 12 
@ 4 136 13 
@ 2: - 15 
a BB 50 18 

BUCK SHOT 

Average No. Diameter 

Size in Pound in inches 
$ 4 341 .24 
fad 3 299 25 
a 1 175 30 
a 0 142 By} 
® 00 118 .34 


| Kleanbore is Reg. U.S. Pat. Off. by Remington 


Arms Co., Inc., Bridgeport 2, Conn. 





145 


















Feminine merchandise is on the left side. Gifts are near the door and are followed 
by glassware and china on the sidewall with larger items being featured on tables. 





The Van Nuys Hardware Co. revamped 
the store at a cost of $7500 and ia 
will spend $4000 on the exterior 


ware s 


is jumped an even unkem| 

15 per cent for the first month after Woody 
Sam Woody, owner of the Van Nuys accusto 
Hardware Co., Inc., Van Nuys, Cal., but ma 
had completed the remodeling of the ers to 
entire interior of his store. There is effort.” 

every indication of a greater increase The | 

gers ; in the months to come. virtuall 

o - “We plan to spend another $4000 quarter 

a= Ba ’ a. or so on exterior improvements,” Mr. gloomy 

hfe og 5 ee, Woody says, “as we are encouraged hardwa 

> 


by the excellent results already were hu 
on the 


7 


< “: dl achieved by the interior alterations. 


= +4 Comer , . 
We carried out the remodelling in nuts an 


& = three successive moves, doing the the bac 
work without closing the store for merchai 
more than one day over the whole cally th 
job. We are attracting more women tables « 
customers than ever before, and I That 
feel that the time and expense that Woody 
we have applied will be repaid in a brand 

General view of the store showing the offices at the rear. the first quarter of 1946. major 
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Masculine goods are on the right. Tools come first and are followed by steel goods 
and paint. A wide variety of smaller articles are displayed upon step-up tables. 


ales 15 Per Cent in First Month 


“There is no reason why a hard- 
ware store should give a cluttered, 
unkempt atmosphere,” continues Mr. 
Woody. “It not only repels women 
accustomed to neat, orderly homes, 
but makes it difficult for all custom- 
ers to find what they want without 
effort.” 

The old store, which had operated 
virtually unchanged for almost a 
quarter of a century, was dark, 
gloomy and impractical for modern 
hardware merchandising. Steel goods 
were hung from hooks here and there 
on the wall. A high drawer case of 
nuts and bolts shut out the light from 
the back of the store. All types of 
merchandise were shown on practi- 
cally the same type of flat display 
tables or counter tops. 

That was the situation when Mr. 
Woody spent $7500 to give the store 
a brand new interior. “We had two 
major purposes in view,” he ex- 
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plains. “First, to make a cheerful, at- 
tractive interior with a selling mes- 
sage to both men and women, and 
second, make the fixtures fit the mer- 
chandise so that every item is neatly 
displayed in the same space at all 
times. Under our new display sys- 
tem, nothing falls toe the floor, sticks 
out into aisles, or must be piled up 
in layers.” 


Attractive Fixtures 


In the new store, bright natural 
gumwood fixtures with mahogany 
trim have replaced the old tables and 
counters, as well as the shelving 
which once went all the way to the 
ceiling and required a rolling ladder 
to use. All small items appear on 
double-tiered pyramid fixtures which 
are mirror-topped for gifts, china 
and household ware, while larger 
merchandise, including tools, are 











neatly racked in capacious open wall 
cases on both sides of the store. 

Outstanding on the right side is 
the tool display fixture which is 36 
ft. long by 7 ft. high. Incorporating 
all tools in the store, this consists of 
a knee-level storage space, three 
banks of open, glass-railed compart- 
ments for small tools, and a canopied 
background for larger tools. Every 
item shown is either contained in a 
neat compartment or secured in 
racks out of the way. 

The bottom storage space is alter-_ 
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nate open bins and drawers, main- 
taining a complete small-tool reserve 
stock to save trips to the stockroom. 
There are 90 compartments of vary- 
ing sizes along the three open banks 
which rise from knee to waist height, 
enclosing saw handles, screwdrivers, 
pliers, chisels, nail pullers, rulers, 
pulleys, hack saws, bits, drills, 
plumbs, and similar small items. 
There are 24 separate sections for 
screwdrivers, which the store carries 
in two dozen sizes and styles. Since 
the back of each tier extends under 
the tier above there is space for large 
planes, snips, hex keys, ratchet 
wrenches, etc., up to 18 inches long. 
Customers can read the price from 
celluloid tags along the glass parti- 
tions and help themselves. In addi- 
tion each item is price marked with 
a grease pencil. “Though we didn’t 
intend this specifically for self service 
many customers prefer to use it that 
way,” Mr. Woody indicated. 


Attractive Tool Display 


An outstanding eye-catcher is the 
larger tool display above the three 
tiers and under the canopy. Here all 
hand tools, garden tools and large 
implements are neatly racked, on 
steel rods, secured by wonden brack- 
ets, or hung on clamps. Three sizes 
of monkey wrenches, for example, 
hang at 45 deg. angles, jaws closed 
on one steel rod and handle support- 
ed by another. Hand saws, on the 
other hand, are shown at three-quar- 
ter view with blades slipped into slots 
in a wooden rail at the top of the 
fixture. Their handles rest on a 
U-shaped steel rail similar to a towel 
rack. Twelve saws can be accommo- 
dated in this way, all sizes visible at 
a glance. 

In the center of the panel a neat 
wooden easel tips back to show spirit 
levels which exactly fit the easel. 
Hammers of all sizes are sloped over 
two-rod brackets opposite this. Every 
tool must be lifted up and out to re- 
move it. Consequently nothing is 
carelessly knocked to the floor. 

The second section of the same fix- 
ture shows garden and lawn tools ex- 
clusively, and follows the same idea 
except that rakes, spades, hoes, etc., 
are supported by heavy iron toothed 
brackets which jut out from the wall. 
Four types of rakes, axes, hoes, 
spades, pitchforks, furrow hoes, 
scythes, sickles and shovels are side 
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by side, 28 items in all, rigidly sup- 
ported in alignment. The back of the 
third tier of small compartments is 
left open here to allow handles to 
hang all the way down. Shelving in 
front carries small electrical acces- 
sories, wiring, packaged nails and 
screws, etc., which are related to the 
tools on display. 

“We've attempied to fit every fix- 
ture to every item in the same way,” 
Mr. Wood added. “For example 
eight shelves of paint cans are so 
spaced that the cans exactly fit— 
with no waste open space above the 
can tops and the next shelf. Our 
broom panel is recessed in the wall 
and holds sixteen brooms in tight 
rows.” 

For the women’s side of hardware- 
store shoppimg, special attention has 
been paid to china and housewares 
fixtures. Tableware and gifts are 
shown on three pyramid fixtures. 
Shelves are mirror topped, beginning 
at knee height where they are 20 in. 
broad, and narrowing to a 12-in. 
raised center shelf for featured items. 
The natural gum and mahogany plus 
the mirror tops gives these a jewel- 
like glitter which stops many women 
passers-by. Wall shelving, like the 
tool fixture; is recessed, but mirror- 
lined with glass shelves for open 
stock dinnerware, cooking utensils 
and general hardware. Down the 
center aisle, pyramid fixtures of the 
same type, but minus mirror tops, 
closely fit the size of wastebaskets, 
canister sets, tool chests, pots and 
pans, and similar variegated mer- 
chandise, which will always be shown 
in the same place at all times. At the 


rear Mr. Woody used part of the 
$7500 budgeted for remodelling to 
build a comfortable business office 
which will also be a salesman’s room 
when the store begins merchandising 
major electric appliances. 

Space between all fixtures is held 
to a minimum of 3% ft., which bet- 
ter utilizes the store’s limited square 
footage. By using successively higher 
display fixtures from front to rear, 
and eliminating window displays be- 
hind the wide windows, an entering 
customer can quickly see whatever 
he wants. Bright fluorescent light 
evenly distributed throughout insures 
ready visibility, and more fluorescent 
tubes are concealed under the cano- 
pies. 

Only one of the original 1920 fix- 
tures which had been in the store has 
been retained. This is a huge cabinet 
9 ft. tall which contains 150 small 
drawers for nuts and bolts. This has 
been sanded down, refinished to har- 
monize, and recessed into the left 
wall. One hundred open bins were 
added below for nails and small 


hardware. 
Electric Eyes Doors 


A dramatic bit of showmanship is 
full-visibility plastic and plate glass 
doors combined with an electric eye, 
which automatically swings open the 
doors when a customer steps between 
two photoelectric cells in the rail jut- 
ting out from the entrance. “All part 
of making it easy to get in and shop,” 
Mr. Woody said. The store floor is 
covered wtih plain tan rubber tile, 
and the upper walls and ceiling are 
light buff plaster. 








Co-op Chain Stores 


frac great advantage of tax-freedom against private competition by any co-op 
enterprise is readily demonstrated in the new plan of the Chicago Consumers 


Cooperative, Inc. 


This cooperative group has just announced its plan to establish a series of food 


chain stores throughout the Chicago area. 


The co-ops claim that the Securities 


and Exchange Commission has authorized the issuance of capital stock of $1,000,000. 

Taking full advantage of their tax exemption, Harland H. Allen, President of 
Chicago Consumers Cooperative, Inc., said that the financing was “unprecedented 
in American investment circles.” The invasion of Chicago by the co-ops is based 
on plans to set up twelve supermarkets. The co-ops insist that they can finance 


each market within a six-weeks’ period. 


While consumers cooperatives are not totally exempt from the payment of 
Federal income taxes, their payment of patronage dividends does escape such taxa- 
tion—a tax advantage which inflicts serious burden on their tax-paying competitors. 


—Homenr E. MarsH 


Director of Research 
National Tax Equality Association 
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Almost a quarter of a million 
Architects, ‘Builders and General 
. Contractors are reading ads like 
) fix. Per \ : this. Dealers everywhere can't 
a > \ ? oe help but sell more hinges, as the 

2 has ry : 4 os building program gathers speed. 
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har- 

left | eee ; es a 
were a i , We're looking ahead , ,, getting 


mall 
ready for the day when shortages will 
be just a bad memory . . . when Stanley 
dealers everywhere will again have 


hinges galore. 


Then you'll want to sell these profitable 


items ... and this great advertising 


campaign will help boost your hinge 
sales a good round 50%. 


Yes, Stanley is looking ahead, working 
to develop a large, steady volume for 
you in the months and years to come. 
The Stanley Works,- New Britain, 


Connecticut. 
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The Sittner Hardware 
& Radio has divided 
its business into two 
parts and derives a 
handsome profit from 
each the year ‘round 


= it or not, Jack 


Sittner, owner of Sittner Hardware 
& Radio, Lincoln, Neb., not only finds 
time to operate his store, but also re- 
pairs more than 2000 radio sets per 
year. Naturally, this volume of repair 
business is highly profitable, besides 
being responsible for many related 
sales and an increase in the store’s 
traffic. 

“I think that the radio department 
and the hardware store form an ex- 


Jack Sittner checks up 
on a radio that is in 
need of an overhauling. 


Repairs 2000 Radios a Year 









cellent combination,” says Mr. Sitt- 
ner. “The person who brings a radio 
into the store for repairs is also a 
prospective buyer for many of the 
items we handle.” 


Mr. Sittner says that he has dis- 
covered a shortcut which he believes 
has speeded up his repairs more than 
100 per cent. He requires that his 
customers bring their sets to his 
store. If it is a console model, he 
removes the stand, makes the repairs 
and plays it back through the set’s 








How CCA Expands as an Oil Co-op 


STRIKING example of the tremendous advantage enjoyed by tax-free co-ops 
is offered in the huge refinery at Coffeyville, Kansas. This vast plant was pur- 
chased for 4 million dollars in 1943 by the Consumers Cooperative Association of 


Kansas City, Missouri. 


CCA is a leading association engaged in oil producing, distribution and refining. 
This co-op started oil operations in 1929 with seven members and $3,000.00 of 


capital stock. 











At the end of 1945, CCA had a net worth of more than $7,320,000. Total sales 
in 1945 were $26,500,000. 

CCA expanded in this tremendous way through a withholding of cooperative 
refunds and the added advantage of a sale of 4% preferred stock in the open market. 
This stock, like all other stock issuance, may be issued without the observation of 
the Securities and Exchange Commission. The operations of CCA and its tremen- 
dous prosperity can therefore be traced to the exemptions of the payment of 
Federal income taxes—an advantage which seriously damages all competing busi- 
nesses which must pay their share of the cost of the Federal Government. 

—Homer E. Marsu 
Director of Research 
National Tax Equality Association 














speaker. In this way, he makes cer- 


_tain that the set plays well through 


the speaker housed in the cabinet. 

“If this isn’t done, there is often 
speaker trouble and the set must be 
brought back,” he says. “By han- 
dling the larger radio jobs like this, 
1 am able to turn out much more 
work and satisfy the customer to a 
greater degree. Usually he doesn’t 
mind bringing his radio to the shop 
if he knows that he will thereby get 
a better repair job.” 

“During the war period I made 
many friends through radio repair 
contacts,” says Mr. Sittner. “Now I 
am handling a complete line of radios 
and am cashing in on those contacts. 
I am planning on taking on other 
appliances. 

Mr. Sittner started out as a radio 
repairman years ago and added hard 
ware after a few years because he 
found that this was one way of at- 
tracting additional store traffic. Now 
the hardware in his establishment 
pays a neat profit. 

“I believe that many radios are 
going to be sold through hardware 
outlets,” states Mr. Sittner, “there- 
fore the hardware dealer who is able 
to give radio repair service can build 
a fine customer list which in turn can 
promote additional business over the 
years to come. 
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The Progressive 





Through Passenger Service 
Desiqned to Meet 


INDUSTRYS NEEDS 


Here is a new passenger train service ideal for industrial executives making 
business trips between the East and West Coasts. This no-extra-fare service 
is 10 to 18 hours faster than previous service between Chicago -St. Louis and 


the West Coast terminals. 





Between 


NEW YORK-WASHINGTON, D.C 
and LOS ANGELES-SAN FRANCISCO 


From New York . . . through sleeping-cars 
depart on the New York Central and the 
Pennsylvania railroads. On arrival at Chi- 
cago they are carried through to Los Angeles 
on the Transcontinental; to San Francisco 
on the Overland. 


From Washington, D. C. : . . through sleep- 
ing-cars departing on the Pennsylvania are 
carried through from Chicago to Los Angeles 
on the Transcontinental—to San Francisco 
on the Pacific Limited. Departing on the 
Baltimore and Ohio, sleeping-cars are carried 
through to San Francisco on the Pacific 
Limited. 


Similar service available eastbound from 
Los Angeles and San Francisco. No change 
of cars enroute in either direction. 





ROAD OF THE 


Between 


ST. LOUIS-KANSAS CITY-DENVER 
and PACIFIC COAST 


Departing from St. Louis on the new 
Streamliner “CITY OF ST. LOUIS” 
through sleeping-cars are routed to Port- 
land-San Francisco and Los Angeles (via 
Kansas City-Denver) with no change of 
cars enroute. Similar service is available 
eastbound from the West Coast. 


For complete information regarding sched- 
ules, accommodations and other passenger 
service to or from the Union Pacific West, 
inquire at your local ticket office. 





TO VACATIONISTS .... Union Pacific serves 
more western scenic regions than any other 
railroad. These include California, Pacific 
Northwest, Colorado, Yellowstone and the 
National Parks of Southern Utah-Arizona. 














ANOS THE 


UNION PACIFIC RAILROAD 
SYatamtiners hallengor 
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Mahowald’s Is Headquarters for 


Fairmont, Minn. ,firm finds that 
participation in various events 
in community helps build sales 


asia goods pay 


handsome dividends to the Mahowald 
Hardware of Fairmont, Minn. A large 
section of the front of the store in- 
cluding wall space and center aisle 
tables are given over to the display 
of these lines. And it pays to display 


them. 


Everything's There 


Practically anything that the out- 
doorsman wants can be found at the 
Mahowald store where Jim McNerny 
and his staff take care to feature the 
merchandise in its most attractive 
form. For example, there are guns 
for the man who loves to hunt, flan- 
nel and wool shirts, socks, coats, rain- 
coats. There are also safety boat cush- 


ions. vests and other rubberized ar- 
ticles which interest the sportsman. 
There is an excellent fishing supplies 
department which is well stocked. 


A Sportsman's Paradise 


Minnesota is one of the best states 
in the country for the sportsman. 
There are several thousand lakes and 
a number of large rivers in the state, 
with practically all types of fish. Then 
there is excellent pheasant, deer and 
other hunting. Naturally a sporting 
goods store in an area like this has a 
splendid opportunity to get business. 

“We find that next to getting the 
merchandise,” says Mr. McNerny, “‘it 
is important to know a lot about 
hunting and fishing and to talk with 


prospects about such items. The man 
who likes to hunt, fish or golf will 


spend fifteen minutes to a half hou 
talking about his interests, no matter 


how busy he may be. By winning the 


confidence of the customer, we find 
that our customer list grows consider- 
ably.” 

Mr. McNerny states that men in- 
terested in sports form the habit of 
dropping around to the store several 
times a week just to talk sports. Nat- 
urally, the talk often drifts to new 
merchandise which makes hunting 
and fishing easier and more enjoy- 
able. Thus the store frequently makes 
additional sales by such procedure. 


All Stock Easily Seen 

Wall cases at this store have been 
built fairly low which permits the dis- 
play of a great deal of merchandise 
within the range of vision of the aver- 
age customer. A neat rack has been 
built for the display of guns, and 
some of the fishing rods are hung 
from hooks imbedded into the top 
ledge. Archery supplies are featured 
in a recessed wall space and can be 





Located at the front of the store, this section attracts both hunters and anglers. 
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hou seen very easily by anyone walking Mr. McNerny and his staff partici- 
atte) down the center aisle. pate in any worthwhile community 
g the Window displays play an impor- event, because they know that this 
find tant part in this firm’s sports mer- helps to make friends and build the 
ider- chandise promotional program. Care ueetietelie: 
is taken to get windows which attract 
, in- the sportsman’s eye. Sometimes this Cesteeee: tid Sight 
it of is done by special streamers or ban- men is displayed on 
eral ners which call attention to the mer- center aisle tables. 
Nat- chandise in stock. 
new One recent banner carried the 
ting copy, “Fishin’ Tackle. New baits. 
joy- Minnow seines. Archery. Baseball 
akes supplies. Tennis rackeis.” 
e. 
Windows Kept Lighted 

Mr. McNerny keeps his windows 
een lighted for many hours each night. 
dis- The Mahowald store is located next 
dise to a theater and this means a great 
ver- deal of evening sidewalk traffic. In 
een order to cash in on this factor, he 
and takes care to keep his windows attrac- 
ung tive. Many sports merchandise sales 
top have been made to people who no- 
red ticed the evening displays after leav- 
be ing the movies. 











Along the sidewall at the left are flies for fishermen-guns for hunters at the right. 
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Don’t Take Credit for Granted 


Principles of credit remain the same as do causes of 
failure. The ultimate aim of every business is to sell 
as much as possible as safely as possible. Requests for 
information do not indicate mistrust of prospective 
debtor. Credit departments are not only a protection 
to the seller but also a means of building good will. 


By M. T. D'ANDREA 


Director, 


Hardware & Paint Trades Credit Bureau 
and Mardan Mercantile Agency, 
Both of New York City 


C 
REDIT sales, in the 


future, will need more and more di- 
rection, control, and protection. That 
will be the job of constructive credit 
management in the days ahead. No 
sensible firm will, therefore, mini- 
mize the importance of the work of 
the credit department. 

When money is plentiful and goods 
scarce, one can gamble with credit 
and almost surely win. But money 
will not always be so plentiful. Al- 
ready, government spending has de- 
creased. There is even talk of bal- 
ancing the budget before very long. 
Sooner or later, the time will come 
when goods and money will more 
evenly balance. There have been 
times when the balance went the 
other way—and even that can happen 
again. 


Readjustment Means Work 


This period of readjustment and 
the following period of normal peace- 
time business will mean work for 
credit executives. The wise ones will 
start now to put their departments in 
order and to organize for hard and 
constructive work. 

One of the symptoms of change is 
fully evident right now—the opening 
of new businesses at a record break- 


ing pace. Will they all succeed? The 
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alert credit departments — and the 
sales departments too—will want to 
watch the trend of these accounts 
with special interest. At the same 
time, they will also have to keep an 
eye on how the old timers are stand- 
ing the readjustment and the dif- 
ferent conditions to follow. 

During the past few years, many 
things and many viewpoints changed 
temporarily. That was natural. How- 
ever, with the passing of the state 
of great emergency and the return to 
more natural business, we will find 
that the principles of credit are the 
same. The causes of failure are the 
same—and one does not have to be 
a pessimist to say that there will be 
failures. Human nature will see to 
that. Unavoidable personal misfor- 
tunes and business conditions will 
play their part. Today, unprecedented 
business activity covers up all defects 
and inefficiencies. 

Thus, there will be a return to the 
task of selecting and grading credit 
risks according to sound principles. 
It is in this work that the credit de- 
partment can play a_ constructive 
sales building part in the direction 
of sales to the better risks. This part 
of their work was too often neglected 
in the past or left entirely to the sales- 
men without any help or initiative 
from the credit department. It is a 
field that has vast possibilities for 
ambitious credit executives. 


M. T. D'ANDREA 


An important phase of the credit 
department’s work is, of course, the 
control of credit based on debtors’ 
proven abilities to absorb goods and 
pay bills. To do this properly and 
fairly, the credit department must be 
capably manned and well equipped 
with reliable credit information. It 
can never know too much about the 
accounts — should even know them 
personally, if possible. The credit 
department must also be ready at all 
times to understand the problems of 
debtors and to co-operate with those 
that are deserving. 

The important power the credit 
man has to control, the amount and 
length of credit extended, must be 
used wisely and fairly. The ultimate 
aim of every business is to do as 
much selling as possible as safely as 
possible—and the credit department 
is the medium that can make that 
aim a reality. 


Control of Collections 


Tied up with the control of credit 
is the control of collections. Today, 
collections are wonderful—almost a 
dream. But who knows? Today’s 
dream may be tomorrow’s nightmare. 
However, it is a worthy ambition to 
try to keep collections in the “dream” 
stage or close to it. We certainly 
think that efforts should be made to 
keep debtors in the good paying 
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IF YOU HAVE TO WAIT FOR YOUR 
NYLON-BRISTLED PAINTBRUSH 








... here’s why 





IT’S BECAUSE THE DEMAND 
EXCEEDS THE SUPPLY 


It's the old story, with important 
ia variations caused by the war. To be- 
} gin with, the civilian painters of 
America have been on a starvation diet of 
brushes for four long years. Nearly all of you 
need brushes— now. Nearly all of you would 
like to buy nylon-bristled brushes . . . because 
of the good things you’ve heard about them. 
While we are turning out bristles as fast as 
we can, there just aren’t enough to fill the 
needs of the paintbrush manufacturers, and 
will not be for some time to come. 


Du Pont is increasing its capacity 
for producing nylon—in bristles and 
in other forms as well. We are erect- 
ing a new plant at Washington, W. Va., 
which will greatly increase our production of 
nylon. However, it will take some months to 
get the new plant into operation. Unfortu- 
nately, even this will not increase your chances 
of a new brush by tomorrow, or by next week. 





Keep trying your dealer. Some ny- 
3 lon-bristled brushes are going out to 

dealers each week. The paintbrush 
manufacturers, too, are doing their best. It 
may be that your dealer will have your brush 
sooner than you now hope. Meanwhile, be 
assured that we regret this delay, and that 





we are exerting every effort to get nylon 
bristles into the hands of brush manufacturers 
so that they can supply painters everywhere 
just as soon as possible. 


liege When you do get your nylon-bris- 
A tled brush, you'lisay it was well worth 
—*°S waiting for. Reports now coming in 
from civilian painters support in every way 
the reasons for the widespread use of nylon- 
bristled paintbrushes by the Navy during 
the war. These brushes spread paint evenly 
and well, and they outlast the best natural 
bristles from 3 to 5 times. 


i ae 


So please be patient a little while longer. 
We'll get these finer bristles for finer brushes 
produced just as rapidly as we can. (Du Pont 
does not make paintbrushes, you know; we 
supply the bristles to the paintbrush manu- 
facturers.) E. I. du Pont de Nemours & Co. 
(Inc.), Plastics Dept., Arlington, New Jersey. 


OU PONY 


Du Pont NYLON BRISTLES 


GS FOR BETTER LIV 


THROUGH CHEMISTRY 
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habits they have acquired. Such a 
result is desirable for them as well 
as for the credit grantors. 

If debtors are obliged to pay 
promptly they will be more likely to 
keep their businesses on a profitable 
basis and in liquid condition. They 
have seen the advantages of quick 
turnover and prompter payments by 
their own charge accounts and we 
are sure the uld like to maintain 
these benefits to the greatest possible 


extent. 


In Behalf of Debtors 


May we now say something to the 
debtors. You will be asked for finan- 
cial and other information from time 
to time. by vour creditors or their 
agencies. This is not unusual nor is 
it a personal matter. It’s just good 
business for them to have such in- 
formation and for you to give it. 
When you are asked to tell about 
yourself it doesn’t mean you are not 
trusted. It means that creditors want 
to know you better so that they can 
try to apply their judgments more 
accurately and fairly. There is noth- 
ing to be sensitive about. The biggest 
of companies do not hesitate to file 
or publish statements and other facts 
about themselves. Co-operation pays. 
In fact, it is the very life of trade. 

And now. may we say something 
to the manufacturers and wholesalers 
with regular credit departments, Get 
organized. Get your credit files in 
order and keep them always up to 
date with reliable credit information. 
Credit information is like insurance. 
You never know where and when it 
will be needed so the best way is to 
be fully covered. There is no use 
getting information after something 
happens and no one can foresee with 
certainty, when and on what accounts 
something will happen. True, fore- 
sight is often used to avoid losses but 
it is usually based on what the credit 
record shows as well as on the credit 
man’s ability. Credit reports are not 
expensive. The lack of them can be. 
The wise course, therefore, is to in 
vest in them generously. 

The protection of the credit strve- 
ture against abuses is another of the 
credit executives’ duties. Unfair de- 
ductions and dealings should be 
treated as matters of principle and 
not as small matters of dollars and 
cents. More important abuses, such 
as actual dishonesty in failure cases, 
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should be handled in a similar strict 
and uncompromising manner at all 
times. 

When failures happen, let’s not 
jump to the conclusion that they are 
all dishonest or questionable. Our 
past experience showed that most of 
them were not. Let us be fair and 
considerate towards those who are 
unfortunate and those who suffer 
failures in the natural course of 
events or from unavoidable causes. 
Analyze each case on its own facts. 
Deal justly and in a spirit of co-oper- 
ation with other creditors. In in- 
solvency cases, you will find that 
co-operation among creditors is abso- 
lutely essential for constructive and 
proper results. The credit man should 
never feel that he is through with an 


account when it fails. His interest in 


every such claim should continue to 
the final disposition of each case, 
even though the claim may actually 
be represented by others. 

To the heads of firms, may we 
leave this message: Don’t minimize 
or permit anyone to hamper the work 
of your credit department. Don’t 
fall for the nonsense about the credit 
department being a necessary evil. 
If you want your credit department 
to direct, control, and protect your 
credits efficiently and effectively, then 
give them the encouragement and the 
facilities for doing so in a proper, 
dignified and businesslike manner. 
In addition to its meny duties, the 
credit department is often a major 
factor in building and maintaining 
good will. See that it is given the 
respect and recognition it deserves. 








Ad Promotes Kitchen Gift Sales 





All Steel Step-Up 
KITCHEN STOOL 
Something better and stronger. 


$5.95 


Large Size 
DUST MOP 


$1 


8 Piece 
SPICE SETS 


$1.79 


Stainless Steel 
TABLE CUTLERY 


S* $9.45 


KITCHEN GIFTS... 


with Big Best Wishes 


Come in and browse around when you’re looking for a shower present 
or a wedding gift ... or for things for your own kitchen... 


Stainless Steel — Best Quality Kitchen Utensils 
FORKS SPATULAS CAKE TURNERS MIXING SPOONS 59c 
STAINESS STEEL POTATO MASHER, 49c 


BLOW’S HARDWARE 


4 Piece Decorated 
CANISTER SETS 


il 


3 Quart Heavy Gauge 
-LUMINUM SAUCE PANS 


4 Quart Presto 
PRESSURE COOKER 


$12.50 











The average housewife likes many beautiful and useful items for her kitchen. 
Thus in this ad with its headline, “Kitchen Gifts with big best wishes,” Blow's 
Hardware, Waupun, Wis., struck a responsive note. The ad was two columns wide 


by 514, in. high. 
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The New No. 85 X-acto Tool Chest 
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BEST BUY for the Handicrafter 


e 3 solid duraluminum X-acto Knives. (No 
more substitute plastics!) 





inner. 
s, the 
najor 







@ 23 assorted removable surgical steel blades, 
to suit every cutting purpose. 


e Complete line of X-acto precision hobby 
tools: Saw; sander; stripper; planer; 2 drill 
holders; 10 drills; 6” steel ruler. 

e Good-looking fitted wooden chest. 


@ Price appeal . .. retails at $12.50. (Liberal 
profit for you.) 
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n the 














\ BEST SELLER FOR YOU... 
. because of 


e Endorsement of ex- 
perts in every art and 
craft field. 

e Established reputa- 
tion as Nation’s No. 1 
Hobby Knife and Tool 
Line. 











e Extensive consumer 
advertising campaign in 
national home and hob- 
bycraft magazines. 









e Free advertising mats 
and store displays. 






e Protected Profits...through X-acto’s Fair- 
Trading Policy and Price Maintenance. 






X-acto offers you a complete line of hobby 
knives and tools, selling singly and in sets, 
from 25c to $12.50. 












Send for details... start gathering 





Alfred Field & Co. 
(Sole Distributors in the Hardware Field) 
93 Chambers Street, New York 7, N. Y. 


your share of profits from the 
fast-growing hobby field . . . today! 









Please send me complete information on X-acto 
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KNIVES yer & TOOLS ADDRESS 





CITY & ZONE STATE 


X-acto Crescent Products Co., Inc. 440 Fourth Ave., NewYork 16 
In Canada: Handicraft Tools, Ltd., Hermant Bidg., Toronto 
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The paint department 
occupies space along 
two walls and may be 
seen from all parts 
of the establishment. 
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Service to Customers Boosts Volume 
In the Paint Department 


Salesmen at the Koelz-Thom Hardware 
are always ready to assist patrons. 
That's why sales are on the increase 


ical come from 


a distance of 30 miles to buy paint, 
varnishes and supplies at the Koelz- 
Thom Hardware, Worthington, 
Minn., because they have learned to 
like the store, its products and espe- 
cially the service offered. 

W. C. Thom, one of the owners, 
says that the management prides it- 
self on being willing and able to help 
the paint customer with just about all 
of his decorating painting problems. 
Each member of the store staff has so 
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familiarized himself with the paint 
line in stock that he knows its merits 
very well. Each staff member is also 
familiar with most of the questions 
that the average customer asks such 

s “how much paint will I need for 
an eight by twelve by nine room?” 

r “I have dark woodwork and want 
to paint it white. How many coats 
are necessary and how do I prepare 
the surface?” 

These and many other questions 
pertaining to painting problems are 
willingly answered by the Koelz- 
Thom staff. This type of service 


pleases customers and helps them to 
get good paint jobs accomplished. 
Such satisfied customers are very glad 
to recommend the hardware store and 
its paint department to their friends. 

Where a customer seems reticent 
about talking about his painting 
problems, the staff always asks one 
or two questions to make certain that 
he knows how to apply the paint and 
if he has the necessary supplies. 

By helping customers with their 
problems the firm gets many of them 
to tackle small interior paint jobs at 
many seasons of the year. This results 
in sale of many small-sized paint cans, 
which, of course, carry a good mar- 
gin of profit. 

Large orders are also handled. 
Some homeowners who paint their 


buildings will buy $30 to $60 worth 
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Here is YOUR “Buyers’ Market”... 
THE NATIONAL HARDWARE SHOW 


New York -- September 16th thru 2lst 








PALACE 


will house the greatest display of ha! cal aifiec products ever 
shown under one roof. Every type of méte se sold in the hardware store 
will be on exhibition. 

See and Examine... 


BUILDERS’ HARDWARE —Locks—key sets— -—plastic and stainless kitchen utensils—juicers— 
cabinet hardware. can openers—chairs—stools— cutlery —lamps— 
MILL SUPPLIES—Twist drills—drill cases— vases—house numbers—ironing boards—window 
abrasives—grinders—precision instruments—weld- screening—fire place equipment. 
ers—belting—machinery equipment. SPORTING GOODS —Baseball—fishing—hunt- 
TOOLS—Hand—Power-—Hobby. ing—skating—skiing—darts—sports clothes—pic- 
PAINTS—Varnishes—waterproofing materials— nic equipment—barbecue outfits—charcoal broilers 
brushes—sponges—waxes. —jugs—grills—rubber boats. 


HOUSEHOLD APPLIANCES—Gas and elec: AUTOMOTIVE SUPPLIES—Oils—lubricants 
tric stoves—toasters—coffee brewers—clocks— —jacks—tires—cleaners—polishers—automotive 
flashlights—bulbs—broilers—hot plates—irons. hardware. 


eee UT TURAL AND GARDEN EQUIP- MISCELLANEOUS—Plastic specialties—glass 
— T'—Lawn mowers—electric fence controllers —thermometers— magnifiers — cement — glazes — 
a es—sprinklers—hoes—bird houses—seeds— toys—games—radios— phonographs—record 
ertilizers—insecticides. changers—razor blades—optical products—and 


HOUSE FURNISHINGS—Aluminum—enamel many other new and proven products. 
SEND THIS REGISTRATION COUPON NOW! 


YOU OWE IT TO 
REGISTRATION COUPON 
YOURSELF AND YOUR This is not a ticket of admission. Please fill in all spaces below and pre- 


CUSTOMERS sent this card at registration desk for validation and identification badge. 
. . . to come and learn PLEASE PRINT 
“What's What” for 1947 
“Where It May Be Secured” Name Title 
“When Delivery May Be Ex- 
pected” 
This is a trade show of modern Street 
merchandise for the buyer of all 
hardware and allied lines. City State 
Admission will be by Invitation 
Ticket only. 
Send Coupon (at right) for ad- (Please check below the classification of your business) 
vance registration and avoid de- O RETAILER 0 WHOLESALER O JOBBER O MANUFACTURERS’ AGENT 
lay on opening day. O DEPT. STORE BUYER O CHAIN STORE BUYER O IMPORTER-EXPORTER 
You can save time by mailing this card in advance and your officiel badge will be 
NATIONAL HARDWARE SHOW, Inc. awaiting your arrival at the advance registration desk. 
° EXPOSITION HOURS: Mon., Sept. 16th—1 P. M. to 10 P. M.; Tues., Sept. 17th—10 A. M. to 6 P. M.; 
331 Madison Avenue | Wed., Sept. 18th—10 A. M. to 10 P. M.; Thurs., Fri. and Sat. (Sept. 19, 20, 21) 10 A. M. to 6 P. M. 


New York 17, N. Y. | National Hardware Show, Inc., 331 Madison Avenue, New York 17, N.Y. 
159 











Company 











Type of Business? 


AUGUST 15, 1946 























of paint and supplies at one time for 
such a job. Farmers, too. buy many 
five-gallon cans of paint for farm 
buildings. In this area of Minnesota 
many farmers are now trying to get 
their farm buildings into good shape 
after the hard wear of the war years. 
and such a program calls for addi- 
tional use of paint 

The paint display at the Koelz- 
Thom store is at the rear of the build- 





Paint and _ supplies 
are featured in the 
windows at frequent 
intervals and draw 
many passers-by to 
the department. Here 
is a recent display 
that brought in its 
share of customers 
from the sidewalks. 





ing, but has been placed on two walls. 
This gives a right angle display effect 
and means that the paint can be seen 
from several sections of the store. 
Lower shelves are filled with gallon 
size paint cans placed far enough for- 
ward for customers to see very easily. 
There is also a chair in this paint de- 
partment for customers to sit while 
talking over paint problems. 

Color charts and brochures on 


Display Helps Double Volume in Gifts 


(Continued from page 139) 


we stock make useful gifts—not some- 
thing that is quickly worn out.” 

Decorative items such as figurines, 
book ends, placques, etc., are carried 
in stock as well as the more practical 
pottery, flower pots, vases, salt and 
pepper shakers and lamps. 

“T have tried to lay out my stock 
to encourage browsing,” states Mr. 
Rumreich, “for we have found that 
many gift patrons like to spend much 
time looking over the various items. 
We find that the longer women spend 
looking at the stock the more they 
buy.” 

Mr. Rumreich also carries dinner- 
ware for town and rural families, as 
well as glassware. mixing bowls, 
small and large crocks. Some of this 
stock is kept handy, just below coun- 
ter top level. so that it can be shown 
to customers who ask for it. This 
is especially true of heavy white din- 
nerware stock which many farmers 
use regularly, and on which there is 
considerable breakage on farms. 
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The firm advertises its gift section 
in regular newspaper ads. Some 
unique advertising has been used 
within the past year and it has been 
effective. One was, a co-operative 
“Our Town” page in the local news- 
paper, running once a week. Each 


paints are close at hand so that they 
can be referred to in any sales pres- 
entation and the store management 
finds that such charts are decidedly 
useful. Every effort is made to keep 
the department as neat as possible. 

The store has two large, excellent 
windows and paints and painters 
supplies are featured many times dur- 
ing the year. Recessed windows allow 
for considerable window display 
space and permit the displays to be 
viewed from several angles. 

Sidewalk traffic is very heavy in 
Worthington which lies in the heart 
of a fine agricultural belt. Farmers 
come to town to shop almost every 
day in the week and a good paint dis- 
play always catches their attention. 
The store management keeps the win- 
dows well lighted, and this aids in 
making the displays seen by more 
people. ; 

Newspaper advertising is also used 
to bring paint and supplies before the 
attention of both town and rural peo- 
ple. With increasing local interest in 
decoration and in home building in 
this area, plus much farm building, 
Mr. Thom and his associates look for- 
ward to a fine paint business this year 
and next. 


co-operating merchant was given an 
opportunity during the campaign to 
have a picture of his store and an 
article on it featured in the center 
of the page, with merchants’ ads 
grouped about it. When it came time 
for the Rumreich photo and writeup, 
the newspaper published a picture of 
Mr. Rumreich standing at the gift 
counter. 


The Nazis Were a Cool Ten Years Behind Us 


§ hse German air conditioning and 
refrigeration industry was found to 
be five to 10 years behind the American 
industry, according to Gunner Berg, in- 
vestigator for the Joint Intelligence 
Objectives Agency. His report on the 
German industry is now on sale by the 
Office of the Publication Board, Depart- 
ment of Commerce. 

Household refrigerators not only 
lacked style, but were often put to- 
gether with nails instead of screws, 
according to Mr. Berg. Hardware was 
of steel instead of brass; and the cork 
insulation substitute, “Iporka,” lacked 
mechanical strength and could not be 
used in the bottom of the cabinets. 


Home freeze lockers had not yet been 
developed. 

The report briefly describes German 
refrigerators, refrigerants, compressors, 
condensers, evaporators, control valves, 
cabinets, cycling controls, and tubing, 
piping, and fittings. Brief descriptions 
of 12 German firms are included. 

Orders for the report (PB-17558; 
photostat, $3; microfilm, 50 cents, 35 
pages; dated Dec., 1945) should be 
addressed to the Office of the Publica- 
tion Board, Department of Commerce, 
Washington 25, D. C., and should be 
accompanied by check or money order, 
payable to the Treasurer of the United 
States. 
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Many a farmer is planning to re- 
place his old, worn out fence dur- 
ing coming months. Once he de- 
cides to buy, he'll be wanting fence 
that goes up fast... stays tight... 
fence that will give him long, sat- 
isfactory service. 

Neat-looking, dependable Beth- 
lehem Fence is the kind of fence 
these farmers need. For it’s made 
of durable, corrosion-resistant gal- 
vanized wire, and its hinge-joint, 
cut-stay construction means fast 
erection. Bethlehem Fence does a 
good job of turning farm animals 





and protecting crops. It stays tight 
and serviceable, too, even when it 
is used on rolling or hilly ground. 
And Bethlehem Fence comes in a 
design for every farm use. 

Talk over your fence require- 
ments with your jobber. It’s possi- 
ble that he may have a supply of 
Bethlehem Fence in the very de- 
signs your customers want. Should 
he be temporarily out of stock, try 
him again in a few days. Also in- 
quire about the other Bethlehem 
products for use on the farm. You'll 
find them all well worth stocking. 


BETHLEHEM FENCE 
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OTHER BETHLEHEM PRODUCTS 
FOR FARM USE 


FENCE POSTS BARBED WIRE 
SILVER STAR BALE TIES 


GALVANIZED SHEETS 
FOR ROOFING AND SIDING 


NAILS AND STAPLES 


PIPE BOLTS AND NUTS 
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HOUSEWARES 


YOUVE BEEN WAITING 





























HOUSEWARES 
WINDOW 


MERCHANDISE: Pressure 
canners, cold pack canners, 
dish pans, toasters, coffee 
maker, waffle irons, bread 
and cake boxes, stew kettles, 
tea kettles, colored bowl sets, 
baking dishes, flour sifters. 
can openers, cutlery sets, egg 
beaters, kitchen utensil sets, 
carving sets, sauce pan sets, 
double boilers, refrigerator 
dish sets. 


BACKGROUND: Center 
panel of grey corrugated ma- 
terial or painted wallboard. 
Side panels of maroon ma- 
terial. Cut-out letters for cen- 
ter panel of maroon material. 


Feature Housewares and Heating Stoves 
In Your Mid-September Windows 


HARDWARE AGE Original Window Display IDEAS 


HEATING STOVE 
WINDOW 


MERCHANDISE: Coal, wood 
and oil heaters, stove pipe. 
pipe elbows, flue stops, flue 
collars, stove pipe wire. pipe 
tee joints, taper pipe, soot 
destroyer. dampers, pokers, 
fire shovels, wicks, coal hods. 


BACKGROUND: Center 
panel of maroon corrugated 
material or painted wallboard. 
Side panels of gray material. 
Cut-out letters of maroon ma- 
terial. 
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|COAL-OIL ano WOOD 
HEATERS 


IN STOCK NOW 
ORDER NOW 
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ou'vE CERTAINLY KEPT | 
HOUR DELIVERY PROMISES” RUB-RLITE ae 


DAMAGE-PROOF - WATER-PROOF 


- Sold only through regular wholesale distributors; stock up 
and hook-up; display material available. 


LENNAN LIGHTS, Inc., Burbank, California 
NEW YORK SALES OFFICE: 45 Warren Street 
_ CHICAGO SALES. OFFICE: 549 W. Randolph St. 


ee, Rp 3 Nn heee ae 
_ $OLE CANADIAN DISTRIBUTORS: Sandvik 
roe ; ‘ et Kee in oy 5a : 
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OH! MY 
ACHING BACK! 
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IS THAT YOU on the left? Bending, dip- 
ping, bending, dipping—and breaking your 
back in the process? 

Or do you let the Rubberset Nylon Brush 
pic ‘k up more paint and reduce your bend- 
ing-dipping time, like our frie ndon the right? 

For Rubberset Nylon is the great new 
brush that carries a bigger paint load than 
even finest pre-war hog bristle brushes, as 
the diagram below shows. Pa 


Here’s how the permanent wave 
picks up more paint 


This exclusive Rubberset development 





places a series of waves scientifically in 
Rubberset Nylon filament (A). You can 





how these waves provide more open ‘ ; . P 
aces fe icking up paint than the straight an etetie wane teat vy innepen- Won't optattor painet Rubbereet 
ee 7 dent laboratory, Rubberset Ny- Nylon bristles are neither too 
bristles of ordinary nylon (B) . . . more, lon Brush wore 51% times longer _ soft nor too stiff . . . meet exact 
even, than the slightly curved bristles of than best pre-war hog bristle —_ standard of ideal resiliency pos- 
finest hog bristle brushes (C)! The result is brushes! After 1,000,000strokes, sible only in a brush with man- 
greater pick-up, less bending. hog bristle wear was 11/16 of an made bristles. Result: Rubber- 
inch... Rubberset Nylon wear — set Nylon won’t splatter paint, 
only 2/l60faninch. The “brush — will enable you to do better work 
of a lifetime”! with less effort! 

Hh | | T, So great is the demand for this wonder brush that we stil/ can't 
| catch up with it. And above are more reasons why Rubberset Nylon 
A . c helps a painter do a better job faster and easier than he ever dreamed 

possible! 
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AH, THAT 
PERMANENT 





WAVE" 


OMLY THE 
RUBBERSET NYLON 
HAS (7 


*Patent Applied For 


“The Man Who Knows 


Says Rubberset” 


RUBBERSET HOG BRISTLE 
BRUSHES 
World-renowned for hog bristle brushes, 
the Rubberset Company is the owner 


of the famous trademark. Rubberset— 
“the finest in brushes since 1873.” 


RUBBERSET NYLON BRUSHES 


Ru 8 B E RSET NYLON Newest example of the great advances 
in brushmaking that have resulted from 

Rubberset research and pioneering . . . 

that are responsible for this company’s 


THE BRUSH WITH THE PERMANENT WAVE leadership in the paint brush industry. 


Rubberset Company —/-stablished 1873—56 Ferry Street, Newark 5, New Jersey. - Factories: Newark, N. J., Gravenhurst, Ont., Canada 
Branches: Los Angeles, California, St. Louis, Missouri. 
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a AY, in New York 


City, is one of the longest streets in the 
world. After you leave the downtown 
section, it is a street consisting of miles 
of a few large but thousands of small 
shops. More goods are daily bought 
and sold on Broadway than on any 
other street on earth. Practically all of 
this enormous business is done on a 
cash basis. Most of the buyers are 
small family people buying for their 
daily needs. These people are from all 
parts of the earth. You can hear many 
languages there. Refugees from all 
lands have reached Broadway, have dug 
in and will not move out. 

Along the center of Broadway in 
upper New York for miles is a parked 
section with grass and plants. There 
are plenty of benches and on good days 
they are always crowded, mostly with 
old people. 

Paralleling Broadway is Riverside 
Drive. This drive follows the Hudson 
River and is beautifully parked with 
benches and well equipped play- 
grounds, baseball, tennis and even 
swimming pools. Between Riverside 
Drive and Broadway and on the eastern 
side of Broadway, in apartments and 
rooms, live the millions of people who 
buy their food and daily needs on 
Broadway. Thousands of them work 
in home factories. 

There are chain stores, markets, 
frozen foods, but the majority are small 
independently owned shops that sell all 
kinds of goods and services, from dry 
cleaning to cutting door keys. 

There must be many ignorant poor 
shoppers or many of these small stores 
could not exist. Many of the shops on 
Broadway know little of modern sales- 
manship. They pass out what you call 
for—if they have it—and do not smile 
or say “thanks” or “call again”—nor 
do they try to sell you anything in addi- 
tion. 


Prices Vary Widely 


Prices vary widely from shop to shop. 
As an example in a small shop 500 
sheets of typewriter paper in a paste- 
board box was 85 cents. Across the 
street in another store five packages of 
100 sheets each of the same paper was 
10 cents each or 50 cents—a difference 
of 35 cents. 

A plastic cigar holder in the latter 
store was 5 cents, in another shop the 
same holder on a card was marked 19 
cents—almost four times as much. 

Greeting cards at one store are 5 
cents each. The same cards elsewhere 
10 cents—even 15 cents. 

In the meat and vegetable shops are 
great differences in price and service. 
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The 
Dean’s 
Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


If deliveries are made there are very 
high prices charged. 

There is no doubt, when a shortage 
develops that regular customers—large 
buyers—or those who tip clerks well 
are taken care of from “under the coun- 
ter” while others are turned away. You 
can’t change human nature. 

The waves of changes in prices and 
shortages sweep over Broadway and the 
people seem to take things as they 
come. Their docility is remarkable. 
They even joke with the clerks, about 
higher prices and shortages. The for- 
mula seems to be: first a shortage— 
no goods—next the advance in prices. 
The shortage makes the advance more 
palatable. See how cigarettes were 
manipulated. But for some reason all 
through the shortage of cigarettes and 
with signs up “no cigarettes.” I was 
given them “from under!” 

One day I visited four shops but all 
were out of bread. They did not have 
even the reduced size loaf. There were 
plenty of cookies, cakes and pies, how 


ever. The explanation was that the bak- 
ers were short of flour and made a bet- 
ter profit putting what they could get 
into cakes and pies. I was reminded 
of Marie Antoinette’s remark prior to 
the French Revolution —“Why don’t 
they eat cake?” But on Broadway the 
people calmly do without—hew surpris- 
ingly docile they are. 

But my readers are wondering about 
hardware! Didn’t the Dean, as errand 
boy, go to a hardware store? 

Yes, and here’s the true story. In 
our neighborhood a hardware man has 
been running a store for 17 years. His 
inventory was a peculiar one—only the 
kind that is found on Broadway. He 
carries practically no mechanics’ tools, 
very little cutlery, no pocket knives, but 
a good stock of all kinds of apartment 
supplies, glassware, stepladders, mops, 
brushes, floor wax and anti-vermin sup- 
plies. He was sick and growing old. 
One day when I called a younger man 
and his wife were in charge. They had 
bought the business. Yes they took 
Harpware AcE and read it at home. 
He had read the Dean’s articles. So 
I took out my written list of hardware 
needs and he and his wife picked out 
the items. Here they are with the 
prices they charged: 

One dozen brass furniture 


EEE ore itioat eduenla ents 5 cents 
One ball of string .......... 5 cents 
Two small wire hooks and 

eyes, 5 cents each......... 10 cents 
Three wooden handles for car- 

rying packages ........... 5 cents 

OE 5 tine tinte cleeden 25 cents 


Service Charge Needed 


When everything was tied up I sur- 
prised my new friends with a little 
lecture. I told them while their per- 
centage of profit on the sale to me 
might be as much as 50 per cent they 
actually were losing money selling these 
low priced items so cheaply. / figured 
their time, rent and taxes. If they did 
too much of their business on this basis 
they could-not possibly make a success 
of it. I emphasized the fact that there 
were a lot of small, low-priced sales in 
hardware and that to cover expenses 
they should ask prices high enough to 
cover what was really a “service 
charge.” 

To illustrate, I remarked that the 
hooks and eyes were really worth 10 
cents each and the brass furniture nails 
one cent each. 

I called their attention to the “con- 
venience” their stock of hardware was 
being only two blocks from my apart- 
ment. 

The top of our coffee percolator was 
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hte Water off a Duck's Sack 


Mother Nature provides the perfect principle that explains Kay-Tite Guaran- 
teed Waterproofing. The oil secreted by a duck’s glands forms a protective 


film over the feathers and skin that effectively locks out water! 


Kay-Tite Guaranteed Waterproofing works on the same idea! As easy as pie 
to apply to all masonry surfaces, Kay-Tite locks water out by thoroughly sealing 
the inner and outer pores of masonry, providing a protective, watertight coating. 
By reading a simple instruction manual (9 minutes reading time) you can 
easily become a qualified expert on industrial and home waterproofing prob- 
lems. Then, set up a Kay-Tite Waterproofing Department in your store. Kay- 
Tite is easy to display, easier to sell. You can depend on Kay-Tite Guaranteed 
Waterproofing for substantial volume and sound net profit, for it is fair- 


trade priced. KAY-TITE COMPANY, WEST ORANGE, N. J. 


AUGUST 15, 1946 


Cut out and fill in the coupon below for the profitable Kay-Tite Waterproofing 
$20.88 Deal. Set up a Waterproofing Department. It will be the best 50 second 


investment you ever made. 
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KAY-TITE Company, West Orange, N. J. 
Send us the $20.88 Kay-Tite Deal 

6 cans White—6 cans Grey. My cost ha 
$20.88. Total Selling Price $34.80— 


a a 











JOBBER'S NAME — 


oe oe oe ew aw ee ow oe ae ae ee eee ee oe ee oe oe oe oe oe om 6 


i Shipping Cost Prepaid. 

i Ge I a eI Oe DO © NE NE ao a 
! ADDRESS — eile en 
city — STATE — 
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broken. I went to another hardware 
store on Broadway. I carried the per- 
colator with me. The clerk examined 
the broken part. He dug into stock 
and found a new top. He disappeared 
into a back shop and returned with the 
new top securely in place. “Twenty- 
five cents,” he said, “ten cents for the 
top and fifteen cents for service.” No 
wonder he can pay rent on Broadway. 

We read fine selling advertisements 


What Are Yo 


A= PLE of years ago Caesar Pe- 
trillo got such a lambasting in the 
press that even he took notice. To turn 
off the heat, he took a half million dol- 
lars out of his treasury and paid for 
570 free concerts by the nation’s 
leading symphony orchestras. Oddly 
enough, the concerts were given in the 
cities where the criticism of him had 
been greatest. 

When Mr. Roosevelt needed a little 
assistance in getting elected for the 
fourth time, the United Automobile 
Workers produced a film entitled “Hell- 
Bent for Election” and showed it to 
four million workers. In this film the 
praise for employers was extremely re- 
served. 

During the recent steel strike, Philip 
Murray spent $15,000 a week for radio 
time to tell in a very convincing man- 
ner his union’s side of the story. 

To keep union members fully indoc- 
trinated, the CIO has more than 70 
films for use in union halls all over the 
country. 

Looking to the future and annoyed 
by the reluctance of the radio chains 
to make their wave Jengths a forum for 
labor’s troubles, various unions have 
already on file more than a dozen ap- 
plications for FM licenses so that they 
can build stations devoted to labor 
propaganda. 

Today there are more than 800 reg- 
ularly published union newspapers in 
the United States. They have a circula- 
tion of 15,000,000-—considerably more 
than the combined membership of the 
A F of L and the CIO. 

There are three labor press services: 
Federated Press. International Labor 
Press and Labor Press Associates. They 
supply the various union papers with 
news, features, cartoons and_photo- 
graphs. 

The CIO News, a tabloid with a 400,- 
000 circulation. is soon to go on the 
news stands. The CIO is also consider- 
ing general distribution of a comic 
book which links the CIO philosophy 
with the teachings of the Bible. 

This union has built a list of 60,000 


men and women who influence public 
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in the daily papers. They proclaim 
nationally accepted, well known brands 
but just try to get them on Broadway! 
Take a list of such goods and go down 
the line and see where you come out. 
Try to buy Dutch Master cigars, Phil- 
lies, Diamond dyes or Manhattan 
shirts. 

You will find plenty of cigars but 
not the brand you want. Your favorite 
beer will be in stock only now and then 


* * 


vpinion—teachers, ministers, consumer 
co-operative officials, conlumnists, edi- 
tors, etc. To them is fed a steady 
stream of well-written propaganda. 

Recently organized and _ reportedly 
doing well is a union “Pamphlet-of-the- 
Month” Club. Membership costs $1.00 
a year. First pamphlet of 24 pages 
charges industry has gone on strike for 
higher rents and higher prices. For an- 
other dollar a year, the subscriber can 
get each month a union poster to hang 
in his home or elsewhere. 

A full-length, union-produced motion 
picture of the General Motors strike is 
now being produced for distribution to 
all ClO members who care to take a 
look-—and a lot of them will. 

For insertion in its 400 newspapers. 
the A F of L is planning a colorful 
magazine section featuring such writers 
as John Erskine, Channing Pollock and 
Fannie Hurst. 

Recent polls of labor opinion shew 
that: 

40% of the workers are against full 

production. 

27° of the workers think that banks 

coal mines, electric utilities and 


~ 


railroads should be national- 
ized. 


‘ 


u Telling 


—a seeming accident. Shirts can be 
had, but what brand? 

As I have written, Broadway is the 
greatest selling market in the world. 
But Broadway has curious selling ideas 
of its own that you won’t find in the 
hardware business corner, or hear 
about at the sales executives’ clubs, 
Broadway is a law unto itself. Its sales 
talk consists in two words—‘“what 
else?” 


Them? 


A large proportion think that indus- 
try is to blame for depressions. 

The total income of our country’s 
labor unions is between 350 and 400 
million dollars yearly, or twice the 
gross income of business leagues, cham- 
bers of commerce, trade associations 
and other similar bodies of business 
men. And one of the biggest single 
items in the unions’ budgets is publicity. 

The object of most of this publicity 
is to make union members devotedly 
loyal to the union leaders—so loyal 
that the members will stay out on strike 
for more than 100 days, thereby dissi- 
pating all of their savings; so loyal 
that they will walk picket lines in snow- 
storms; so loyal that they will believe 
unquestioningly anything that is told 
them by union leaders. 

To regain the friendship of its mil- 
lions of workers, management will have 
to do an even better job of telling its 
story to its employees and the public. 
And it really has a better story because 
management, not union leaders., pro- 
vides the jobs aud pays the wages. 

Published by permission of the Copy- 
right holder (1946) Ketchum, MacLeod 
& Grove, Inc., Pittsburgh, Pa. 


A Four-Phase on-the-Job 
Training Program for Veterans 


(Continued from page 128) 


it would take to learn each process 
if the trainee were to work at just 
that one phase at a time. Each process 
should be further broken down to 
show what procedure is followed in 
this phase of the job.) 

Training techniques: (This is the 
how of the training program. Indi- 
cate just how the trainee will learn 
the job. If possible show the order 
in which the processes will be taken 
up. Tell whether the training will be 
received by working with an experi- 


enced man; by working under the 
supervision of a trained worker; by 
study of books, manuals instructions, 
etc.; by attending courses in conjunc- 
tion with the job; or by any combina- 
tion of these or other means.) 

Under the “G.I. Bill of Rights,” all 
eligible veterans are entitled to Fed- 
eral assistance for one year plus the 
length of time in service, to a maxi- 
mum of four years, on a job where 
they are attaining new skills or in- 
creasing their knowledge of previ- 
ously learned skills. 
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Special TIMKEN 








Heavy 5/16 Steet vine { 
lop Plate turning under 
Deavy lead 
Long Jack Handle wt 
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Screw i ACME Square 
5_— Th ease on 
F fing screw 
Stee! Support 
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Top Tube of 
Special Stee Extra Adjustment 
Holes 
Adjustment Hole: ond 
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Adjustment i 
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7 200% extra 
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- ——~ Special Steel 
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Heavy 5,16 Stee 
i Bottom Plate 
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Modern Engineering Assures Quality 
In Every Detail 
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No, 675-B One of SIX MODELS 
to retail from 98c to $4.95 each 
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Manufactured By 
MODERN METAL 
PRODUCTS CO. 
Cambridge, Mass. 


AUGUST 15, 1946 










ite, °2 profit-making story. 









(ded Profits from 
PERMA-JACK 


The Fast-Selling Floor-Supporting Device 


Perma-Jack popularity has spread rapidly all over the 
country as more and more jobbers and retailers take it on. 
Because of the need everywhere for an easy, low-cost, 
adjustable permanent support for sagging floors in homes, 
farm and commercial buildings, your cash register gets a 
real workout when you display Perma-Jack in your store. 
Your customers see it, it's what they need—they buy! It 
means ready profitable extra sales for you. 












It’s the quality beam-bolsterer, modernly engineered—a 
Timken thrust roller bearing means easy turning up to 
full capacity, heavy support pins give 200% extra bearing 
strength, big safety margin in load capacity. Glossy gray 
anti-rust enamel makes Perma-Jack a neat permanent 
support, easily installed. 

Order Perma-Jacks from your supplier today— 

or write us for details of the whole 





Packaged For Easy Handling 
Carton 234" 51/9" x 60" 
Wt. 41 Pounds 

— ee ee 28 OS SSS SSS SS ae 


The Quality Adjustable ‘Steel Jack-and-Post for Leveling Sagging Floors 
Product of PERMA-JACK Corporation, 12500 Berea Road, Cleveland 11, Ohio 











A Subsidiary of Republic Industries, Inc. 


you'LL RING UP PROFITS WITH 


“JIM DANDY’ TORCHES 


JIM DANDY 


YEE. Blow Torch 
Self Cenerating ow Oo rec e $ 


Yes, when you say “Jim Dandy" it describes the perfect 
Blow Torch perfectly! It's a Jim-dandy volume seller 
. @ Jim-dandy profit maker . . . a Jim-dandy per- 
former in service. 
The new line of JIM DANDY self-generating, SAFE, 
NON-EXPLOSIVE TORCHES should have your immediate 
acceptance if you are keen for profitable, fast-moving 
merchandise . . . one that's in demand and a year 
‘round seller. 


MORE EXCLUSIVE FEATURES 


Patented High Pressure Nozzle 
Improved, Leak-proof Nozzle Cap 
Smart Nickel Plated Finish 
All Models GUARANTEED 
Wholesalers are offered a well-balanced line of SIX MODELS 


—each representing the best value obtainable . . . prices and 
literature from: 





Selling Agents 


ASQUITH ASSOCIATES 


131 STATE STREET, BOSTON, MASS. 
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Complete Stocks, Educational Films and Service 


On the second floor is a special 
refrigeration and washing machine 
repair department. Two men are em- 
ployed in this shop and a large vol- 
ume of business is handled for both 
city and rural patrons in the Du- 
buque area. 

Adjacent to the washer service de- 
partment is a special vacuum ser- 
vice department. The company has 
sold many vacuum cleaners in this 
area of Iowa and the service shop is 
an important cog in a continuance 
of this fine volume. 

On an upper floor the firm has a 
carpentry shop which specializes in 
made-to-order hog and hen houses. 
Adjacent to it is a paint shop where 
such items are painted. The firm 
also has a splendid seat cover and 
upholstery shop which employs four 
people and which is kept very busy 
most months of the year. 

Promotional work of this store is 
varied and broad in scope. It covers 
the potential market very thoroughly 
and is bringing splendid results. 

For example, says Manager W. G. 
Strait, the store has embarked on a 
farm educational program which ap- 
peals to farmers and which helps 
them with farm management prob- 
lems. About once a month, the store 
shows motion pictures on chicken 
raising, soil conservation, hog rais- 
ing, dairy herd management, ma- 
chinery operation and other related 
topics. These movies are free for 
the customers. They are usually 
shown on a Saturday afternoon, and 
frequently those who attend are 
given free coffee and doughnuts. 


Attract Large Crowds 


Mr. Strait says that such free 
movies have drawn such large 
crowds of farmers that they will un- 
doubtedly be continued from time 
to time when good films can be se- 
cured. Farmers who come to view 
them naturally learn something 
about improved farming methods, 
and usually they stay to buy one or 
two items at the farm store. 

The store has its own projector 
and believes that during the coming 
years it can work up many regular 
Saturday afternoon movie sessions 
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(Continued from page 132) 


which can be very educational to the 
farmer and profitable to the store as 
well. A few comedy or human in- 
terest movie shorts also will be in- 
cluded in future programs. 


$775,000 Trade Potential 


Compilation of the results of the 
survey, according to Mr. Strait, 
shows that the 400 farmers in the 
area plan to buy about $775,000 
worth of farm machinery, farm 
hardware and appliances. This is a 
tremendous trade potential, he says. 
He knows that the Stampfer store 
cannot get all this business, but he 
believes that it can get a consider- 
able share of it. The survey has 
shown store officials that the farm 


Build Farm Business 


store set-up has a powerful trade 
market lying right at its door and 
that it can be cultivated very profit- 
ably. 

Mr. Strait says his store has dis- 
covered that such a survey can be 
made at relatively low cost. Farmers 
are willing to give the cost of vari- 
ous improvements and to estimate 
their needs. The man making such 
a survey can pay for the costs by 
the immediate sales he makes on 
available items. The survey was a 
purely informative mission, but of 
course, some immediate business re- 
sulted. 

Surveys will be used by the store 
in the future to keep in close touch 
with what the farm market really 
wants. 








Model Closet Shop for Hardware Stores 


DISPLAY unit consisting of four 

equipped and decorated closets 
with five panels on which “K-Venience™ 
closet fixtures may be displayed is be- 
ing made available by the Knape & 
Vogt Mfg. Co., Grand Rapids, Mich. 
Dealers may have either detailed plans 
for the unit or it can be shipped, knock- 
ed down, ready for installation, by writ- 
ing the company. 

The “closet shop” is flexible. Oc- 
cupying about 80 sq. ft., approximately 
15 ft. long, the unit may be set up on 
wall, around a post, or as an island 
display. It permits a complete showing 





of closet equipment merchandise, in- 
cluding clothing carriers, tie rack, shoe 
racks, hat holders, garment bags, shelf 
trim, and similar merchandise. While 
primarily intended for a full display of 
the 50 items in the “K-Venience” line, 
the display provides opportunity for in- 
dividual stores to incorporate their own 
line of supplementary closet merchan- 
dise. 

The color scheme features gunmetal 
with accents of shrimp pink and yellow 
but may be decorated to suit the gen- 
eral scheme of the department in which 
it is placed. The closet spaces are 
lined with wall paper. 


K-VENIENCES. 





This closeup of the closet shop tells its own story. 
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circle ® product has the same un 
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BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N.Y. + SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 


























The Only Complete 
Text Book on 


BUILDERS 


Excellent as a G-! 


7~ 

conn Seams ~ 
“5 arr 

Acbliched by WAROWARE A64 








This 220 page, fully illustrated book is 
the only up-to-date and complete volume 
ever published on all phases of this im- 
portant and profitable basic hardware line. 
The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 
a new cardboard-bound edition is now 
available at only $1 per copy. 


Prepare to 
Capitalize on 
The Huge Post-War 
Building Boom! 





Order your copy now! 


HARDWARE 


Job Training Manual 











Feeteeeee eee eeeeeeaneeaaaenr’ 


MAIL THIS COUPON TODAY 
Hardware Age, !00 E. 42nd St., N. Y. 17, 
N. Y. Send 


—— Cloth-bound copies of ‘Taking the 
Mystery Out Of Builders’ Hardware" 
@ $1.50 per copy in the U. S. (Canada 
and Foreign Countries—$2.00). 


——— Cardboard-bound copies of ‘Taking 
the Mystery Out Of Builders’ Hard- 
wore’ @$! per copy in the U. S 
(Canada and Foreign Countries—$! .50) 

Name 

Street 

Firm 

City State 

We Pay Postage If Payment Is Enclosed 
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Builders’ Hardware Quiz 


HIS quiz, evolved from the book “Taking the Mystery Out of Builders’ Hard- 
7s et by Adon H. Brownell, is a refresher course on builders’ hardware. It 
should serve as an excellent reminder and be of decided value in view of the fact 
that soon there will be more need for a knowledge of builders’ hardware than ever 
before. Representative questions are taken from each chapter of the Elementary 
Course, Intermediate Course and Advanced Course. Answer the questions as much 


as possible without referring to the answers. TEST YOUR KNOWLEDGE! 


Questions—Chapter 1—Elementary Course 
Move Stock 


1. Will it be necessary to purchase a completely new stock of builders’ hard- 
ware in order to departmentalize the business? 
2. What two benefits will the dealer derive from constant checking, ordering 


and re-ordering of goods? 


3. From what three sources can the dealer purchase his builders’ hardware 
requirements ? 

4. On whom should the dealer principally depend for his initial assort- 
ment of stock? 

5. Where can glass knob sets be most appropriately used? 

6. Is it practical to use split sets of bronze and steel on exterior doors? 

7. What is the most economical way of furnishing split sets of different 
lock trim? 

8. What finish numbers are universally accepted? 


Questions—Chapter 2—Elementary Course 


Stock ARRANGEMENT 


1. Name two methods of stock arrangement. 

2. Which type of stock arrangement best insures against costly errors? 

3. How can you obtain an adequate turnover? 

1. What is an easy method of pricing? 

5. How long should your card report Jast? 

6. Give three important details, exclusive of price, which should be shown 
on records. 

7. How will the use of stock cards reduce your own work? 

8. What stands out more than anything else in a builders’ hardware de- 


| partment stock record? 


9. What information shown by the stock cards must you have when you 
order goods? 
10. Is it important to watch the normal stock figure? 


Questions—Chapter 3—Elementary Course 
Butts aNp Hinces oF THE OrpinAry House 


1. What is the first step in “taking off” a hardware schedule from a blue- 
print? 

2. What is a butt? 

3. In ordinary practice what is the proper size butt to use on: (A) 1% in. 
door; (B) 1% in. door; (C) % in. door? 

4. What is the first step-up in sales you would suggest for hanging doors? 

5. Name another important sales step-up. 

6. Are sheradized or electro-galvanized butts guaranteed against rust? If 
so, for how long? 

7. What simple error frequently results in costly delays? 

8. Name a means of preventing kitchen accidents, caused by double acting 
doors. 

9. What is a plan? What is an elevation? 


(Answers on page 225) 


HARDWARE AGE 








descr 
WARE 
vices 
when 
of co 
tione 
store 
cautii 
them. 

Ch 
traps. 
them 


‘ 
‘ 


Cu 
taken 
for U 
whic] 
regul 
ware’ 
ampl 
them 
can 
thing 
nate 
possi 
placi 
so th 


Sk 
simil 
so tl 
haza 
shee! 
enou 
pass 
“hoc 
your 
chan 
then 
and 


haza 


AUC 





ard- 


fact 
ver 
ary 
uch 














“B 
OOBY-TRAPS” were 


described in previous issues of Harp- 
WARE AGE as innocent looking de- 
vices capable of doing great damage 
when they are disturbed. A number 
of common “booby-traps” were men- 
tioned in these issues and hardware 
store employees and owners were 
cautioned to find these and eliminate 
them. 

Check your store now for “booby- 
traps.” Then take steps to eliminate 


them. 


Stock Rooms Dangerous 


Customers frequently have to be 
taken into the stock rooms in order 
for them to see certain merchandise 
which is not normally shown on the 
regular sales floors. Lay out your 
warehouse spaces so that you have 
ample aisles. Customers can hurt 
themselves in the warehouse. Falls 
can occur or they may run _ into 
things. It is hardly possible to elimi- 
nate all the hazards, however, it is 
possible to keep this in mind when 
placing merchandise and arrange it 
so that it will not be dangerous. 


Beware of Sheet Metal 


Sheet iron, sheet copper, tin and 
similar merchandise are hard to store 
so they are accessible and still not a 
hazard. It is not uncommon for 
sheets to protrude from the bins just 
enough to catch a person who might 
pass too close to the bin. These are 
“hooby-traps” of the first order. If 
your store carries this type of mer 
chandise, check the stock now and 
then to see that dangerous corners 
and edges do not present dangerous 
hazards. 
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“Booby Traps’ 


Part 3 


Stocks of glass are often shown on 
the main sales floor of a store. When 
this is done, great care should be ex- 
ercised to see that all stock is com- 
pletely in the bin. If any of the pieces 
should extend beyond the bins there 
is danger that a customer or an em- 
ployee will strike them. Serious cuts 
can result from such traps. See that 
all glass stock is entirely in the bin, 
and it’s a good plan to check this 
stock often. 


Hanging Merchandise 


Brooms and steel goods items are 
shown on implement brackets in stock 





rooms and on the sales floor. Some 
of these brackets are low enough for 
a person to run into if they do not 
see it. Guard against accidents of 
this type by tieing a piece of white 
cloth to one prong. This will call 
a customer’s attention to the hazard 
and prevent an extremely serious 
accident. 


Check for Hazards! 


Clear your store of “booby-traps” 
now. Check your store for hazards 
of this type every day. A little time 
spent in doing these things will pay 
big dividends. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 
Each question correctly answered is worth 20 points. A grade of 
100 is excellent; 80 is good; 60 is fair; 40 is poor, and 20 is very 
poor. The correct answers to these questions will be found on 


page 247. 


Work the problem first—then substitute the figures 
of your own business for those in the problems. 


1—Basic shop labor wage rates were increased from $1 to $1.20 
per hour. The 20-cent increase was added to the old selling price of 
labor of $1.50 per hour to determine the new selling price of $1.70. 
Find the margin on shop labor at the old rates and at the new ones 


in per cent of the selling price. 


2—Do you know the number of pieces of galvanized steel pipe 
per bundle for the following sizes of pipe: (a) 1% in.; (6) 1 in.; 


(c) 1% in.? 


3—Sales in a business for the first six months are $21,000 as com- 
pared with $18,000 for the same period a year ago. Figure the per- 


centage increase. 


4—Do you know the dollar and cents advance over base for the 
following sizes of common wire nails: (a) 20d; (b) 12d; (ec) 4d; 


(d) 6d; (e) 8d? 


5—How many feet of fence in a 10-rod roll of poultry fence? 


(Answers on page 24 


" 
i) 
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Salesmen 





News of Retailers, Jobbers 
and Manufacturers and 





rench Makers Agree to Reduce Line 


To 255 Items, Discarding 25 Per Cent 


An agreement among manufac- 
turers of wrenches, culminating 
in the adoption of Simplified 
Practice Recommendations, has 
resulted in the suggestion elimi- 
nation of 85 superfluous items, 
bringing the total of wrenches 
down to 255. 

This reduction of about 25 per 
cent, the industry found, could 
be accomplished without incon- 
venience or hardship to any 
users of these wrenches. Those 
which were eliminated repre- 
sented excessive varieties which 
had crept into the line over a 
period of years, and for which 
there was little or no demand. 

The Simplified Practice Rec- 
ommendations were developed 
by the Service Tools Institute, 


which includes in its membership 
55 manufacturers of mechanics’ 
hand service tools. Non-member 
companies also participated. 
The personnel of the com- 
mittees of the Institute which 


worked out the recommendations | 


were: Alloy Wrenches—E. J. 
Wilcox, J, H. Williams & Co., 
Buffalo, N. Y.; W. D. Endres, 
Billings & Spencer Co., Hart- 
ford, Conn.; Horace Armstrong, 
Armstrong Bros. Tool Co., Chi- 
cago; F. S. Durham, Bonney 
Forge & Tool Works, Allentown, 
Pa.; W. R. Hosford, Duro Metal 
Products Co., Chicago, and M. B. 
Pendleton, Plomb Tool Co., Los 
Angeles; and Carbon wrenches— 
Mr. Armstrong, chairman; Mr. 
Endres and Mr. Wilcox. 








Cc. A. HAINES HEADS 
WABASH CORP. 
Curtis A. Haines has been 
elected president of Wabash 
Corp. Mr. Haines, as head of 





CURTIS A. HAINES 


the wholly-owned but independ- 
ently operated subsidiary of Sy]l- 
vania Electric Products, Inc., 
succeeds A. M. Parker who is re- 
tiring because of ill health. 


The new president of Wabash | 


Corp., producer of photoflash 


lamps and makers of “Super- | 


lite,” infra-red and “Birdseye” 
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reflector incandescent lamps, will 
have his offices at Wabash’s 
Brooklyn plant where he will 
also serve as general manager. 


LAUTS & BRADY 
HANDLING ‘QUEENSWARE’ 


The appointment of Lauts & 
Brady, 1950 Naomi Ave., Los 
Angeles, as exclusive national 
sales representatives for the new 
“Queensware” cooking utensils 
has just been announced by the 
Triple A Metalcraft Corp., Los 
Angeles. 

“Queensware” is now in pro- 
duction and offers a full line 


of newly-designed cast aluminum | 


utensils. Several units are now 
ready for delivery in quantity, 
with the balance scheduled for 
the near future. 


SALES MANAGER NAMED 
FOR ‘TIRE-TRAC’ 


The Norton Mfg. Co., 612 N. 
Michigan Ave., Chicago, IIl., 
makers of railway appliances and 
steel kitchen cabinets, has ap- 
pointed E. C. Hefter as sales 
manager of its automotive divi- 
sion, recently established to dis- 
tribute its new product, “Tire- 
Trac.” The product is a light- 
weight, portable steel runway, 
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CYCLONE FENCE DIV. 
APPOINTS M. J. MAHAN 
S.W. DIST. MGR. 

Cyclone Fence Div., American 
| Steel and Wire Co., Waukegan, 
Ill., has appointed Milo J. Mahan 


that folds into a compact pack- 
age that can be stored in the 
glove compartment of a car. 


CONTINENTAL WIRE 
ORGANIZED TO MAKE 
ELECTRIC SUPPLIES 


The Continental Wire Corp., 
501 Prospect St., York, Pa., was 
recently organized to manufac- 
ture electrical wire and cable of | 
the heat and flame resistant 
types, for use in lighting fixtures 
and appliances. The company 
will gradually expand into other 
types of insulation, such as | 
glass and synthetic, and will 
eventually be in position to offer | 
a wide variety of wire insulations 
| for use in the electrical industry. 
| Officers of the company, all 

previously connected with the 

York Wire & Cable Division, 
| General Electric Co., are: C. C. 
| Christiansen, president; Edgar 
Q. Harrigan, vice-president; J. C. | 
Shafer, secretary and Harold 
Olden, treasurer. 








MILO J. MAHAN 


: . as district manager of hardware 
products sales for its Southwest- 

TEXAS WHOLESALE FIRM | ern district. 

NAMES NEW OFFICERS Mr. Mahan will contact the 


The Bering-Cortes Hardware | hardware trade in Texas, Okla- 

Co., Prairie Ave. & Milam, | homa, New Mexico, Mississippi, 
Houston 1, Texas, wholesale and | Louisiana and southern Arkan- 
retail hardware concern, has an- | sas, from Cyclone’s district office 
nounced the following new offi- | at 1316 E. Lancaster Ave., Fort 
cers: W. A. Cortes, chairman; | Worth, Texas. 
A. H. Schumacher, president; He was recently mustered out 
H. W. Cortes, J. B. Schumacher of the Army, after five years of 
and L. B. Everett, vice-presidents, | service with the rank of lieu- 
and N. C. Munger, Jr., secretary- | tenant colonel. 











treasurer. 





J. S. DRISCOLL LEAVES 
SHAPLEIGH AFTER 
45 YEARS 


James S. Driscoll, vice-presi- 
dent and director of the Shap 
leigh Hardware Co., 900 Spruce 
St., St. Louis 2, Mo., wholesale 
hardware firm, retired on July 
12, after 45 years of continuous 
service. 

Mr. Driscoll traveled on the 
road for a short while and then 
took an inside position with the 
firm and has held various posi- 
tions of responsibility in the 
warehouse departments, becom- 
ing house manager in 1906, 
which position he has held con- 
| tinuously. 





W. A. CORTES 
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. , distribution of “Clipper” and| CONRON, INC., ELECTS 
N U. S. and Foreign Buyers to Attend “Dixon” lawnmowers. These|  THALLEEN A V.P. 
° mowers are now being restyled we : 
sa National Hardware Show, Sept. 16-21 by Eckerstrom-English, indus-| . Nestor J. Thalleen who re- 
ican 7 : joined Conron, Inc., wholesale 
gan, With exhibit space 99 per | period in which the show is held, trial designers. hardware firm of Danville, TL, 
than cent sold, the National Hard-| Admission to the show will be a 
ware Show which will be held at | confined entirely to the trade 
Grand Central Palace, New | and will be by ticket only. Ex- L. C. SMITH PROMOTED 
York City, Sept. 16-21, reports hibitors have, to-date, requested BY HELLER BROTHERS 
that registrations have already | more than 250,000 tickets for Lloyd C. Smith has been pro- 
been received from more than | distribution to their customers. | moted to vice-president and gen- | 
2,000 wholesale and chain store | Registration- admission _ tickets | eral manager of the Heller Broth- 
buyers of hardware, housewares, | may be secured in advance by | ers Co., Newcomerstown, Ohio. | 
appliances and sporting goods | writing to the National Hardware In this capacity Mr. Smith, 
lines. Registrations also indicate | Show, Inc., 331 Madison Ave., whe has been identified with the 
an attendance from all parts of | New York 17, New York. Re-| ¢), industry for 32 years, will 
the United States and Canada, | turning these tickets to show : 
Puerto Rico, Holland, South | headquarters will insure having 
Africa and other countries. Over | a badge made out in advance and 
285 manufacturers’ lines will be | avoid registration delay at the | 
exhibited during the five-day | Show. 
F. R. HAYDE SALES MGR. | ated with Locke since a few 
OF LOCKE STOVE months after the company was | 
: NESTOR J. THALLEEN 
Frank R. Hayde, active in the organized, 
coal industry and heating service Mr. Hayde served in the Navy this Spring, whose employment 
on field in the Kansas City area for | during World War I. He and | as a buyer for the firm was 
<_-. 31 years, was recently appointed | Mrs. Hayde have just recently | interrupted by Uncle Sam, has 
sales manager of the Locke | welcomed home a son, John J., been elected vice-president in 
h Stove Co., Kansas City, manufac- from service in the U. S. Navy. | charge of purchases. Mr. Thalleen 
the turers of the “Warm Morning” | Another son, Lt. (jg) Frank R. | has just returned after a_ suc- 
la Coal Heater. Hayde, Jr., served brilliantly in | cessful five-week trip to the east. 
PI, Mr. Hayde. who has been as- | the Naval Air Force, becoming a Mr. Thalleen was associated 
“a seems or manager of the com- | Navy Ace, but was lost in action with Sargent & Co. for many 
_ pany since shortly after its in- | i the Pacific during July, 1944. LLOYD C. SITE years, and represented the — 
corporation in 1940, succeeds — | in the Middle West the last 
al get oo. - oe W. J. MeNULTY NOW V.p. | be in charge of the production ceveral years. 
to the Sinclair Coa o. alter of files, rasps, blacksmiths’ tools 
” being on loan to the Locke Stove | — and other Heller products. GENERAL MILLS NAMES 
Co. for the past six years. William J. McNulty, nation- ; SOUTHWEST MGR. 
Mr. Hayde has been associ- | ally noted in merchandising of F sas . 
| athletic equipment with a total| RAY-O-VAC APPOINTS T Curt rs eng re ran 
| of 28 years’ experience in golf, | ee ee eee eee é 
Hetil oe general p04 ae Oy ey Ghetstet manager for the 
equipment, has been elected veo | an are Home Appliance Department of 
mp , : J. A. McIlnay has been named | General Mills, Inc. Mr. Car- 
si- president _of MacGregor Golf, | sales manager of Ray-O-Vac Co., | michael is currently opening his 
P Inc., Cincinnati. . ; Madison, Wis., battery manufac- | district headquarters at 410 Con- 
ce Mr. McNulty will continue to | turers, Previously Eastern sales | tinental Bldg., Dallas. His ter- 
le be general merchandise manager, | manager for the company, he | ritory includes Texas, Oklahoma, 
ly a position wrich he has held dur-| succeeds J. C. Ryan who be- | Louisiana, and Mississippi. 
1s ing the past year. | comes vice-president in charge eee 
————— | of operations. D. M. Cook has ROY TOOL & ENGR. CO 
| been appointed merchandisin , ‘ 
LAWNCRAFT BUYS OUT seni tn i Gs Studholme APPOINTS AGENTS 
1e CLIPPER MFG. CO.; | sales promotion manager. S. W. Smith, distributors, 96 
ii RESTYLING MOWERS Mr. MclIlnay is a veteran of | Warren St., New York City 7, 
1e Lawncraft, Arcade Bldg., St.| 20 years experience in dry cell | have been appointed exclusive 
n- Louis 1, Mo., has acquired the | battery engineering, production | representatives for Roy Tool & 
6, Clipper Mfg. Co., makers of | and sales. He was formerly gen- | Engineering Co., 8801 Fenkell 
n- lawnmower products, and will | eral sales manager of the Bur-| Ave., Detroit 21, Mich., manu- 
FRANK R. HAYDE shortly begin manufacture and | gess Battery Co. | facturers of snow shovels, etc. 
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@ The Stewart dealer plan offers an opportunity 


for you to make extra profits without investing your 
money or carrying any of our merchandise. Here’s 
all you do. Send for Stewart literature and famil- 
iarize yourself with our products. Then send us the 
inquiries. That’s all there is to it because we do the 
selling and pay you the commissions. 

















design M-281. Stewart > 


In addition to the items illustrated, Stewart prod- 
ucts comprise: Chain Link Wire Fences and Gates 
for all types of property. Plain and Ornamental Iron 
Fences and Gates. Folding and Sliding Steel Gates. 
Balcony, porch and stair Railings in Plain or Or- 
namental Iron. Steel Benches and Settees. Iron and 
Wire Window Guards. Wire Mesh Partitions. Flag 
Poles. Bronze Plaques. Baseball and Tennis Court 
Backstops. Stadium Seat Brackets, and many other 
products in iron, wire and bronze. Write for litera- 


THE STEWART IRON WORKS CO., INC. 
1337 STEWART BLOCK, CINCINNATI 1, OHIO 
“Experts in Metal Fabrications Since 1886” 





railings are made in an aah 


G. NOBLE DAVIDSON 





GORDON T. WOOD 


Savage Arms Elects Director, 2 Officers 


The directors of Savage Arms 
Corp., Utica, N. Y., has elected 
G. Noble Davidson a director: 
Gordon T. Wood, treasurer, and 
Arthur H. Lockley, secretary of 
the corporation. 

Mr. Davidson has been asso- 


| ciated with the company for 


many years and for the last three 
years has been a vice-president 
and general manager of the cor- 
poration. 

Mr. Wood, secretary and as- 
sistant treasurer for six years, 
succeeds Eugene A. MacDonald, 
who resigned July 1. Mr. Lock- 
ley has been export sales mana- 
ger for the last eight years. 





ALBERT H. LOCKLEY 








INTERCHEMICAL CORP. 
ORGANIZES MURPHY 
PAINT DIV. 

Interchemical Corp., Empire 
State Bldg., New York City, a 
major supplier of materials in 
the field of chemical coatings 


| including printing inks, indus- 


trial finishes, textile colors, oil- 
cloth, fabric wall coverings and 
other coated fabrics, announces 
the formation of the Murphy 
Paint Division, effective Aug. 1. 

The new division will dis- 
tribute the 81-year-old brand of 
Murphy household paints and 
specialties in addition to aircraft 
and automotive refinishing prod- 
ucts and maintenance paints, 
which were added to Interchemi- 
cal’s products in 1944 with the 
acquisition of the Murphy Var- 
nish Co. 

The Finishes Division of In- 
terchemical will continue the 
marketing of lacquers, varnishes, 
enamels and other finishes for 
industrial use. 

Ray H. Sommer, a veteran of 
27 years with Murphy, will be 
general sales manager of the 
Murphy Paint Div., reporting to 
Harry J. Hemingway, divisional 


| president. 


Field activities will be di- 
rected by Henry C. Ritz, Harry 
H. Pratt and Walter M. Powers 
as regional managers at Newark, 
Chicago and San Francisco re- 
spectively. 


DETROIT SALES OFFICE 
OPENED BY EKCO 


W. B. Eakin, Montreal, has 
been named general manager for 
the Ekco Products Co., (Can- 
ada) Ltd., a wholly owned sub- 
sidiary of the parent Chicago 
organization; and Edward Mar- 
der has been named to head a 
newly created sales office in 
Detroit. 

In 1945, Mr. Eakin was ap 
pointed general manager of a 
company which served as man- 
ufacturers’ agents in Canada for 
American and English factories 
in the housewares trade. 

Mr. Marder has been asso- 
ciated with the Ekco Products 
Co. since 1935. The Detroit 
sales office at 131 W. Lafayette 
Blvd., will serve Ohio and Mich- 
igan and temporarily will han 
dle West Virginia and western 
Pennsylvania. 
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NO STREAKY CLOTHES! 
| A quick wipe with a 
damp cloth cleans 
KORDITE’S gleam- 
ing white surface. 
NO SAG! NO STRETCH! 
aa Patented KORDITE 
‘ Plastic will not sag 
di or stretch. Hang it 
. once. That’s all. 
ae Clothes will not drag 
ers a on ground. 
rk, A sure-rire seller and profit maker WITHSTANDS ALL WEATHER! 
re- like KORDITE, the new, plastic clothesline doesn’t often appear . . Wit NOT ROT OR RUST! 
When it does—Bang! . . . Overnight you have a success story really ae & at ee 
worth shouting about. And we ARE shouting. ; — ao SS 
- KORDITE sales are BOOMING all over the country. In just six or bacteria. This 
° ° “We means five times 
months, housewives have purchased over thirty million feet . . . more longer life. 
las than enough to hang a wash from New York to San Francisco and THESE DEALER HELPS BUILD YOUR SALES! 
lor back. When the lady of the house hears or reads about KORDITE .. . - pte tae a so 
. she buys! After she has used KORDITE, she raves about it . . . And piece tells the KORD- 
’ % story— . 
a »mall wonder! KORDITE’S easy-to-clean, non-stretch, all-weather <<, 
a features make it the world’s best clothesline! Tested and proven to PACT TAG. A. silent 
i 8 
wear five times longer. ; ; : KORDITE . features 
in Soundly merchandised, attractively packaged, interestingly dis- 
played . . . priced to increase your unit sale . . . $2.95 per 100 feet— FROM POLE TO POLE 








P KORDITE has established new and higher standards of clothesline THE WORLD'S BEST CLOTHESLINE 
;' sales and profits for houseware, hardware and grocery merchants 
wt from coast to coast. What’s more—your profits are protected because a Oe ee eee 


KORDITE is fair traded. Sell KORDITE and you sell the finest— KORDITE CORPORATION 
Victor, New York; Dept. HA 








Please send . free, complete information and 


Four 50-ft. hanks of Kordite form one continuous 200-ft. length. yee BF Ree ae duels chew. 


RETAIL PRICE—50 Feet. .$1.49—100 Feet. .$2.95 


KORDITE ORATION 


V | « ‘a@) a ’ N y Mee U : S : A ; Our Distributor is 
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Heatrola’ to Be Made in N. J. Plants 
Acquired by Noma Electric Corp. | 


The Noma Electric Corp., 55 
W. 13th St., New York City 11, 
has announced another expan- 
sion, involving the absorption of 
the Pollak Mfg. Co., which oper- 
ates six New Jersey plants. The 
move is claimed to substantially 
enlarge Noma’s production of 
durable household goods. 

The Pollak plants are equip- 
ped to manufacture electrical 
goods, metal products, screw ma- 
chine parts and tools and dies. 

Henri Sadacca, Noma presi- 
dent, has announced that the 
acquisition will help solve the 
problem of the contemplated ex- 
pansion of the manufacturing 
facilities of the Estate Stove Co. 
and the Refrigeration Corp. of 
America. 


| 


It is intended to transfer man- 
ufacture of the Estate “Heat- 


rola” space heater to the Pollak | 
| 


plants, thereby making available 


the entire Hamilton, Ohio, oA 


of the Estate Stove Co. for the 
manufacture of its well-known 


Noma will also transfer to the 
Pollak plants the manufacture of 
its convection heaters which will 


continue to be sold through its | 


Air-Conditioner Sales Div. 

The proposed “Dinner Belle’ 
line of better grade aluminum 
household kitchen wares, about 
to be produced by Pollak, will 
be distributed with the durable 
household goods of Noma and its 
subsidiaries. 











CLIFFORD C. SIMPSON, 
new managing director of the 
National Electrical Retailers 
Association, whose appoint- 
ment was announced in these 
columns of the Aug. | issue. 


Mr. Simpson's office is at 
1304 Eye St., N.W., Wash- 
ington. 








SALEM TOOL CO. BUYS 
‘REAL-REEL’ 


Salem Tool Co., Salem, 
manufacturers of Salem 
fertilizer spreaders, has _pur- 
chased from Anker-Holth Mfg. 
Co. all rights and patents on the 
“Real-Reel.” This hose reel dis- 


The 
Ohio, 


appeared from the market dur- | 


ing the war years. This reel dif- 
fers from others in that it is 
connected directly with the water 
faucet and the water runs 
through the reeled-up hose, and 
only the length of hose needed 
has to be unreeled. 

O. C. Jeffords, of O. C. Jeff- 
ords Co, 10 W. 6lst street, New 
York City 23, is in charge of 
merchandising and the sales 


178 


| will be known in future. 





management of Salem fertilizer 
spreaders and of the new “Salem 
Real-Reel,” by which name it 
Deliv- 
eries of the reel are expected to 
commence about Dec. 1. 





RAWLPLUG OFFICES 
IN LARGER QUARTERS | 


The general offices of the | 
Rawlplug Co., Inc., makers of | 
expansion bolts, screw anchors 
and masonry drills, have been 


| 
e . | Co., 
line of electrical and gas ranges. | 


| troit, 


moved to larger quarters at 271 
Church St., New York City. 


The pick-up service for New | 


York jobbers will continue at 
98 Lafayette St. 





J.M & L.A. OSBORN CO. 
NAME CHANGED TO 
MILCOR STEEL CO. 


The J. M. and L. A. Osborn 
one of the oldest sheet 
metal manufacturers in_ the 
country, on July 1 changed its 
name to Milcor Steel Co. 

The Osborn company, located 
at Cleveland, with branch ware- 
houses in Buffalo, Detroit and 
Cincinnati, was purchased by 
Milcor in December, 1944, and 
since then has been operated as 
a division of Milcor Steel Co. 
With the unification of proce- 
dures of the two companies com- 
pleted, Osborn now becomes a 
part of the Milcor organization 
with home offices in Milwaukee. 

Milcor has its main plant and 
offices at Milwaukee and branch 
warehouses at Baltimore, Chi- 
cago, Kansas City, Mo., Los An- 
geles and Rochester. 

There has been no change in 


| sales personnel, so former Os- 


born customers will still be 
served by the same district sales 
managers: Donald L. Rossiter, 
Cleveland; Joseph W. Kuhl, Cin- 
cinnati; Carl F. Gruenert, De- 
and A. E. Kirchgraber, 
Buffalo. 


B. S. MITCHELL JOINS 
GRETSCH & MORVAY 
MFGS.’ REPS. 

Bert S. Mitchell, general sales 


manager of Son-Chief Electrics, 
Inc., Winsted, Conn., has joined 





BERT 8S. MITCHELL 


Ralph Gretsch and Sig Morvay, 
manufacturers’ representatives. 
His status with Son-Chief re- 
mains the same. 

Gretsch, Mitchell & Morvay, 
1133 Broadway, New York City, 
will continue to represent Foley 
Mfg. Co., Hill-Shaw Co., Son- 
Chief Electrics, Inc., and others. 
Plans are being made for na- 
tional representation of some 
lines. 








SALES EXECUTIVES OF 
G.E. LAMP NAMED 
TO MANAGER POSTS 


William H. Rademacher, man.- | 
ager of the Mississippi Valley | 
sales district of the G.E. Lamp | 
Dept. since 1937, has just been | 
named manager of the Lamp | 
dept.’s Continental sales district, 
Philadelphia. 

He replaces Orville F. Haas 
who relinquished the Continen- 





/H. 


j tal post to succeed C. K. West. 
| Until recently, 


Mr. West had 
been in charge of Atlantic dis- 
trict of the G.E. Co. in Philadel- 
phia. 

Appointed manager of Lamp 
Dept.’s Mississippi Valley sales 
district at St. Louis is Bernard 
Sullivan, formerly assistant 
to the manager of Midland sales 
district, Chicago. 

Mr. Rademacher in 1920 joined 
Edison Lamp Works of G.E. He 





was appointed assistant manager 
of G.E. Lamp Dept., Mississippi 
Valley sales district, St. Louis, 
in 1932, and was made manager 
in 1937, 

Mr. Sullivan joined the sales 
staff of Westinghouse Electric & 
Mfg. Co., in St. Louis, in 1922. 

In 1943 Mr. Sullivan left West- 
inghouse to become a member of 
the sales administration staff of 
G.E. Lamp Dept., at Nela Park 
headquarters, Cleveland. 





WM. H. RADEMACHER 


ORVILLE F. HAAS 


BERNARD H. SULLIVAN 
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al sales 
lectrics, 
3 joined 
& 
The pleasure of driv- 
* a 
ing an automobile 
¥ can start from your garage! 
City S, the motorist is interested in a trouble-free 
— ridé right from the start when he leaves his 
thers. garage. Today, with modern improvements in garage 
fhe: tac ieacaniiaal door manipulation, there is no need for undergoing the 
annoyance of stubborn, hard-operating garage doors. 
-— * 
nager 
in National 
a These National Garage Door Sets illustrated are pro- 
9 vided with smooth-operating, friction-free hangers that 
1922. glide along on a specially designed track. Garage 
oe doors open and close with perfect ease. 
a All of the 
Nos. 805 and 806 Garage Door Sets hardware 
required 


for a first-class installation is included in 
these fine sets, complete even to all the 
necessary screws, etc. Perfect-working co- 
ordination is assured because all hardware 
in these sets was designed and built to 
work together in smooth harmony. Doors ate 
remain weather-tight too. a 











Further particulars regarding the complete National line will be sent upon request. 


NATIONAL MANUFACTURING CO. STERLING | 
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MORE MYERS 
WATER SYSTEMS 


We ‘s. “MYERS & BRO. 
eh oe Dept. F-27, Ashland, Ohio 
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Cutters on outside of head. Easily 
"1 cuts baling wire. 



























ARE IN USE THAN 
ANY OTHER MAKE 


Mora leg? 


COMPANY 





NEW—MODERN DESIGN 
long nose, BERNARD parallel! 
action PLIERS (#402-6"") 











& 
Compound leverage doubles Breoks gloss perfectly. Jaws 
gripping power. Cutters will bite FP] close fot agoinst glass. I 
4 
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WM. SCHOLLHORN CO. . 1008 Chapel St., New Haven 9, Conn. 


“Quality Tools Since 1870" 


TRADE MARK REGISTERED 


BERNARD 





80- Year-Old Rochester Wholesale Firm 
Of Mathews & Boucher in New Hands 


The 80-year-old 
m Be 


Rochester, 


& Boucher, was 
quired by Earl V. 
slightly more than $500,000. 

Mathews & Boucher operated 
as a partnership but none of its 
five partners were active in the 
business at the time of the sale. 

The firm has been _incor- 
porated as Mathews and Boucher, 
Inc., with the following officers: 
Earl V. Snyder, president; Earl 
A. Havill, vice-president and 
general manager; and Mrs. 
Josephine W. Snyder, treasurer. 
All of the stock is owned by 
Mr. and Mrs. Snyder. 

Mr. Havill, who has been with 
the firm for the last 43 years, 
the last two as generai manager, 
will retain that position. The 
entire staff has also been re- 
tained. The new owner reports 
that the business of the past two 
months has been substantially 
larger than any previous month’s 
volume in the firm’s existence. 

The new owner started the 
Jordan Supply Co., in Buffalo, 
™%. Y., last November, as a re- 
frigeration supply house, and 
then bought out the refrigeration 
division of the Foster Supply Co. 
and is now expanding the Jor- 
dan Supply Co. into industrial 
supplies. 

Mr. Snyder states the firm is 
contemplating a conservative ex- 
pansion program and_ expects 
eventually to have separate in- 
dustrial, sporting goods and ap- 
pliance divisions. 

The firm’ occupies almost 
50,000 sq. ft. in the middle of 
downtown Rochester, but has no 
retail store, and has no inten- 
tion of entering the retail field. 

The partners in the old firm 
were: Mrs. Margaret Reveley, 
Mrs. Elizabeth M. Daly, William 
P. Foster, William G. Fisher 
and William Johnson. The three 
men were former managers of 
the business. 

Mr. Foster had been a member 
of the firm ever since he gave 
up his first job in a Wolcott, 
N. Y., hardware store 65 years 
ago. 

Mr. Fisher, another of the re- 
tiring owners, started with the 
firm as an office boy when he 
was 17, which was 54 vears ago. 
Both men are confined to their 
homes by illness. The third ex- 
manager of the firm, the late 
William Johnson. who died about 
three years ago, had been with 


wholesale hardware and | 
plumbing supply firm of Mathews | 
recently ac- | 

Snyder for | 


has had a varied industrial en- 
gineering background, and with 
his other interests is New York 
State manager for the Gilmer Di- 
vision of the U. S. Rubber Co. 
He is well-known in Great Lakes 
yachting circles. 


W. L. MAXSON CORP. 
ACQUIRES VICTOR 
ELECTRIC 


Victor Electric Products, Inc., 
Cincinnati, manufacturers of the 
“Victron” line of electric desk 
and pedestal fans, ventilating 
fans, ironers and fractional horse- 
power motors, has been  ac- 
quired, through an interchange 
of stock, by the W. L. Maxson 
Corp., New York, according to 
the joint announcement by Wil- 
liam L. Maxson, president of W. 
L. Maxson Corp., and Charles 
L. Harrison, president of the 
Victor Co. 

There will be no change in 
Victor management. name, or 
personnel and the company’s ex- 
pansion program toward a wider 
variety of electrical appliance 
products will continue. Mr. Har- 
rison remains as president of 
Victor, T. R. Harris as vice- 
president and general manager, 
and Leslie E. Gaut as vice-pres- 
ident and general sales manager. 

Victor Electric has been prom- 
inent in the electrical appliance 
and fractional horse power mo- 
tor business for 23 years and 
occupies its own modern factory 
in Cincinnati to which an addi- 
tion, to be ready for immediate 
occupancy, will aggregate 116.- 
000 sq. ft. of floor space. In 
addition to expanding its*present 
line of products, the Victor fac- 
tory will also produce new de- 
vices developed by the Maxson 
Corp. 





the firm for more than half a 
century. | 
The new owner, Mr. Snyder. | 





WILLIAM L. MAXSON 
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CHARLES W. DEVOE 


YOUNGSTOWN NAMES 
NEW REGIONAL MANAGER 


Charles W. DeVoe has been 
appointed a regional manager 
for the Youngstown kitchen divi- 
sion of Mullins Mfg. Corp., War- 
ren, Ohio. He will take over the 
territory formerly managed by 
Dan Sembach, who has been 
moved to the Chicago area. 

Mr. DeVoe has been with Mul- 


DAN SEMBACH 


lins since 1939 in the distribu- 
tion and markets department. 
During the war he served as a 
lieutenant in the medical corps. | 

He will have charge of | 
Youngstown distribution in Iowa, 
Kansas, Oklahoma, Nebraska and 
parts of Arkansas, Wyoming and 
Missouri. 

Mr. Sembach’s new territory 
includes, Illinois, Missouri and 
Wisconsin. 








LUMITE APPOINTS 
ASST. TO SALES MGR. 


Donald M. Odell, native of 
Sioux City, Ia., released recently 
from the Army after five years, 
has been named assistant to the 
sales manager of the Lumite 
Div., Chicopee Mfg. Corp., mak- 
ers of insect screen and other 
plastic fabrics. 


CHINESE FIRM 
WANTS CATALOGS 


The Hinfoon Textile Corp., 
Lid., 1028 Bubbling Well Road, 
Shanghai, China, desires price 
lists and catalogs from manufac- 
turers of hardware and _ tools. 
The firm operates a 600-loom 
spinning and weaving mill. 


MURRAY KOTCH OPENING 
AGENCY TO COVER 
NEW YORK AREA 


Murray L. Kotch, Murray L. 
Kotch Associates, 3200 Sixteenth 
St., N. W., Washington 10, D. C., 
announces that he is winding up 
his surplus goods activities and 
will shortly open offices in New 
York City as a manufacturers’ 
agent. He is open for one or two 
additional, non-conflicting lines 
for the Metropolitan New York 
area and may be addressed at 
the Washington location for the 
time being. 

Mr. Kotch is also in position 


to offer the selling services of 
two experienced associates oper- 
ating in the Los Angeles and 
Chicago areas if this is desired. 
He is builders’ 
hardware, general hardware, tools 


interested in 


and housewares lines. 

He is well known through the 
Metropolitan area where he was 
active as a member of the Hard- 
ware Boosters and the Hardware 
Square Club. Mr. Kotch has been 
associated with Stanley Works, 
P. & F. Corbin, Segal Lock & 
Hardware Co. and Norwalk Lock 
Co. covering a period of nearly | 
30 years. He served during the 
war with WPB and for the past 
year has been active in surplus 


goods sales. 





MURRAY L. KOTCH 

























You’ll be a “Doctor of 































Water Closets” with a stock of 


FIT-ONE-FIT-ALL Tank Balls! 
















Designed with a tapered seat to assure 
proper operation on all size flush valves. 
Made of a tough, black synthetic 


compound for top-notch performance. 
COMPACT, COLORFUL 
COUNTER DISPLAY 
12 individually pack- 
aged FIT-ONE-FIT-ALL 
Tank Balls to the handy 
counter unit. SEE 
YOUR JOBBER TODAY. 


LUCKY STRIKE 


Lavelle Rubber Companys Chicago 






















SMALL HAND TOOLS FOR | Central States Club Sponsoring Train 


BIG PROFITS 





Higher profits and quality go hand in 
hand, with Parker Small Hand Tools a 
proof of the pudding. Dealers who stock 
Parker Tools, valued for their high quality, 
make higher profits from their sales, 

and build for themselves a long list of 
satisfied customers. Keep a place open on 
your shelves for the Parker line of Small 


Hand Tools. 





PARKER MANUFACTURING 


WOSCCESTER t, MATS... VB. S 
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To Joint Convention in Atlantic City 


| 
| 
| The Central States Hardware | Ohio, and Pittsburgh. The train 
Club will again sponsor a special is due to arrive in Atlantic City 
train for those coming from the| Sunday morning, Oct. 13, at 
| West who want to attend the|9 o'clock. Sleeping cars from 
91st semi-annual National Whole-| Cleveland will be added to the 
sale and 52nd annual American train at Alliance at 9:55 p. m. 
Hardware Manufacturers’ Asso-| A special circular and reser- 
ciation’s convention. | vation card will be mailed to all 
The Pennsylvania R.R. bas members of the club and both 
promised to provide first-class| trade associations. Others may 
equipment, leaving Chicago Sat-| make reservations by writing di- 
urday, Oct. 12, at 2 p. m. Stops} rectly to L. G. McSteen, passen- 
in be made at Fort Wayne,| ger representative, P.R.R., 16 S. 


Ind., Crestline and _ Alliance,| LaSalle St., Chicago 3, IIl. 

















ALDEN HORTON HEADS 
SCHICK SERVICE, INC. 


Kenneth C. Gifford, president 
| of Schick Inc., has announced 
| the appointment of Alden Hor- 
ton as general manager of 
| Schick Service, Inc., which 
| maintains 40 service stations in | 
key cities in this country and | 
Canada for the servicing of | 
Schick Electric Shavers. Mr. | 
| Horton succeeds L. H. Sim- 
monds, who was recently ad- 
| vanced to the post of vice-presi- 
dent in charge of sales and ad- 
vertising of the parent company. 





Mr. Horton has been with 
Schick since 1943, in charge of | 
| procurement and_ purchasing. 


D. GREENFIELD whose ap- 





He has had a wide business ex- 
perience, and came to Schick 
| from the Hardinge Co., York, 
Pa. Previous to that he had 
| heen with the Missouri Pacific 
and Union Pacific Railroads. 

As general manager of Schick 
Service, Inc., Mr. Horton will 
have charge of the service sta- 
tions, as well as of the retail 
,service clinics which are con- 


pointment as district repre- 
sentative in Southern Cali- 
fornia for the Whitlock Corp., 
locksmith supply firm, 17 
Warren St., New York 7, was 
announced in these columns 
of the Aug. | issue. 








NEW FACTORY MAKING 





ducted in Schick dealers’ stores 
all over the country. The com- | 
pany also services shavers by | 


mail. 





| 
| 
| 





CO. 
; mse 





| 


ALDEN HORTON 


‘KING KUT’ LINE 


A new factory, planned and 
built specifically for the manu- 
facture of the recently announced 
“King Kut” line of knives, tools 
and blades, is located at Fre- 
mont, Ohio. This plant, operated 
by Unsinger-AP Corp., an affil- 
iate of The AP Parts Corp., To- 
ledo, Ohio, is under the direc- 
tion and management of Phil H. 
Unsinger, creator and designer 
of the “King Kut” line. 


ALLEN SALES GETS 
D & B FRANCHISE 


The Allen Sales Co., manufac- 
turers’ representatives, 366 
Broadway, New York City 13, 
has been appointed exclusive 
U. S. agent for Donnelly, Blan- 
thorn & Co., 526 W. 28th St. 
New York City. 
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MERGED BUSINESS NOW 
CARNEY CO., INC. 


Merger of the Carney indus- 
tries, which for the past 63 years 
has been one of Minnesota's 
leading manufacturers of build- 





N. A. HOLMER 


ing products from stone and 
other raw materials, with the 
Carney Rock Wool Co., into a 
new organization known as the 
Carney Co., Inc., 525 Northwest- 
ern Bank Bldg., Minneapolis, 
Minn., with assets in excess of 
$1,000,000, has been announced 
by Harry E. Carney, Jr., presi- 
dent of the new corporation. 


Carney industries mannufac- | 


tures and distributes throughout 
the western half of the United 


States rockwool, natural cement. | 


masonry cements and lime. 

N. A. Holmer, Minneapolis, 
formerly general sales manager, 
has been appointed vice-presi- 
dent in charge of sales, with 
headquarters at 125 S. Fifth St., 
Minneapolis. 

Mr. Holmer is vice-president 
of the Industrial Mineral Wool 
Institute of New York, and a di- 
rector and chairman of the plan- 
ning committee of the National 
Mineral Wool Association of 
New York. Mr. Holmer was with 
the Mid-States Steel and Wire 
Co., where he was general sales 
manager before joining the 
Carney Co. in 1944, also as sale< 
manager. 


‘THOR’ OFFICE OPENED 
IN ST. PAUL 


Independent Pneumatic Too! 
Co., Chicago, manufacturer of 
“Thor” portable pneumatic and 
electric tools, has opened a new 
branch sales office in St. Paul, 
Minn., at 220 W. 7th St. It is 
managed by Joseph A. Bell, for 
the past six years sales repre- 
sentative of the company in that 
area. The new office will serve 
all of Minnesota, the eastern por- 
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tions of North and South Dakota, 
northwest portion of Wisconsin, 
and the upper peninsula of Mich- 
igan. 


TIERS RETURNS TO 
PROCTOR ELECTRIC 


Joseph Tiers has returned to 
the Proctor Electric Co., Phila- 


| 


delphia, as assistant general sales | 


manager, a position he held prior 
to the war. 





JOSEPH TIERS 


He first joined Proctor in 1934 


in the capacity of plater. Work- | 
ing in various departments at | 
the factory for three years, he | 
advanced himself to the order 


department, service department, | 
advertising | 


service manager, 
manager, successively, until he 
reached his present position. 

In 1942 Mr. Tiers enlisted a* 
a private in the Army and left 
the service as a lieutenant. 


NEW VACUUM CLEANER 
COMPANY FORMED 
Formation of a new company, 
the MeAllister-Ross Corp., Chi- 
cago, to manufacture and dis- 


tribute household vacuum clean- | 


ers, has been announced by H. 
J. McAllister, president. 

Charles Ross is vice-president 
and treasurer. The company has 
purchased the assets of the 
Franklin-McAllister Corp., pre- 
war manufacturer of vacuum 
cleaners, of which Mr. McAllis- 
ter was vice-president in charge 
of merchandising. 

Mr. Ross was in charge of 
the household washer and ironet 
department of Sears, Roebuck & | 
Co.’s national organization be- 
fore the war. He joined Sears in 
1928. For two years he was with 
the OPA and the Ordnance Dept. | 


in Washington, returning to | 


| Chicago to assume charge of | 
| Sears’ electrical refrigerator de- 


partment. 

Sales will be through 53 ma- 
jor household appliance distrib- 
utors, covering the United States 
and Canada. 


A. P. HENRICKS TAKES 
FORMER LINES OF 
STELLWAGEN & KUNZ 
A. P. Henricks Co., 78 Reade 
| St., New York 7, N. Y., manu- 
| facturers representatives, has re- 





A. P. HENRICKS 


| cently taken over for the metro- 


politan New York area the sale 
of lines formerly handled by 
Stellwagen & Kunz, Inc., New 
York City. These lines include: 
Buch Mfg. Co., Elizabethtown, 
Pa., wheelbarrows, tampers and 
lawnmowers; Eagle Mfg. Co., 
Wellsburg, W. Va., oil cans and 
oilers and Warwood Tool Co., 
Wheeling, W. Va.,_ mattocks, 
sledges, hammers, etc. 











The 1,000,000th “Warm Morning” Coal Heater which recently came off the production 
lines of the Locke Stove Co., 114 W. 11th St., Kansas City 6, Mo., was shipped by plane 
to Washington, where it is on exhibition in the offices of the National Coal Association; 
On hand to receive it at the Washington Airport were: (left to right) C. A. Reed, engi- 
neering department, National Coal Association; Murrel Crump, advertising manager, Locke 
Stove Co.; Samuel Dunckel, manager, Institute of Cooking & Heating Appliance Manu- 
facturers; Missouri Congressman Roger C. Slaughter; June Seamans, TWA National host- 
ess; Fred S. McConnell, president, and John D. Battle, executive secretary, National Coal 
Association, and Harold D. Wright, president, Republic Coal & Coke Co. 
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SHERRILL INSTRUMENT 
OFFICES IN CHICAGO 


Sherrill Instrument Corp. has 
office from 
Peru, Ind.,. to 185 N. Wabash 


moved its general 





E. D. WILK 


Ave., Chicago 1, according to an 
announcement by E. D. Wilk, 
manager. 

The Sherrill line of precision- 
magnetic compasses is again 
available for 
planes, pleasure and commercial 
boats and sportsmen. 

Mr. Wilk also announced the 
appointment of D. B. Sayre as 


automobiles, air- | 


| 
| 


| 
| 
| 


July 26 by W. Neal Gallagher, 
president and general manager 
of Automatic. 

Manufacturing of the “Auto- 
matic” line of home washing 


machines will continue on full | 


schedule, Mr. Gallagher declared. 

The first cleaners will be 
turned out in September and 
full production is expected to be 
reached by November. 

TAYLOR LOCK CO. 
IN NEW PLANT 

The Taylor Lock Co. is the 
new name adopted by the Taylor 
Mfg. Co.. as being more descrip- 
tive of its business. The firm is 
now located in a new plant at 





2034 W. Lippincott St., Phila- 
| delphia 32. 
INSTITUTE OF DESIGN’ | 
NAMES L. B. THOMAS, | 
OF EKCO, A DIRECTOR | 
Lee B. Thomas, president of | 
the Ekco Products Co., 1949 N. | 
Cicero Ave., Chicago 39, has | 
been appointed a director of the | 
Institute of Design. 
Founded in 1937 to 
practical designs for modern in- 
dustry, the Institute appointed | 
Mr. Thomas to membership on | 
the board to lend impetus to the | 


| 
create | 


|SURE TO SELL * SURE TO PLEASE 


GARDEN CULTIVATORS 








AUGUST 15. 





development of new design in 
the housewares industry. 

Ekco has created many new | 
industrial designs for its house- | 
wares products and engaged od 
ténsively in product development 


sales manager of the compass di- 
vision. 


AUTOMATIC WASHER CO. 
TO MAKE VACUUMS FOR 


McALLISTER-ROSS | based on its design research. 
Signing of a contract by During the war Ekco manufac- 
which the Automatic Washer | tured shell cases for the Navy. | 


Co., Newton, Iowa, will manu-| and quartermaster metalware. 
facture household vacuum clean- | Reconverted now, Ekco is man- 
ers for the McdAllister-Ross | ufacturing pressure cookers, kit- 
Corp., Chicago, was announced | chen utensils, and cutlery. 


J 
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VIA AIR MAIL 


FIRST HELICOPTER FLIGHT 
FROM BRIDGEPORT, CONN. 
POST OFFICE JULY 5,1946 





A TOTAL OF 11,784 OF THESE SOUVENIR AIRMAIL 
COVERS were sent by the Remington Arms Co., Inc., to 
jobbers and dealers on the first helicopter airmail flight ever 
made in the United States. The mail was picked up by heli- 
copter from the top of the post office at Bridgeport, Conn., 
the home of Remington and the Sikorsky helicopter, on July 5. 

An enclosed letter from B. E. Strader, vice-president and 
director of sales, said in part: “Perhaps your grandfather 
once received his shipment of Remington arms and ammuni- 
tion or Peters ammunition by freight wagon, and it is not too 
fantastic to believe that someday we may have the pleasure 
of supplying your son or grandson by helicopter.” 
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BIG PETE—This fully adjustable cultivator is 
quickly and easily adjusted for working wide or 
narrow rows (9%4" to 7”), covering seeds and 
killing weeds. No fussing with tools. Merely loosen 
the wing nut. Middle tooth may be removed for 
straddling small plants. Clamp block holds wings 
firmly in all positions. Also serves as a wedge when 
used at full width. Sturdy... built for long, hard 
usage. Light... weighs only 242 Ibs. 4‘ polished 
hardwood handle. Packed, Y2 doz. in bundle. 


LADY PETE—Especially designed for women 

is this lightweight, three-prong cultivator which 

is adjustable by wing nut to Widths from 32“ 

to 5". Middle tooth may be removed for culti- 
vating both sides of a row. 4’ hardwood handle. Weight, 
1 pound 13 oz. Packed, 1 dozen in bundle. 


LITTLE PETE—Smallest member of the Peter 

Pulverizer family is this two-prong cultivator 

suitable for marrow row crops and flowers. 

Ideal for cultivating in beds and where a 

larger implement might injure plants. Width, 2'2”. 4° 
polished hardwood handle. Weight, 1 pound 6 oz. Packed, 
1 doz. per box. 


Ferres FacttrLe4 he 





DEPT. AH, 225 SPRINGDALE AVE., YORK, PA, 
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PRODUCTION 


‘ [IMMEDIATE 
DELIVERY 
ASSURED 


If it's seen .. 


. it’s sold! That's the 


sales record of the TIME-SAVER. It's 
precision cast of virgin aluminum 
alloy with aluminum cooking grid. 


Highly polished surface. 


Easy to 


operate. No gadgets. 


3-in-1 Pressure Gauge 


Cooking tests disclose the superiority of 
the TIME-SAVER'S 3-way gauge. The 
gauge can be set at 5, 10 or I5 |b. pres- 
sure—thus attaining cooking perfection 
and consumer satisfaction. 


GUARANTEED 


A certificate of guarantee, assuring me- 
chanical perfection, is enclosed with each 
cooker, as well as a new illustrated 24-page 
time-chart and instruction booklet. 


Individually packed —6 fo carton 
— weight 37 Ibs. F.O.B. Factory 


NEWSPAPER MATS AVAILABLE 


Manvtactured ¢t 





- 


TRAUBEE PRODUCTS, Inc. § 


924 BERGEN STREET, BROOKLYN™16, N. Y. 


~ ~IP IT 











LLOYD C. GINN 


Lloyd C. Ginn, sales promotion 
manager, American Stove Co., 
was elected chairman of the Do- 
mestic Range Division of the 
Gas Appliance Manufacturers 
Association and E. Carl Sorby, 
vice-president, Geo. D. Roper 
Corp., was re-elected chairman of 
the “CP” Group at a meeting of 
the Group held recently in 
Chicago. Manufacturers in 
G.A.M.A.’s Gas Range Division 

















E. CARL SORBY 


Gas Appliance Mfrs. Elect L. C. Ginn 
And E. C. Sorby Chairmen of Divisions 


represent more than 70 per cent 
of the 1941 total domestic gas 
range production in the United 
States and Canada. 

R. S. Agee, vice-president of 
Roberts & Mander Corp., was 
elected vice-chairman of the 
Range Division and A. B. Ritzon- 
thaler, vice-president of The 
Tappan Stove Co., was elected 
vice-chairman of the “CP” Man- 
ufacturers Group. 














Cc. W. HAGENBUCH 


HAGENBUCH ASST. V.P. 
OF SHEFFIELD STEEL 


The appointment of C. W. 
Hagenbuch to assistant vice- 
president was recently announced 
by J. C. Shepherd, executive 
vice-president, Sheffield Steel 
Corp., Kansas City 3, Mo. 

Mr. Hagenbuch has been as- 
sociated with Sheffield for 26 
years. In 1920 he came to the 
company, then known as _ the 





Kansas City Bolt & Nut Co. His 


first position was plant efficiency 
engineer. 


NEW PLANT MAKING 
‘SWING-A-WAYS’ 


A new one-story factory, with 
over 30,000 square feet of work- 
ing floor space, walled in by 
glass brick, is the new home of 
“Swing-A-Way” Can Openers. The 
new plant of Steel Products Mfg. 
Co. is located outside the con- 
gested area of St. Louis. Modern 
machinery and streamlined man- 
ufacturing methods have been 
combined. 


SCHWARTZ MFG. CO. 
REHIRES VETS 


The Schwartz Mfg. Co., Two 
Rivers, Wis., manufacturers of 
“Perfection” milk filter discs, 
“Fray-Seal” cheese bandages, 
and other dairy industry prod- 
ucts, has announced the return 
to the sales force of James 
Linder and Joseph Burns. Mr. 
Linder served in the Navy, and 
Mr. Burns in the Army. They 
are again covering their pre-war 
territories. Mr. Burns’ headquar- 
ters are in Chicago and Mr. 
Linder’s in Minneapolis. 
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Pennsylvania Datch Picnic Enjoyed 
By Tri-State Chapter of N.C.H.A. 


The Tri-State Chapter of the} 
National Contract Hardware As- 
sociation held its first picnic in 
conjunction with a regular meet- | 
ing Monday, July 15, at the pri- 
vate estate of C. Elkins, at Al- 
burtis, near Allentown, Pa. 
Traditional Pennsylvania Dutch 
hospitality was in evidence from 
noon until late evening. 

The day’s program included 
use of a fine swimming pool, 
tennis, badminton, handball and 
quoit courts. Many enjoyed the 
comforts of the old barn which 
had been converted into a mod- 
ern clubhouse, with pool and 
card tables, and a bar, well- 
stocked with well-known Lehigh 
County beverages. 

A Dutch lunch was served in 
the afternoon, and an old-fash- 





ioned turkey dinner, cooked in 
country style in large outdoor | 
fireplaces on the grounds, was | 
served to members in the wooded 
section of the estate. 

Among those present were: | 
John D. Bennett, Bennett Hard- 
ware Co.; C. J. Boardman, Jr., 
Russel & Erwin; Frank D. 
Brown, Adolph Soeffing & Co.; 
Albert Booth and Arthur D. 
Greenberg, Magen Hardware Co.; 
Edmund Copper, Kirk Kredell 
Co.; Frank J. Dugan and J. 
Wesley Ruttle, Supplee-Biddle 


Co.; D. Parker Gravatt, William |. 


Oleschlager Co.; William M. 
Thompson, Murta-Appleton Co.; 
C. R. Herr,. Herr & Co.; F. H. 
Hottenstein, Richards - Wilcox 
Co.; George P. Hurlbrink and | 


William Schumacher, H. S. 
Getty Co.; Robert E. Knorr, 
Brown-Borhek Co.; Eugene S. 
Peters and Perry Topkis, Dela- 
ware Hardware Co.; Monroe 
Parsons, P. & F. Corbin Co.; G. 
Norris Williams, manufacturers’ 
agent; Ernest Olsen and Robert 
Shaler, Stanley Works; Ralph 
Dunbar, Ralph Dunbar Co.; 
Arthur J. Schelly, A. P. Peters, 
E. H. Huberman, J. A. Krause 
and P. H. Minnich, C. Y. Schelly 
& Bros.; Otto Ulbrick and James 
E. Leonard, Schlage Lock Co. 
Everyone had high praise for 
Arthur J. Schelly, chairman, and 
his able assistant, Frank D. 
Brown, for arranging such a 


wonderful time. 





NEW YORK R.H.A. SHOW 
AND CONVENTION AT 
ROCHESTER IN FEB. 


The Seneca Hotel, Rochester | 


N. Y., has been selected as head- 
quarters for the 1947 convention 


of the New York State Retail | 


Hardware Association and the 
trade show will be in Convention 
Hall. Sessions will be held Feb. 
1, 5 and 6. 

The decision was made by the 
board of directors at the May 
meeting, acting on the recom- 
mendation of the trade show com 
mittee, which was satisfied with 
the arrangements for this year’s 


successful meeting. 





RETIRES AFTER 45 YEARS: George Rugge (center) re- 


Nationally Advertised in 


AMERICAN HOME - LADIES’ HOME JOURNAI. 
McCALL’S - WOMAN’S HOME COMPANION 


BETTER HOMES & GARDENS - HOUSEHOLD 


BERLOU 








ceives congratulations from George E. Pinckney (left), arms 
sales manager, and Roy C. Swan (right), ammunition, traps 
and targets sales manager, upon his retirement on pension 
after 45 years of service with Remington Arms Co., Inc. Dur- 
ing this long period, Mr. Rugge served in numerous execeutive 
capacities, including assistant to the vice-president and man- 
ager of the export department. At the time of his retirement, 
he was assistant sales manager of Remington traps and targets. 
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wages Modern War against 


a 


MOTHPROOF 





Bertou Mothproof is in a class by itself... 


| likewise its sales-clinching 5-Year Guarantee. 


| National advertising, displays, literature, liberal 


PMs...paid by BERLOU... assure you steady, 
year-round volume, big profits. Stock BERLOU 
Guaranteed Mothproof without delay! 

For detailed information, write BERLOU MANU- 
FACTURING COMPANY, HA-8, Marion, Ohio. In 
Canada: THE BerRLOU COMPANY, LTD., Lon- 


don, Canada. 


BERLOU 





leqTE-Ta-libe-teie| 
MOTHPROOF 








187 








C. R. METCALF PROMOTED 
BY OSTER MFG. CO. 
The Oster Mfg. Co., Cleveland, 
Ohio, makers of machine tools. 
has announced Clare R. Metcalf 








CLARE R. METCALF 


as its secretary Mr. Metcalf 
started with the company as 
office clerk in 1912 and has held 
various positions including those 
of office and credit manager and 
assistant sales marager, the |at- 
ter at the time of his 
ment as secretary. 


appoint 


The company is now in its 


54th year. Other officers are 
| Arthur S. Gould, senior vice 
president; T. S. Bonnema, vice 


, president in charge of produ 
tion and L. D. Martin, treasurer 





WHITING-ADAMS NAMES 
SOUTHERN SALESMAN 
Abner B. Byer has 
named sales representative by 
the Whiting-Adams Co., 
Boston, paint brush manufactur- 


been 
Inc., 


ers. 

Mr. Byer, April, had 
been vice-president of the Oscar 
Arnold Paint Co.. 
R. I. 

In establishing distributors for 
the Whiting-Adams, Star Brush 
Mfg. Co., Inc., and the J. C. 


until 


Providence. 











| Ind., will be restricted to repre- 


& Sons lines of 
Byer will 


Pushee pain 


brushes, Mr. trave 


the Southern territory including | 
South Carolina, Georgia, Florida, 


\labama and Mis-issippi. 


WARREN BELTING CO. 
SOLD, INCORPORATED; 
G. L. ABBOTT, PRES. 
The Warren 
makers of leather belting and 


leather specialties, 33 Arctic St.,| Broadway, New York 18, Aug. 5. | 


Worcester, Mass., was sold July 
| and a new corporation to be 
known as the Warren Belting 
Co., Inc., was formed, headed by 
Abbott as president, 
treasurer and general manager. 

Mr. Abbott resigned from 
Graton & Knight Co., where he 
and general 
sales manager since 1939, to take 
Other 


( reorge s 


was vice-president 


over his new duties. 





ABBOTT 


GEORGE L. 


officers are Forrest E. Alexander, 
clerk and assistant treasurer, and 
Mr. Abbott, Winfred A. Place 
and William H. Warren, direc- 
tors. Mr. Place and Mr. War- 
ren were president and treasurer. 
re spectively, of the Warren Belt- 


ing Co. and are remaining in 


Belting Co., | 


t: advisory capacities during the 


|| transition period. 


tional setup or policies are con- 
templated. 


CRAFTMASTER MOVES 
HEADQUARTERS 


Craftmaster Products Corp., 
1133 Broadway, New York City, 
moved into new executive offices 
in the Longacre Bldg., 1472 


Che suite at 1133 Broadway will 
be retained, and will continue 
to be used as sales offices. 


; 

The Craftmaster Products 
Corp. manufactures a complete 
line of nationally advertised alu- 
minum cooking utensils, alumi- 
num broilers and toasters and 


steel, baked enamel hampers. 


RENNEBOHM REPRESENTS 
THE SCHAIBLE CO. 


Dale H. Rennebohm, Minne- 
apolis, has been appointed to 
represent the Schaible Co., Sum- 
mer St., Cincinnati, for Minne- | 
sota and the Dakotas. He will 
also handle LaCrosse and Eau 
Claire, Wis. until Wisconsin 
representation is appointed. 


Mr. Rennebohm was with 
American Radiator and Standard 
Sanitary in sales capacities for 
six years, before enlisting in the 
UL. S. Marine Corps early in the | 
war. 

His business experience has 
been devoted to the 
and heating industry, and he is | 
newly forming his own business 
as a manufacturer’s representa- 
tive, starting with the Schaible 
line. He will add some other 
appropriate lines. 

Mr. Rennebohm will be re- 
nmrembered as an All-American 
football star on two national 
championship football teams at 
the University of Minnesota. 


plumbing | 








20th Annual Tourney of Hardware Men 
Sept. 9 to 11, at French Lick Springs 


Entries to the 20th Golf 
Tournament of the Hardware 
Golf Association, to be held Sept. 
9, 10 and 11, at beautiful French 
Lick Springs Hotel, French Lick, 


sentatives of firms who are mem- 
bers of hardware jobber, mill 
supply jobber and _ hardware 
manufacturer associations. 

Two courses will be available 
and those who arrive Sunday, | 
Sept. 8, may play a qualifying 
round that day. Match play will 
begin Tuesday. 





The championship flight will 
be composed’ of players with 
the 16 low gross scores. The 
next 16 low gross players will be 
placed in the Richard A. Sund- 
vahl Flight. All flights will be 
at 18 holes, match play. . How- | 
ever, the championship matches | 
will be 36 holes, both Tuesday | 
and Wednesday (two matches of | 
18 holes each day). 

On Wednesday evening a ban- | 
quet and meeting will be held | 
when trophies and prizes will | 
be awarded. 





No basic changes in organiza- 





| 


| 
| 


H. S. PERKINS 


| PROCTOR ELEC. NAMES 
DISTRICT MANAGERS 
FOR L.A., FLORIDA 


The Proctor Electric Co., 3rd 
and Hunting Park Ave., Phila- 
deiphia 40, has announced the 
appointment of H. S. Perkins to 
manage its Los Angeles district. 
and Maurice F. Moriarty to the 
position of manager of the 
Florida district. 

Mr. Perkins joined the com- 
pany in 1940 as assistant to the 
sales manager. Last year he was 
appointed assistant general sales 
manager, a position he filled 
until Lt. Joseph Tiers who held 





MAURICE F. MORIARTY 


the position returned 
from the Army. 

Mr. Moriarty joined Proctor 
in 1944 as a member of the ex- 


ecutive staff at Philadelphia. 


prewar 


FIRM NAME CHANGED 


Rogers Diesel and Aircraft 
Corp. has changed its name to 


| R. B. Rogers Co., Inc. 


The Rogers group of interest- 
includes the Indian Motocycle 
Co. and the Ideal Power Lawn 
Mower Co., of Springfield, Mass. 


HARDWARE AGE 
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HARRY T. WORTHINGTON 
HEADS MOORE CORP. 
IN REORGANIZATION 


Reorganization of the executive 
staff of the Moore Corp., Joliet, 
lll., pioneer producer of stoves 
and ranges, has been announced 
by the Conlon Corp., Chicago, 
maker of household washers and 
ironers, which bought the Moore 
concern several months ago. 

The Moore staff as now con- 
stituted includes Harry T. Worth- 
ington, vice-president and gen- 
eral manager; John M. Foxx, 
vice-president in charge of sales, 
and Orville E. Oesterle, for 20 
years with the Florence Stove 
Co., Kankakee, Ill., general fac- 
tory superintendent. W. A. 
Stuckey continues as chief engi- 
neer and F, E. Wright, in his 
tlst year with Moore, as secre- 
tary. 

The concerns will operate as 
separate units, Conlon continu- 
ing under I. N. Merritt as vice- 
president and general manager. 
Bernard J. Hank, head of Con- 
lon, becomes president of Moore 
and continues as its chairman 
of the board and treasurer. 

Sweeping Moore plant im- 
provements to quintuple capacity 
are planned, to be completed as 
rapidly as machinery, equipment 
and materials can be obtained. 
Eventual capacity is designed to 
be ten times peak pre-war facili- | 
ties. Conlon is completing the 


major moves in modernizing its |. 
| of interest to dealers and whole- 


| salers handling brushes. It is} 


plant and equipment, and in ex- 
panding production facilities to 
fourfold pre-war capacity, this | 
including recent occupancy of | 
an additional new building virtu- 


ally doubling the factory floor 
area. 

Mr. Worthington rose from 
salesman to the presidency of 
Ditto, Inc., Chicago, from 1922 
to 1931. Later he became execu- 
tive vice-president and general 
manager of the Victor Adding 
Machine Co., Chicago. Since 
then he has served Manning, 
Maxwell & Moore, Chicago, in 
various capacities in Muskegon, 
Mich., and Bridgeport, Conn., 


and has been general manager | 


of the Beardsley and Piper Co., 
Chicago, maker of foundry equip- 
ment. 

Mr. Foxx served gas utilities 
in Kansas City and St. Louis, | 


Mo., in sales capacities from 1923 | 


to 1936, represented the Minne- 
apolis-Honeywell Regulator Co. | 
four years and since then has 
heen vice-president and director 
of manufacturing and sales for 
the American Gas Machine Co., 
Albert Lea, Minn. 





SOLO-HORTON BRUSH 
ISSUES PAMPHLET 
ON THAT INDUSTRY 


Solo-Horton Brush Co., Inc., 
135 W. 19th St.. New York 11, 
N. Y., issued on June 28, another 
edition of its bulletin, “Know 
Your Brushes,” available to the 
trade upon request. This issue 
discusses brush advertising, com- | 
petition, the bristle situation, | 
government regulations concern- 
ing brushes and other subjects 


signed by Charles J. Gerndt, | 
secretary and treasurer of the| 
company. 














AMERICAN INSTITUTE OF TACK MANUFACTURERS 
OFFICERS were photographed on the terrace of the beautiful 
Oyster Harbors Club, on Cape Cod, Mass., where the or- 
ganization held its annual summer meeting recently. They 
are: (left to right, seated) T. S. Fogarty, president of Cobb 


& Drew, Inc., 


Plymouth, Mass., vice-president; W. J. Hill, 
president of the Hillwood Mfg. Co., 


Cleveland, president; 


and C. E. Ames, manager of Ripley & Bartlett Co., Plymouth, 
Mass., treasurer, and standing, Ray A. Stevens, 80 Federal 


St., Boston, who begins his |2th year as executive secretary. 
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| Wholesaler you request. 


| Complete catalog of 


Stick Picker Rollers 
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~ Corn Picker 
Roll Compound 


A Quick Profit Item 
That Builds Traffic 


Noursite Picker Roll Compound is an especi- 
ally prepared petroleum adhesive for use on the 
rollers of mechanical corn pickers. Continuous 
use makes these rollers so slick that serious loss 
results from valuable corn slipping onto the 
ground. Light applications of this compound 
several times a day on both husking and picking 
rollers enable all types of corn pickers to pick 
and husk cleaner and better. 


Noursite Picker Roll com- 
pound has been ‘Farm 
Tested” for years. Increased 
production now makes it 
available for sale wherever 
mechanical corn pickers are 
in use. Backed by the 
“Nourse Iron Clad Guar- 
antee.” 


You can order all Nourse 
products from your Whole- 
sale Hardware Jobber. If 
he cannot supply you, or- 
der from the Nourse Oil 
Company direct. We will 
gladly ship through any 


Nourse lubricants and 
Petroleum Specialties. 
Write for your copy. 








Order a supply from your 
wholesaler today or write di- 
rect. Sold only thru dealers. 





NOURSE OIL TT 
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THE NEW 
PHOENIX 


Deluxe 


Here’s a master craftsman’s tool that will doa real building 
job for you, too. e A fully buffed and polished head, a red- 
tipped first quality hickory handle with a “natural!” fit to the 
hand and a balance that’s perfect, are features that make the 
Phoenix Deluxe a self-selling hammer. e Point-of-sales ap- 
peal is guaranteed by the attractive counter display that ac- 
companies each shipment—customer satisfaction is guaran- 
teed by the statement of quality attached to each hammer. 


ASK YOUR JOBBER FOR THE PHOENIX DELUXE TODAY 
To complete your line, add Phoenix ball pein hammers 


PHOENIX MANUFACTURING COMPANY 


CATASAUQUA, PA. Za» JOLIET, ILLINOIS 








gs 
They Light 1 ©. . Vhey Like I! 


Customers like this scientifically constructed wicking for its fast 
lighting and its clean, even burning. 

In R/M’s Tri-Ply, the middle layer of crimped asbestos felt 
provides a multiplicity of oil passages to insure fast flow. This 
patented design insures complete vaporization and minimum 
carbonization. 

Tri-Ply hes many advantages. The hard outer layer resists 
wear and tear. The soft inner layer makes burning uniform. 
The rippled construction permits wicks to be rolled without 
buckling. 

Stock widths of 7%”, 1”, 1%”, and 1%” will service over 
90% of all wickless burners. Standard rolls come 6 feet per box, 
12 boxes to the carton. Also in cartons of 100 feet. 





Ask your jobber for this popular, fast-selling, post-war wick. | 


ASBESTOS TEXTILE AND PACKING DIVISION 


RAYBESTOS-MANHATTAN, INC. 


MANHEIM, PA NORTH CHARLESTON, S. C 
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tion, died at his summer home 








OBITUARIES 








| 


| William F. Disch, Sales Manager of 


Wrought Washe 


William F. Disch, 65, secretary 
and sales manager of the 
Wrought Washer Mfg. Co., Mil- 
waukee, Wis., died suddenly, 
July 9, at 9 p.m., soon after a 
game of golf at the Milwaukee 
Country Club. He had just 
finished nine holes of golf with 
Fred C. Doepke, president of the 
company, and two guests from 


r, Dies On Golf Course 


| Chicago, and was leaving for 
home when he collapsed on the 
lawn. 

Mr. Disch, having been asso- 
ciated with the Wrought Wash- 
er Mfg. Co. for the past 38 
years, was well known through- 
out all classes of manufacturing 
com- 


industries served by his 


pany. 











BERKELEY B. BENNETT 


Berkeley B. Bennett, 63, co- 
founder of the Bennett-Mont- 
gomery Hardware Co., 323 S. 
San Pedro St., Los Angeles 13, 


builders’ hardware distributors, 
died July 6. As a small boy 
Mr. Bennett came to United | 


States and started to work in the | 
old Orr & Lockett Hardware con- 
cern in Chicago, at an early age. | 

About 1905 he went to Los| 
Angeles and took charge of the | 








builders’ hardware department | 
for the firm now known as the 
Ducommun Metals & Supply Co. 
In 1917 with Val F. Montgomery 
he organized the Bennett-Mont- | 
gomery firm, which supplied a 
great many of the largest build- | 
ings of the community. The| 
company claims to be the first | 
to operate selling builders’ hard- 
ware exclusively in the U. S. He 
retired from the firm less than a 
year ago. 





ROBERT EMRICH 


Robert Emrich, 79, operator 
of the Phil Emrich Co., 824 
Main St., Cincinnati, Ohio, man- 
ufacturers of shears, cutlery and 
tannery tools, died July 11 after 
a lengthy illness. Mr. Emrich 
ran the business which was 
founded by his father in 1846. 





| 
| 
JOHN DALGLISH | 





John Dalglish, 86, retired 
builders’ hardware contractor, 
died last month, at his home, 


3308 Steuben Ave., the Bronx. 
Mr. Dalglish was with Yale & 
Towne until 1920 and then 
formed his own business, retiring 
in 1942. 


A. E. NORRIS 


A. E. Norris, president of the 
Regina Corp., Rahway, N. J., and 
a vice-president of the Vacuum 
Cleaner Manufacturers’ Associa- 





in Mantoloking, N. J., July 27. 
Mr. Norris, 50, succumbed to a 
heart attack. 

Mr. Norris became associated 
with the Regina Corp. 26 years 
ago, being vice-president and 
secretary before becoming presi- 
dent in 1933. 


CHRISTIE B. BRIGGS 


Christie B. Briggs, 74, former 
president of the New York State 
Hardware Association, died June 
12, in Packer Hospital, Sayre, 
Pa. Mr. Briggs was treasurer 
of the Soldiers and Sailors Hos- 
pital, Penn Yan, N. Y., since its 
founding. 


JACK L. CARMITCHAEL 


Jack L. Carmitchael, vice-pres- 
ident of the Lincoln Engineering 
Co., 5700 Natural Bridge Ave., 
St. Louis, Mo., died on Friday, 
May 31. 


R. S. STEWART 


Robert Stanley Stewart, 69, 
chairman of the board of the 
Stewart Iron Works Co., Inc., 
Cincinnati, Ohio, died July 28. 
His son, Stanley M. Stewart, is 
president of the Stewart Iron 
Works. 





R. 8. STEWART 


HARDWARE AGE 
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EDWARD S. BONBRIGHT 


Edward S. Bonbright, who had | 


been special representative for 
Pennsylvania Lawn Mowers, in 
Southern California, for about 
28 years, died on July 13. Be- 
fore moving to California he had 
been associated with Supplee 
Hardware Co. in Philadelphia, 
one of the predecessor companies 
of the present Supplee Biddle 
Co. 


FRANK C. GODDEYNE 


Frank C. Goddeyne, 78, foun- 
der of the Goddeyne Hardware, 
Bay City, Mich., died July 24, 
after a six-month illness. Mr. 
Goddeyne retired in 1935 after 
42 years as a hardware mer- 
chant. He was succeeded by his 
son, C. L. Goddeyne. 


HERBERT L. SMITH 


Herbert L. Smith, 64, who be- 
came owner of the Smith Hard- 
ware Store, Jacksonville, Ill., on 
the retirement of his uncle, Bray- 
ton W. Smith, died July 23, after 
an illness of two years. For 
several years he had represented 
the American Wire & Fence Co. 
in Ohio and Missouri. 


MEDAD E. STONE 


Medad E. Stone. 81, president | 
and a founder of the Tucker |, 
Hardware Co., 45 Murray St., | 








been a civic worker on Staten 
Island for 60 years. 


EDGAR A. BIXBY 


Edgar A. Bixby, 63, Mt. 
Pleasant, Mich., who with E. J. 
Bonnell established the Mt. 
Pleasant Furniture & Hardware 
store, 26 years ago, died in his 
home from a heart attack, July 
14. 

Survivors are the widow, son, 
daughter, three grandchildren 
and three brothers. 


WILLIAM H. ROBERTS 


William H. Roberts, 81, fur 
many years proprietor of the 
Roberts Hardware Co., whole- 
sale and retail hardware concern 
of Utica, N. Y., died July 28. 
He had served as a director of 
the Utica Cutlery Co. and Foster 


| Bros. Mfg. Co. 


A. GUNN HAYDEN 


A. Gunn Hayden, 70, former 
president of the Indiana Retail 
Hardware Association, died at 
his home in Rushville, Ind., July 
22, of heart disease. He had 
been in failing health for the 


| past year. For 35 years Mr. Hay- 


den operated a hardware store in 


Rushville. 


JOSEPH E. SCHWEITZER 


Joseph E. Schweitzer, 52, pro- | 
prietor of the Schweitzer Hard- | 


New York City, for the last 40| ware Store, 1917 Niagara St., 


years, died July 25, of a heart 
ailment at his home in Staten 
Island, after an illness of sev- 
eral months. Mr. Stone had 


Buffalo, for 20 years, died June 
22. He had been bed-ridden 
since he suffered a stroke about 
five months ago. 








FEDERAL SIMPLIFICATION NEWS 








BRASS OR BRONZE 
VALVES 


Printed copies of Simplified | 


Practice Recommendation R183- 
46, Brass or Bronze Valves, are 
now available, according to an 
announcement of the Division of 
Simplified Practice of the Na- 
tional Bureau of Standards. 

This recommendation applies 
to gate, globe, angle and check 
valves made of brass or bronze. 
For -each of these kinds and 
types of valve it gives a simpli- 
fied list of sizes and correspond- 
ing service ratings. The primary 
ratings range from 100 to 350 
pounds per square inch. Water, 
oil and gas ratings, of 1000 and 
2000 pounds and higher, together 
with the size range for certain 
kinds of these valves are in- 
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SELL THIS NEW PROTECTION 


against 
Rot - MILDEW - TERMITES 


Stops rot of 
ropes, lines, 
tackle 


Prevents decoy 
of wood and 
fabrics 


Now you can realize steady, year ‘round profits from this 
new and versatile preservative. Proved in wartime ser- 
vice, it offers your customers lasting protection against 
the costly damage caused by destructive fungi and in- 
sects. DE-K-PRUF scientifically prevents decay in old or 
new wood . .. fabrics . . . any cellulose product. . . 
ropes, lines, tackle. Can be painted over if desired. 
Insoluble in water. Will not leach out in heat or sun- 
shine. Easy to apply . . . easy to sell. 


Literature, counter display and other sales ma- 
terial available. Backed by national advertising. 


Liberal dealer discount. 


In sizes from quarts to drums 


ASHAWAY, INC. 
UNEXCELLED CHEMICAL CORPORATION 


Selling Agent 














11 Park Place New York 7, N. Y. 


Display 
Whitney Lawn S 


WHITNEY'S 
tAWK SEED 


FOR SETTER cAWAS 


PROFITS 
this Fall 


cluded. It will be effective from | 


Sept. 1, 1946. 


The original recommendation 


became effective Jan. 1, 1942, | 


and subsequently served as the | 


basis for mandatory orders is- 


sued by the War Production | 


Board. Following revocation of 


the final of these orders, the | 
standing committee, in cooper- | 


ation with the Division of Simpli- 
fied Practice drafted a revision, 
the purpose of which is to re- 
tain the essential purpose of the 
original recommendation, and 


include those features of the | 


war-time order which had been 


found to be of benefit to pro- 


ducers, distributors and users. 


Copies may be purchased from | 
of Docu- | 


the Superintendent 
ments, Government Printing 
Office, Washington 25, D. C., for 


5 cents each. 


i- 


Fall Sowing is Best . . . say Authorities 


“Buy WHITNEY LAWN SEED Here’ 


—says this Display 


Every year, in magazine and newspaper articles, experts on lawn 
care say: SOW LAWN SEED IN THE FALL for thick luxuriant lawns 
next spring. And more and more home owners, every fall, are taking 
their advice. 

Display Whitney Seeds NOW. They're nationally advertised and 
proved in thousands of lawns as Super-Refined Seeds of high germi- 
nation and freedom from weeds. 

A small investment puts you in line to make the attractive display 
pictured—give everybody what they want in lawn grass seed—and 
make a bigger profit this fall. Write now for prices and full details. 


WHITNEY SEED CO., Inc., BUFFALO, N. Y. 














increases were 


| gram. Greater 
OPA GRANTS 10-50 P.C. PRICE RISE cranted_ to. lower priced items 
- - | needed for veterans’ houses, such 


as steel inside locksets, cast-iron 


FOR CERTAIN BUILDERS HDWE. ITEMS «2:2. #2 f= 


32 P. C. Advance Over 1941 Levels 


steel hinges and butts. Most of 
|the items of hardware which 
were not included in the price 
increase action are being sus- 


Manufacturers and distributors given increase, effective July 26, to spur pro- | pended from control in another 


duction of lower cost items for vet housing program. 


OPA action involving thousands 
of building material items not 
essential to the housing program. 

Also reflected in the price ad- 


Increases ranging from 10 to| 


50 per cent over June 30, 1946, 
ceiling prices have been an- 
nounced by the OPA for manu- 
facturers and resellers of speci- 
fied items of hardware, hinges 


resents an average advance of 32 | 


per cent for the items included 
in the action over their Oct. 1-15, 
1941, level. 

Since resellers are covered by 
a specific regulation which per- 


| mits them a specified mark-up 


the effect of passing on the per- 
centage increases granted manu- 
facturers to the final consumers. 

Production incentive increases 
were reflected in the action and 
are aimed at stimulating an ex- 
pansion of production of the 


vance are wage and materials 
cost increases, OPA said. 

The list of items, the in- 
crease over October, 1941, prices 
(Column I) and the percentage 
increase permitted over current 














and butt hinges. 


The new prices went into effect | over acquisition costs for all 
July 26. 1946. The increase rep- | items of hardware, the action has 
I II 
PerCent Per Cent 


Mortise inside sets with wrought brass trim and 

plastic glass and wrought top, plain, and 

French shank metal knobs, and components 

thereof 32 20 
Mortise inside sets with wrought steel trim and 

plastic, glass and wrought metal knobs, and 

components thereof 34 40 
Tubular inside lock and latch sets with wrought 

steel and plastic trim with glass, plastic and 

wrought steel knobs, and components thereof 21 10 
Tubular inside lock and latch sets with wrought 

brass trim, glass and wrought top, plain and 

French shank knobs, and components thereof 21 10 
Bit key front door sets with wrought steel trim, 

and components thereof 
Bit key front door sets with wrought brass trim, 

and components thereof 21 10 
Rim locks and sets with steel and iron cases 

with steel and iron bolts and with pottery and 


metal knobs, and components thereof 54 40 
Cylinder mortise front door knob sets with 
wrought trim only, and components thereof 21 10 


Cylinder mortise entrance handle lock sets with 
wrought inside knob and trim, and compo- 
nents thereof 32 20 
Cylinder store door handle lock sets (handles 
both sides) with wrought trim only, and com- 
ponents thereof 
Mortise screen door catches and rim types with 
casts or wrought case and wrought brass trim, 
and components thereof 21 10 
Screen door catches, tubular type with wrought 
brass trim, and components thereof 21 10 
Mortise screen door catches and rim types with 
cast iron or steel case, wrought steel and plas- 
tic trim, and components thereof 
Screen door catches, tubular type with wrought 
steel trim, and components thereof 21 10 
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lower cost items of hardware for | ceilings by todays action (Col. 
use in the veterans’ housing pro- | umn IT) are tabled as follows: 


I II 
Per Cent Per Cent 

Cylindrical type entrance handle and knob lock 
sets: Locks with steel case standard commer- 

cial designs, and components thereof 21 10 
Cylindrical type inside lock and latch sets with 
steel case, wrought trim (light weight for 
residential application), and components 


RRS Se ECE ENT 21 10 
Cylinder rim night latches and rim dead locks 

with cast iron, steel, or die cast cases, iron, 

die cast and brass bolts, die cast and brass 

cylinders, and components thereof. . .. 54 40 
Door holding devices — 10 
Gast iron and steel sash fasteners 65 50 
Cast iron coat and hat hooks 65 50 
Steel coat and hat hooks ‘ta . - 20 
Cast iron bar sash lifts 65 50 
Cast iron door stops (Projection not over 3 

inches) 65 50 
Cast brass sash fasteners, bar sash lifts, coat 

and hat hooks and door stops up to three-inch ; 

projection—tumbled finish only... 32 20 
Cast iron awning pulleys with wheel not over 

two inches 54 Ww 
Pneumatic screen and storm door checks . B 30 
Screen door braces and guards ee 2614 15 
Mortise bolts—Tubular type only 21 10 
Chain door fasteners, with wrought steel case 

Oe DO AR, oan or i os Sv bh ceeds badd 3744 25 
Wrought steel surface bolts 32 20 
Cast iron hand rail brackets . 387% 25 
Cast iron and wrought steel elbow catches 65 50 
Wrought steel cupboard turns and catches 54 40 


Spring hinges and sets. Non-adjustable type, 
wrought steel only, for screen and storm 


OO er eer eee 32 20 
Wrought steel transom , eapahes. 32 20 
Wrought steel shelf brackets — 10 
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2 in 1 
ALL PURPOSE HAMMER 


Drop forged steel with an improved 
perfect fitting rubber head which can 
easily be replaced when necessary. 


Has many special uses. Steel and 
rubber heads make it indispensable 
for tire work, also for body and fender 
repairing. 


Now available in any quantity. 


Prices and discounts gladly furnished 
on request. 


We also manufacture a full line of tire changing tools. 
Send for illustrated list and jobbers’ prices. 


BALLOON TIRE MOULD COMPANY 
527 Ceres Avenue 
Los Angeles 13, California 











SPRAYERS AND DUSTERS 
HAY TOOLS AND BARN EQUIPMENT 
LIVESTOCK EQUIPMENT 
FARM VENTILATION EQUIPMENT 
POULTRY EQUIPMENT 


AS BEST 
in the minds of 
the most buyers 


eececseeeeccesee® 


H D0 HUDSON MANUFACTURING COMPANY. CHICAGO 11. 1LL.U.S.A 


THE Hewell LINES | 


gy bth EB, i ACTION | 
PARTS 


NEWELL DOOR CLOSERS - - 
EASY TO INSTALL 


»w-priced closer, Idea! for combination This latest addition to the 
screen and storm doors Newell line operates in an 
and lig ght t inside doors oil bath Smoothest oper- 
ne in individual ating closer yet presented. 


06-A ZEPHYR 


For a 
the 006 A has all the 

eatures of hi gher priced 
c losers A really proved Each « 
fast seller 
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CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAINS 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 


— HERC-ALLOY HEAT TREATED CHAIN 


HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 


AUTOMOTIVE ... AGRICULTURAL ... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 
it could be possible that by the time this advertisement appears we may 
again be in position to start filling dealers’ orders completely and promptly, 
as we did prior to December 1941. In any event, we here are very much 
aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM...as always. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 
Sales Offices: New York, Chicago, Cleveland, San Francisco 
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I II 
PerCent Per Cent 
Cabinet knobs, pulls, catches, and latches 21 10 
Hydraulic door closers and checking floor 
hinges ....... 21 10 
Bit key blanks 32 20 
Wrought steel barrel bolts 2614 15 
Wrought steel cellar window hardware 2614 15 
Wrought steel hasps 32 20 
Adjustable closet bars 32 20 
Wrought steel sash pulleys. . 32 20 
Screen and storm sash hangers 32 20 
Garage and barn door hardware 33 1/3 15 


All other hardware except hinges and butt 


MR a acon Cetin cated am 


All butt and butt hinges listed in Amendment 


5 to MPR413.. 


All butt and butt hinges not listed in Amend- 


ment 5 to MPR-413 


I Il 
PerCent Per Cent 
; 10 None 
33 1/3 15 
None None 


(Amendment 21 to Order 48 of Maximum Price Regulation No. 


591—Specified Mechanical 


Building Equipment; 


Amendment 9 


to Revised Price Schedule 40—Builders Hardware and Insect 
Screen Cloth; Amendment 6 to Maximum Price Regulation 413— 
Hinges and Butt Hinges—all effective July 26, 1946.) 








ITEMS DECONTROLLED BY OPA 


EXEMPT FROM PRICE CONTROL UNDER AMENDMENT 42 TO 


SUPPLEMENTARY ORDER 126 


Section 3 (1) is added to read as 
follows: 

(e) The following products, domes- 
tic or imported, of which the fiber 
content consists solely of jute, 
flax, hemp or istle or any combi- 
nation thereof: 

Wrapping twine 


Cordage 

Braided or twisted packing. 

Section 8 (h) is added to read as 
follows: 

(h) The following cat and dog fur- 
nishings, when made of leather: 
(1) collars; (2) harnesses; (3) 
leads; and (4) muzzles. 


EXEMPT FROM PRICE CONTROL UNDER AMENDMENT 44 TO 


SUPPLEMENTARY ORDER 126: 


Section 2 (c) is amended by revis- 
ing the item “Kitchenware items, 
when sold under the following con- 
ditions: to consumers for $0.30 or 
less, to dealers for $0.20 or less, 
to jobbers for $0.15 or less.” to 
read as follows: 

Kitchenware items and bathroom 
and closet fixtures (otherwise cov- 


ered by Maximum Price Regula- 
tion No. 188) when sold under the 
following conditions: to consum- 
ers for $0.30 or less, to dealers for 
$0.20 or less, to jobbers for $0.15 
or less. 

Section 2 (d) is amended by adding 
the following item: 

Gang mowers 


EXEMPT FROM PRICE CONTROL UNDER AMENDMENT 45 TO 


SUPPLEMENTARY ORDER 126: 
Section 2 (1) is amended by adding | 
the following miscellaneous ar- | 
ticles : | 
; 


Awnings 
The item “Vitrified or se mi- vitrified | 
dinnerware” in section 7 (a) is 


amended to read: 
Vitrified china a pottery of the typ: 


covered by Maximum Price Regu- 
lation No. 116. 

Semi-vitrified dinnerware of weight 
and pattern customarily known in 
the trade as hotelware, which is 
sold for commercial or institutional 
use and not for household use. 


EXEMPT FROM PRICE CONTROL UNDER AMENDMENT 33 TO 


SUPPLEMENTARY ORDER 129 


Section 12 (c) is amended by adding 
the following to the list of com- 
modities thereunder : 

Ans and part subject to RMPR 
136. 


Kitchen ware, plastic, subject to 
MPR 523. 
Mining machinery, including but not 


restricted to the following, but 
only when designed and sold for 
use as mining machinery: 
Coal picks, except hand tools. 
Drills, hand, post, wheel and crawler 
mounted. 


Miscellaneous machinery especially 
designed for use in mines and sold 
exclusively to mines covered by 
RMPR 136. 

Buckets, skips and cages. 

Lamps. 

Safety equipment. 

Splitters. 

Tools, specially designed, subject to 
RMPR 136, but not specifically 
listed by name in Appendix A of 
RMPR 136. 


Tools and machinery, specially de- 


signed, subject to MPR 581. 








Water conditioning and purifying 
equipment, except domestic equip- 
ment. 

Water well drilling machinery. 

Section 12 is amended by adding the 
following paragraph (h): 

(h) Farm equipment as follows: 

Bands, -— leg, plastic, subject 
to MPR 5 

Beekeepers’ cetichilicees supplies and 
equipment. 

Controllers, electric, fence. 


Poultry farm equipment as follows: 
Egg graders and candlers. 
Floor and battery brooders. 
Fowl catchers. 

| Growing and laying batteries. 
Incubators. 

Killing cones. 

Laying nests and grit boxes. 
| Poultry feeders. 

Poultry waterers. 

Poultry water heaters. 











EXEMPT FROM PRICE CONTROL UNDER AMENDMENT 35 TO 


SUPPLEMENTARY ORDER 129: 


Section 14 is amended in the follow- 
ing respects: 

d. Paragraph (b) is redesignated 
paragraph (d), and a new para- 
graph (b) and a new paragraph 
(c) are added to read as follows: 

(b) Automotive parts, miscellaneous 
sales of parts and accessories as 
follows—(1) Automotive parts and 
accessories as follows: 

Carrier racks designed to carry lug- 
gage. fish poles and pipe. Cowl 
boards and foot rails. 

Gas tank caps and locks. 

Gearshift knobs. 

License frames. 

Radiator caps and ornaments. 

Running board plates and moulding. 

Spare tire locks. 

Steering wheel spinners. 

Sun viso~s. 

Tire traction devices. 

Traction sanders. 

(c) Miscellaneous automotive equip- 
ment as follows: 

Air gages, pencil type. 

Tow bars, cables and chains. 

Section 15 (a) is amended by adding 
the following to the list of com- 
modities thereunder : 

Food trays and dishes made of white 


lined paperboard, ground-wood 
paperboard and molded pulpwood 
and wood. 

Napkins, printed and decorated. 

Plates, molded woodpulp and paper- 
board, including cake circles and 
butter chips. 

Specialty paint-making products. 

Spoons and forks, vulcanized fiber. 

Table covers, printed and decorated. 

Towels, printed and decorated. 

Section 16 (b) is amended by add- 
ing the following to the list of 
commodities thereunder : 

Air mattresses and pillows. 

Bath tubs, portable. 

Cable wrapping tape. 

Caps and closures. 

Funnels. 

Fruit jar rings. 

Gaskets, packings and oil seals, ex- 
cept automotive, including me- 
chanical packings, packing in 
sheets, slabs and strips and other 
packing products. 

Hanger bags. 

Horse and mule shces, horse shoe 

pads, calks and other horse shoe 
accessories. 

Spatulas. 

Thermometer cases. 





,EXEMPT FROM PRICE CONTROL UNDER AMENDMENT 36 TO 


SUPPLEMENTARY ORDER 129: 


Section 13 (b) is amended by add- 
ing the following to the list of 
commodities thereunder: 

Cotter pins. 

Ice cream cans (metal). 


Wire shoe nails. 


Solid steel rivets (%4 in. diameter 
and over). 


Track bolts. 








Razor Blades, Stillson Wrenches 
Permitted Ceiling Price Rises 


Several minor consumer items | 
were added to the “low-end” 
order that permits manufactur- 
ers to apply for increased prices 
on goods in their lowest price 
lines, according to the OPA. 

The items are razor blades, 
standard Stillson pipe wrenches, 
illuminating glassware (bowls, 
reflectors, shades), and mechan- | 
ical pencils. 

In addition, manufacturers of 
step ladders and oilers were 
given permission to apply for 
price increases on their less ex- 
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pensive products when it can be 


| shown that their existing ceilings 


are below the level of prices for 


comparable products, 


The action, effective July 26, 
1946, was taken to permit pro- 
duction of a larger volume of 


relatively inexpensive goods, OPA 


said. Some of the manufacturer 
increases will be reflected in con- 
sumer prices, the amount de- 
pending on the pass-through 
provisions of the governing re- 
sale regulation in each case. 
The low-end increases au- 


thorized today restrict the manu- 
facturer to the lowest of the 
following prices: (1) the dollar- 
and-cent price given in the 
order for sales to jobbers, (2) 


(3) his total cost to make and 
sell the item plus a stated per 
cent for profit. 

The various ceilings, of which 


his current ceiling price plus a the lowest is binding, are as 
stated percentage increase, or follows: 
Maximum Per Cent Profit Margin 

Article Cut-off Price Adjustment Factor 
Razor blades... .$8.50 per 1,000 15 
Standard an ng 

pipe wrenches, 

Gro Os BO ccce 15 4.4 
Illuminating glass- 

ware bowls, re- 

flectors, shades ; 

largest dimension: 
8%” or less........ $ .60 each 40 
| tt ae 5 rrr each 30 

over 12%” ..... . 1.50 each 25 
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. THE DAZEY 


Is GeTtING Bagger 


~ et 


llows: 


< IT SWIN 


When not in use, the Dazey 
DeLuxe Can Opener swings ~ 
back against the wall — out 
of the way. One more reason 


why millions prefer the Dazey 





The DAZEY DeLuxe Can Opener 


FAIR TRADE PRICE $2.25 








Day .by day, more and more of the famous Dazey 
DeLuxe Can Openers leave our factory on their way The DAZEY Senior Can Opener 
to you. That means that soon — very soon — the same Increased production of Dazey Seniors 
Dazey DeLuxe that has been enthusiastically accepted insures quicker shipments. Same high 
for 20 years by more than 5,000,000 satisfied users will quality materials and workmanship as 
b ‘lable i flici ‘ 1 the Dazey DeLuxe but simpler in design. 
e available in sufficient quantity to supply Priced right to sell at 
your volume orders. Stay with the original sain TRADE Paice $1.79 
can opener—first of its type in the field 
—the original Dazey DeLuxe. 


ZEY CORPORATIOn 


i ee ee Oy Ae, © et eS 
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CONTROLS TAKEN OFF NUMEROUS 
BUILDING EQUIPMENT ITEMS 


Hardware, Screening, plumbing and heating equipment and miscellaneous cast 


and sheet metal items de-controlled. Only a few of the items to be used in vet | 


Thousands of mechanical 
building equipment items have 
been suspended from price con- | 
trols by the Office of Price Ad- 
ministration. 

Specified items of hardware, 
screening, miscellaneous cast and 
sheet metal, heating and winter 
air conditioning, controls, valves 
and pipe: fittings, piping acces- 
sories, mechanically operated 
commercial refrigeration and 


housing. 


air-conditioning, and 
plumbing equipment were in- 
cluded in the action. Only a 
few of the items will be used in 
the veteran’s housing program. 
Each of the items falls into 
one of the two following classes: 
(1) those which are not ex- 
pected to rise in price above the 
level of ceilings which the OPA 
would be required to maintain 
under its ordinary standards, and 


summer 


nificant in business and living 
costs. 


OPA emphasized that should 


| prices go out of line the items 


would be brought back under 
control. In addition to relieving 
the agency of administrative bur- 
dens the action permits OPA to 
concentrate on building materials 
important to the housing pro- 
gram. 





EXEMPT FROM PRICE CONTROL UNDER AMENDMENT 37 TO 


SUPPLEMENTARY ORDER 129: 
Section 10 (b) is amended to read 


as follows 

(b) Mechanical building equip- 
ment cove-ed primarily by MPR 591 
but also by RPS 40, 2nd Revised 
MVR 236. MPR 261, MPR 272, 
MPR 317, MPR 413, the GMPR, and 
SO 151. as follows: 

Hardware covered by RPS 40, 
MPR 261. MPR 317, MPR 413, MPR 
591, the GMPR, and SO 1651, as fol- 
lows: 

1. Awning 
pullevs 

2. Bright wire goods. 

%. Builders’ hardware except the 
following items which remain subject 
to price control: 

Barrel bolts .6 in. or 
or steel. 

Bit key front door lock sets with 
wrought trim. 

Coat and hat hooks, aluminum 
base, cast iron, and steel base wire. 

Cellar window hardware. 

Cylinder entrance lock sets, knob 
or handle operated, with cylinder 
locks having dead bolts, latch bolts, 
and finger operated stop works with 
east handles and wrought trim. 

Cylinder rim night latches and 
rim dead locks, with cast iron, steel 
or die-cast cases, iron or brass bolts, 
die-cast and brass pin tumbler cyl- 
inder, conventional operation, stand- 
ard size, standard backset. 

Cylindrical type cylinder entrance 
handles and knob lock sets, standard 
commercial design. 

Door stop 3 in. or less, aluminum 
base, cast iron and steel base wire. 

Hinges and butt hinges, steel, but 
not including ball bearing and other 
type bearing hinges and checking 
floor hinges. 

Inside lock sets, knob operated, 
with tubular and light weight cylin- 
drical locks and latches, mortise 
latches less than 2% in. in height, 
and 1-tumbler bit key locks 314 in. 
or less with wrought trim. 

Rim lock sets, steel and iron case 
locks with iron bolts, pottery or 
steel knobs. 

Tubular type cylinder 
latches and dead locks. 

4. Cabinet hardware, except pulls, 
knobs, catches, latches and steel 
hinges. 

5. Casket and casket shell hard- 
ware. 

6. Furniture hardware including 
metal slides and glides but not in- 


hardware and awning 





under, iron 


night 





cluding casters. 


. Key blanks, all types and ma- 
terials. 
8. Lavatory hardware. 


9. Marine hardware, except turn- | 


buckles. 

10. Mail boxes, except rural. 

11. Mail chutes, except 
matic. 

12. Padlocks, all types. 

13. Refrigerator hardware 
commercial refrigerators). 

14. Sash hardware, including sash 
pulleys, except the following items 
which remain subject to price con- 
trol: 

Sash fasteners and lifts, alumi- 
num base, cast iron and wrought 
steel. 

Sash pulleys, 
wrought steel. 

15. Sereen and screen door hard- 
ware, including grilles and guards 
and storm sash hardware except the 
following items which remain sub- 
ject to price control: 

Rim, mortise, and tubular screen 
door latches, steel or cast iron. 

Screen and storm sash hangers, 
steel. 

Spring hinges for screen 
storm doors. nonadjustable 
steel or cast iron. 

. Showcase hardware. 

. Venetian blind hardware. 

. Window and door guards. 

19. Hardware parts or subassem- 

of any hardware item whether 
or not such item is suspended from 
price control, when the part is made 
specifically for and sold to a hard- 
ware manufacturer for incorpora- 
tion into a product which is an item 
of hardware. 

Screenings covered by RPS 40, 
MPR 591, and the GMPR, as fol- 
lows: 

. Aluminum screen cloth. 

. Glass cloth. 

. Glass screen cloth. 

. Monel screen cloth. 

. Plastic cloth. 

. Plastic screen cloth. 

. Custom built screens, as fol- 
lows: Any manufacturer who can 
demonstrate that more than 70 per 
cent of his 1941 sales of screens 
consisted of t built screens, 
that his prospective sales may rea- 
sonably be expected to follow the 
same pattern, may apply to the Pre- 
fabrication and Building Equipment 
Price Branch, OPA, Washington 25, 
D. C., for an order suspending his 
sales of custom-built screens from 
price control. 


pneu- 


(for 


drive in type, 


and 


type, 





MISCELLANEOUS CAST AND SHEET METAL BUILDING MATE- 


RIALS COVERED BY MPR 591 OR 


Air and fume conductor devices | 
and accessories. 


19% 


THE GMPR, AS FOLLOWS: 


Battenstrips. 
Caps, corners and cornices. 





Flag poles and staffs. 

Flashings except lead. 

Formed valley but not including 
rolled valley. 

Incinerators, metal. 

Industrial metal doors. 

Iron and steel gratings and floor- 
ing. 

Iron and steel 
stairway guards. 

Iron and steel stair treads. 

Louvres. 

Metal awnings. 

Metal masonry 
serts. 

Metal concrete 
specialties. 

Metal concrete forms, 
caisson tubing and piping. 

Metal plastering accessories and 
specialties. 

Metal roof deck. 

Metal and metal bound weather- 
stripping. 

Miscellaneous sheet metal work 
except metal base, and pressed steel 


hand rails and 


anchors and in- 


accessories and 


including 


movements 
| items OPA promised to watch 
(2) those which are not sig- | 





Before taking the decontro] 
step, OPA consulted with the 
National Housing Administration 
and the Civilian Production Ad- 
ministration for their approval. 
Representatives of the industry 
also indicated to OPA that the 
action would not encourage di- 
version of materials, manpower 
and production from the needs of 
the veterans’ housing program. 

In addition to observing price 
of the suspended 


changes in supply and demand 
and to give careful scrutiny to 
any shifts in essential produc- 
tion. 

As an aid in the studies to 
follow the suspension, OPA re- 
quires the manfacturers to file 
copies of all current published 
catalogs, price books, and dis- 
count sheets. All catalogs and 
price books published  subse- 
quently also must be filed. 


stud and joist f: aminz. 
Moldings, bindings and edginys 
Open web steel joists. 
Partitions. 
Rainwater disposal 
accessories. 
Ridge roll and accessories. 
Sanitary risers. 
Shutters, metal 
ered. 
Skylights. 
Terrazzo strips. 
Tie and timber connectors. 
Tie rods and accessories, 
bolts and nuts. 
Vault doors. 
Ventilators, 
motor operated. 
Walk gates not 
gates and fences. 
Window sash and frames, meta! 
and metal covered, except basement 
utility, residence casement and resi- 
dence double hung type, all of which 
remain subject to price control. 


devices 


and metal cov- 


except 


except marine, or 


including farm 


HEATING AND WINTER AIR CONDITIONING EQUIPMENT COV- 


ERED BY MPR 236, 
FOLLOWS: 


1. Blast traps and strainers. 

2. Conversion grates, except fire- 
place. 

8. Fireplace dampers, iron and 
steel. 
4. Furnace pipe, fittings, and ac- 
cessories, all types and sizes— 

a. Black iron. 

b. Bright tin. 

ce. Galvanized iron. 

5. Registers and grilles, all types. 

6. Smoke, pipe, fittings, and ac- 
cessories, black and galvanized, all 
sizes but not including smoke stacks 
or breechings. 

7. Solar systems, all types for 
heating and hot water generating. 

8. Stove pipe, fittings, and acces- 
sories, all types and sizes. 


MPR 272, MPR 591, 





AND THE GMPR, AS 


9. Heating and winter air condi- 
tioning equipment specifically de- 
signed for institutional, commercial. 
or industrial installations, as fol- 
lows: 

Any manufacturer of heating and 
winter air conditioning equipment 
svecifically designed for institu- 
tional, commercial or industzial in- 
stallations, not specifically sus- 
pended from price control, may 
apply to the Meehanical Building 
Equipment Price Branch, OPA. 
Washington 25, D. C., for an order 
suspending from price control sales 
of his items specifically designed for 
institutional commercial and indus- 
trial installations. 


CONTROL EQUIPMENT COVERED BY MPR 591 AND THE GMPR— 
ALL SALES, EXCEPT OF THE FOLLOWING ITEMS: 


(Note: The following items re- 
main subject to price control under 
MPR 591 or the GMPR.) 

(a) Check and Draft Damper 
Regulators—Non-Electric, of the fol- 
lowing types only: 

(i) Boiler draft damper regula- 
to 


rs. 
Hot water heating boiler damper 
regulators. 

Steam, vapor or vacuum heating 
boiler regulators. 

(ii) Domestic hot water heating 
boiler damper regulators—all types 
and sizes for domestic hot water 
heating. 

(iti) Warm air furnace and space 
heater regulators used for damper 





regulation on warm air furnaces 
and portable space heaters. 

(b) Gas Burner Primary Controls 
for Automatic Firing-Electric of the 
following types only: 

(i) Manual or automatic reset gas 
pilot light safety switch with elec- 
trical switching mechanism actu- 
ated by thermocoupled pilot genera- 
tor, liquid or gaseous expansion © 
metallic exnansion means. : 

(c) Gas Burner Primary Contro's 
for Automatic Firing-Non-electric. 
of the following types only: 

(i) Self-contained domestic hot 
water-heater regulators consisting 
of valve and immersion thermostat, 
or pilot safety control, or any com- 
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...@ well-known trademark that 
stands behind your reputation for 
quality merchandise 


Oster— maker of equipment famous 
in the barber and beauty shop field 
for more than 20 years — knows 
how to build hair clippers for 
home use that give your cus- 
tomers complete satisfaction. 
They are easy-operating hand 
clippers that maintain keen 
cutting edge throughout long 

life. Cash in on the growing 
recognition of the importance 

of personal appearance. Stock 

and promote Oster hand hair 
clippers for home use. 


Order from your jobber. 


John Oster 
‘/ 1549 Ann Street 


Racine, Wisconsin 
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STAM CO 


All Metal HOSE REELS 


TAKING ORDERS FOR 1947 SEASON! 


Heavy rolled channel Steel Frame. 


Wheels have 34 in. oval steel rims, 
and steel spokes. 


Heavy sheet-steel drum. 
100 ft., 21". 


Home-owners have been 
waiting for these reels. 


WE'LL BE AT GRAND CENTRAL PALACE IN 
BOOTH 117 


SEE OUR 
STEMCO WARE’ HEAVY GAUGE ALUMINUM WARE 
FOR VOLUME SALES 


INQUIRIES FROM RECOGNIZED JOBBERS INVITED 


*Producrs of Stee! Materials rporation * Ci 


I. LEVY SONS 1107 Broadway, N. Y. 


SOLE NATIONAL DISTRIBUTORS tor STEMCO 


AUGUST 15, 1946 


“9 need more 
tools of this 

Rugged 2ualily 
and Right Balance!” 


_s And you'll surely get 'em when 


Reconversion releases 
UNION’S Production! 


Your fine tool customers know UNION Quality 

from “way back.” Now they’re looking forward to 
_a still finer line,—to an accumulation of new sales 
| features long delayed by materials-shortages. 


They're coming to repay your waiting.—Values 
we ve been working on and you’ve been counting 
on through the last four years. You'll make up 

| time in profit-making with the perfected line of 
JNION 


Roller and Ice Skates 
| Fishing Tackle 


Chisels and Screwdrivers 


Hack Saw Frames 
Gun Implements 


HARDWARE: COMPANY 


STABLISM 


TORRINGTON. CONN. 


NEW YORM OFFICE I5| CHAMBERS 




















OX FIBRE BRUSH oe INC. 


FREDERICK, MARYLAND 





bination of two or more of these. 
when specifically for that 
purpose. 

(d) Limit Controls—Electric, of 
the following types only: 

(i) High limit controls for steam 
heating, responsive to vocuum or 
pressure changes, scale range 35 Ibs. 
pressure or less, with line or low 
voltage two position control circuits. 

(ii) High limit controls for hot 
water heating, bimetallic or liquid 
bulb immersion type responsive to 
water temperature changes, for line 
or low voltage two position control. 

(iii) High limit controls for hot 
water heating, bimetallic or liquid 
bulb surface type responsive to water 
temperature changes, for line or low 
voltage two position control. 

_(iv) High limit controls for warm 
air heating, surface or immersion 
types, for line or low voltage two 
position control. 

{v) Blower control switches, 
single stage, for warm air heating, 
surface or immersion types. 

(vi) Combination controls for 
warm air heating, incorporating 
high limit control and single stage 
blower control. 

(vii) Thermostatie controls for 
domestic hot water heaters respon- 
sive io water temperature changes, 
line or low voltage. 

(e) Low Water Cut-Off, with or 
without pressure control and with 
an operating pressure of 30 Ibs. or 
ess. 

(f) Oil Burner Primary Controls 
for Automatic Fi-ing-Electric, of 
the following types only: 

(i) Stack mounted oil burner con- 
trol relays with low voltage thermo- 
static control circuit. 

(ii) Oi) flow metering control 
valve, capable of automatically 


PIPING ACCESSORIES COVERE 
AS FOLLOWS: 


1. Clamps and couplings except 

garden hose clamps and couplings. 
Nozzles, except garden hose 
nozzles. 

2 Pipe hangers and rests of only 
the roller and spring suspension 
types. 

4. Gauges, all types. 


maintaining high and how fire, and 
with aut ic safety cut- 





“ulyy 


off. 

(iii) Oil lifter either separately 
or in combination with Oil Flowing 
Metering Control Valve. 

(iv) Electric Conversion units for 
converting manually operated Oi! 
Flow Metering Control Valve to 
electric operation. 

(g) Oil Burner Primary Controls 
for Automatic Firing-Non-Electric 
of the following types only: 

(i) Oil Burner fuel units incor- 
porating an oil pressure regulating 
valve. 

(ii) Constant level flow contro! 
valves for regulating flow of oil to 
oil burners, and equipped with non- 
electric automatic metering for 
flame control, including those de- 
signed for domestic hot water heat- 
ers. 

(iii) Constant level flow control 
valves, non-metering type. 

(h) Refrigeration Controls-Elec- 
tric, of the following types only: 

(i) High or low side domestic 
refrigerator controls with an elec- 
trical rating of % HP. AC, or less, 
and especially designed for new or 
replacement purposes on domestic 
refrigerators. 

(ii) Remote bulb or capillary tube 
domestic refrigerator temperature 
controllers, with an electrical rating 
of % HP, AC, or less, and espe- 
cially designed for domestic refrig- 
erators. 

(j) Relays—Electric, of the fol- 
lowing types only: 

(i) Line or low voltage relays 
especially designed for temperature 
control circuits, rated 15 amp. 110 
volt AC or less and with 2 PDT 
switching action or less. 


D BY MPR 591 AND THE GMPR, 


5. Perfection oil and molasses 
gates. 

6. Post indicators and floor stands. 

7. Wood casing for pipe. 

8. Valve boxes. 

9. Syphons for steam gauges. 

10. Try cocks. 





PLUMBING EQUIPMENT AND ACCESSORIES COVERED BY MPR 


591 AND THE GMPR, AS FOLLOW 


1. Automatic cellar and basement 
drainers—syphon operated only. 

2. Cast iron pressure pipe and 
fittings. 

3. Cocks, metal, all types of pres- 
sures limited to the following: stearn 
cocks, gas and water service cocks, 
meter cocks, ground key, brine 
cocks, corporation cocks, hydrant 
cocks, lubricated cocks pet cocks, 
cylinder cocks, gauge cocks, spring 
loaded cocks, asbestos packed cocks, 
but not including brass gas stove 
stops. or radiator air valves. 

4. Firefighting (standpipe) equip- 


b. Play pipes. 

c. Racks. 

d. Siamese (or steamer) connec- 
tions. 

e. Wrenches. 

5. Hydrants (i.e., fire, wall, street 
washers, yard). 

6. Liquid soap dispensing equip- 
ment except portable, or detachable 
self-contained unit. 

7. Manhole frames and covers 
(i.e., catch basins, catch basin’s cov- 
ers, area gratings). 

8. Meter boxes. outside only. 

9. Permanently installed lawn 
sprinkler equipment. 

10. Plastic pipe and tubing, and 





pipe fittings manufactured from co- 
polymer vinyl and vinylidene chlor- 
ides commerciaJly known as Saran 


B-11. » 

11. Metal clad tvood plumbing fix- 
tures. 

12. Road and curb boxes and 
gratings. 

13. Separators—grease and oil. 

14. Shower stall doors and door 
frames. 

15. Shower enclosures to be 
mounted on bath tubs only. 

16. Sprinkler (fire protection) 
system equipment—all types includ- 
ing heads, devices, alarm valves, 
wrenches, etc., but not including 
pipe and fittings. 

17. Plumbing equipment and ac- 
cessories specifically designed for in- 
stitutional, commercial or industrial 
installations, as follows: any manu- 
facturer of plumbing equipment and 
accessories specifically designed for 
institutional, commercial or indus- 
trial installations, and which are 
not specifically suspended from price 
control, may apply to the Mechan- 
ical Building Equipment Price 
Branch, OPA, Washington 25, D. C.. 
for an order suspending from price 
control sales of his items specifically 
designed for institutional, commer- 
cial and industrial installations. 


VALVES AND PIPE FITTINGS 


Valves and pipe fittings as fol-price control by Amendment 37 
lows have been removed fromto Supplementary Order 129: 


Valves and pipe fittings, covered 
by MPR 591 and the GMPR, as 
follows: 

Note: The heading of this sub- 
paragraph is not to be construed 
as including plumbing and heating 
fixture fittings or trim. Items of 
plumbing and heating fixture fit- 
tings or trim are dealt within sub- 


paragraphs (9) and (4). The terms 
“brass” and “bronze” are used in- 
terchangeably. 

(a) Valves, as follows: 

1. All manually operated valves 
of iron, steel or teel alloy regard- 
less of size or pressure designation 
(i.e., gates, globes, angles, cross, 
checks, blow offs, stop checks, 


HARDWARE AGE 








ne 
plu 
fly, 
va 
val 
tu 


glo 
off: 
or 

cla 
qui 


des 
ope 
lesi 
am 


sel! 


loy: 
ind 
gen 
sew 
wor 


and 
low 
pric 
pur 
syst 
wit 
nat 
of | 


reli 
wat 
(up 

d 
sigr 

7. 
and 


tins 
iror 
exec: 
use 
tior 
tan! 
hos. 
noz 
fill 

gau 


fold 


cor 


req 


AU 





, and 
ty cut- 


arately 
lowing 


its for 
id Oil 
lve to 


ontrois 
lectric 


incor- 
lating 


control 
oil to 
h non- 
¢ for 
se de- 
» heat- 


ontrol 


3-Elec- 
nly : 

mestic 
| elec- 
r less, 
ew or 
mestic 


y tube 
rature 
rating 

espe- 
refrig- 


e fol- 


relays 
rature 
>. 110 

PDT 


MPR, 


lasses 


tands. 


m co- 
thlor- 
Saran 


zy fix- 
and 


il. 
door 


tion) 
clud- 
ives, 
iding 


| ac- 
r in- 
trial 
anu- 
; and 
| for 
1dus- 


perms 
| in- 


slves 
ard- 
ition 
ross, 
ocks, 


GE 





needle, lubricated or asbestos packed 
plug, saddle or clamp type, butter- 
fly, throttle and quick opening 
valves). 

2. All manually operated brass 
valves designated by the manufac- 
turer to operate at pressures in ex- 
cess of 125% SWP (i.e. gates, 
globes, angles, cross, checks, blow- 
offs, stop checks, needle, lubricated 
or asbestos packed plug, saddle or 
clamp types, butterfly, throttle and 
quick opening valves). 

3. Manually operated brass valves 
designated by the manufacturer to 
operate at pressures 125% SWP or 
less, limited to the following types 
and sizes: 

a. Throttle, quick opening and 
self-closing valves. 

b. Needle valves. 

ce. Butterfly valves. 

d. Lubricated or asbestos packed 
plug valves. 

e. Valves with bolted bonnet or 
outside screw and yoke. 

Globe, angle or cross valves 
specifically manufactured for oil 
and/or gas services. 

g. Sampling and vent valves, ex- 
cept radiator vent valves. 

h. All brass valves larger than 2” 
I. P. S. or 24%” nominal diameter 
tubing size. 

j. Irrigation valves larger than 2” 
LP. & 

k. Valves with stuffing boxes or 
seals for ref:igerant gases. 

4. Single pressure and multi-pres- 
sure 2, 3, and 4 way hydraulic and 
pneumatic valves. 

5. All motor operated and gear 
valves of cast iron, steel, steel al- 
loys, and brass when designed for 
industrial piping systems, power 
generating stations, marine services, 
sewage disposal plants and water 
works, 

6. All automatic, regulating 
and/or float valves, except the fol- 
lowing which remain subject to 
price control: 

a. Flow control valves and ap- 
purtenances for domestic heating 
systems. 

b. Low water cut off, with or 
without pressure control and desig- 
nated to ope~ate at a water pressure 
of 30% or less. 

ce. Brass or iron pop safety and/or 
relief valves for steam and hot 
water heating boilers, low pressure 
(up to 154 maximum SWP). y 

d. Water pressure regulators de- 
signed for domestic use. 

7. Grease and oil pressure valves 
and fittings, except those covered by 
RMPR 136, MPR 246, or MPR 452. 

8. All alloy iron pipe. pipe fit- 
tings and valves (i.e.. copper-nickel- 
iron, nickel iron and silicon iron). 

9. All hose fittines and valves 
except garden hose fittings. 

10. All equipment designed for 
use on gasoline and oil bulk sta- 
tions, filling stations, tank cars and 
tank trucks limited to the following: 
hose nozzle valves or faucets, hose 
nozzle check valves and strainers, 
fill boxes and caps, tank vents, 
gauce boxes, foot valves, suction 
strainers, truck tank faucets, mani- 
fold valves, loading valves and anti- 
freeze valves. 

11. Valves specifically designed 
for marine services as follows: Any 
manufacturer of valves specifically 
desiened for marine service, and 
which are not specifically suspended 
from vrice control. may apply to 
the Mechanical Ruildine Equipment 
Price Rranch OPA. Washineton 25. 
D. C., for an order suspending from 





price control sales of his valves 
specifically designed for marine ser- 
vice. 

(b) Fittings, as follows: 

1. All bushings and plugs made 
of brass, irop and steel, except iron 
bushings and plugs 4” IPS or 
smaller for the largest dimension. 

2. Cast iron drainage fittings lim- 
ited to the following: 

a. All fittings larger than 6” IPS. 

b. All drainage fittings, regardless 
of size, specifically designed for sup- 
port of horizontal waste above floor 
of wall hung, wall outlet closets. 

3. Cast iron screwed and flanged 
fittings limited to the following: 

a. All fittings larger than 4” IPS 
regardless of pressure designation. 

b. All fittings designated by the 
manufacturer for 250% SWP or 
more regardless of size. 

c. All flanged unions. 

4. Malleable iron flanged or 
screwed fittings (but not including 
malleable iron unions and union fit- 
tings, and circulating boiler fittings) 
limited to the following: 

a. All fittings larger than 4” IPS 
regardless of pressure designation. 

b. All fittings designated by the 
manufacturer for more than 150% 
SWP regardless of size. 

ec. Railing fittings, drainage fit- 
tings, air tested fittings for air 
brake or other compressed air ser- 
vices. 

5. Malleable iron unions and union 
fittings limited to the following: 

a. All fittings larger than 2” IPS 
regardless of pressure designation. 

b. All fittings designated by the 
manufacturer for more than 150% 
SWP regardless of size. 

ce. Flanged unions. 

6. Brass flanged and screwed fit- 
tings including unions and union 
fittings (but not including circulat- 
ing boiler fittings) limited to the 
following : 

a. All fittings larger than 2” IPS 
regardless of pressure designation. 

b. All fittings designated by the 
manufacturer for mo-e than 1252 
SWP (MIP) regardless of size. 

ec. Railing fittings. 

7. Swing joints, expansion joints, 
and flexible joints. 

8. Copper and brass sweat or 
solder joint fittings limited to the 
following: 

a. Sizes less than %” O. D. tub- 
ing. 

b. Sizes longer than 24%” O. D. 
tubing. 

9. Brass flare fittings limited to 
the following: 

a. Sizes larger than 21%” O. D. 
tubing. 

b. All fittings especially designed 
to SAE standards and so designated 
by the manufacture. 

10. Bronze fittings with ends for 
high temperature brazing. 

11. All forged or cast steel, car- 
bon steel, steel alloy fittings, screw- 
ed, flanged or welding ends except 
welding and fittings designated by 
manufacturer for less than 250% 
SWP. 


12. All prefabricated pipe, except 
pipe cut to specified length or pipe 
on which fittings are ‘“‘made on.” 

13. Nipples, black and galvanized, 
except radiator nipples and those 
manufactured from standard weight 
welded steel pipe and welded gen- 
uine wrought iron pipe, threaded 
both ends, in pipe sizes 6” or less 
and in the lengths shown in the Na- 
tional Bureau of Standards Com- 
mercial Standard No. CS5-46. 








5.5. P. C. PRICE RISE 
FOR OIL BURNERS 


The maximum prices for do- 
mestic oil burners have been 
raised 5.5 per cent by OPA effec- 
tive July 26. This increase brings 
the price level 15 per cent over 
the industry’s 1941 prices ac- 
cording to the price agency. 

The increase is the minimum 
required by law under OPA’s re- 
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conversion pricing formula. In 
order to compensate for their in- 
creases in acquisition cost, re- 
sellers are permitted to increase 
their maximum prices in exist- 
ence on June 29, 1946, by the re- 
sulting percentage increases in 
their costs. 

(Amend. No. 24 under Section 
2.4 of Order 48 under MPR 591 

effective July 26, 1946.) 


} 








CAMILLUS knives made to top- 
quality at low cost are all fast 
sellers ... profit makers. Add to 

this forceful sales promotion, 

modern display,smart packag- 
ing, and you have America’s 
outstanding pocket knife 
line.Camillus Cutlery Co., 
New York 17, N.Y. 
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>» by Adolph Kastor 
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CPA MAY RE-ISSUE 
STEEL PRIORITIES 


The outlook for a sustained 
high rate of steel production ap- 
pears sufficiently bright to allow 
the reestablishment of priority 
aid for steel to manufacturers 
in breaking production bottle. 
necks, Civilian Production Ad- 


ministration officials and indus- | 


try representatives agreed at a 
recent meeting. 

Although steel production is 
about normal, assistance is need- 


ed because of the impact of the | 
| housing program and other ur- 


gent programs. Many steel prod- 
ucts will be in short supply for 


a considerable period, the agency | 


said. 
CPA officials told members of 


are presently incorporated in 
| Directions 12 and 13 to the Stee] 
Preference Order M-21. 

It is proposed to limit fourth 
quarter priorities for housing 
and farm machinery to the 
minimum. 

Housing needs will not require 
|more than 200,000 tons of steel 
in the fourth quarter, CPA said. 
Products for which steel will be 
| needed are: 

Bath tubs, convector radia- 
tion, warm air furnaces, furnace 
| pipe and fittings, lavatories, re- 
| frigerators, sinks, electric wiring 
devices and outlets and builders’ 
| hardware. 
| One large item not included 


COMPLETE : , r : 
the General Steel Products In-| in the 200,000 ton housing esti- 


| dustry Advisory Committee that | mate is the steel requirements 
the rebound in the steel operat- for pre-fabricated housing. These 
ing rate to around 90 per cent | needs are still under discussion 
from below 50 per cent during | between CPA and NHA. 
the coal strike and the outlook | Industry members said that 
for continuing high rate of oper- |Current requirements could be 
ation warranted the reestablish-| handled without formalized pri- 
| ment of special assistance under | orities action. CPA officials 
Priority Regulation 28, the bot-| stated, however, that if it is 
tleneck breaking regulation, in | found that materials are not 
the distribution of steel products. | forthcoming on schedule some 
Operation of this priority regu- | priority aid must be rendered. 
lation on steel was suspended on 
Jan. 21, 1946, at the inception of 
the steel strike and since that 
date all CC and MM ratings on 
steel orders have been 
pended. 
The main purpose of this regu- 
lation is to provide priority assis- 


ARDWARE store customers every- 

where are potential purchasers of 
the versatile, completely portable MAGIC 
WAND WELDER. An outfit that does 
expert electric flame and metallic arc welding, as well 
as brazing and soldering—built into a strong, durable, 
shock-proof carrying case, weighing less than 30 lbs. 
packed. Ready to operate instantly on any regular 
110-V, 60-cycle AC line. Handles any metal. 


Consists of heavy-duty transformer with 6 stages of 
welding heat, double-duty electrode holders, special 
polarized outlet plug. Kit includes welding, brazing 
and soldering rods and fluxes, spare carbon electrodes, 
welding helmet and complete Instuction Manual. 


———= 


RANGE THERMOSTATS 
INCREASED 19 P.C. 
FOR MANUFACTURERS 


A new price increase factor of 
| 19 per cent over October, 1941, 
tance for the attainment of a sat- prices for manufacturers of ther- 
isfactory production rate. It is|mostats for domestic gas and 
of the greatest benefit where a | electric kitchen ranges has been 
large amount of material already | announced by the OPA. 
has been obtained without pri-| Effective July 26, 1946, this 
prity assistance and where only| represents an increase of nine 
a small amount of help is re-| per cent over the March 19, 
The | 1946, increase factor of 10 per 
assis- | cent for thermostats. As this in- 


sus- 


A big seller to farmers and home mechanics. A 
“must” for auto repair shops and building mainte- 
nance men. Supplements large, cumbersome welders 
in industrial plants, for doing difficult jobs in tight 
quarters. Thousands already in use. 


GET COMPLETE INFORMATION 
The Magic Wand Welder is sold through hardware 


quired for special items. 
regulation also provides 





wholesalers. Write for dis- 
counts, open territory, litera- 
ture, etc. Address inquiries 
to: 


JOHN H. GRAHAM & CO., Inc. 


General Sales Agent 
Dept. J. 105 Duane St. 
New York 8, N. Y. 


WELDER 


Welds, Brazes, Solders— Saves Money 


tance in getting materials to op- 
erate at a minimum economic 
rate. 

The proposed action by CPA 
calls for the rescinding of the 
former ban on CC and MM 
ratings on steel. It is also pro- 
posed to request applications in 
advance of the tourth quarter 
for critically needed products in 
the housing program. The pur- 


| pose of this latter move is to 
| find out 
| critical needs on total steel pro- 
| duction. 
| steel branch 
| rent priorities assistance granted 
| to the housing program as well 
| as to certain types of farm ma- 


the impact of these 
Officials of the CPA 


said that the cur- 


chinery and railroad brake shoes 
expires at the end of the third 


quarter. These priorities aids 


crease has already been taken 
into consideration in the recon- 
version increase granted on 
stoves, it will not affect manu- 
facturers’ ceilings on _ stoves 
Thus, retail prices of stoves wil! 
not be increased, OPA said. 
Their increase, based upon in- 
creased materials and labor costs. 
is the second price increase 
granted on thermostats following 
reconversion pricing, for which 
thermostat manufacturers have 
been made eligible by the lifting 
of wartime restrictions on their 
production. 
| (Revised Order No. 9 under 
| Section 1499.159e of Maximum 
Price Regulation 188—Thermo 
stats for Use in Domestic Gas or 
Electric Ranges—effective July 
26. 1946.) 
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Put This New VUcoual Desslay To Work 


wedsd an ae 











; \\No. 225 Vegetable Brosh a5 / 


~ A 


This is the Proved Way to Bigger brush 
sales — the VISUAL way to more profits! 
Clear, sharp photographs of the brushes 
in actual use create an instant desire in 


the customer’s mind — result in extra 
sales. 


THROW OUT THE OLD! 


Yes — throw away that inadequate and 
obsolete old fixture you have been using. 
Put this new #3450 VISUAL DISPLAY 
to work for you and watch your brush 
sales double. 


















This Visual Merchandiser FREE .... with assortment 43450 
15 fast-selling numbers with a total quantity of 914 dozen. 
Your Profit—371;% 


ORDER THROUGH YOUR WHOLESALER TODAY! 


KELLOGG 2:ctczy BRUSHES 


Your women customers will grab this Kellogg Quality Jumbo Size 
Metal Scouring Mop, equipped with a Kellogrip handle. It will out- 
last and outperform the ordinary scouring mop, but most appealing 
of all is that full size handle that protects tender hands and carefully 
manicured nails. 















Offer #1050 


4 doz. in convenient display shipper 
Retail Value $16.80 


Your Profit — 372% — $6.30 





KELLOGG BRUSH MFG. CO., WESTFIELD, MASS. 
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MR. PLUE SAYS IN 20 YEARS 
HE HASN'T HAD ANY RE- 
\ PAIR. EXPENSE ON HIS 


AUTOMATIC WASHER: 


ever seen. Selling Automatics KE Pe 
| 


of fewer service calls. Remem- 
ber, too, only the Automatic 
Washer offers the ‘‘DUQ-DISC”’ 
feature. Why not get Automat- ; 1 
ic’s 1946 Dealer Proposition 
from your nearest Distributor? 


(Name on request) 


The new line of Automatic 


should net you more because 


Made in Newton, lowa Since 1908 by 


AUTOMATIC 


WASHER COMPANY 








DUO-DISC Washers has been de- —___ 

signed to outsell, out-perform g ewnare 5) re 

and outlive any washers you've r wr | ( 
' ft 
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14 INDUSTRIES GIVEN 
AUTOMATIC RISES 


| Many commonly used tools and housewares items 

| affected. Manufacturers in the industries listed may 

adjust ceilings automatically. Increases will be passed 
on percentage-wise to consumers. 


“Hardship” price increases to| vorable a profit position as it 
be applied automatically by in- | was in the years 1936-39, 
dividual firms in 14 industries} All increases taken by manu- 
have been authorized by the|facturers under the action will 
Office of Price Administration. | be passed on to consumers per- 
The industries produce com- | centage-wise, but it is impossible 
monly used tools and kitchen-|to estimate the dollar-and-cent 
ware, and all qualify, or would | effect at retail until OPA has 
shortly, for price adjustments} been informed of the new ceil- 
under the earnings standard,|ing. Manufacturer price _ in- 
OPA said. creases will vary, depending on 

Effective July 26, 1946, any|the present profit position of 
manufacturer in the 14 indus-|each firm. 


tries may adjust his ceiling New ceiling prices will go into 
prices by whatever amount is| effect automatically at the end 
necessary to yield the percentage | of 20 days after a firm has re- 


profit margin given for his in-| ported to OPA. 
dustry. If he also makes prod-| The industries added, and per- 
ucts belonging in an industry | missible margins, are below. 





not included in this action, these (Amendment No. 2 to Supple- 

products are not eligible fog an| mentary Order No. 160—Indi- 

increase. vidual Adjustments to Maintain 

The margins supplied by OPA | Normal Peacetime Earnings for 

are considered sufficient to put| Certain Industries — effective 
each industry in at least as fa-| July 26, 1946.) 

Profit 
Industry Percentage 


Cutlery, pruning equipment and scythes ....... Ter ne ee 
EY ne BAG aud dad be bh OES ee Medne SE 
Lanterns (gasoline, oil, kerosene) ....... ; 
Logging tools, axes, adzes, hatchets ........... 
Oilers and grease guns (hand operated) ........ P a 
eas or dd eae kalsgeseee 
Blow torches and fire pots ...........cccesees aed 
I, 2 cede ahawhdekieedes 6d see cea ceyee gawewed 
Insecticide sprayers and dusters (hand operated) ......... 
CE ceca cease de ddhiad e44besgdeesteebced ss itanaweee 
Ironing boards and ironing tables .................0e-0eee00s 
Tinware (household, covered by consumer durable goods regula- 
WD cacvsceons ChSbRAHE TORK S.5:0:64-40006600 88 0440S4E TARE CERS 
Galvanized ware (household, under same regulation as above). 
ED TD GENEID. 0.000 66.00 0000660565005580864000006 568055 
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Continued Consumer Credit Control 
Recommended By Federal Reserve 


(Washington ‘Bureau rary continued credit control by 
7 —— ae both President Truman, in his 
Enactment of legislation au- message to the Congress this 
thorizing and directing continued | year, and the House Special 
regulation of consumer credit on| Committee on Postwar Economic 
a permanent basis has been| Policy and Planning, in view of 
recommended to Congress by the| the general opposition here to 
Federal Reserve System. legislation of this type there ap- 
Advancing the proposal in its! pears to be no chance of the Re- 
annual report for 1945, the! serve Board getting Regulation 
Board of Governors declares: W written fete low os euch. 
; “There is no way of prevent-| 1 ig believed in some quarters 
ing excessive expansion and con- that the Federal Reserve System 
traction (of the business cycle) |. ; 

. | might possibly get authority to 
except governmental regulation : ‘ hn 
of the terme en which consumes | consumer credit regula 

tion under certain standards. 


credit shall be made available, ayy ly’ dis 
such as down payments required | But even this is largely’ dis- 


on installment sales or financ- counted because of the obvious 

ing, and the permissible length | difficulty in setting up standards 

of installment contracts.” and also because of possible 
Despite endorsement of tempo-| difficulties in administration. 
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Garden and Masons’ Tool 
Prices Boosted 10 P. C. 


Issuance of a single order for 
manufacturers of hand tools, in- 
corporating price adjustment 
provisions previously provided in 
four separate orders and adding 
price increase factors for manu- 
facturers of garden tools and 
masons’ tools was announced re- 
cently by the OPA. 

This action, effective Aug. 1, 
1946, provides price increase 
factors of 10 per cent for manu- 
facturers of garden tools and of 
masons’ tools. A new price in- 
crease factor of 14 per cent for 
shovel manufacturers replaces 
the previous nine per cent pro- 
vided under Order No. 4973. 

With the exception of the 
above changes, all pricing pro- 
visions for manufacturers, previ- 
ously included in Order Nos. 
4973, 4990, 4991 and 4992 are in- 
corporated into the new order. 
Thus, with revocation of the pre- 
vious separate orders, the price 
increase factors of five per cent 
for manufacturers of mechanics’ 
hand tools, of 17.3 per cent for 
manufacturers of cutting tools 
and of 10 per cent for producers 
of heavy forged tools are contin- 
ued in effect. 

Wholesale resellers of articles 
on which manufacturers have 


|received adjusted ceilings under 
this order may increase their 
ceilings by the same percentage 
as that set forth in the order for 
the manufacturer. This is in ac- 
cordance with prevision of the 
Price Control Extension Act of 
| 1946, that resellers may apply 
percentage mark-ups as of March 
31, 1946, to current acquisition 
costs. A separate order for re- 
tailers in line with this provision 
will be issued in the near future, 
OPA said. Consumer prices will 
reflect percentage-wise increases 
that may be granted retailers. 
Based generally upon quarterly 
earnings reports for the period 
ending March 31, 1946, these 
increases take inte account in- 
creased labor and material costs 











and are intended to reflect 1936- 
39 earnings to the industry. All 
future price adjustments for 
manufacturers of hand tools will 
be issued under the new order, 
which should simplify trade com- 
pliance and OPA administration, 
OPA said. 

(Order 5105 under Section 
1499.159b of Maximum Price 
Regulation 188—Hand Tools— 
Adjustment of Maximum Prices 
—effective Aug. 1, 1946.) 








OPA Lowers Ceilings for New Mfrs. 
Of Velocipedes and Other Wheel Goods 


The Office of Price Adminis- 
tration has revoked the com- 
paratively high “new _ small 
manufacturer” prices thus far 
authorized on baby carriages, 
velocipedes, scooters and other 
wheel goods, and on household 
furniture and furniture parts. 
Ceilings in line with those es- 
tablished for old-line firms will 
be substituted, the agency said. 

A substantial portion of all 
wheel goods and furniture now 
on the market is produced by 
small-volume newcomers, OPA 
said. Although the output of 
any single firm may be small, 
there is a large number of this 
kind of firm, so that their ag- 
gregate output at current prices 
is sufficiently large to raise the 
general price level. 

New small manufacturer prices 
are usually based on total cur- 
rent costs of production, to 
which a margin for profit is 
added. 

The resulting ceilings are ab- 
normally high, OPA said, be- 
cause in addition to not being 
sufficiently well established to be 
able to buy raw materials eco- 
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nomically, or to operate their 
factories as efficiently as larger 
or older concerns, the costs of 
starting up the business are also 
included. 

The same situation has arisen 
in connection with new small 
manufacturer prices for other 
commodities, and last winter 
OPA said that when the general 
price level was being noticeably 
increased, the special prices 
would be recalled and “in-line” 
prices substituted. 

Manufacturers affected by this 


|action are to apply for. new 


prices before Aug. 26, 1946, 
OPA said, in which case they 
may continue to sell at current 
ceilings until they are notified of 
the required price decrease, if 
any. If a manufacturer fails to 
apply before the deadline, how- 
ever, his current ceilings expire 
on that date and he is not free 
to sell at all until prices are 
established. 

(Order No. 1 under Revised 
Order No. 4332 of Maximum 
Price Regulation No. 188—Rev- 
ocation of Certain Ceiling Prices 





effective Aug. 26, 1946.) 
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| Farm Equipment and Parts 
Raised 6 P.C. at Retail 


The Answer to Your 


Price Marking Problems 


UNIVERSAL... 


DISPLAY TICKETS 


Attractive, red, black and 
white “Our Price” Display 
Tickets will attract atten- 
tion, help increase sales. 
Tickets are 2'4” x 3”. Book 
consists of 1,500 tickets in 
i 100 pads of 15 tickets each; 
Wcontains popular prices from 
3.19. $5.00 per set, 
f.o.b. Minneapolis. Extra 
pads of 15 tickets, 5c each. 


3c to $ 


Minimum order, 50« 


BIN TICKETS 
Stock Set consists 
of 5,760 Bin Tick 
ets » Be 
printed on Playing 
Card Stock 
Varnished 
of Red 
Set 


96 


and 


choice 
or Black 
consists of 
pads of 
tickets each. $5.00 
Min 
Extra 


60 


per set f.o.b 


neapolis 


MOLDING TICKETS 

This handy book of 1,110 molding 
Tickets contains a wide assortment 
of popular denominations. Printed 
on white Bristol stock, these tags 
are available in the following mold- 
ing sizes; 7%" 1”, 114” or 1%” at 
$1.50 per set f.0.b Minneapolis. 





SPECIAL SETS—UNiversat makes special tickets for many of the 
largest, independent chain, wholesale and mail order houses. Tickets 
are made in your company colors and display your name and trade- 
mark. Write for samples and prices 


UNIVERSAL 
PRICE MARKING 


hington Avenue So. Minneapolis I5.Minr 


Retail ceiling prices for all 

farm equipment and replacement 
parts will be raised an average 
of about six per cent over June 
30, 1946, levels to meet require- 
ments of the new Price Control 
Act, the Office of Price Admin- 
istration has announced. The 

| new delivered prices became ef- 
fective July 31, 1946. 

The increase in retail ceiling 
prices is required to enable farm 
equipment dealers to realize the 
same percentage discounts and 
mark-ups as during peacetime. 
The new Price Control Act bans 
cost absorption wkere sales of 


| such products as farm equipment 


made up more than one-half of 
total sales of retail dealers 
during 1945, and deliveries of 
the products to the distributive 
trade during the first 
months of 1946 were less than 
during the same period in 1945. 
On May 10, 1946, OPA reduced 
dealers’ peacetime discounts 
when it granted a 10 per cent 
price increase to manufacturers 
and wholesale distributors, while 
increasing dealers’ prices of 
complete items by only five per 
cent and leaving 
prices of repair parts. 
The May 10 price increase of 
10 per cent for manufacturers 
and wholesale distributors, 
plying to both complete items of 
farm equipment and_ replace- 
ment parts, remains unchanged 
by this action. Moreover, retail 


the 


three | 


unchanged | 


ap- } 


dealers continue to sell at manu 

| facturers’ suggested retail prices 
|In addition, manufacturers who 
| have been given an individual 
| price adjustment may either 
raise their base date maximum 
| prices 10 per cent or retain their 
|individual adjustment price 
| schedules, whichever is greater 
Moreover, manufacturers are per- 
mitted to increase by similar 
amounts their suggested retail 
prices, which are the basis upon 
which retail dealers’ prices are 
determined. 

At the same time, OPA re. 
stored the two per cent handling 
and transfer costs for distribu 
tors, which had previously been 
eliminated by the agency. This 
change was also required by the 
new Price Control Act. 

The action raising retail prices 
on farm equipment will also in- 
clude several changes in the gen 
eral regulation covering manu 
facturer and wholesaler prices 
for farm equipment (Maximum 
| Price Regulation 246) to adapt 
|it to the needs of the industry. 
| Later, a collation of the regula- 
‘tion is planned. 

(Amendment 19 to Maximum 
| Price Regulation 246—Manufac 
{turers and Wholesale Prices for 
|Farm Equipment—and Amend- 
13 to Revised Maximum 
Price Regulation 133—Retail 
Prices for Farm Equipment- 

both effective July 31, 1946.) 





| ment 








OPA DE-CONTROLS 
RENTAL GOODS 


Rentals of decontrolled con- 
sumer durable goods also were 
decontrolled by the Office of 
Price Administration. The action 
became effective July 26, 1946. 

Of the several hundred con- 
sumer durable items so far sus- 
pended or exempted, only power 
lawn mowers, musical instru- 
ments and some sporting equip- 
ment are likely to be affected by 
the action, OPA said. Few if any 
of the other goods are ever 


rented. 


|® In the same action OPA added 


gang lawn mowers to the decon- 
trol order. Power mowers already 
have been exempted. Gang mow- 
ers are drawn by tractor or 
horses, and are sold with units 
that may be attached to extend 
the lateral reach of the machine. 

(Amendment No. 44 to Supple- 
mentary Order No. 126—Exemp- 
tion and Suspension of Certain 





Articles of Consumer Goods from 


| Price Control—effective July 26, 
1946.) 
PERCENTAGE MARK-UPS 
FOR STANDARD WIRE 
NAILS, FENCE WIRE 


Resale prices of standard wire 
nails and fence wire have been 
put under the same_ percentage 
mark-up provisions governing the 
reselling of other types of mer- 
chant wire products by the OPA, 
effective July 26, 1946. Whole- 
salers will compute their ceilings 
prices on the same bases used 
in pricing other types of nails, 
which provide alternative meth- 
ods for carload lots and _ less- 
than-carload lots, with varied 
provisions for computing prices 
in free-delivery areas and sales 
outside free-delievery areas. 

New mark-up provisions for 
retailers will be announced soon 
by OPA. 

(Amend. No. 42 to Revised 
Price Schedule No. 49—Resale 
of Iron or Steel Products, effec- 
tive July 26, 1946.) 
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Ceilings for Wiring Devices 
Upped 10 and 20 Per Cent 


Manufacturers of wiring de- 
vices have been granted an in- 
crease in their ceiling prices 
over their base date maximum 
prices, effective July 27, 1946, 
the Office of Price Administra- 
tion has announced. 

For low-priced items, a 20 
per cent increase is authorized. 
These include attachment plugs 
and caps for which the net price 
charged by the manufacturer on 
or before Oct. 1, 1941, was five 
cents or less; plates, and any 
convenience, switch, socket, ceil- 
ing receptacle, cleat receptacle, 
rosette, counter device, heater 
connector, and canopy for which 
the manufacturers’ net price be- 
fore Oct. 1, 1941, was 20 cents 
or less; all porcelain electrical 
wiring devices, 

For all other wiring devices, 
the increase is 10 per cent. 
These include all attachment 
plugs, caps, plug receptables, 
switches and cutouts including 
component parts listed in the 
action. 

OPA explained that about one- 
third of the manufacturers 
checked in the survey of the 
industry produce low-priced 
items almost exclusively while 
the others make about equal 
amounts of higher-priced and 
low-priced items. Analysis of the 
profit position of these groups 
showed that those making the 
low-priced items were in a much 
less favorable position than the 
others. Also, the preferential 
pricing of low-cost items will, 
OPA believes, provide additional 





incentive towards added produc- 
tion of items solely needed for 
the low-priced housing program. 

Two different increases have 
therefore been adopted instead 
of a uniform increase across the 
board, as being a more realistic 
means of adjustment. The aver- 
age increase, which is the same 
in ether situation, is 16.3 per 
cent, This is the amount which, 
the industry survey shows, is re- 
quired to bring earnings of the 
industry up to the level required 
by law. 

The industry survey on which 
the price increase is based 
covered 12 firms, representing 90 
per cent of the industry’s total 
production, and took into ac- 
count increases in costs of di- 
rect and indirect labor and ma- 


terials. 


Resellers are permitted by the | 


order to pass the increase on 
percentage-wise, in accordance 
with the Emergency Price Con- 
trol Act of 1942, as amended. 
Special provision is made for 
sellers who have received indi- 
vidual adjustments, to assure 
that these will not be “rolled 
back,” and also for producers of 
electrical wiring devices which 
could also be priced within 


other industries, who are per- | 


mitted to elect to follow the 
pricing regulation which gives 
the highest maximum price. 
(Order No. 663 under Re- 
vised Maximum Price Regulation 


136—Adjustment of Maximum | 


Prices for Wiring Devices— 
effective July 27, 1946.) 








CEILING PRICES RAISED 
ONE TO THREE CENTS ON 
LOW-COST CHINAWARE 


Ceiling prices on individual 
pieces of inexpensive chinaware 
have been increased one to three 
cents each by OPA. 

The increase is the result of a 
change, authorized in the dealer 
absorption provisions that were 
put into effect when manufac- 
turers of semi-vitreous ware re- 
ceived a seven-per cent industry 
wide price increase recently. 

When the manufacturer in- 
crease was granted, dealers were 
asked not to raise their own 
ceiling prices until OPA com- 
pleted a study of resale margins, 
and could compare base period 
with current selling costs. 

It now appears that absorption 
of the cost increase on all semi- 
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vitreous ware, including the large 
volume sold at retail for 35 cents 
per piece and under, would work 
a hardship on retailers, and par- 
ticularly on those who handle no 
other grade, OPA said. Resellers 
are therefore allowed their pre- 


vious mark-ups on_ the a | 


amount of the manufacturer in- 
crease, effective July 26, 1946. 
“Low end” ware is defined as 
ware the invoiced cost of which 
(to retailers) is at or below cer- 
tain cut-off points given in this 
new action, or no more than 
$10.75 per pound on the pound 
sterling price scale. In effect, it 
is any piece that now retails for 
35 cents or less, OPA said. 
(Amendment No. 1 to Order 
No. 14 under Maximum Price 
Regulation No. 116—China and 
Pottery—effective July 26, 1946.) 


Children's make believe 
pays dividends 







Legs are tubular | 
] aluminum, highly | 
polished. Finish | 
rly American 
Maple. Shipping 
weight 20 Ib. per * 

set. 












Children’s furniture plays an important role in child de- 
velopment. Both parents and child authorities recognize 
the need for furniture that belongs exclusively to the child. 


The eye appeal of Supercraft Child’s Furniture is quickly 
apparent. Plywood, finished in early American Maple plus 
tubular aluminum supports withstands all of the abuse that 
children sometimes give to their belongings. Supercraft is 
easy to clean and light in weight. 


Be among the first to display this nursery furniture— 
you will be surprised how parents flock to your store—not 
only to buy hours of contentment for their youngsters but 
also to select other accessories that all 
young parents need. 2 $e For every 

\ child from 

Re-establish contact with growing iy) 5 months 
families in your community by adding \ to 5 years. 
“Supercraft” Child’s Furniture to your > 
line. Dealers—write for literature amd 
name of your distributor. 





Manufactured by 
SUPERCRAFT, 
Dearborn, Mich. 


| OTHER LINES CARRIED: B&H Mfg. Co. ¢ L. E. Stemmier Archery © Ryder 
Products © Peter Pan Products © Five Filer Brothers. 
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-"PROVIDE THE FEATURES 
EVERY PROSPECT WANTS” 


Make More Money 
as a BURKS Dealer! 


ONLY BURKS DEALERS ENJOY 
ALL THESE ADVANTAGES 


@ Practically no “profit-eating" call backs 
after a system is installed. 

@ Complete line of BURKS Super Turbine 
shallow well systems. All equipped with 
LIFE-LOK to give them longer life than 
competitive systems. 

@ Complete line of Deep Well Systems— 
both turbine and vertical centrifugal 
types. Lift water 210 feet. 

@ Year around backing of national adver- 
tising. 

@ Constant help of effective local advertis- 
ing. 

@ Sales features, exclusively engineered into 
BURKS Water Systems, that clinch sales. 

@ 100% backing of the company. 


Write today for complete details about 
the BURKS Dealership in your locality. 


DECATUR PUMPCOMPANY 


52 Elk S#. Decatur 70, Ill. BURKS Educer Deep 


Well System 





| may now revise their lists so as 
amounts permitted 


| 4, 1946, the Office of Price Ad- 


| age pass-on for all resellers is 














CPA Broadens Its Priority System 
To Spur Wiring Device Production 


The Civilian Production Ad- | 
ministration has broadened its | 
priority system to speed the pro- 
duction of certain electrical | 
wiring devices—such as sockets, 
outlets, and switches—important 
to the housing program. 

Production of these devices | 
many of which are also needed | 
by the Rural Electrification Ad- | 
ministration to help farmers to| 
produce more food, is now run- 
ning from 40 to 50 per cent be- 
low expected requirements, CPA 
said. 

By amending Schedule 1 to 
Priorities Regulation 28, under 
which CC ratings are granted to 
break industrial bottlenecks, CPA 
will now grant rating assistance 
to manufacturers of selected 
electrical wiring devices. Sched- 
ule 1 lists the items which have 
been declared by CPA to be in 
critically short supply, the man- 
ufacturers of which are entitled 
to apply for rating assistance. 

At the same time CPA made 
public its estimates of the over- 
all requirements of the devices 
tor the year 1946. These are: 
toggle switches, 51,000,000; con- 
venience receptacles (base plugs) 
52,000,000; medium base cock- 
ets, 120,000,000; wall plates, 61,- 
000,000; switch, outlet, and re- 
ceptacle boxes, 130,000,000; and 


box connectors for metallic and 





non-metallic sheathed cable, 
194,000,000. 

The following wiring devices, 
the manufacturers of which may 
be assigned ratings for produc- 
tion materials, certain capital 
equipment and materials and 
equipment required for mainte- 

repair and _ operation, 
have been added to the list: 

(1) Sockets, lampholders, and 
lamp receptacles—medium screw 
base types—lighting fixtures and 
portable lamps not included. (A 
lampholder consists of a socket 
and a housing (generally one- 
piece) which attaches directly to 
a ceiling or wall outlet, without 
intervening suspending or pro- 
truding devices, It may be de- 
signed so that shades and other 
similar appurtenances may be at- 
tached, but, in that event, the 
appurtenances are not part of 
the lampholder itself.) 

(2) Convenience 
(outlets) —types 
residential use. 

(3) Toggle switches — types 
designed specifically for tools and 
appliances not included. 

(4) Wall and face plates. 

(5) Outlet, switch, and recep- 
tacle boxes—types suitable for 
residential use—covers, hangers, 
supports, and clamps included. 

(6) Box connectors for resi- 
dential-type metallic-or non-me- 
tallic-sheathed cable. 


receptacles 
suitable for 








WIRE-CABLE LISTS 

MAY NOW INCLUDE 
OPA INCREASES 

Manufacturers 
cable, ‘except 


of wire and 


armored cable, 
; . 

to include no more than the 
by the in- 
creases granted June 3 and June 


ministration has announced. Re- 
sellers who customarily sold off 
the manufacturer’s list may con- 
tinue to do so, since a percent- 


now provided. 

Retailers are not affected by 
this latest action. Separate con- 
sideration is being given them 
and any necessary action will be 
taken in the near future, OPA 
stated. 

At the same time, OPA re- 
voked its former requirement 
that manufacturers of wire and 
cable supply resellers with sepa- 
rate statements on _ invoices 
showing the amounts of their 
price increases. This was neces- 
sary for a time after the price 





increases were given manufac- 


turers so that resellers could 
determine how much could be 
passed on by them and to en- 
able them to check easily the 
correctness of the increase. How- 
ever, resellers are familiar with 
the increases now so that this 
burden on manufacturers may 
be removed, the agency said. 

OPA also granted a price in- 
crease for wire and cable con- 
taining copper shields. These 
sales make up only a small por- 
tion of the industry’s total. How- 
ever, because producers’ costs 
have been raised by the increase 
in copper wire prices, they are 
being given the same 1.10 in- 
crease factor allowed bare and 
tinned wire from which copper 
shields are made. 

Armored cable has been ex- 
cluded from coverage by this 
recent action because dollar-and- 
cent ceiling prices were previ 
ously fixed for armored cable 
which cover the copper and lead 
price increases, OPA said. 

(Amendment No. 13 to Maxi- 
mum Price Regulation 82 
Wire and Cable—effective July 
27, 1946.) 
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TO THREAD — PUSH 


- +. and you'll have a line of sales and profits! NEVA-SAG TRIGGER DOWN 


can mean more sales and more profits to your hardware 
and houseware departments. Women want NEVA-SAG 
and need NEVA-SAG because it’s GUARANTEED to keep 


clothes lines tight. NEVA-SAG makes their wash days easier 


and makes sales easier for you. Attractively mounted on a 

display card, NEVA-SAG sells fast and sells first! Cadmium 
plated to resist rust . . . sturdy construction for long use . . . 
will hold weight in excess of 200 pounds... a real utility 


item to spur your hardware and houseware sales. 


Order yours today and learn that “Sales won't drag PASS THE 
when you sell NEVA-SAG.” THROUGH 


AVAILABLE NOW—IMMEDIATE DELIVERY—ORDER TODAY! 





—— 
WAN nt tt 
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TORCHES 


Yes, sir! Two popular, fast-selling Turner models — 
No. 206A and No. 39A — are again in production 
with brass tanks and bottom fill. Of course, orders 
aren’t being shipped as rapidly as we wish they were, 
but we’re doing our best... and so is your jobber. 
You'll find these Turner torches as outstanding as ever 
in quality, value, and dependable service. 


YOU WANTED 


BRASS TANKS 
amd, now, your 


- 
says “TORCHY TURNE 










SMALL VOLUME 
APPLIANCE PARTS MFRS. 
QUALIFY FOR PRICE 
REVISIONS 


Small volume manufacturers of 


parts for household cooking and 


heating stoves, vacuum cleaners, 


washing machines and refrigera- 
tors may now qualify for recon- 


version pricing granted large 
volume manufacturers of these 


parts on May 11, 1946, the OPA 


has announced. 


This action, effective July 26, 
1946, applies to certain parts that 


| have been frozen to March, 1942, 
levels under the General Maxi- 
mum Price Regulation. It will 
enable parts makers who have 
been largely engaged in war 
work to resume profitable produc- 
tion under reconversion pricing, 
OPA said. This pricing was 
made available to large manu- 
facturers first because of the 
greater urgency for granting ad- 


justments, based upon adjust- 
ment applications received by 
OPA. 

This new measure also changes 


the profit factor for metal office | 


furniture from 5.4 per cent to 
2.9 per cent, based upon an OPA 
survey. Profit factors are a part 
of the total reconversion price 
adjustments granted upon appli- 
cation of individual manufactur- 
ers to OPA. 

(Amendment No. 17 to Sup- 
plemenary Order 118—Reconver- 
sion Pricing for Small Volume 
Manufacturers—effective July 26, 
1946.) 


| ELEC. TEMP. CONTROLS 
FOR WATER HEATERS 
| RISE 15 P.C. 


Electric temperature controls 
for automatic water heaters have 
| been given the same 15 per cent 
, Price increase that was author- 

ized on May 24, 1946, for other 
, types of electric temperature 
controls, the OPA said. The ac- 
tion became effective July 26, 
1946. 

It brings the total increase on 
this type of equipment to 20.8 
per cent above prices charged 
on Oct. 1, 1941, at all levels of 
sale. Most units are not bought 
by consumers in over the coun- 
ter sales, but by manufacturers 
of water heaters, whose ceiling 
prices are established in a sepa- 
rate regulation. 

Prices of water heaters there- 
fore will not automatically rise 
as a result of this action ,but 
will be adjusted later if adjust- 

| ments in current ceilings are 
found necessary under the re- 
quirements of the Price Control 
Extension Act of 1946. 

(Amendment 20 to Order No. 
1 under Maximum Price Rege-| 


) lation No. 591—Automatic Ele 
tric Temperature Controls—ef 
fective July 26, 1946.) 


HARDSHIP ADJUSTMENTS 
TO BE ALLOWED MAKERS 
OF STOCK SCREEN GOODS 


Manufacturers of stock screen 
goods may apply for individual 
adjustment of their ceiling prices 
where they can show that exist- 
ing maximum prices result in 
hardship under provisions an- 
nounced by the OPA. These 
provisions became effective July 
26, 1946. 

The action was taken, the 
agency said, to enable companie- 
operating on a hardship basis 
because of increased costs to se 
cure price relief without waiting 
for industry wide action. It is 
similar to provisions already ap 
plicable to other millwork manu 
facturers. 

Continued production of stock 
screen goods is necessary in the 
housing program, and this ac- 





tion is taken to insure operation 
of all producers without raising 
the general price level. Action 
on the individual applications 
will be based on information to 
be furnished by the manufac- 
turer. 

(Amendment No. 8 to Maxi- 
mum Price Regulation 381- 
Stock Screen Goods—effective 
July 26, 1946.) 


152,000,000 UNITS 
OF CONSUMER GOODS 
SOLD BY WAA 


Approximately 152 million 
units of surplus consumer goods, 
ranging from household appli- 
ances to fence posts, have been 
disposed of in more than 140 
nationally-conducted sales pro- 
grams completed to date, War 
Assets Administration has an- 
nounced. 

On the basis of figures re- 
ceived from its 33 regional offices, 
WAA estimates that the goods, 
which cost the government about 
$168,000,000, brought an average 
return of more than 47 per cent. 
Most of the items were in new 
condition and, in some instances, 
returned full OPA prices, WAA 
said. 

In many of the sales, orders 
received exceeded the quantities 
of goods available by as much 
as 100 to 900 per cent, WAA 
reported. In all the sales, the 
complete inventories were dis- 
posed of. However, WAA said, 
this does not mean that sur- 
pluses of these items no longer 
exist. Additional stocks of many 





of the items have been declared 
surplus since the sales were con- 
ducted. 
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Gen. Littlejohn 
Gen. Gregory 


Major General Robert Mc- 
Gowan Littlejohn recently as- 
sumed the office of Administrator 
of the War Assets Administration. 

General Littlejohn, who suc- 


ceeds Lieutenant General Ed- | 


nand B. Gregory, accepted the 
WAA Administrator’s post be- 
fore an audience composed of 
representatives of the White 
House, the Cabinet, the Senate 
and the Congress and high gov- 
ernment officials along with more 
than five hundred officials and 
employees of the War Assets Ad- 
ministration, 

The oath of office was admin- 
istered by Major General Ed- 
ward F. Witsell, an old friend 
ind fellow South Carolinan, in 
ceremonies held in the Social 
Security Building auditorium. 

In accepting the office of 
\dministrator of the 


john, formerly Chief Quarter- 
master of the European Theater 
of Operations, declared that 
WAA disposal operations will 
proceed in accordance with the 
slogan of the European Theater 
of Operations “It will be done.” 

Connected with important sup- 
ply posts since World War I, 
General Littlejohn became wide- 
ly known to American troops on 
the western front during World 
War II for his constant personal 
inspections of their needs under 
actual battle conditions. When 
American armies were bitterly 
resisting German attacks in the 
Ardennes Forest under winter 
conditions, he had needed cloth- 
ing replacements delivered by all 
available transportation — about 
12 per cent being delivered by 
airplane. 

With long experience in Army 
procurement and merchandising, 
he knows intimately not only 
the detailed construction of 
many of the war goods he will 
dispose of as surplus, but the 
likes and dislikes of the average 
men whom he has helped feed 
and cfothe for over a quarter of 
a century. 

Chief Quartermaster of the 
European Theater of Operations 
from June, 1942, to November 26, 
1945, he started the enormous 
machinery of Quartermaster Sup- 
ply for the Normandy invasion. 
Starting with a handful of as- 
sistants, a crackerbox for a 
writing desk in a room in Lon- 
don’s war-scarred Cumberland 
Hotel, he directed the greatest 
supply job in history. 
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federal | 
agency charged with disposal of | 
war surpluses, General Little- | 


Succeeds 


As WAA Chief 


General Littlejohn received a 
D.S.M. for organization and 
| operation of the Quartermaster 
Service in England. A second 
D.S.M. was given under the fol- 
lowing citation: 

“Major General Robert Mc- 
Gowan Littlejohn, as Chief 
Quartermaster, Communications 
Zone, and Furopean Theater of 
Operations. from July, 1944, to 
May, 1945, performed  dis- 
tinguished service to the Allied 
war effort. He directed one of 
the most complex and huge sup- 
ply operations of all times; at 
the termination of hostilities he 
was providing subsistence, cloth- 
ing and equipment for over six 
million persons. He not only 
maintained anticipated require- 


established a new record for 
Quartermaster Service.” 

OPA PROVIDES FOR 
RESTORATION OF 
PRETICKETING 
The Office of Price Adminis- 
tration has recently explained 
how wholesalers and _ retailers 
should handle situations result- 
ing from the fact that ceiling 
price tickets were removed from 
pre-ticketed commodities during 
the period when there was no 

price control. 

1. On major items, which in- 
clude major appliances such as 
refrigerators, vacuum cleaners, 
stoves and washing machines, 
the re-established _ regulations 
state that retailers or wholesal- 
ers must not change, remove or 
in any way disturb the price 
ticket applied by the manufac- 
turer. 

Therefore, if retailers or whole- 
salers did remove or change the 
tickets between July 1 and July 
25, they must not sell any of 
these items until they have re- 
ceived new correct price tags 
from their supplier or until they 
have replaced the tags they re- 
| moved. 
| 2. Pre- ticketing 
| that cover clothing items, small 
| appliances and housewares and 
radios provide that retailers are 
required under the regulation to 
make certain the prices on these 
commodities are correct. 

Therefore, if retailers or whole- 
salers have removed, changed or 
in any way disturbed the tickets 
on these pre-ticketed commodi- 
ties, they must re-attach the cor- 
rect, or ceiling, price as of 
June 30, 1946, on these items 
before offering them for sale. 











ments but he exceeded them and | 


regulations | 





Many things help put “SELL” in 
Bumpers Harpware .. . easy appli- 
cation, strength and permanence, 
smooth operation, charm of appear- 
ance, correctness of design. To these 
vital qualities Barrows adds more: 
Completeness of line, trustworthy 
craftsmanship, and a name which has 
stood high in excellence and builder- 
acceptance for over a half century. 
The Barrows Line of builders hard- 
ware is a trusted and protected line 
of feature-ful beauty combined with 
utility ... and assures authorized deal- 
ers of increasingly profitable sales. 


BANK ON 


ILLINOIS 


NORTH CHICAGO, 


















































































August 15, 1946 


ADVANCES 


Leading makes ammunition. Some makes of padlocks. Silver. One line fish hooks, 
lures. Some rope. Stove, pipe. fittings. Lead pipe. Sheet lead. Lead pigments. 


OPA CEILING ADVANCES 
Some table appliances. Some casters. Domestic oil burners. Putty. Linseed oil. 


Pig iron. Anti-friction bearings, balls. 


Cork insulation board. Thermostats for 


cooking equipment. One line of hammers. Steel shipping containers (some sizes). 
Copper. Some electric specialties. Cast iron enamel kitchen utensils. 


ADVANCES EXPECTED 
Lawn seed mixture. Furniture. 











Ammunition higher — Effective 
July 9, the prices of leading brands of 
shells and cartridges were advanced ap- 
proximately 744 per cent. Distributors re- 
port that ammunition remains scarce. No 
trap or skeet loads or .22 Short Gallery 
(standard velocity) Cartridges are being 
manufactured, because of the lead shortage. 
Jobbers expect some further allotments of 
other loads, late in August; somewhat 
smaller, however, than they received dur- 
ing the second quarter. 


Kitchen utensils—Manufacturers 
ceilings on cast iron and enamel kitchen 
utensils have been increased 5 per cent 
OPA announced Aug. 5, effective as of 
that date. A few manufacturers previ- 
ously granted individual price adjustments 
will not be permitted to raise ceilings. 
They will be required to figure resellers’ 
ceilings to bring about a_ pass-through 
percentage-wise of the increase at the 
manufacturing level. Under the new ceil- 
ings resellers may pass on the increase. 


* * * 


Fraim padlocks—As of July 9 
The E. T. Fraim Lock Co., Lancaster, Pa., 
advanced its padlock prices 10 per cent, as 
of July 9. 

* . . 

Slaymaker padlocks — Effective 
June 26 Slaymaker Lock Co., Lancaster, 
Pa., advanced its padlock prices nine per 
cent. 





210 


Electrical specialties — Trine 
Mfg. Corp., New York City, which recently 
acquired the Keil line of electrical spec- 
ialties has advanced, as of July 15, its 


prices on all push buttons by 12 per cent 
and all other items of electrical specialties 
10 per cent. 
. * * 

Fish hooks and lures—The Glo- 
Lure Co., Chicago, has announced reduced 
retail prices on several of its numbers. 
Blinkin’ Beauty and. Winkin’ Wobler, illu- 
minated fluorescent casting and trolling 
plugs are now $1.50 each. Glo-Hooks, il- 
luminated fish hooks, set of three, are now 
60 cents. Glo-Lures are 50 cents and Fire- 
fly, illuminated fly-casting and _ trolling 
spinners, set of three, are now $1.00. 
> 





Oil burners—Amendment No. 24 
under Section 2.4 of Order 48, MPR 591, 
effective July 26, increased maximum 
prices for domestic oil burners 5.5 per 
cent. This was the second increase in ceil- 
ing prices granted by OPA since V-J Day. 








Wholesale Hardware Sales* 


By Geographic Divisions, for June, 1946 











SALES REPORTED 


| 


| SALES YEAR-TO-DATE b 




















| Percent Change } 
GEOGRAPHIC | 4 June 1946 Amount (Add 000) | 
DIVISION | ve. Percent 
Co | a. Ee Six Six 
|} o@f | from ionths | Months 
Firms June >| June June May 6 mos. 1946 1945 
| c 1 1 1946 1945 1946 1945 (Add 000) | (Add 000) 
| 
| | | 
U.S. TOTAL... 305 +39 —1 | $53,125 | $38,100 | $53,731 | +30 $295,634 | $228,013 
New oo 20 +650 —6 936 625 1,001 +29 6,987 5,424 
Middle Atiantic 77 +29 — 5 8,847 6, 868 9,280 | +27 46 846 37,007 
East North Central 43 +652 -— 5 7,867 5,191 8,256 | +36 51,922 38,047 
West North Central 38 +58 - 5 7,986 5,061 8,380 | +39 %,716 32,995 
South Atlantic 48 +33 +1 6,435 4,856 6,345 | +31 32,817 25,120 
East South ! 18 +43 +29 4,036 2,815 3,125 | +35 20,207 14,987 
West South Central 26 +38 —6 6,156 4,475 6,526, +28 | 36,967 28,925 
Mountain 9 +50 —10 1,489 994 1,659 | +37 | 8,060 | “5,899 
Pacific. . 26 +30 +2 9,373 7,215 9,159 | +16 46,112 39, 609 














‘Qeundentem 





‘ed in \Secinens Division by Current Wholesale Trade 
ished releases. 


Prepar 
a Includes 22 reports received too late to be incorporated in Census Bureau published 


b Includes reports received too late 


¢ for inclusion in previous monthly totals. 
c Number does not apply in all cases to the year-to-date figures. 





States comprising 


regions 
New England—(Conn., Maine yy N. H., R. L, Vt.) 


Middle Atlantic—(N. J., Yoo 


a.) 
East North Central—(Iil., ts Mich., Ohio, Wisc.) 


West North Central—(lowa, Kan., Minn., Mo., + N. D., 


Seuth Atlantic—(Del., D. C.. Fla., Ga., Md., 
East South Central—(Ala., Ky., Miss., cans 
West South Central—(Ark., La., Okla., Texas) 


Ss. D.) 
8. C., Va., W. Va.) 


Mountain——(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wye.) 


Pacific—(Calif., Ore., Wash.) 
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Linseed oil—OPA, late in July 
raised price ceilings .013 cents per pound 
on linseed oil and its derivatives to offset 
cancellation of a subsidy. 

+ © * 

Grass seed— Producers of Ken- 
tucky blue grass seed report one of the 
lightest crops in recent years, which has 
caused an increase of about 50 per cent 
in the price of standard government-in- 
spected seed. Due to the shortage, any 
quantity available will probably be shipped 
on an allocation basis. The price advance 
will undoubtedly be reflected in the price 
quotations on lawn seed mixtures next 


season. 
x a ial 


Other news notes— Manufacturers 
of brass low pressure valves were granted 
an additional 5 per cent price increase, 
by OPA amendment to price regulation 
591, effective June 27. Due to conditions 
prevailing in the leather industry, and the 
uncertainty regarding prices, cup leather 
manufacturers have withdrawn all dis- 
counts, and are accepting orders “subject 
to prices prevailing at time of shipment” 
only. Another early July advance in lace 
leather, announced by one of the leading 
manufacturers, supplements a previous rise, 
and increases prices approximately 33 1/3 
per cent over those formerly in effect. 


x - bd 


Hammers—As stated in the July 
4 issue of Harpware Ace, page 114, price 
ceilings on sales to retail dealers of three 
numbers of hammers made by Phoenix 
Mfg. Co., Joliet, Ill., were advanced June 
1, by OPA authority. However, improved 
models of those same hammers were 
granted higher ceilings as of June 29 by 
OPA. In addition to its name, each of the 
new models was also given a number to 
differentiate between the improved and the 
older numbers. Ceilings on the three im- 
proved numbers, for sale to retail dealers, 
are: No. 3, Bull Dog, $10.00 per dozen; 
No. 2, Phoenix, $12.00 per dozen and No. 
1 Deluxe, $14.00 per dozen. Consumer 
ceilings are respectively, $1.25, $1.50 and 
$1.75 each. 

= oa * 

Astor appliances—Union Prod- 
ucts Mfg. Corp., 35 Park Place, New York, 
early in June announced new OPA price 
ceilings on three of its electrical appli- 
ances. Ceilings at dealer level are: elec- 
tric broiler, $10.87; electric heater, $5.57 
and electric stove, $2.77. Consumer level 
ceilings are: broiler, $17.45; heater, $8.95 
and stove, $4.45. 

* « ° 

Casters — Effective July 1, The 
Bassick Co., Bridgeport 2, Conn., made a 
flat 15 per cent increase on all general 
casters over 1941] ceiling prices. When 
OPA was reestablished, all price ceilings 
on casters, glides and related items were 
decontrolled effective July 26, and so Bas- 
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* 
SUPERIOR No. 7 SPECIAL— 
3” =x 3” JOINTER No. 7S? 
Hendie adjustable to any desired de- 
gree. Biode adjustable for weer. Cast 
bed. Accurately mochined. Hond fin- 
ished end locquered. A properly bel- 
enced and highly desirable tool. Com- 
plete with extra blade of carbon sieel. 


PETKO SPECIAL—2” x 3” 
JOINTER No. 100 


th di bi. 





Cost iron 9 
for weor. A superior mechonic's tool. 


HAWK—No. 1313 
NOTE: The only Hawk with @ brood 
spud casting fastened with six oircraft 
rivets for extra security ond strength 
Rounded corners avoid possibility of 
catching on plosterers clothing. 
072 Gauge Aluminum, lerge hendie 
center drilled; with 5/16” bolt, Wilt 
never loosen or breok under heovy work 


ANGLEFLOAT STAINLESS 
No. AFS 


035 Steiniess Steel, standard wood 
hendie shaped to M1 the hend. Angle 
sides sloped to clear mechanic's knuch- 
les and provide proper work surface. 


gee 


FRESNO OR WALKING 
TROWEL 


No. 524 — 3” 2 24” Blade 
Ne. 530 — 5” 2 30" Blade 
Neo. 536 — 5” x36” Blode 
Hord Aluminum blade, 072. Rib rein- 


sidewalk trowels. 


a ae | 


DARBIE No, 442 
4” « 42", 125 Aluminum. Semi-flexidle, 
with traditional wood hendies neatly 
shoped and finished. 





NATIONALLY ADVERTISED 
NATIONALLY SOLD 


NATIONALLY AnOW7/ 


Nationally known quality! Translated 
into sales, the Superior Featherweight 
brand means added profit for you 
Superior Featherweight hand tools for 
cement workers and plasterers are the 
most widely sold, most widely used in 
the nation. The name itself... Superior 
Featherweight . . . has come to mean 
highest grade in a mechanic's line. 


Superior Featherweight tools are your 
customers’ guarantee of maximum 
efficiency, and they are your guaran- 
tee of substantial sales. Order now 


. immediate delivery! At your fav- 


orite jobbers or write direct to Petko 


INSIDE CORNER TOOL 
No. ICT 
16-18 Gauge — 2%" x 2," » 
54". %” Radius. 
Cadmium Plated against rust. All 
welded construction. 


, ee 


SPONGE RUBBER FLOAT 

No. SRF 
Aluminum backed with pure syn 
thetic rubber sponge, not offec- 
ted by alkali. Wood handle 
shaped to fit the hand. Rubber 
pad guaranteed not to come off 
in use. 


WIDE FACE EDGER 
No. W1/2R — 4” Radius 
16-18 Gauge triple welded 
handle forks. Cadmium Ploted 
against rust. 


Industries. 


OUTSIDE CORNER TOOL 
No. OST 


16-18 Gouge — 24” x 24" x 
5%". %” Radius 

Cadmium Plated against rust. All 
welded construction. 


ALUMINUM FLOAT 
No. 513 F — 5” x13” 
.072 —.081 hard Aluminum alloy 
blade with correctly shaped and 
fitted wood handle. 


STANDARD FACE EDGER 

No. S — “4R — “a Radius 

No. S — %4R — %” Radius 

No. S — AR — 4” Radius 
16-18 Gauge triple welded 
handle forks. Cadmium plated 


agains! rust. 


INDUSTRIES 


1107 €. Sth SF. 


LOS ANGELES 21, 


CALIFORNIA 











BETTER PIPE TOOLS 


RECEDING 
THREADERS 
and 
CHASERS 


[hese improved 
threaders come in “Stand- 
ards,” “Ratchet,” and “Geared” types 
operating on the “receding die” prin- 
ciple. They will cut perfect threads in 
the following sizes: “Standard” and 
“Ratchet”—1”, 1%”, 1%” and 2” 
and “Geared”—2%", 3”, 3%”, and 
1”. Chasers are made of special 
analysis tool steel, hardened, drawn, 
tempered, and tested. 


ADJUSTABLE STOCKS 
and DIES 


“ARMSTRONG Bros.” stocks are 
compact, and are smoothly finished to 
fit comfortably in the hand. Each 
takes all standard make dies of its 
type. They are made in all sizes and 
are sold singly or with dies and 
guides in sets. 


more 


“ARMSTRONG Bros.” Dies, both solid 
and adjustable, are machined from 
special tool steel, with “backed-off” 
ground teeth. They cut easily, cut 
smooth, close-fitting threads, and 
“spin” off pipe ends without jamming 
or sticking. They fit all standard 
make stocks. 


ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave., Chicago 12, U.S. 


Eastern Whse. and Sales: 199 Lafayette St., 
New York 12, N. Y. Paeifie Coast Whse. 
and Sales Office: 1275 Mission St., 
San Francisco 3, Calif. 








Wholesale Hardware Inventories* 
By Geographic Divisions, for June, 1946 


END-OF-MONTH INVENTORIES ‘Cost 


Percent Change 
GEOGRAPHIC June 1946 
DIVISION vs. 


May 
1946 


+ 


U. S. TOTAL 


New England 
Middle Atlantic 
East North Central 
West North Central 
South Atlantic 

East South Central 
West South Central 
Mountain 

Pacific 


1 


a 
3 
1 
7 
3 
2 
5 
6 
0 
2 


tl ++++++4 


STOCK-SALES-RATIOS b 


Amount (Add 000 


June 
1946 


o-oo 
= @nwSso— 


SS86E 


BaR35 


a 
™“ 


May 
1946 


June 
1945 


| $52,512 | $39,786 $50.6 


| 11,048 


{ 





Bureau of the Census 


a Includes 19 reports received too late to be incorporated in Census Bureau 


Prepared in Business Division by Current Wholesale Trade 


ed releases. 


b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 








sick’s 15 made as of 
July 1, continues in effect. This 15 per 
cent increase did not include truck casters 
on which price ceilings were suspended by 
OPA under date of April 8, 1946, and at 
that truck caster prices were in- 
creased 10 per cent. There has been no 
change from this original 10 per cent in- 
crease which was effective on April 8 on 


per cent increase 


time 


truck casters, 


Putty—Landen Putty Works, Mal- 
den, Mass., announced last March that it 
would not advance prices, authorized by 
OPA, under MPR 188, Order A-1, Amend- 
ment 93, because no provision was made 
for passing on the increase to the con- 
sumer. Now that the markup can be 
passed on to the consumer, says the com- 
pany, it has advanced, effective July 29, 
prices on its lines, new schedules being 
available on request. 


* * 2 


Yale & Towne lines—Prices on 
its line of Silver Six padlocks have been 
advanced, at all levels by The Yale & 
Towne Mfg. Co. Dealer costs per dozen 
are now: No. 249, $2.80; No. 259, $2.80: 
No. 602, $4.00; No. 605, $6.00; No. 797. 
$8.00 and No. 798, $10.00. Retail ceil- 
ings for these numbers are respectively: 
35 cents; 35 cents; 50 cents; 75 cents: 
$1.00 and $1.25. On July 26, in accord- 
ance with amendments to MPR 591, RPS 
40 and MPR 413, the company advanced 
prices as provided by those amendments. 


od ft ” 


A busy day—July 26, the first day 
of OPA’s new life, was probably the busiest 
in its career. It poured out price orders. 
raising or removing ceilings on hundreds 
of items. Prices were raised on shoes, coal, 
rubber heels, cotton rugs, 


oil burners, 


chinaware, galoshes, and a long list of 
building materials. Ceilings were swept 
away completely from major types of in- 
dustrial machinery, the output of which 
amounts to $2,000,000,000 annually; from 
a wide range of household items like awn- 
ings, fruit jar rings, medicine droppers, 
rubber floor mats and some clocks. For 
other manufacturers—such as stepladders, 
razor blades, glass light shades and auto- 
matic pencils—the way was opened for 
higher price applications on lowest cost 
lines. All these actions were pending 
when OPA expired. Still to come are a 
flood of increases authorized under the 
OPA act now in force. 
” * + 

A few details—Directly affecting 
consumers were these increases, all effec- 
tive July 26. Five cents a pair on rubber 
heels in shoe repair shops. Five and one- 
half per cent on household oil burners. Ten 
retail ceilings on rubbers, 
Six 


per cent in 
galoshes and other rubber footwear. 
or eight cents a ton on coal for household 
use, to cover freight rate increases. One 
to six cents a pair on some work gloves. 
From three and one-half to 7 per cent on 
cotton rugs. Up to 21 per cent on lower- 
priced auto seat covers. One to 3 cents on 
each piece of inexpensive chinaware, I! 
the increases were designed to offset higher 
costs of labor and materials, or to stimu- 
iate production of scarce items. 
* > : 

Other July changes — Resale 
prices of standard wire nails and fence 
wire are put under same percentage mark- 
up provisions governing reselling of other 
types of merchant wire products in 
amendment to Price Schedule 49. Manu- 
facturers of stock screen goods may apply 
for individual adjustment of ceilings where 
they can show existing prices result in 
hardship, under amendment to regulation 
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281. Consumer items added to the “low- 
end” order permitting manufacturers to 
apply for increased prices on goods in 
lowest price lines are razor blades, stan- 
dard Stillson pipe wrenches, illuminating 
glassware (bowls, reflectors, shades), and 
mechanical pencils, under amendment to 
order 148. Small volume manufacturers of 
parts for household cooking and heating 
stoves, vacuuum cleaners, washing ma- 
chines and refrigerators now may qualify 
for reconversion pricing under amendment 
to order 118, July 26. The same provisions 
permitting resellers of radio parts, to pass 
on the percentage amount of any individual 
increases in their supplier’s prices, are ex- 
tended to resellers of specialty transform- 
ers and integral and fractional electric 
motors, in amendment to order 142. An 
increase of $1.70 per 100 ft. on cork insu- 
lation board is authorized in amendment 
to regulation 592. The 19 per cent in- 
crease in manufacturers’ ceiling prices for | 
metal stampings may be passed on by| 
resellers, under an amendment to regula- | 
tion 136. Clocks, machine-attached snap | 
fasteners, household television receiving | 
sets, lowback chairs, rubber floor mats and 
runners, automobile seat-bed units and | 
awnings are exempted from price control— 
all by amendment to order 126. 
= 





« 





* 


Balls and bearings — Effective 
July 27, OPA authorized increases in 
manufacturers’ maximum prices for anti- 
friction bearings and metal balls used in 
bearings. The increases over base date 
sales prices are 10.5 per cent for metal 
balls and 12 per cent for anti-friction bear- 
ings. Automotive bearings were not in- 
volved in the change, but were expected to 
receive relief, by a separate action. OPA 
authorized resellers of the products af- 
fected, to increase their sales prices the 
same percentage amounts as their invoiced | 
net costs have been raised. 

* * « 


Pig iron raised—As of July 27, 
OPA increased maximum prices for pig 
iron, by two dollars per gross ton. The in- 
crease was based upon cost increases in- 
curred by pig iron producers since March 
15, 1946, when a price increase of 75 cents 
per gross ton was granted. The increased 
costs occurred because of wage-price in- 


creases granted coal and coke producers, 
and some iron ore producers, also in- 
creased costs of miscellaneous supplies 


_used in the operation of blast furnaces. 





Lead and zinc—The July advances 


of 1% cents per pound on lead and zinc 


were invalidated by the re-birth of OPA. 
but producers are expecting some price 
relief, not, perhaps, the same amount. For 
the present, sellers are chiefly “marking 
time,” with some sales, for August de 


livery, reported on a basis of price ruling 
at time of shipment. Meantime, on July 





















































More Planes in service, more flights. more space available for all kinds of traffic! 
Bigger planes, swifter planes, faster air schedules on many runs! 


Every way you figure, Air Express service is stepped up to an all-time high at an 
all-time low in cost to the shipper. 


Reduced Rates (see table) include special 
pick-up and delivery between airport towns | pares CUT 22% SINCE 1943 (U.S. A.) 
and cities. Rapid air-rail schedules to and from AIR Tama. | 5 wa] 25 we. ]00 me, [Over 40 tes. 


*.* . . Cc ts tb. 
23.000 other communities in this country. ones —— 
$1.00 | $1.00| $1.00] $1.23] 3.07 


149 

349 1.02} 1.18] 2.30) 3.468 921 
549 107} 147) 384) 6.14 15 .35¢ 
1049 1.17] 1.98) 7.68) 12.28 30.70¢ 
2349 145 | 3.53) 1745) 28.24 70 le 


Write Today for the Time and Rate Schedule Sse | 147] 348) 1842) 29.47 | 73-48 
on Air Express. It contains illuminating facts INTERNATIONAL RATES ALSO REDUCED 
to help you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 230 Park Avenue, New York 17. 
Or ask for it at any Airline or Railway Express office. 






































Foreign Service direct by air to and from 
scores of foreign countries — the world’s best 
service, in the world’s best planes. 














































































GETS THERE FIRST 






Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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AWARD 
AUTOMATIC STORM 
WINDOW REGULATOR 


FAST-SELLING, EASY TO 
ATTACH-—AVAILABLE NOW 


AWARD Storm Window Regulators auto- 
matically open the storm window when 
the inside sash is raised—the higher it's 
raised, the wider the storm window 
opens. Closes tightly when inside win- 
dow is closed. Opens with either lower 
or upper 


Works Perfectly on All 
Properly Fitting Windows 


Two AWARD Regulators are attached to 
each storm window to assure safety. 
prevent window rattling. Install in a few 
minutes, with just a hammer and screw- 
driver. All metal construction, completely 
electorplated to prevent rust. Easily re- 
moved for convenient summer storage. 
AWARD Regulators are distributed solely 
through legitimate hardwere jobbers. Con- 


tact your jobber, or write for same of 
nearest distributor of AWARD products. 


$2.00 Per Set Retail 
(Subject te 0.P.A. Approval) 
Complete AWARD Set Consists of 2 Regulators, with all 
— mounting brackets, pins, weed screws, layout tem- 
plate. “Yell instructions. Sets Individually ben boxed. 


TPP Pppp 


AWARD MFG. CO. 


MANUFACTURERS 
3727 N. Palmer St., Milwaukee 12, Wis. 
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26, OPA authorized an “interim” advance 
of 1% cents per pound of primary lead 
contained in each gallon of 100 per cent 
pure lead pigment paints. The action fol- 
lows OPA’s authorization to ad- 
vance the price of lead pastes by the same 


Both moves were needed to cover 


recent 


amount. 
the approved increase in the ceiling for 
primary lead on June 3, 1946. OPA 
promises a further study of production 
costs, since reports have been received that 
existing ceilings for the major portion of 
lead pigment paints are below production 
Resellers are permitted to pass on 
percentage amount of the July 26 in- 


costs, 
the 
crease to consumers. 


On July 
legislation 


Silver raise approved 
31, Truman 
raising the government’s purchase price of 
silver from 71.11 to 90.5 cents an ounce, 
and authorized the Treasury to resume 
selling silver to industrial users at the 
higher figure. The new price, representing 
a major victory for western congressmen, 


President signed 


was set after a prolonged battle between 
the 
turers and other industries, 


House and Senate. Jewelry manufac- 
whose opera- 
of the 
silver shortage on the regular market, may 
the Treasury’s 

The wartime 


tions have been curtailed because 


now resume buying from 
stock of 120,000,000 ounces, 
measure, which allowed industrial sales at 


71.11 cents an ounce, expired Dec. 31, last. 


. al * 


Hides and leather—The 
Association says that 


National 
Manufacturers 
the 


to 


Shoe 
industry will be 
CPA acts 
quickly to adjust the prices of hides. Ur- 
gent pleas for this relief are being pre- 


almost entire shoe 


forced close down unless 


sented at Washington. “Tanners cannot 
get hides, they are not shipping, and man- 
ufacturers are not getting any leather,” 
an association spokesman commented. “Tf 
we don’t get relief immediately, August 
production may be curtailed as much as 
90 per cent.” In the period when OPA was 
inoperative, hide prices advanced from 
15% cents to 21 or 22 cents a pound, but 
they now have been rolled back to the 
former ceiling price. 
- . - 


July 27 price actions -— Interim 
price increases of 11 per cent for plastic 
products having list or established prices, 
and of 4.5 per cent for plastic products 
“priced by formula” were authorized in 
an OPA amendment to price regulation 
523, effective July 27. On the same date, 
the price increase factor granted manufac- 
turers of fluorescent transformers was 
raised from 11 per cent to 20 per cent 
(under regulation 136). Also, manufac- 
turers of wiring devices were granted an 
increase in their ceilings, over their base 
date maximum prices. For low-priced 
items, a 20 per cent raise was authorized. 
For all other devices, the increase was 10 
per cent (both under regulation 136). Ef 
fective, too, on July 27, manufacturers of 
wire and cable, except armored cable, 
were authorized to revise their lists “to 
include no more than the amounts per- 
mitted by the increases granted June 3 and 
June 4.” Also, resellers who customarily 
sold off manufacturers’ lists may continue 
to do so (under amendment to regulation 
82). 

. © 7 
Other OPA changes—OPA has 


revoked, as of July 26, the high “new 











Wholesale Hardware Collections* 
‘on Accounts Receivable 


By 


Geographic Divisions, for June, 1946 
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Do we move 
fast ? 


Just watch us 
sell ! 


THE QUALITY QUARTET 


PATENT CEREALS COMPANY 
GENEVA, N. Y. 





| small manufacturer” prices, authorized on 
baby carriages, velocipedes, scooters and 
other wheel goods, and on household fur- 
|niture and furniture parts. 





Ceilings in 
| line with those established for old-line 
firms will be substituted. On July 26 also, 
| OPA ruled that fountain pen and me- 
| chanical pencil manufacturers may calcu- 
| late wholesale and retail ceiling prices for 
Pace distributors, for new models, once 
their own ceilings have been approved. A 
new price increase factor of 19 per cent 
(over October, 1941, prices) for manufac- 


OPA granted manufacturers of 12% Ib. 
and 25 lb. capacity steel shipping contain- 


lead, a 10 per cent increase in their ceil- 
ings. Effective July 30, an increase of 15 


per cent from current 


ment to regulation 359. Ceiling prices of 
men’s outerwear garments like leather 
jackets and mackinaws were moved up an 
average of 8 per cent, to cover increases in 
material and labor costs. 
was effective July 30. 





* * * 


“record volume” of goods may flow to con- 





strength of rapid recovery in steel and 
|coal. Factory output reached a post-war 
| peak in June, and topped pre-war monthly 
records in washing machines, vacuum 
cleaners, gas ranges, electric irons and 
| table model radios. A further 3 per cent 


| rise in industrial production, expected for 


| July, would equal the biggest single 
month’s peace output in history—that of 
| December, 1941. Administrator Small 


warned that a “serious shortage of labor is 
oe 


| developing” whjch may prove to be “an 
| important limiting factor in production by 


| the end of the year.” A steady upward 


trend in building materials, especially lum- | 


| ber, was shown in June. Brick and insu- 


| lating board production mounted to new | 


| Post-war highs. The volume of new con- 


struction rose 1] per cent in June, but | 


| housing _ construction, 


gained only 10 per cent, against 24 per 


The June record in other 


cent in May. 





1 | goods is reported thus: Refrigerators—210, 


000, up 7 per cent from May, but still 32 
| per cent under pre-war production. Wash- 
| ing machines—193,000, up 4 per cenit from 
|May and 22 per cent above 
| Radios—1,378,000, up 16 per cent from 
| May, which already was above pre-war 
Vacuum cleaners—177,000, up 7 


pre-war. 


levels. 
per cent from May and 13 per cent over 
| pre-war. 27,000, down 
13 per cent from May and only about 60 
Electric 


Sewing machines 


| per cent of the pre-war level. 


disappointingly, | 


| 


| 


| 


‘ 





turers of thermostats for domestic gas and | 
electric kitchen ranges was authorized by | 
OPA, effective July 26. On the same date, | 


ers, used by producers of white and red 


manufacturers’ | 
prices, for all sizes of liquid-tight paper | 
containers, was authorized by OPA amend- | 


This action also | 


CPA reports—Released July 30, 
CPA’s quarterly review forecasts that a| 


, : 
sumers in the next six months, on the 








FABRICS... 


CLOTHING ... BELTING... 
GRAIN BAGS . . . CANVAS 


“SPEE-DEE” Fabric Cement 
patches and repairs overalls, cloth- 
ing, belting, grain bags, binder 
canvases, tarpaulins, awnings, 
tents, canvas and leather goods. 
Quick and easy to apply. Water- 
proof — washing will not loosen 


ONE for 
UTILITY... 







SPEE-DEE 
Utility Cemen 


nspare 


PLASTICS... 
METALS .. . 
“SPEE-DEE” Utility Cement 
makes an excellent wood glue. 


Also repairs crockery, china, por- 
celain, celluloid, ivory, marble and 
metal. Patches awnings, tents, tar- 


paulins, and other canvas and 
leather articles. Waterproof — 
Flexible — Transparent. 

$ $ 86 8 s $ 


BOTH FOR 


PROFITS 


Both these high quality cements 
sell on sight. Bottled in following 
sizes: 1 oz., 2 os., 6 oz., 16 O3., 
32 oz., % gal. and 1 gal. Avail- 
able now. Order from your job- 
ber. Write for samples, folders 
and prices. 








OWOSSO PRODUCTS CO. 


»f “SPEE-DEE™ Products 
MICHIGAN 


Manutacturers 


Owosso, - 














ranges—46,000, nearly 50 per cent over 
May and almost at pre-war volume. Gas 
ranges—141,000, slightly above May and 11 
per cent above the 1939 average. 
. a 7 

Metals prices—FEarly in July, 
following OPA’s temporary eclipse, leading 
domestic producers of lead advanced their 
price 1% cents above the OPA ceiling, 
to 944 cents, New York, to offset the loss 
of government subsidies, which lapsed 
when price control ended. Zinc dealers 
also advanced the price 1% cents to 9'2 
cents per pound. On July 9, Metals Re- 
serve set its price for foreign copper at 
14% cents, the old OPA ceiling, and do- 
mestic copper producers said they would 
follow suit. On July 8, leading sellers of 
cadmium and bismuth started quoting 
prices of $1.25 for cadmium and $1.60 for 
bismuth, which would represent in each 
case an advance of 35 cents per pound 
over ceiling price prevailing under OPA. 
However, OPA, some time prior to July 
1, had arranged to remove these metals 
from price control. On July 8, National 
Lead Co. marked up its prices on lead 
pipe, sheet lead, traps, and lead pigments 
by 1% to 1.85 cents per pound. On July 
12, Illinois Zine Co. announced its base 
price for sheet zinc at 15.15 cents and rib- 
bon zinc 14.25 cents f.o.b. mill, subject to 


usual quantity differentials, representing 


increases of 2 cents per pound over prices 
prevailing up to June 30. 
* * . 

Suspended from control—In one 
of OPA’s last moves before its enforced 
“holiday,” it amended price order 126 (on 
June 28), eliminating a number of items 
from price conirol. Of interest, among these 
releases, were hard fiber cordage and 
twines (except binder twine, baler twine, 
and imported twines), cat and dog collars, 
harnesses, muzzles and leads, filter twills, 
academic caps and gowns, and costumes 
or regalia for bands, drill teams, mas- 
querades, etc. By the removal of rope from 
price regulation, and as a result of the 
withdrawal of protective subsidies by the 
government, jobbers report that some rope 
prices advanced almost 50 per cent. Stove 
pipe and fittings also were removed from 
price control, and an average advance of 
some 15 per cent was put into effect on 
June 26. 

= * * 

Agricultural supplies—Manufac- 
turers of “steel goods” have started to so- 
licit orders, without prices, for next year, 
but on a quota basis, due to the limited 
amount of steel, and particularly handles, 
expected to be available. They are not 
taking any repair handle business at all, 
it is reported. Manufacturers of poultry 
supplies are disturbed by their inability 





ae ne sen et inate 


Statistics show that rural families want clean safe pasteurized milk, free 
of milk-borne diseases. Now, milk can be pasteurized properly at home. 
The SAFGARD Home Pasteurizer is so easy to operate, so economical 
to buy that no farm home can afford to be without it. 

Two-gallon capacity . . . automatic, electrically operated heating 
and timing controls...agitator that keeps milk at uniform 
temperature ... simple, rugged construction. 

Rural families are going to buy it... are you going PRODUCTS 


to sell it? 


Dealer, Jobber Territory Still Open. 
Write for complete details. 


GUARD-IT manuracturine co. 


Dept H, 615 N. Aberdeen, Chicago 22, Ill. 





© Electric Water 
eaters 


@ Electric F 
Controiiers 


© Float Vaives 








to obtain any definite promises on gal- 
vanized sheets. It now appears that they 
will not be in a position to accept orders 
for more than 60 per cent of the quota 
established a year ago. Up to now, com- 
panies have been unable to name prices, 
due to the uncertain situation as to price 
control One of the large rubber com- 
panies has just announced that it will not 
produce any more garden hose this year, 
and nothing now in sight gives hope for 
relief of the present short situation. The 
recent hot weather has brought a demand, 
which there have been no supplies to 
satisfy. Makers of wheel barrows complain 
of their inability to obtain the necessary 
14 and 16 gage sheets from which to fabri- 
cate trays. Some are practically shut down, 
and report little hope of deliveries improv- 
ing during the next 60 days. 
» aa . 

Copper—The two band system of 
copper prices, which resulted from raising 
the price of copper from mines which had 
been granted approved wage increases, 2% 
cents per pound, June 3, 1946, has been 
eliminated OPA announced Aug. 2, in 
amendment No. 7 to Revised Price Sched- 
ule No. 15. Effective Aug. 2, 1946, the 
maximum base price for all electrolytic, 
lake or fire refined copper delivered in 
carload lots at Connecticut Valley points 


will be 14% cents per pound, the higher 


price band level formerly limited to pro- 
ducers who met the wage requirement. 


Farm equipment prices—On July 
31, OPA announced the first of many in- 
creases required under the new price con- 
trol law—an average 6 per cent raise in 
the retail ceilings on farm machinery and 
replacement parts, by amendment to price 
regulation 133. While OPA had granted 
scores of other price raises since its “re- 
birth,” all of these had been pending when 
the old law lapsed July 1, and they were 
calculated under terms of the earlier 
act. The farm machinery increase was the 
first official price action under the new 
law’s requirement that the profit margins 
of dealers be restored to peacetime levels- 
OPA cut these margins last May when it 
granted farm machinery manufacturers 
and wholesalers a 10 per cent increase, but 
ruled that retailers could pass on to cus- 
tomers only 5 per cent of the increase. 
Dealers then had to absorb the balance. 
along with the full 10 per cent on replace 
ment parts, 

> ” > 

Furniture prices and outlook 
From the mid-summer “shows” and meet 
ings, came the consensus that price in- 
creases of 15 to 20 per cent will be neces- 
sary, to cover higher costs of labor and 
raw materials. Some observers believed 
that these price raises would be possible, 
within the next 60 to 90 days, while others 
thought such higher price announcement: 


HARDWARE AGE 
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would not come until the winter meetings, | 


in January. Industry members were told 
that lumber for furniture will remain tight 
for at least 18 months more, despite a 16 
per cent improvement from last year. Ply- 
wood, veneer and spring wire are all very 


scarce. 


inventory of three months. 
shipments were said to be better. 


* * * 


More washing machines 


dry equipment manufacturers at the an- 
nual Summer home furnishing show at | 


Chicago, estimated that about 3,000,000 
washing machines will be produced next 
year, If this goal is reached it will top 
the 1941 record (1,892,435 units) by more 
than 1,100,000. One sales executive com- 
mented that sales could be made at the 
rate of 4,000,000 annually, if deliveries 
could be filled. 


* * * 


Legislating “just in case” — At | 


the issuance of these inventory orders, CPA 
Administrator Small acknowledged that 
little hoarding is known to exist in the 
industries covered, “but we want to elimi- 
nate the possibility of it.” As of July 23, 
Mr. Small further commented that manu- 
facturers generally have neither withheld 
goods nor markedly raised prices on house- 
hold appliances since price controls ended 
June 30. A survey by CPA showed only 
about a 2 per cent average increase in 
prices of washing machines, vacuym clean- 
ers, and similar products. “The manu- 
facturers of hard goods have shown laud- 
able restraint and made a pretty good 
record for themselves,” he added. So far, 
CPA’s worry that manufacturers would 
withhold finished goods, in hope of higher 
prices later, were proved groundless by a 
spot check of 200 companies throughout the 
country. Accumulations were found only 
in cotton “gray goods” and in softwood 
lumber on the west coast. 


* * * 


Anxious to ship Actually, the 
manufacturer is most anxious to get his 
orders filled and his goods into transit to 
his waiting trade. His problem is to get 
the goods made. Generally speaking the 
only household appliances being held back 
are semi-finished products which lack parts, 


such as motors. 


erally understood by the public. Without 
this information, many buyers are ripe for 
propaganda that manufacturers are holding 
out for higher prices. In some cases 95 
per cent of a machine’s parts can be made 
but are useless without the other 5 per 
cent. Scarcity of enameling stock is one 
“hold-up” in the making of cooking 
stoves, refrigerators and washing machines, 
Scarcity of silicon steel and copper largely 
accounts for the shortage of motors. The 
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One manufacturer said he was | 
operating on a three weeks’ supply of 
spring wire as compared with a normal | 
Fabric cover | 


Laun- 


The part that shortages | 
play in lagging production is one not gen- | 
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EXCLUSIVE 
THERMOSTAT 


Kwikheot's built - in 
thermostat, 90 - sec- 
ond heating, 6 tip 
styles and other 
features make it a 
soles pushover. 


EYE 
APPEAL 


One look tells you 
Kwikheot is com- 
pletely modern .. . 
from its silvery shell 
to the streamlined 
Bokelite he.udle. 


a 


Every Kwikheot you 
sell con bring you 
extra sales on the 
various styles of tips 
and on complete 
5-piece tip sets. 


GOOD 
PACKAGING 


Every Kwikheot is 
protected in o heovy 
Cellophane envelope 
ond enclosed in a 
sturdy, attractive, 
blue box. 


Fe 


FULL 
GUARANTEE 


Each Kwikheat is 
backed by o gen- 
erouvs guoarontee of 
complete satisfaction 
—by o well -estab- 
lished monvufacturer. 


NATIONAL 
ADVERTISING 


A comprehen- 
sive advertising pro- 
grom in 21 national 
magazines is build- 
ing a big demand 
for Kwikheot trons. 


INCREASING 
DEMAND 


Sales of Kwikheot 
Irons have risen con. 
sistently—now gain- 
ing faster than ever 
... you should stock 
this sure-fire seller! 


IT’S GOOD BUSINESS 
TO HANDLE KWIKHEAT 


% 


You just can’t miss! Everything 
about the Kwikheat Thermostatic 
Soldering Iron sales picture is right 
for you—an outstanding product— 
aggressive merchandising and strong 
promotion. Kwikheat’s many exclu- 
sive features and high quality have 
won enthusiastic praise from users 
and ever-increasing sales for dealers. 
That’s why it’s good business for you 
to handle Kwikheat—the completely 
modern soldering iron that from tip 
to plug is in a class by itself! 


List $11.00 


Six Tip Styles Each 1.25 V9 q sl 


A 


—T ee \) 


kw 


_— 
we 
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wr THERMOSTATIC 


_SOLDERING IRON | 








THE WORLD'S 
GREATEST 
TIEING DEVICE 
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---if can’t slip if 
it’s ROP-LOC’d”’ 


A complete line of wash 
day needs — to take the 
daze out of wash days. No 
more sagging lines — no 
cumbersome bulky handles 
and reels. Just wrap the 
clothes line around this 
magical hook — and it 
tightens itself. A fast seller 
for every hardware and 
houseware department. 


Other ROP-LOC Products: 


@ NEW 4 LINE POLE 2 inch steel tubing, 
6% feet. 36 inches wide across arms 
with 4 ROP-LOC hooks uttuched. 

@ NEW 3 LINE POLE 2 inch steel tubing — 
6% feet above ground when installed. 
3 cadmium plated ROP-LOC hooks at- 
tached to top of pole. 

@ ROP-LOC CLOTHES PROP & feet long 
— with a positive grip top and an 
anti-skid bottom. One piece steel 
tubing lacquered green. Light, sturdy, 
easily handled. 


See Our Exhibit At The New York Hard- 
ware Show — September 16th through 
September 21st — Booth No. 258. 


@® ROP-LOC BASEMENT BRACKET 
Formed in one piece of 16 gauge 
steel. 18 inches long with 3 potented 
ROP.LOC hooks attached. ideal for 
indoor hanging of clothes 


ROP-LOC 


PRODUCTS COMPANY 


1401 WEST 9th STREET 
CLEVELAND 13, OHIO 





manufacturers know that until these ma- 
terials can be profitably produced for 
them, they cannot achieve the rate of pro- 
duction necessary to fill demand. 


CPA orders still effective — In 
issuing its latest compilation of production 
and materials controls, CPA said that there 
are a total of 47 orders (excluding direc- 
tions) and 19 schedules and appendices 
now in effect. CPA orders which affect 
the metal industries, in effect as of June 
30, are: VHP-1 Veterans’ Housing Pro- 
gram; M-285 Uranium; M-293 Production 
Scheduling; M-63 Imports of Strategic 
Materials; M-316 Bituminous Coal; M-318 
Anthracite Coal; M-21 Iron and Steel Pro- 
duction; M-38 Lead; M-43 Tin; Ml 
Cans; M-112 Antimony; M-325 Tin Plate 
L-63 Wholesale and Retail Sup- 
and L-219 Consumers’ Goods Inven- 


Scrap; 
pliers; 


tories. 
* * * 


More tin released—-CPA has 
amended order M-43, increasing third 
quarter pig tin quotas ten per cent over 
the second quarter, and has combined 
them for all products, to allow manufac- 
turers greater latitude in the production 
of tin-content lines. The increase was 
granted despite further expected inroads 
on government stocks. During the quar- 
ter, fluid milk shipping containers will 
receive 25 per cent of the average yearly 
consumption for the period July 1, 1938, 
to June 30, 1941, attaining thus their aver- 
age pre-war supply level. CPA says no 
early betterment of tin supplies is ex- 
pected, estimating that third quarter re- 
quirements will be 17,840 tons, with new 
supplies only 11,900 tons. Government 
stocks are expected to be down to 24,000 
tons of pig tin at the end of the third 


quarter. 
* * «# 


Channeling pig iron — Effective 
July 12, CPA modiffed order M-21, adopt- 
ing a certification program for pig iron, 
designed to increase the housing and food 
programs by raising output of various 
types of iron castings. The new ruling 
covers August and September production, 
and provides that certified orders must be 
treated as rated orders by foundries and 
producers. Consumers must apply for certi- 
fication and may also ask for new certified 
orders if old orders were insufficient. 
Manufacturers of the following items are 
eligible to place certified orders: Com- 
bines; grain binders; corn binders and 
pickers; ensilage harvesters; potato dig- 
gers and pickers, bean cutters or pullers; 
sugar beet and cane harvesting equipment; 
peanut diggers and pickers; farm haying 
machinery; ensilage cutters; corn shellers; 
potato sorters and graders; fruit and vege- 
table graders and conveyors; farm trac- 
tors and repair parts for types of farm ma- 
chinery listed above. Also favored are 


cast iron soil pipe and fittings; cast iron 
radiation; warm air and floor furnaces; 
bath tubs, sinks and lavatories; low pres- 
sure cast iron boilers for residential heat. 
ing; screwed pipe fittings, and railroad 
brake shoes. Manufacturers are not al- 
lowed to certify amounts which will call 
for delivery in August and September of a 
greater amount of iron castings than a 
manufacturer expects to actually put into 
during that period. Farm 
machinery manufacturers may certify 
orders for castings which will be used in 
products that will be delivered by Octo- 
ber 31, 1946. 


production 


Huge castings demand — CPA 
reports that production of foundry and 
malleable iron in the first half of 1946 fell 
off slightly from 1945 levels because of a 
shortage of pig and scrap iron. Average 
production in the first six months of 1946 
totaled 360,000 net tons per month. The 
backlog of demand for castings will keep 
American foundries running at capacity 
for two years, barring a new series of labor 
disturbances throughout industry, accord- 
ing to S. B. Massari, technical director of 
the American Foundrymen’s Association. 
The industry expects the demand for cast- 
ings to sustain a high level of production 
for five years, and capacity output, post- 
war, is a much more ambitious undertaking 
than in pre-war years, since the productive 
capacity of American foundries more than 
doubled during the war. The foundry in- 
dustry suffered from an acute manpower 
shortage throughout the war and for a 
while thereafter, but today, Mr. Massari 
says, the manpower situation is “tolerably 
good.” The industry has been able to at- 
tract a lot of workers back from other 
industries with the improvement of 
foundry working conditions, since mechani- 
zation has eliminated a lot of the hot, 
heavy and dangerous work. 

* a * 

Nails in the headlines — The 
country is widely interested in the “not 
enough” nail situation, as shown by a 
succession of recent news comments. The 
shortage has been aggravated, during the 
heavy car movement of the wheat crop, 
which, for a time, held nails at the mills 
for lack of transportation. In mid-western 
areas, allocation of nails, wherever they 
can be found, has been instituted by the 
War Assets Administration, in cooperation 
with the Department of Agriculture and 
CPA, to insure continued production of 
boxes for seasonal perishable and export 
food. Box companies report critically low 
inventories of nails, while they are faced 
with order backlogs for seven months’ pro- 
duction. On July 16, NHA Administrator 
Wyatt announced that about 12 million 
pounds of nails, enough for 30,000 six 
room houses, would be made available for 
veterans’ housing, 
About half of 


the construction of 
within the next 30 days. 
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BUY a 


ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


FOLDING AUTOMOBILE 
BABY SEAT 


No. 104. A sturdily made 
steel frame with strap hang- 
ers to fasten on auto seat 




















lean back. High quality 

fabrics used for seat part. 

Fully assembled. Packed 

in bulk. 

BABY SWING 
Ne. 96. They will be in big de- 
mand this fe and winter. Cash 
in on this item. Made from 
heavy white cotton materials, re- 
inforeed for long and hard wear 
In ordering specify No. 96 
eee 

NO. 23 

PLAID 

BIKE 

SEAT 

COVERS 


Made from high-grade fibres, cloth walls 
with drawstring, cotton padded. Made for 
comfortable riding. 


SPRADLING'S 
ST. LOUIS, MO. 


ine. 














NEATER IN APPEARANCE 
EASIER TO HANDLE 
SUPERIOR IN SERVICE 





U. S. POULTRY NETTING 


STRAITLOK  HEXLO 


Awl 








INDIANA 
STECCL & WIRE CO. 


MUNCIE INDIANA 
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the nails are army and navy surplus, and 


the rest will be released from active mili- | 


tary supplies. 


* m a 





Production cut deeply—The steel 
strike, and other factors, reduced the 
mills’ total output of nails and staples, 
through May, to less than a sixth of an- 
nual capacity, or about 46 per cent of 
“par” for the period. Similarly, steel 
pipe output for the five months was at 
only 54 per cent efficiency, barbed wire at 


| 36 per cent, fencing at about 16 per cent, 


and bale ties at 47 per cent. Wire pro- 
ducers state it will take a full year of solid 
production to build wholesalers’ and deal- 
ers’ stocks up to normal. 
unfavorable price relationship in 
items, sellers state annealing and galva- 
nizing equipment present a bottleneck in 
achieving full production schedules, CPA 
has established a goal in nail production 
of 70,000 tons monthly to be reached by 
companies have 


wire 


September, but some 
balked at stepping up production to meet 
their specific goals until a better price-cost 
relationship makes it feasible. 
+ * * 
Farm machinery output dips 

CPA reports that production of farm ma- 
chinery in June declined more than 3 per 
cent from the May rate, chiefly as the re- 
sult of long strikes at leading makers’ 


plants. July production was expected to 


rise, however, because OPA has extended 
“helping hand” priorities on steel and iron 


castings to farm machinery manufacturers. 
a al e 


Paper products scarce — Paper 
products—cleansing and toilet tissues, nap- 
kins, plates, towels, bags and wrapping 

are scarce and, from all indications, are 
going to continue so for many months to 
come. A survey of manufacturers, whole- 
salers, dealers and large users brings to 
the front a number of reasons, each con- 
tributing in some measure to the existing 
shortages. Among causes given are: 
Scarcity of pulp, a labor shortage, un- 
favorable prices under OPA, changes in 
production and, to black 
markets. Meanwhile, paper 
products for home use has grown steadily. 
Manufacturers of toilet paper and tissues 
have found it more advantageous to turn 
their machines to making other products 
on which a greater margin of profit ex- 
isted. For example, it is more profitable to 
make industrial towels than toilet tissue 
or napkins. Jobbers formerly had large 
warehouse stocks and could fill orders in 


some extent, 
demand for 


any quantity. Today the warehouses are 
almost empty. Toilet paper, towels, nap- 
kins, wrapping paper and bags are doled 
out by the case, sometimes by the roll. 
* ab * 

Retail sales continue heavy- 
June sales for Sears, Roebuck were re- 
ported at 57.2 per cent over a year ago 


(a new June peak) while Ward gained 


In addition to | 







































Vacuum Bottle 
Stopper that is 
EASIER and SAFER to Use 


Really solves ‘‘cork’’ trouble once and 
for all in vacuum bottles. This specially 
compounded black neoprene rubber stop 
per is not affected by coffee stains, heat 
or food oils. One size fits quarts, pints. 
half pints. To insert stopper, loosen red 
valve cap which releases air, then tighten 
cap. To remove, again loosen the red cap, 
air enters to relieve vacuum and the 
stopper comes out—as simple as that! 
Mounted 12 to a colorful display card. 
Be sure you order the ‘“‘vacuum release 
stopper’’ with the red cap. Send this ad 
to your jobber, or write us, giving his 
pame. 


KENNETH £. LUGER COMPANY 


510 E. 24th St. Minneapolis, Minn. 








Extra Heavy Bends 


Making accurate bends in heavy 


wire is an art. A few examples 
from our everyday output are 
shown above. They are exceed- 
ingly effective items where great 
strength at an economical price 
is wanted. 


From these heavy items, Brooks 
wire forms grade down gradually 
to as small as 1/16” diameter. If 
you have a product design prob- 
lem, write us. 


M. S. Brooks & Sons, Chester, Conn. 


Since 1848 


B BROOKS « HOGKS 
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| 51 per cent, also for a new June record. 
| For the year to date, Sears increased 52.9 
per cent, and Ward 42 per cent, over 
the relative 1945 period. Consumer spend- 
ing for goods and services rose to a new 
high in June, Dun and Bradstreet reported. 
| Its “trade barometer” rose to 247.7 per 
cent of the 1935 to 1939 “par.” The June 
figure was 18 per cent higher than for 
June, 1945, and 1 per cent above May, 
1946. The U. S. Commerce Department 
says that independent retailers’ sales de- 
clined 4 per cent in dollar volume in June, 
compared with May, but they were 22 per 


WITH DOBECKMUN cent higher than in June, 1945. 
PLASTIC GLAZING + + 


Lumber stocks — Inventories of 
lumber at sawmills and _ concentration 


Now is the time to get ready for those early fall demands for DOPLEX* yards, as of May 31, totaled 3,136,781,000 
or ii faaaeit Gene Users know these two brands of DOBECK- | board feet, an increase of 4.6 per cent 
MUN PLASTIC GLAZING ...SUNFED for economy and DOPLEX Ds 1 Cp 99 ” 
for 25% extra thickness. ’ over April, CPA reported on July 29. The 

A limited investment in DOPLEX or SUNFED, combined with these 
advantages, will build new profits for you: | region which recorded an increase of 31.7 
© EASY TO SELL. Attractive display rack e 48 PRACTICAL USES FOR FARM AND per cent over April. 


or single-roll dispenser helps you make HOME. as - é 
sales easily and quickly. 


© HIGH ULTRAVIOLET TRANSMISSION. © EASY TO USE. Tin supplies—World tin produc- 
Especially valuable to poultry raisers | os . : ? P 
ont danas © GENEROUS PROFIT MARGIN. tion will not attain pre war levels until 
some time in 1949, John J. Croston, special 


Send today for samples, prices and profit plan ae de : 
THE DOBECKMUN COMPANY - Box 6417 + CLEVELAND 1, OHIO investigntor fer CFA spores, iuly 2, 
following a recent on-the-spot survey of 


First and largest fi ‘ers of laminated plastic glazing 
Far Eastern conditions. Only about 41,- 
DOPLEX ° SU N FED 000 tons of tin were located in the Orient, 
which is normally the source of 70 per 
cent of the worlds tin supply, he said. 
The 41,000 ton supply is approximately 
three months’ world consumption at the 








| greatest increase was in the south central 





*Trademark 








present rate. 


The fi | If You Want f Fa | 
Noma sales — Henri Sadacca, 
@ est ate What You Want president, Noma Electric Corp., New York 


City, has announced that net sales of the 


BETTER BRAND When You Want It- corporation and its subsidiaries were $3,- 


319,737 for the first three months of this 

mouse and rat i a . year and $6,022,923 for the second three 

TRAPS Then place your WANT AD months. This was a total of $9,342,660 for 
in the Classified Section of | | the first six months of this year. 


Hardware Age. Hardware Age + ¢ 
will tell yout “WANTS” to Rubber stocks-—The nation’s sup- 


the sreatest number of read- plies of rubber—synthetic and _ natural, 
é. s now appear adequate to maintain the rub- 


ers of any paper in the Hard- ber industry at its all-time record produc- 
ware trade. It brings employ- tion rate for the full year 1946, John L. 
er and employee, buyer and | | Collyer, president of The B. F. Goodrich 
seller together — and gets re- | Co., said recently. Rubber manufacturing 


. . > ; s y ; Pr 
sults for its classified as well operations mounted 40 per cent highe 
during the first six months than in any 


as display advertisers. prewar year and doubt had been expressed 
‘ that there would be sufficient rubber to 
Hardware Age is not only nie 

: . continue at that level throughout . the 
widely, but thoroughly read. | | balance of the year. “The output of rub- 
Address with copy and remit- || ber products of all kinds in the United 
tance — States for the first six months of 1946 was 
@ METAL OR WOOD TRIGGER | above the highest rate in history. It is 
@ FOUR-WAY ACTION HARDWARE AGE | now estimated that consumption of syn- 


@ OL TEMPERED SPRINGS : ’ ; thetic and natural rubbers in this country 
Classified Opportunities Section this year will approach 1,000,000 tons, 


McGILL METAL Prooucts Co. 100 East 42nd Street over 70 per cent of which will be syn- 
Marengo, IHinois New York City thetics, Collyer said. The nation used 
651,000 tons of rubber in 1940 of which 
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only 2500 tons was synthetic--a prewar 
consumption record. It will be sometime 
in 1947 before we have enough natural 
rubber to test fully its relative worth with 
synthetic rubber. The hope for natural 
rubber lies in its ability to remain com- 
petitive with synthetic rubbers produced 
by American industry,” Mr. Collyer de- 







clared. 





+ . * 





Building totals—A new construc- 
tion peak, as measured by the dollar 
volume of contracts awarded, was estab- 
lished in the 37 states east of the Rocky 
Mountains in the first half of this year, it 
was reported by F. W. Dodge Corp. The 
total of contracts awarded in the eastern 
states was $3,937,736,000, approximately a 
half billion greater than in the first half of 
1928, the last previous peak year, a 
spokesman for the corporation said. Resi- 
dential volume contracts continued at a 
very high rate in June, though the total 
for the month was down from the phe- 
nomenal total of $463,600,000 established 
in the month of May. June’s residential 
volume was $332,248,000. Nonresidential 
construction contracts last month showed 
a recession from the May total of $290,- 
963,000 to $273,207,000, indicating the 
effect of more stringent federal controls on 
this class of construction. The total of all 
construction contracts including heavy 






























engineering works in the eastern states 
reached $807,914,000 in June compared 
with $952,418,000 in May, the Dodge re- 
port showed. 










* * * 





Further housing aid——As of July 
9, CPA ordered the channeling of all (in- 
stead of 70 per cent as formerly) of its 
listed surplus government-owned building 
materials, into the Veterans’ Emergency 
Housing Program. It also added 21 new 
items to the list of government-surplus ma- 
terials now directed first {or solely) to 
building needs for veterans. Including the 
newly added items, the complete list thus 
reserved comprises: bathtubs, building 
board, cast low-pressure boilers for resi- 
dential heating, cast iron pressure and soil 
pipe and fittings, clay sewer pipe and struc- 
tural tile, common and face brick, concrete 
blocks, concrete reinforcing bars and mesh, 
floor and warm-air furnaces, furnace pipe, 
fittings and ducts, gypsum board and lath, 
hardwood flooring, insulation board, lami- 
nated fibre board, lavatories and sinks, 
lumber and soft plywood, millwork (in- 






















cluding doors and built-in kitchen cabi- 





nets), nails, all types and sizes (except 3d 
to 6d, cement and bright, box and com- 
mon), prefabricated panels and sections, 
radiation (cast-iron tubular or convector), 






cast drainoge and steam fittings and mal- 
leable fittings and steel registers and 
grills, 





+ * * 






Private construction gaining— 
Expenditures for new private construction 
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LEVELAND 
HAIN 


WELDED AND WELDLESS 
FOR EVERY PURPOSE 























® High grade welded and weldless 
Cleveland Chain merchandise has been 
a profitable seller in hardware stores for 
generations. Its fine uniform quality 
never varies. That is why it enjoys 
such widespread preference . . . why 
it can build future business for you. 


REEL SALESMAN 
DISPLAY STAND 


Tested merchandiser for a large 
assortment of welded and weld- 
less chain. Holds four full reels 
of chain or equivalent in one- 
half or one-third reels. Finish, 
red baked enamel. Available 
with any one of nine assortments 
of Cleveland Chain. 


SALES MASTER 
A larger display stand hold- 
ing six full reels of chain 


and having compartments in @& ’ 
2 set tN cin 


the base for storing and mer- 
chandising heavier types of 
chain such as Proof Coil. 
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Profit from 
the Complete 


CLOVER 


ABRASIVES LINE 


Announcing CLOVER Grinding 
Wheels *« rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover 
now announces the addition of 
general purpose and hardware 
grinding wheels. Possessing the 
quality and accuracy usually 
found only in industrial wheels, 
these new products possess re- 
markable mechanical strength and 
longer wheel life. 

When writing, ask about color- 
ful counter display now obtain- 
able. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


He liite- 


LAPPING 
COMPOUND 
WHEELS 


COATED ABRASIVES 
AND GRINDING 
GRINDING 





QUALITY ABRASIVES AND PERFORMANCE 
SINCE 1903 
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during the first half of 1946 reached over 
3% billion dollars—the highest half-year 
mark for more than a decade, says the 
U. S. Department of Labor. In the first 
half of 1946, private construction was about 
3144 times as large as in the same period 
last year, and 50 per cent greater than in 
1940, even after allowance is made for the 
higher level of construction costs in 1946 
than in 1940, While there has been a 
steady rise during the year in private non- 
residential building, consisting principally 
of commercial and industrial work, the 
rise on the residential program has been 
25 per cent greater and is gaining mo- 
mentum daily, the report revealed. 


Lumber forecast raised — Lum- 
ber production will reach 32 billion board 
feet this year, surpassing by 2 billion feet 
the estimates made at the first of the year, 
CPA now forecasts. CPA’s forest products 
director says the lumber industry has 
overcome “obstacles which seemed insur- 
He urged pro- 
ducers to keep up the pace, estimating 


mountable last January.” 


that the prospective output still is 5 bil- 
lion feet below 1946 requirements. 
* +. - 


Extensive home repairs — The 


U. S. Commerce Departments reports that 
home owners spent two-thirds as much to 
repair their homes in the 1929-44 period 
as was spent to build new homes. For the 
16-year period, the average annual expen- 
diture for repair and maintenance was $1.- 
166,000,000, compared with the average 
yearly expenditure of $1,741,000,000 for 
new building. The Department comments 
that the volume of residential repair and 
maintenance is proportionately greater, 
compared with new construction, during 
depressions than in good times. 


* * «é 


Competition returning—Not yet 
very evident at the consumer level, there are 
growing evidences of competition among 
home furnishings and electrical appliance 
manufacturers for the leading dealer out- 
lets in each city. Dealers, in turn, re- 
portedly are becoming very selective as to 
whose lines they contract to handle. Even 
in furniture, carpets, refrigerators, washing 
machines and radios, where supply con- 
tinues far short of demand, manufacturers 
are already maneuvering to maintain, re- 
gain or better their pre-war sales posi 
tion. The new expansion of companies 
formerly well-known for a single product, 
into full lines of major appliances, and the 








RISE IN COST OF LIVING (INFLATION) 





DIMINISHING VALUE OF THE DOLLAR IN WORLD WAR Ii 





Money is worth only what it will buy 
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entrance of so many new manufacturers 
into- appliance production, seems to be 
responsible for the pressure to obtain key 
distributors. Dealers, who have featured 
one company’s radios and another firm’s 
refrigerators, for example, are often caught 
in the middle when one of the companies 
expands into the other’s field. Radios are 
already becoming competitive at a con- 
sumer level. Radio manufacturers are 
engaged in a race to get consoles and other 
type radio-phonograph combination sets 
on the market. Total radio production, 
of which 85 per cent is in small sets, is 
close to the pre-war rate of output. While 
only a few companies, before the war, suf- 
ficed to satisfy the consumer demand for 
radios, there are between 120 and 140 radio 
manufacturers competing today. 
¥ % * 

“Subject to change”—The-Nation- 
al Retail Dry Goods Association has warned 
retailers and the consuming public against 
ordering goods subject to price change on 
delivery, and without the privilege of can- 
cellation. Such billing is denounced as 
“blank check buying,” and as “one of the 
most dangerous developments in the pres- 
ent unsettled price situation.” It is be- 
lieved that only a relatively smal] number 
of manufacturers have instituted this prac- 
lice, but if it is permitted to continue, the 
function of wholesalers and retailers as the 
protectors of consumer prices will be lost. 


* * * 


New Sears’ catalog — Early in 
July, Sears, Roebuck & Company began 
distributing to 7,000,000 customers through- 
out the nation its 1946 fall and winter 
general catalog. Although this new 1242- 
page book is 37 per cent larger than the 
fall and winter book issued at this time 
last year, it reflects the fact that Sears is 
continuing to experience difficulties in ob- 
taining some types of merchandise. Miss- 
ing from its pages are such items as refrig- 
erators, sewing machines, washing machines, 
radios, watches, lawn mowers, millwork, 
overalls, and many sstill-scarce textile 
items, 

* * * 

Output far behind goals — The 
country’s basic industries started the sec- 
ond half of 1946 with production lagging 
21 to 73 per cent behind schedule, the Na- 
tional Association of Manufacturers re- 
ports, and suggests that the primary blame 
for production losses rested on OPA’s 
“insistence that prices be held down in 
the face of demands for higher wages.” 
N.A.M.’s president, R. R. Wason com- 
ments that more than 100 million “man- 
days” were wasted in strikes since V-J 
Day, and that much of this could have 
been averted by OPA “telling businessmen 
how much they could raise prices while 
pre-strike negotiations were still in prog- 
ress.” Although automobile manufacturers 
had scheduled production of 3.343.000 ve- 
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GIVES YOUR CUSTOMERS 
LONGER PROTECTION THAN 
ANY FORMER REPELLENT! 


ONE APPLICATION — just a few drops — ACTUALLY 
LASTS 6 TO 10 HOURS 


This has been proved in exhaustive field tests in the tropics, where 
repellent 448 protected from 6 to 10 hours when applied in small 
amounts to the skin, and from 7 to 10 days when sprayed on 
clothing. IN NORTHERN TEMPERATE CLIMATES THE 
REPELLENT HAS PROTECTED FOR AS LONG AS 36 HOURS! 

Put UNXLD 448 on your counter and cash in on the big demand 
for a pleasant, colorless, greaseless repellent giving this long-lasting 
protection against mosquitoes, gnats, black flies, chiggers, fleas, 
ants and many other biting insects. Won’t harm rayon, nylon, 
fabrics or nail polish. 


UNXLD 448 is Advertised in National Magazines, including: 

. FIELD & STREAM 
SATURDAY EVENING POST 
OUTDOOR LIFE 
HOUSE & GARDEN 
COUNTRY GENTLEMAN 
HOLIDAY 


2 oz. Bottle 
Retail Price 75¢ 
Liberal profit margin 
to Dealers 
One dozen in an attractive 


COUNTER DISPLAY CARTON 








ORDER FROM 
YOUR JOBBER 


TODAY! 
Selling Agent: 
ASHAWAY, INC. 


UNEXCELLED CHEMICAL 
CORPORATION 


11 Park Place New York 7, N.Y. 
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HARD TO REACH JOBS 
CREATE EASY SALES FOR 


wold 
SOCKETS 


Maintenance and repair jobs today involve 
many hard-to-reach spots which ordinary 
tools can’t touch. Skilled workers in in- 
dustry and home are sold on NONE- 
BETTER Thin Wall Sockets that slip 
easily thru restricted openings and reach 
into those obscure corners. 
NONE-BETTER Thin Wall Sockets offer 
three distinctive features: 

¢ THIN WALLS enter narrow openings 
and clear obstructions adjacent to the nut. 
¢ EXTRA DEPTH stretches beyond pro- 
jecting parts and clears extending bolt 
shanks. 

e FLEX SOCKET, with 90° free swivel, 
permits angular approaches. 


hicles for the first six months of 1946, “re- 
| tarding factors” curtailed output by 2,425.- 
000 units, according to George Romney, of 
the Automobile Mfrs. Assn.’s Mr. Rom- 
| ney said that output of passenger cars and 
trucks in the first half amounted to only 
918,000 units or only 27 per cent of expec- 
tations. For the majority of companies, 
strikes in suppliers plants caused the 
greatest proportion of damage to produc- 
tion schedules, while strikes in basic in- 
dustries, such as coal and steel, were also 
heavy contributors to lowered output. Ma- 
terials shortages were cited by the U. S. 
Department of Labor, in its latest survey, 
as being the chief bar to employment ex- 
pansion and production in many industries, 
including autos, trucks, brick and _ tile, 
non-ferrous metals, and other basic con- 
struction items. The survey’s only bright 
spot was a forecast of record-breaking out- 
put of canned and frozen foods. It also 
cited department store employment as a 
notable exception to the pessimistic out- 
look for other business. 


* * * 


U. S. May exports—The Depart- 
ment of Commerce, Bureau of the Census, 
reports that United States commercial ex- 
ports in May totalled $649,000,000, an in- 
crease of $65,000,000 over April. The May 
figure is the highest since January, 1921, 
when commercial exports amounted to 


| ece —< . 
| $654,000,000. Total United States exports 


| which include UNRRA, Lend-Lease and | 


| United States government shipments in 


addition to commercial exports amounted | 
to $853,000,000 in May, 1946, compared | 


with $758,000,000 in April. 


* * « 


U. S. May imports—Imports into | 


this country, according to the U. S. De- 


Census, remained at a high level in May, 
| amounting to $397,000,000, which was 


| Partment of Commerce, Bureau of the 
| 
| 
| 


| | $9,000,000 less than in April, 1946, during 
| | which month the highest level in the past 


The name NONE-BETTER insures unrivaled 
performance and guaranteed quality. An aggres- 
sive promotional program places attractive dis- 
plays in your store to make these modern NONE- 
BETTER Tools earn greater profits for you. 
Bring your stock up-to-date today 


sold only in theffbetter hardware stores 
THE NEW BRITAIN MACHINE CO 
NEW BRITAIN, CONN 


17 years was reached. 


“The Nation’s Voice” 
A REPORT in Domestic Commerce, 


a publication issued by the U. S. De- | 


partment of Commerce, states that dur- 
ing the past 10 years approximately 15 
organizations have been formed with 
the hope of becoming recognized as the 
“national voice” of small business. 








Latest News on 


RECONVERSION 
on page 192 


| 











( MERE'S WHAT 
FOLKS NEED 
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plaster. This plastic 
repait material comes 
la powder form... jast 
mix with water and 
wilt MOT SHRINK ase. Will not shrink. 
STICKS AND STAYS Dir Sticks and stays pat. 








Your jobber 

ean give im- 
mediate deliv- 

ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-Ib. cans 
or four 4-Ib. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 





NU-WAY 
Calf & Cow 
WEANER 


a\) SELLS ON SIGHT 


BECAUSE THE PRINCIPLE I8 RIGHT 
Thousands of satisfied users from coast te coast 
Jabs the Animal 
Deing the Sucking 

— An Item That Repeats — 
SEE YOUR JOBBER 
AUSTIN MFG. CO., ROUND GROVE, ILL. 


Weans Them the 
Hamane Way 





LEATHER 
AND 
SADDLE SOAP 


Maker for You 


For use on all leather except 


suede. 
CLEANS POLISHES 
SOFTENS PRESERVES 


Packed in 6-02., 12-02. & 5-Ib. Cans 





ASCO CHEMICAL CO. 


641 Lexington Ave., Brooklyn 21, N. Y. 


SPAR-TER 


MAKERS OF BETTER 
PAINTS & ENAMELS 


THE SPARTEX CO., NEW YORK 57,1. ¥. 


HARDWARE AGE 
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Builders’ Hardware Quiz 


‘Continued from page 172) 






Chapter 1—Elementary Course 




































































Move. Stock r 
1. No, for all of the present stock 4 
can be included in the new department ts 
2. Better turnover and more profit. 
3. Manufacturer, wholesaler and dis- Pa _ 
tributor. ‘ . 
4, The salesman from whom he buys 4 - 
the stock. oy 
5. In kitchens, bathrooms and bed . 
rooms. © © 
6. It is better to use all bronze sets. é et 
7. Split the sets you have in stock. ° 
8. United States Standard (U.S.S.) o oe 
finish numbers. 6 c 
Chapter 2—Elementary Course . © © 
Stock ARRANGEMENT © ‘ 
1. (A) By items with all finishes _ 




















grouped together. 
(B) By items with all finishes 
separated. 

2. The separating of bronze goods 

from steel goods. 

3. By keeping accurate stock records. 

4. By doubling the cost for a list 

price. 

5. Two years—l12 months on each 

side. 

6. (A) Manufacturer’s name and ad- 

dress. 
(B) Terms. 
(C) Freight terms—whether pre- 
paid or freight allowance. 

7. A stenographer can write up the 

orders directly from the stock cards. 

8. Slow-moving merchandise. 

9. Stock on hand, "Kelly's been actin’ that way ever 
Stock on order and since he got those work gloves!” 
Normal stock. 

10. Decidedly so, otherwise normal 

stock may be entirely inadequate. 





























Chapter 3—Elementary Course 





Butts AND HINGES oF “ 


Old Faithful— 
THE Orpinary House BOSS aithful— 
Favored for construction work 






l. Listing all openings that require 
hardware. 

2. A hinge both leaves of which mor 
tise into the door and frame. 





Watch your step, Kelly! Take care of those 






3. (A) 4x 4; (B) 3% x 3%; (C) Boss Work Gloves. Continuing shortages of crit- 
2% x 2. ical materials are holding back Boss production, 





4. Using three butts to a door. 
5. Selling sheradized or electro-gal- 





but every effort is made to keep dealers supplied. 






vanized butts, especially on exterior Boss distributors continue to receive regular 
bath and kitchen doors. allotments at frequent intervals, and that means 





6. No. These finishes are preventa- 
tives but there is no definite guarantee 
against rust. 

7. Failure to pack the necessary 
screws or bolts with the hardware. 

8. Selling checking floor hinges. 

9. (A) Plans show a building as it 
would appear if it had no roof. 

(B) Elevations show the complete 
building as it appears from a given 


side. 






a fair share for all. 







WORK GLOVES 


57 YEARS OF HAND PROTECTION 






“HE BOSS MANUFACTURING COMPANY ¢ KEWANEE, ILLINOIS 
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Automatic Washer 


Washes, rinses and damp-dries in one 
continuous automatic cycle. Maker states 
a new principle of water action is em- 








ployed whereby a full load of clothes is 
turbulently oscillated 144 times a minute, 
continuously submerged in the wash water. 
Has less than 30 moving parts and is said 
not to require bolting down since it is 
completely vibrationless. Retails for $169 
in Zone 1. Barlow & Seelig Miz. Co.., 
Ripon, Wis. 


Unique Saw Blade 
Has Spiral Teeth 


The Tyler Mfg. Co., 938 Pico Blvd., Santa 
Monica, Cal., is producing radically new 
“Allways” saw blades for hand coping saws 
or power operated jig saws. Does away 
with conventional flat section blade and 
its consequent single cutting approach. 
Cuts in any direction without requiring the 
operator to turn his saw frame or his work 
to change the direction of cut. Maker 
claims cut may be made in any line or 
arc without blade binding or breaking. 
All of blade is a cutting tool. Made of 


7+ 


oil tempered spring steel and designed to 
cut all woods, light metals and plastics. 
Maker claims they can be tied in knots 
without breaking or being damaged. Fit 
all standard coping saw frames. Special 
frames available. Sell at 25 cents for three 
blade card; 50 cents for six blade envelope, 
and $1 for 12-blade envelope. 


Window Ventilator 
*Alumin-Air’—adjustable and made of 
heavy gage aluminum, natural finish; with 
plastic 16 mesh screen. Comes in two sizes, 
No. 24 adjustable 24 in. to 30 in. to retail 


at $2.95; No. 31 adjustable 31] in. to 36 in. 
to retail at $3.25. Packed individually, 24 




















to case. Special sizes on order. Aluminum 
Products Co., 3245 16th St., San Fran- 
cisco 3, Calif. 


“Duro-Chrome” 
Ratchet Wrench Line 


Duro Metal Products Co., 2649 N. Kil- 
dare Ave., Chicago 39, offers an 80-tooth- 
action “Duro-Chrome” ratchet line with 


mechanism encased in a head measuring 
only % by 1% in. According to the manu- 
facturer, these wrenches get action in arcs 
of less than 5 deg. Have precise balance 
and fine finish. Drive sizes are %4, 4% and 
%% in. Finish is triple chrome plate and 
the knurling on the grip is said to be of 
such a character as to insure a firm hold 
even with greasy hands. Tough, hardened, 
tempered steel is used throughout the line; 
torque strength is more than a third above 
Government specifications, maker states. 


Dazey Butter Churn 


Redesigned and streamlined. Gears now 
enclosed in gaily enameled metal covers. 
New four-leaf-clover designed jar, the de- 


sign of which is said to roll butter hack 
to the dasher, making churning easier. 
Also has removable strainer making it un- 
necessary to remove gearing. Dazey Corp., 
St. Louis 7, Mo. 


Sani-Tray Carpet Sweeper 


“Sani-Tray” lifts out for clean disposal 
of dirt. Removable steel comb enables 
user to free brush of threads, hair. lint, 
as it sweeps. Brush easily removed! and 
in operation is said automatically to ad- 
just itself to thickness of carpet. “Float- 
ing” dust pan is claimed always to be in 
correct position for easiest sweeping re- 
gardless of carpet thickness. Tab aliows 
sweeper to be hung flat against wall. 
Landers, Frary & Clark, New Britain, 
Conn. 


HARDWARE AGE 
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WHY YOU’RE NOT GETTING AS 
MANY GOULDS WATER SYSTEMS 
AS YOU NEED 


Everything possible is being done 
to speed the day when we can 
supply you with your full require- 
ments for Goulds Water Systems. 


We are all set to go, but like most 
other manufacturers, we are un- 
able temporarily to obtain the nec- 
essary component parts to build 
our water systems in quantities 
large enough to meet the ever- 
increasing demand. We trust you 
will understand that this situation 
is caused by circumstances over 
which we... and, of course, our 
distributors... have no control. 


Just as soon as conditions get back 
to normal, we will be in a position 
to supply you with all the Goulds 
Water Systems you need for this 
highly important and profitable 
department of your business. 








RCHIMEDES, who said if he had a lever long enough 
he could move the world, knew that a slight force 
on a long lever will move a great weight. 

He knew, too, that a great weight can be moved with 
a short lever if the force applied is powerful enough. 

Archimedes would have appreciated the sales power 
of a Goulds Water System in moving merchandise many 
times the value of the water system itself. 

Sell a Goulds first—and its well-pleased owner becomes 
your customer for many different items of equipment that 
utilize the ample supply of fresh, ‘running water it supplies 
for all farm and home needs. 

« These running water accessories range all the way from 
water cups for cows to laundry tubs, from milk coolers 
to kitchen sinks, from stock tanks to washing machines. 

With the complete Goulds line, there is a dependable 
water system for every farm and home need — for shallow 
or deep well operation, for service from pond or stream, 
from nearby or distant source, for small or large capacity. 

Write for the name of your nearest Goulds distributor. 


GOULDS PUMPS, INC. + SENECA FALLS, N. Y. 
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What S NEW 


Oil-burning Water Heater 


J. L. Gillen Co., Dowagiac, Mich., states 
its water heater features an improved burn- 
ing unit which consumes a third less oil on 


pilot. Has combinational automatic draft 
regulator and six-inch tee-pipe connection, 
including door for easy lighting and view- 
ing flame; five-inch flue. Available in 20, 
30, 40, 50, or 65-gal. capacities. Four 
smaller units are 51 in. high; 65 gal. unit, 
61 in. high. Maker states heating rate 
for 20, 30, and 40-gal. sizes is 30 gals. per 
hour; for 50-gal. size, 40 gal. per hour and 
the 65-gal. size, 55 gal. per hour, based on 
80 deg. temp. rise. 


16-Qt. Pressure Cooker 


“Vac-O-Matic Chef”—designed to elimi- 
nate every possibility of accident even for 
inexperienced user. Distinctly calibrated 
gage provides for accurate, separate set- 
ting of both heat and pressures. Safety 
pressure release valve to eliminate danger 
of building up over-pressures. Sealing 
locks said to assure a non-leak vacuum 
seal for life with safety release on sealing 
locks guarding against accident due to the 
fact that the lid cannot be removed until 
all pressure has been released. Suggested 


retail selling price, $19.95. Diamoloy Alu- 
minum Co., 951 So. Crocker St., Los An- 
geles 21, Calif. 


‘Three Point’ Pipe Gage 
The Three Point Gage Co., 3767 N. 


Racine Ave., Chicago 13, announces a new 
model of the “Three Point” Gage which 
will measure instantaneously all sizes of 
pipes from % in. to 12 in., and also all 
sizes of electrical conduit both heavy and 
thinwall. Two fixed contact points of one 
plate are placed against the outer contour 
of the pipe or conduit being measured and 
the second or moveable plate is moved 
until it makes a third contact. The markers 
on the face of the gage then show the size 
of pipe and also the correct drill size for 
tapping. Measures pipe in any position, 
even against a wall or in a corner. Gage 


can be applied in dark places and taken 
to the light for reading. Of steel and 
finished in black rustproof finish with white 
etched numerals. List price $1.50 and with 
leatherette case $2.00. Dealer’s discount 
is 40 per cent. 


Transparent Coating 


“Plastex,” maker says, levels out into @ 
gleaming protective coat that restores and 
heautifies porous surfaces. Suited for 


linoleum, table and bar tops, furniture, 
woodwork and also recommended by 
maker for beach wagons and marine use. 
Said to be made of pure tung oil, to be 
non-skid, resistant to alcohol and heat; and 
to require no waxing polishing, nor 
scrubbing. Plastex Co., Cambridge, Mass. 


HARDWARE AGE 




















Modglins Molded PLASTIC SALES Builders 


Yes, Modglin specializes in smoother, flexible, combs. Eight precision 
designed models in a variety of fast-moving colors! They lead the 
field, the world over. There’s a reason. More profit for you, and 
greater value for the consumer. Available from your wholesaler or 
jobber. Order now for earliest delivery ! 





SALT & PEPPERS 


it § Bright colors, practical; tip-proof wide base with improved 

“Twist-Easy” feature, a non-removable, easier to fill, opening. These 
for ood 3% inch high Shakers hold a lot, sell for a low price, yet carry a 
g real profit for you. Also ask your live-wire wholesaler about Modglin’s 


famous “Undie-Pins” and five sizes of thimbles as well as other items, 
BRUSHES now listed in the new catalog of “Molded Plastic Sales-Builders.” 
ADDRESS INQUIRIES TO CATALOG DEPT. A 
Toothbrushes, Professional type Hair brushes, 
and now, the above pictured Lucite hand and a , 
nail brush, all bristled in the best strong white, — Ca. Inc 
NYLON; Demand Modglin quality and you will 


be playing a sure winner always and all ways. MOLDED PLASTIC PRODUCTS 











3235 SAN FERNANDO ROAD: LOS ANGELES 41, CALIFORNIA 








@ 7 GREAT NEW PROMOTIONS 
_shown for the first time 


“@ DELIVERIES flowing in increasing. volume 
from our big, fully automatic plant 


o: NATIONAL ADVERTISING fo bring more 
. = .and more customers into your Store 


He HELLER Gray 


PROMOTIONAL HOUSEWARES 


Offices and Plant WHITE PLAINS NEW YORK 
Showrooms: N.Y. 1150 BROADWAY Chicago: 1108 MERCHANDISE MART 
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RETAIL PRICE 79c 


Cleans Windows with Less Work. A 
natural sales leader that catches hold 
immediately . . . the Minute WINDOW 
BRUSH does two operations better . . . 
by itself. First, the long-lasting DuPont 
Sponge quickly loosens and dissolves 
dirt and grimy film and rinses clean. 
Then, when brush is turned around the 
combination SQUEEGEE wipes the 
glass surface sparkling bright. No muss 
—chamois and cloths eliminated. Pre- 
vents hands raw from rubbing. Ideal 
for any size—picture window to case- 
ment pane. Many other cleaning uses. 
VOLUME SELLER. Instant buy ap- 
peal. Brings steady good profits. Now 
is the time to introduce the Minute 
WINDOW BRUSH! 


CASH IN—Stock the 
Complete Minute Mop Line 


Women want and need all the 
Minute Mop handy household help- 
ers—Minute Mop and Drainer, Dish 
Mops, Bottle Brushes, Bathroom 
Brushes, Soap Banks, Window 
Brushes, etc., all made of DuPont 
Cellulose Sponge. Each item is a 
stor seller because if saves them 
time and trouble on a burdensome, 
daily cleaning chore. Great new 
Display Stand furnished free with 


78-piece introductory assortment 
Ask your jobber or write us today 
for details. 





\ MINUTE MOP CO. 


E—— 0S £. 239 76. St. 


ia 4 CMICAGO 16 ILL. 


Combination Cellulose Sponge 
Head and Rubber Squeegee 



























A line of all-aluminum cycles, scooters, 
and other play things has been announced 
by the Reynolds Metals Co., Louisville, Ky. 
Leader in the line, is the “Park-Cycle,” 





weighing only 19 pounds. Wheels are con- 
tained ball-bearing disk-type with semi- 
pneumatic tires, 12 by 1.75 in. Goodyear 
V-belt drive equipped with belt guard; 
seat and handle bars are adjustable, and 
pedals are of strong block rubber. 


Springfield Golf Clubs 


Sporting Goods, Inc., 88 Birnie Ave., 
Springfield 7, Mass., claims that the de- 
sign of the patented Two-Action (Act-2- 





ion) shaft gives its club the feel of 
hickory with the vibrant strength of steel. 
Flex point has been changed from neck 
of club to the waist, which is claimed to 
give whip to the stroke. Supplied in 6- 
and 8-club sets. Putter to match also 
available. 


Beginners’ Skate 


This skate, one item in a new line of 
toys designed for youngsters from two to 
seven, features a 32 circular disc-type 
wheel, which though it rolls freely, has a 
controlled speed to give beginners an as- 


| surance of safety, maker states. New type 


WHATS NEW 


All-Aluminum Wheel Goods 








fastening device: skate is held in place 
by soft, comfortable straps of a special 
finish woven webb strip. Skates plated 
with a “silver gleam” finish which is said 
to rust-proof them. Wheels are a brilliant 
red. Packed in bright, three-color con- 
tainer. Newspaper mats, counter and win- 
dow displays available. George K. Gar- 
rett Co., 1421 Chestnut St., Philadelphia, 
2, Pa. 


“Flameware” Display Kit 
Corning Glass Works, Corning, N. Y., 
is making available to its dealers a display 
kit containing in addition to the three 
display pieces, illustrated, seven self-easeled 





price cards; a display card reproduction of 
the national “Pyrex Flameware” ad and a 
newspaper mat. Also offered, free, will be 
imprinted order post-cards for mailing to 
customers. 


Electric Door Chime 


“Melodeon” — Model 900— sounds two 
musical notes from front door, one from 
rear door. Chime is compact and self-con- 
tained, simple to install and operates on 
existing wiring or any good 8 to 10-volt 
transformer. Size is 7% by 5% by 2% in. 








deep. Packed one to a carton, 10 to a 
shipping package. Mell-O-Chime and Sig- 
nal Corp., 119 S. Jefferson St., Chicago 6. 


HARDWARE AGE 
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Packaged Shower Doors 


For merchandising aluminum frame glass 
shower doors through hardware dealers, 
the American Shower Door Co., 1001 N. La 
Brea Ave., Los Angeles, Calif., offers a 






DECOYS WITH 







Goorin SKI CAPS 


WITH INBAND 


| Stock up with these popular ski caps. 
| Gebardine or Poplin in Red, Navy or Tan. 
Warmly lined. Small, medium, large sizes. 














No. HA-131 No. HA-141 
for boys and girls for men 


10: 10° 


Packed: 1 dozen to box, assorted sizes. | 














100% All Wool 
College Hockey Caps 


Always a sure-seller, so prepare for the 





d d. All popular color combinations, 
and solid colors. Packed: doz. 00 
to box (assorted). No. HA-51. 9. dee. 


EAR 
MUFFS 


Genuine Laskin 
lamb. Adjustable, 
flexible band. 
Packed: 1 dozen to 
box, asst. colors. 
No. HA-101 













Order NOW for Fall Delivery 


The GOORIN Co. 


Established 1895 


Sales Office and Warehouse 


905 Sth Ave. Pittsburgh, Pa. 


AUGUST 15, 1946 
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packaged door that comes in standard 
lengths with top and bottom that can be 
fitted to any stall opening up to 30 in. 
wide. Maker states no special tools are re- 
quired other than a saw and mitre box (to 
make two simple cuts), and a drill and 
screw driver. Door frame with all acces- 
sories, except glass, sells for $9.97 net 
f.o.b. Los Angeles. 


“Fil-Rite” Grease Container 


Makes it possible to fill pressure guns 
from a grease pail without mess and 
waste, according to manufacturer. Said to 
keep dirt, water, and dust out of grease 
and to fill gun without airpockets. The 
“Fil-Rite” container includes a disk on the 
grease, inside the cover, allowing the gun 
to be filled through an opening in the 
center of the disk, which is lined with a 
grease resistant Neoprene gasket. This 
disk is claimed to allow complete emptying 
of the container, saving time and eliminat 
ing waste. To fill, barrel of the grease 
gun is unscrewed and the open end of the 
barrel pressed firmly on the gasket in the 
center of the disk to create a seal. The 
grease gun plunger is pulled up. The 
Fil-Rite Co., 624 Lumber Exchange Bldg., | 
Minneapolis 1, Minn. 








DECOYS 
SELL THEMSELVES 


Show PADCO Decoys for greater sales 


have real 


. . for better hunting. The 
lind and in 


pulling power — both at the 
your window. 


Correctly shaped and hand-painted, 
PADCO Decoys are life-like in appear- 
ance, sturdy in construction. Made of 
Tupelo and Pop-Ash (corky, buoyant 
woods from the swamps of the “Singing 
River’’) and treated for maximum water- 
resistance, PADCO Decoys are now avail- 
able in six species: Mallard, Pintail, Blue 
Bill, Black Duck, Canvasback and Red- 
head—in three grades—‘‘Supreme’’, ‘‘Top- 
flight” and ‘Standard’, 


But Don't Delay! To be assured of a good 
supply — order Now! 


PASCAGOULA DECOY COMPANY 


PASCAGOULA, MISSISSIPPI 
OTHER PADCO PRODUCTS 
Paddies * Cars * Small Boats 


eeeee020e208800808080808 
PASCAGOULA DECOY COMPANY e 


* 
* 
@ ?. 0. BOX 711 A-8-46 @ 
* 
® 
* 





PASCAGOULA, MISSISSIPPI 
Gentlemen: e 
Please send PADCO Products Catalogue “ 







2 espana State.......... ... ® 
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COLORFUL 
ATTRACTIVE 








WOOD CHISEL 
DISPLAY 


1 doz. each of 2", %", and 1" 
per display 


POPULAR 25c. RETAILER! 
GOOD VALUE! 


@ hardened, tempered alloy tool steel 
@ beveled edges, excellent cutting 

@ hardwood handles 

@ heavy steel ferrule 


SEE YOUR JOBBER 


great neck lines 
hack saw blades— 
molybdenum 
tungsten 
high speed 
keyhole saw blades & handles 


| maker states. 





wood chisels & screw drivers 
(plastic or wood handles) 


GREAT NECK SAW | 


MANUFACTURERS, INC. 
MINEOLA, N. Y. 











Home Milk Pasteurizer 


“Safgard”—with two-gal. (family-size) 
capacity and electrical heating and agi- 
tation. Provides automatic timing and 
temperature control. Operates electrically 
from 60-cycle, 110-volt line. Said to con- 
form with U. S. Public Health Service re- 
quirements for proper pasteurization. Re- 
tails for about $45.00. Guard-It Mfg. Co., 
615 No. Aberdeen St., Chicago 7. 


“Porto-Pak” Bucket Pump 


grease gun of all steel 
construction to hold 30 Ibs. ef lubricant. 
automatic venting de- 
assembly which oper- 
pump handle is 
momentarily to topmost position, 
This device is claimed to 
assembly permit- 


\ high-pressure 


Features a positive 
vice in pump tube 
ates instantly when 
raised 
in hose 


relieve pressure 


| ting lubricant to drain back into container. 


saving lubricant and eliminated dripping 
when coupler is disengaged from the grease 
fitting. Lincoln Engineering Co., 5701 
Natural Bridge Ave., St. Louis 20, Md. 


_WHATS NEW 


Portable Barbecue 


Has adjustable firebox for full heat con- 
trol; tight-fitting hood to seal in the 
aromatic charcoal smoke. Sold completely 
equipped with wooden, rope trimmed con- 
diment tray; carving tray; rake; spit: 
warming grill; towel and tool hanger; 
double steel cooking grills, and a book of 
“Texas-tested” barbecue recipes. Design 
trim includes leather dressed, white laced 
handles and patio colored trim and ac- 


cessories. Suggested retail selling price, 


$89.50. Wooden handles and complete 
undercarriage are quickly demountable for 
transporting barbecue by auto. The Ranch 
House, Box 27, Post Office, Fort Worth 1, 


Texas. 
“Ss pringfield” Lawn 
Sweeper 


Maker states it with a soft, 
easy, whirling movement that lifts leaves, 
freshly cut or dried grass, stocks, stones 


operates 


and paper. Also claimed to lift low grow- 
ing crab grass and other spreading weeds 
-o that mower can cut off pods before they 
ripen. Has rubber extension at bottom of 
hood te afford adjustment for sweeping 
trash and paper from driveways and side- 
walks. Built of cast aluminum alloy. Five 
individual brushes are of heavy Bassine 
fiber securely fastened to reel and adjust- 
able for heavy or light sweeping. Hopper 
is of heavy canvas with metal bottom; five 
bushel capacity. Suggested retail selling 
price, $44.00. Parker Pattern & Foundry 
Co., Springfield, Ohio. 


HARDWARE AGE 





t con- 


1 
_ Clothes Dryer 
“Handy-Hannah”—of selected hardwood 
and portable. Racks open 30 in. sq. by 46 
in. high overall and provide 28 ft. of avail- 
| the , 


letely as sap | , i ; 
Sa, ® | MEDITERRANEAN 








spit: 
- SPONGES 1; 
laced 

Poe Similar to 


rice, 


ROCK ISLAND and 
the CUBA TYPES 
All grades and 
able clothes line. Packed 12 to a@ carton. ANY quantity at 


Suggested retail selling price, $2.39 each. j 
iieakeas E. Young ag os Te Main Very attractive 
St., West Bridgewater, Mass. Prices! 
Some types are equivalent in shape and 
durability to the best Rock Island Sheeps- 
“1-2-3 Alarm” Clock wool. Other types look like and are the 
The E. Ingraham Co., Bristol, Conn., of- | equivalent of Cuba Sheepswool. Also very 
fers an alarm which rings one, two, and finest Silks and Honeycombs. Elephant 
three soft-toned bell sequences until shut | Ears—all sizes. 
off. This Lyric, Model SA-14 electric eee 


| 
alga £ s ¥ | | | Immediate Delivery 
| 


P / ) 
Ad 102ui and 


Washes 
LIKE A 


USE 


WET, DAMP 





alarm is 4% in. high with die-cast, silver- or DRY 
plated case and silver-finished dial, black | : 
numerals. It is self-starting; motor com- | GFE wy, "1eA GHid Pots thee 


ia | LIKE CHAMOIS 


Clamp Holds Fish ‘ANTICIPATE YOUR REQUIREMENTS 


For Scaling | TIGHT YARN SITUATION MAKES DELIVERY DIFFICULT 


“Master Fish Gripper’ screws onto ® | CANNOT UNRAVEL. Hidden stitch locks each 
plank or bench. Has positive cam action | : f 
lock to held Gch in fem orlp, cllowing | thread. Result: Dense. long-wearing surface. 


freedom of hands for scaling, skinning or | Dry, it's perfect for dusting, 


steaking. Made of heavy gage steel, | Handsomely put up in red, white and blue 
nickel-plated throughout. Retails for 89 | display bends. Free counter folders. 
cents. Master Specialty Co., 3013 East 
Lake St., Minneapolis 7, Minn. IF YOUR WHOLESALER DOESN'T HAVE 
“DUET SEND US HIS NAME 
ANOTHER PRODUCT OF 
AMERICAN SPONGE & CHAMOIS CO., Inc. 
49 ANN STREET, NEW YORK 7 
‘, } f 245 MISSION STREET, SAN FRANCISCO 5 
MANSAS CITT MO. : Sintinsen, de 


Crtsiatits in Kitchenooring & AMSCO CHAMOIS and MERMAID SPONGES 
Se ter imate es Est. 1869—Demand by Brand 


= —= 
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MANDEE © 33? use. 


Smooth, steady power for work on any metal, | 
alloy, plastic, wood, horn, bone, glass, etc. It’s 

the ideal tool for the home workshop, for | 
hobbyists, repairmen, mechanics. AC or DC. 

25,000 r.p.m. Wt. 12 oz. 


A GOOD SELLER — THE HANDEE KIT 











—_ 


Every man and boy wants this set. Handee and 
456 most popular accessories in steel carrying 
case. Nationally advertised at $25.00. Handee 
only, $18.50. 


NEW PRECISION ATTACHMENTS 


They fit Handee only; ee 
enable novice or crafts- 
man to do precision 
operations not possible 
with any other tool. 
Set of 6 attachments 
with instructions, na- ot . 

tionally advertised at os a 

$7.95. + a eee 








-f 


MONEY-MAKER FOR DEALERS 








ACCESSORY 
DISPLAY CASE 

Invite soles! Customer makes selections from 

complete, glass-covered display. Storage space 

inside for additional stock. 

Write today for special deal 

on Accessory Case and contents 





CHICAGO WHEEL & MFG. CO. 
Mutera of quality products for 50 years 
* 1101 W. Monroe St., Dept HA, Chicago 7, II. 
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“Walkee-Bike” 


Has one-inch, 18-gage steel frame and 
is equipped with permanently installed, 
rubber cushion casters guaranteed not to 
loosen or fall out. They are said to op- 
erate noiselessly indoors and out, and not 
to require lubrication. Also features hori- 
zontally mounted round bumpers of hard 





rubber with soft cushion tread, to protect 
walls and furniture. Bumpers said not to 
mark white baseboards. Caldwell Indus- 
tries, Inc., Kent, Ohio. 


_ Air Compressor 


“Windjammer” features a dual cylinder 

low and high pressure on one center 
line—and requires only one piston pin, one 
piston unit and one connecting rod. Tan- 
dem piston—low and high pressure in one 
integral unit—and of, heat treated alum- 
inum alloy. Also has auto-type cooling 
fan and airplane-engine-type deflectors. 
naimals. Net contents, 2 oz. per can; 12 
Doyle Mfg. Corp., Syracuse, N. Y. 








Radio Alarm Clock Set 


Bedside clock-radio set automatically 
awakens sleeper in the morning by tuning 
in radio station. Before retiring, radio 
station is tuned in, volume adjusted as 
desired and clock in the receiver is set as 
in ordinary alarm clock. Finally, alarm 
selector control is set. This turns the radio 
off for the evening. Clock continues to 
operate. At the appointed “wake-up” hour 
clock turns the radio on. For heavy sleep- 
ers, there is an auxiliary resonator that 
sounds a few minutes after the “wake-up” 
music comes on. General Electric Co., 
Bridgeport, Conn. 


“Taypit Write-On” 





A self-sealing tape which will take 
writing—pencil, crayon or rubber stamp 
Writing said to show up clearly against 
white surface and pencil marks can be 
erased, maker states. Adhesive is claimed 
to be effective from 150 deg. to —20 deg. 
F. Each % by 120 in. roll mounted on a 
utility dispenser, complete unit retailing 
for 25 cents; 12 units to a counter display 
carton. International Plastic Corp., Mor- 
ristown, N. J. 


“Vigil” for Silverware 


An open jar of “Vigil” crystals, placed 
in silver cabinet, is said to prevent tarnish- 
ing by absorbing certain elements in the 
atmosphere. Maker claims, crystals retain 
their potency from four to six months and 
one jar takes care of approximately 20 cu. 
ft. of area. Household size retails at 75 
cents per jar. Vigilant Products Co., 42 
E. 34th St., New York City. 


HARDWARE AGE 
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Electric Water Heater 


Features “Ionodic” system of anti-cor- | 


rosion protection. Magnesium anode is in- 


stalled in top of storage tank and furnishes | 
corrosion protection, maker claims, by | 











| 
neutralizing electrochemical destruction of | 


the iron. McGraw Electric Co., 520 W. 
56th St., Chicago, Ill. 


Plastic Bike Pump 


Made of acetate plastic in red and ivory 


or blue and ivory combinations. Barrel, 


plunger, and handle are of plastic; 1014 | 
in. overall in length, it has a 9% in. bar- | 
rel and 8% in. stroke. This is said to per- | 


mit inflation of a regulation bike tire to a 


pressure of 30 pounds with 50 strokes. | 


Cadmium-plated annealed steel spring 
clamp holds pump on bike frame. Pump 
retails for $1.50. 
tion with plastic handle-bar grips which 
come in red, ivory, blue or black and are 
ribbed and reinforced inside and _ out. 





These sell for 29 cents a pair, or both items 
together at $1.79. Pharis Tire & Rubber 
Co., 25 S. 11th St., Newark, Ohio. 
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Can be sold in combina- | 











REPAIRING WIRING @ HOBBY SHOP CONSTRUCTION ®@ BUILDING AND REPAIRING RADIOS ® 100 OTHER USES 
APPARATUS DEPARTMENT, GENERAL ELECTRIC COMPANY, SCHENECTADY 5, N, Y 
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Now in 
generous 


HEN ' The Universal Liquid Cement 


for countless household and industrial uses 
Ready to Use—Sticks Fast—Holds Fast 
Waterproof—Mends Everything 
Lop Notch Cement for Over a Generation 
Just display Ambroid prominently on your 
counter for easy profits. Attractive, eye-catch- 
ing display box furnished free. One dozen to 
the box. Put it to work for you now. Also 
in pints, quarts, and gallons. 


full-size sample on request. Just send us 
FREE your name and the name of your wholesaler. 
A postcard will do. 


“AMBROID Co., INC. 


2 ounce 
tubes 
25c 
4 ounce 
tubes, 50c 

















EST 1910 


305 FRANKLIN ST., BOSTON 10, MASS. 
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MAKE A 


BETTER JOB 





See Your Electrical 
Supply Jobber 


THEUNIVERSAL 


CLAY PRODUCTS CO. 


1535 EAST FIRST ST. 
SANDUSKY, OHIO 
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Broom-Rake 


“Tennair’-——strong and _ resilient—-wide 
rounded teeth pass over and around ob- 
struction and pick up material to be 
raeked without deforming teeth; passes 
over and round roots, shoots, vines, etc., 
without cutting, tearing or snagging. 
Made of aircraft-type aluminum and 
weighs 20 oz. Has metal blade 14 in. long 
and just under 13 in. wide. Upper third 
of blade is solid to give required combi- 
nation of spring and _ stiffness; middle 
third has five elongated perforations to re 
duce weight, and lower third has 11 tines. 
Blade is rivetted to a 48-in. hardwood han- 
dle. Retails at $1.25. Tennessee Aircraft. 


| Inc., Nashville 3, Tenn. 


Garden Hose Mender 


“No-Clamp”—requires no clamp and it 
is claimed that it cannot leak or pull out. 
Machined of aluminum alloy rod, finely 
finished and is in one piece, 2 by %-in. 


am 





| diameter. Packaged on cards and in color 
| display cartons. Retails for 15 cents. Pre- 
| cision Metal Sales Co., 534 W. Broadway, 


New York City 12. 


| Plastic Clothesline 


“Chemclad”—maker states it is impervi- 
ous to weather; won’t crack even after 
prolonged exposure and is easily cleaned 
with a damp cloth because no dirt nor 
grime can penetrate the surface. Line 


WHATS NEW 


consists of a high-strength, low stretch 
rayon core jacketed with Geon, the poly- 
vinyl chloride plastic of B. F. Goodrich 
Chemical Co. Other features claimed for 
the line are that it will not mildew, does 
not sag, can be pulled around hooks with- 
out cracking and its bright color allows 








for high visibility and attractive appear 
ance. Carolina Industrial Plastics Corp., 
Mount Airy, N. C. 


Fuel Oil Water Heater 


Model 40-7 Duo-Therm—fully automatic, 
finished in white enamel with red name 
plate. Large capacity storage tanks with 











quick hourly recovery rate according to 
maker. Operating cost said to be less 
than four cents a day for average family. 
Duo-Therm Division, Motor Wheel Corp., 
Lansing, Mich. 


Portable Adding Machine 


“Lightning”’—can be carried in_ brief 
case or used as a desk model—14 by 4% 
in. Retails for $12.95. Dealer's cost in 
dozen lots, $6.60. The Lightning Adding 
Machine Co., 543 S. Spring St.. Los An- 
geles 13, Calif. 





HARDWARE AGE 














AU 








stretch 


ie poly- 
oodrich 
ned for 
w, does 
$$ with- 
allows 





jppear 
Corp.., 


matic, 
name 
; with 


less 
nily. 
orp., 














AUGUST 15, 


iger brip 


IN WORK GLOVES IN THE 
PAST TWENTY YEARS! 


Entirely different from any 
glove intended for the same 
purpose! Oxtwears several 
pairs of ordinary woven fabric 
gloves. Made of specially 
knitted material with hun- 
dreds of “loops” in every 
square inch, to cushion and 
protect the hand. Can be 
washed without excessive 
shrinkage—and hold their 
shape! Treated with John- 
son’s “DRAX” to make them 
water repellent! Tested in 
laboratories and under 
actual working conditions. 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
ADVANCE work 
_—s including 
eather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


DVANCE 


GLOVE MANUFACTURING CO. 





DEPT. HA-4, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit- Toledo Chicago+Rome, Ga. 
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Horton Ironer 


When top is lifted, ironer unfolds. With 
hood lowered, the cabinet is desk height— 
30 in. One knee control lever starts, stops, | 
and releases the roll. Correct temperature 





lialled accurately on twin thermostats. 
1500 watts in shoe. Has full six in. diam- 
eter, full 26 in. roll; safety release; pilot 
light; two end tables, lapboard. Finished in 
white enamel. Horton Mfg. Co., Fort 
Wayne, Ind. 


Cooking Ensemble 


“Vac-O-Matic”—consisting of matching 
2-qt. and 3-qt. saucepans, 5-qt. Dutch oven, | 
and 10% in. chicken fryer—all with lids 





said to provide an economical vacuum seal. 
Exclusive handle design to fit hand con- 
tour. Bright stipple finish. Non-rocking 
bottom. Ensemble retails for $22.35 com- 
plete. Diamoloy Aluminum Co., 951 So. 
Crocker St., Los Angeles 21, Calif. 


“Pop-Up” Sprinkler 

Made from a_ solid-brass_ bar, this 
sprinkler, maker states, will not stick in 
upright position; drops back instantly out | 
of sight when not in use, and will fit in | 
old lawn-sprinkling systems, replacing 
standard heads. Comes in full, half and 
quarter heads. Elmore Engineering Co., 
Alhambra, Calif. 








Saveyow! 


@ TIME... 
% STRENGTH... 
% PROFITS!!! 





Threud jupe 
BY POWER! 


You can use your own 

hand tools on the 

OSTER No. 422 Power 
Vise Stand 


Make more money on pipe sales 
and job work by using your hand 
die-stocks, cutters, and reamers 
on the Oster Power Vise Stand. 
This high quality, low cost power 
unit pays for itself in no time! 
Weighs only 140 pounds... 
easily handled by two men. 
Nationally famous !/ H. P. 
motor concealed in stand. Oper- 
ates from ordinary light socket 
(110 volts, either A. C. single 
phase or D. C., or 220 volt can 
be furnished at same price). 
Standard threading range 3" 
to 2"; extra range !/g" & 1/4"; 
with drive shaft 2!/," to 6" pipe. 
Send for FREE illustrated catalog! 


THE OSTER MFG. COMPANY 
2028 E. 61st St. * Cleveland 3, Ohio 




















rT 
a STRAIT 


SELF-CENTERING 
PUNCH 






Sprin gG 
Act ton / 


Help the carpenters build 10 million 
homes. 

Tapered to fit the hinge 

Made of hardened steel. 

Sold thru Hardware Wholesalers. 
Electros & catalogue sheets free. 
Each doz. has a display card. 


Produced by ¢ 
dg ij 
fel: 


METAL PRODUCTS INC. 


SHELTON, CONN. 


Pat. Pending 








Stharou Sw 187 
SOCKET SCREW 
WRENCH ASSORTMENT 





@ ALLOY STEEL, HEAT 
TREATED 


@ COMPACT STOCK 
@ QUICK REFILLS AVAILABLE 


@ 187 FAST MOVING 
WRENCHES 


@ HIGH PROFIT. SMALL 
INVESTMENT 


@ BUILDS REPEAT SALES 


direct or from your jobber 


BOSTON 10, MASS. 
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Loc Co., Freeport, N. Y. 


WHATS NEW 


Ejector Type Pump 
And Systems 


“Duro-Jet”--for deep or shallow wells, 
setting 5 to 100 ft. Ball bearing, vertical 
design motor with new type carbon faced 








| seal replacing stuff box, eliminating leaks, 
it is claimed; one piece steel shaft, all 

| bronze impeller, ejectors designed for 
changing pressure nozzle and venturi tube 
for various wel] settings. Motor sizes 1/3 
and % h.p. Systems include automatic 
air volume control and tanks are heavy 
steel galvanized both inside and out. The 

| Duro Co., Dayton 1, Ohio. 

| 

| ‘Chair-Loc’ Makes 

| . 
Tight Wood Joints 


“Chair-Loc” is claimed to impregnate 
and swell wood fibres to make tight joints. 
Recommended to tighten wobbly chairs, 
lose ladder rungs, hammers and axe han- 
dles, mop handles, etc. Sets in matter of 
minutes. Not a glue. 2 oz. bottle to re- 
tail for 25 cents. Introductory package of 
12 bottles on display cards for $2. Chair- 























A 
picl 
wei 
teet 
LONGER HANDLES! 
PERFECTLY BALANCED 
Shaped to Fit the Hand 
Instantly Replaceable 
DOUBLE-EDGE 

SUPER-KEEN BLADES 
No screw driver or tool 
needed to replace the 
high quality blades — 

just push in new blades, nat. 

and out come the old —_ 

ones. Stock genuine dam 

RED DEVIL BLADES for end: 

replacements. Con 

tails 

RED DEVIL TOOLS. line 
Irvington 11, N. J., U.S.A. 

Di. 

Ti 

disp 

volt: 

carr 

lbs., 

state 


EMBURY 


Luck-E-Lite 


HIGHWAY TORCHES 





Heig 
Die 


New 


Ti. 

= 
to c 
to k 
plat 
Pacl 


secre’ 





two 
at 5 
back 


Sons 





Order through Your Jobber 


EMBURY MFG. CO., WARSAW, N. Y. 
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Nut Cracker and Sheller 


, A combination nut cracker, sheller and 

pick, made of satin finish stainless steel. 
weighing 4 oz. Maker states sharp saw 
teeth inside of handle do not smash the 






















ICED 
land 
rable 
DES 
tool 
the 
a nut. Sheller is also said to provide easy 
old access to the meat of the nut without 
ine damage to finger tips and nails. Pointed 
: for ends of sheller may be used as a pick. 
Comes in individual, four color boxes. Re- 
tails for $1.00. Cook Sales, 1212 Lower- 
LS. line St., New Orleans 18, La. 
5. A. 
, the kind you know about 
Display Turntables y 
— the name Porter on every 
The postwar model “Roto-Show” electric —* 
display turntable shown operates on 110 handle and behind that name, 
volts a.c. and is a sturdy steel unit, built to nearly 70 years of reputation 


carry a load of from a few ounces to 200 
Ibs., turning three times a minute, maker 
states. Supplied with an 18 in. table. 


building service. 


,°H. K. PORTER, INC., BOSTON 49, MASS. 


Height is less than 5 in. overall. General BERKS HIRE OR 
Die and Stamping Co., 262-272 Mott St., | 
ahs stot DAMP SURFACES 


A 
Tissue Holder WUMINUM Pal BERKSHIRE ALUMINUM PAINT 








FOR USE ON 4 
“ — r — INTERIOR ano EXTERIOR may be painted directly over wet or 
paige Upc ge Aedes SURFACES damp surfaces, will not chip or peel, 


to clamp the roll gently but firmly enough jon ao and will seal the surface painted. 


to keep paper from unrolling. Holder is : ' ie ‘ oe ; 
lated chromium over nickel over coppe VORSHiRe paint COMPH This is only one of the many out 
P eget ae gle per aeaabe Sn Peincrieu massacuse!” standing features of this quality 
Packaged on display card with two finished product ; 

screws for hanging the fixtures. Comes in : 


two models—CRH-1, all chrome which lists PROTE CTS 
at 50 cents and WRH-2, chip-proof white PRE SER — 

ec ore BERKSHIRE Aluminum Paint is ready-mixed and will never 
Meese ats eee te harden or discolor in the container. 

BERKSHIRE may be used on all types of surfaces—wood, metal, 
canvas, concrete, cement, etc. 

BERKSHIRE resists heat, cold, and sudden changes in the tem- 
perature. 

BERKSHIRE greatly improves the appearance of equipment and 
protects metal parts against rust and deterioration. ; 
BERKSHIRE may be applied on interior or exterior surfaces with 
brush or spray gun and dries with a hard, lasting, brilliant metal- 
lic lustre. 


ASK YOUR DISTRIBUTOR FOR BERKSHIRE 


BERKSHIRE PAINT COMPANY 


MAKERS OF FAMOUS DARI-GLO 


BOX 251, HIGHLAND STATION SPRINGFIELD, MASS. 
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It is still mighty important to keep 
belts running and you as a dealer can 
help do your part by calling attention 
to the importance of proper lacing 
in prolonging belt life. One of the 
most effective ways to do this is to 
have an Economy Display Unit of Alli- 
gator Steel Belt Lacing right out on 
the counter where your farm and shop 
trade can see it. 


An Economy Package of Alligator 
Steel Belt Lacing is the best insurance 
there is against loss of time due to belt 
failures. This Economy Package con- 
tains one set of Alligator Steel Belt 
Lacing complete with hinge pins for a 
12” belt or the 12” length can be 
broken to length for narrower belts. 


A display of Economy Packages on 
your counter will help you sell belt 
protection. 


ECONOMY DISPLAY UNIT 
Ne. 410 Economy Display Unit. List...... $5.60 


Four sizes of Economy Packages are packed 
in the display unit shown above. Contents 
made up of 3 packages 15E, two of 20E, 
three of 25E, and two of 27E. 


ECONOMY PACKAGES 


Lacing List per carton Belt 

No. of Ten (10) Thickness 
15E $4.75 1/8” to 5/32” 
20E 5.00 5/32” to 3/16” 
25E 6.25 3/16” to 7/32” 
27E 6.65 1/4” to 9/32” 
35E* 8.50 9/32” to 5/16” 


*Not Included in Display Unit. 
Order from Your Jobber 


FLEXIBLE STEEL LACING 
COMPANY 


| 4616 Lexington Street, Chicago 44, 


For more than 30 years the most ~ cy 
wsed bel? lacing in the world 


| ALLIGATOR 


BELT L. NG le 





1 STEEL 
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‘“LumiNite” Clothes 
Line Tightener 


Provides for 
pull necessary to draw the line taut. Com- 
posed of only two parts—a strongly pro- 
portioned, satin finish, cast aluminum “S” 
hook and a cadmium plated steel 





body weight in applying 


type 





Mac 
cad 
turn 
by | 
off-s 
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blue 
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Cut 
City 








clevis, or link, that operates over notched 
end of hook. Downward pull tightens the 
line. When downward pull released, | 
tightener locks the line taut. Should line 
stretch, slack can be taken up by again 
pulling down on free end of line. Pushing 
tightener slightly upwards and releasing 
clevis with thumb, loosens line. Mounted 
on instruction display card. Retails for 
39 cents. Associated Projects Co., 80 E. 
Long St., Columbus 15, Ohio. 


18 





in the woods 





“3-In-One” Oil po 

Can Dispenser ons 

Dispenser is a metal cutout for the “3 - 

In-One” trademark, holding 12 cans. Ti 
Serves as a permanent display as well as | 

a self-service dispenser.’ Boyle-Midway, By 

Inc., 22 E. 40th St., New York City 16. an 

dep 

the 

bott 
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COLLINS 





AXES and HATCHETS vill 
The Collins Company, Collinsville, Conn Lak 
Al 


HARDWARE AGE 





Miter Box 


“Saw-Kut Guide”—portable, weighing 
2% Ibs. Fits any size board and accom- 
modates any blade saw, maker states. 





Made of 16-gage cold rolled steel and 
cadmium plated. Miter gage has 90-deg. 
turn and can be secured at proper angle 
by turn of wingnut. Guide has sufficient 
off-set, one-half inch above miter gage to 
assure that teeth of the saw are clear of 
all metal. The Bonaire Co., 58 Glenwood 
Ave., Minneapolis, Minn. 


Child’s Feeding Tray 

This “Teacher Tray,” a plastic unit with 
blue or pink plastic and stainless steel eat- 
ing accessories is offered by Englishtown 
Cutlery, Ltd., 276 Fifth Ave., New York 
City. Tray contains a hot water heating 











compartment, a knife, fork and spoon set, 
napkin ring, drinking cup and dessert dish. 
Suggested retail selling price, $10, com- 
plete with gift chest. 


Two-In-One Shaker 


“Jiffy Shaker”—for salt, used exactly as 
an ordinary shaker. For pepper, knob is 
depressed, stopping the salt and allowing 
the pepper to flow. Shaker is filled from 
bottom and has a salt capacity of 2% oz.; 








pepper capacity, % oz. Made of molded 
plastic in assorted colors. Suggested re- 
tail selling price about 50 cents. Bonne- 
ville Western, Inc., 32 Richards St., Salt 
Lake City 1, Utah. 
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[scutcheon pins 
steel... brass... 


Your requirements of brass and steel escutcheon pins are avail- 
able for prompt delivery. Packaged attractively and sturdily 
for your convenience. Metal edge, telescope type boxes assure 


constant protection for contents. 


We also manufacture escutcheon pins on special order from 
stainless steel, monel, bronze, silicon bronze and other metals. 


Tell us your requirements —large or small. 


JOHN HASSALL, ine. 


419 OAKLAND ST., BROOKLYN 22, N. Y- 


Quality Escutcheon Pins 
Since 1850 





Al NAILS RIVETS SCREWS, 
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BLO-TORCHES BY 
SA 


@ SAFE 
@ SURE 
@ DEPENDABL 


FEATURE THEM! 
DISPLAY THEM! 
SELL THEM! 


b , 
% WK 
; -, - 4) 
Na 


\ 


THE fonhk MEG. COMPANY 


POST OFFICE BOX\8, NEWTON LOWER FALLS 62, MASS. 


Vanufacturers of Soldering Equipment Since 1919 
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Rigid Arm Pullers 


WHATSNEW fs STEELGRID 









| Nut Cracker ‘v Pn * ie , 
ia ' : , ; Z oe 3 
racks only the shell, delivering the Z de“ — 
kernel whole; and to fit any nut from uy % 
English walnut to filbert or almond | , @ey 
Dw 









Better 
Home owners who are smart enough to Wheel 
sow grass seed in the fall are-intelligent Pullers for 


enough to buy good seed. That's when 
the Turf-maker analysis tag is your best 


Every 
Need 





salesman. Yoy know Turf-maker is the 
<li STEELGRIP standard types with drop forged arus 


finest lawn seed,—and it’s easy to prove | end special analysis steol ‘screws inal 1 Aggy ve 
i —_ wheels, p 's, sheaves, ngs. Specia! 
i to your customers just show them maker states. Made of heavy, polished application pullers and universal CHAINGRIP Pull 
the tag . > . . ers that pull wheels, etc., even a considerable dis 
; nickel. Packed in four-color built-up Jami- tance trom end of shaft. Write for Catalog. 
This should be your biggest year in nated box. Retails for approximately 
quolity lown seed Display Turf-maker $2.48. W.W. Boes Co., Dayton 6, Ohio. CHAINGRIP 
niversa 
ond watch your sales jump. Write for , . Gear and Wheel Pullers 
special fall window posters and display . 
materials. Paint Brush Cleaner 
LAWN SEED DIVISION “Keepkan” — patented brush hanger, 


special liquid and container sold as a 
a F.H. WOODRUFF & sons, Int. complete unit to do the entire brush clean- | 


; oe ing job. Maker states that when brush is 
SEED GROWERS 


Pah aRMEMME | inserted in hanger, it is suspended with ARMSTRONG-BRAY & CO 


bristles in the liquid, allowing all of the | 5348 Northwest Highway 
pigment to be drained out. Capillary ac- | S.A. 

tion is said to remove paint in the heel of , 

the brush, leaving it soft and clean. | 
Brushes used in different colors may be 

Dp) R cleaned at the same time, in same can and 

» | 


liquid may be used over again. “Keepkan 


SOLDERING IRONS comes in two sizes; household, holding 
SELL RAPIDLY 


win customer 


good will 
Se 
No. 701-—100 watt DRAKE Solder- 


ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 








For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of precision manu- 
facturo—keeping constant pace with 
progress. Widely advertised—they 
sell quickly and profitably. 












| Strathmore MAGIC ~ 








| 
" 
|SLATE SPELLER = Makers of: 
| Spelling fun for children at © Peter ’ 
home! New type “Blackie’’ a - 
With industry rapidly os : ‘ Magician 
reconverting to peace Magic Slate, simplified 4-color © Mother 
time production—there picture charts, block type al- Goose Set 
is a big market for phabets and numerals in an © Magic 
Drake Soldering Irons. | intriguing set. Child Blackboards 
Remember — there is | associates letters, $ © Magic Desks 
a Drake Iron to meet words and pictures — : 
every need and pur- | 4 ae then does his own. In © Paper Savers 
ng Ss = pay you | | 4-color Gift Box. Retail © Office Slate 
0 feature them. 
ASK YOUR JOBBER 








four brushes, up to 3 in. wide; and indus- 
ial si 4in.| The STRATHMORE Co. 
DRAKE ELECTRIC WORKS. hi . ida. Soosshedl ic ae hate ante Aurora, Illinois 


VETERE aca a Cima tia weememeiees | industrial size for $1.49. The Howe Co., | C. H. Carroll, 1421 Mdse. Mart, Chicago 
St Cok C James Vyseo, 417 N. Akard, Dallas 
ony Urees, Conn. Arthur Frey, 200 Fifth Ave., N. Y. 
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Display Assortments 





Deluxe House Numbers 


Practical! Handsome! A big seller! The rich 
design of this Deluxe Number harmonizes with 


any building. Available from your jobber in 
display assortments. 


Division Chisholm-Ryder Co., Inc. 
A401 Hightond Ave. 


Niagara Falls, N. Y. 





Here's o fast-selling lock that will appeal to 
customers who want the best they can buy in 
lock-protection at popular prices It's the new 
Milwaukee DURALOC with solid, one-piece, 
aluminum alloy body. It's rustproof, has tough 
case-hardened shackle, phosphor bronze springs, 
ond simple, rugged ‘‘weather-proof mechanism 
that will. outwear other locks — the biggest 
value in locks you've seen. Offers over 3000 
key combinations 

Order DURALOC locks through your Jobber 


TODAY. Prompt Delivery. Individually boxed 
with two conventional keys 





i. 





732 W. Virginia Street, Mih 
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| Plaster Wall Primer 


“Plastergrip”—for priming and sealing 
plaster walls in one operation. Can be 
applied when walls are still wet. One 





coat required; quick drying, and one gal- 
lon covers approximately 800 to 1,000 sq. 
ft. of new plaster. Available in all com- 
mercial sizes. Gillespie Varnish Co., Dey 
& Howell Sts., Jersey City, N. J. 


Jar Top Wrench 

Said to operate without any mechanical 
adjustment. Takes all sizes up to 2 in. 
between the “saw teeth” on the inside of 
the handles, and from 2 in. up to 3% in. | 


‘ 


between the knurled, % in. long, “fingers” 
in the “hand.” Handles are 5 in. long and 
ends may be used to open pressure-sealed 
containers. Made of nickel plated steel. | 





Plastic tubing in yellow, blue, red, and 
green, used on handle. Each tool indi- 
vidually tagged with printed description. 
Retail at 79 cents. Packed in assorted 
colors, 12 to counter display box. Winfield 
R. McKeeby, Bloomsburg, Pa. 


Swing-A-Way Display 
Stand Deal 


Both display stand and attached can 
opener are available to dealers at the re- 
tail price of a single can opener. Display 
enables customers to operate opener and see 
how it works. Swing-A-Way Steel Prod- 
ucts, 1439 Merchandise Mart, Chicago 54. 








CASEMENT WINDOW 


ADJUSTER 





Series No. 21-00-00 


This Shelby Casement Window Ada- 
juster is a high quality item of fine 
appearance and rugged construction. 
Ample size knurled screw affords easy 
and positive locking in any position. 
Wrought steel %” rod, has smoothly 
finished anob on end. Wrought steel 
base plates 2-5/16” x 7%” neatly beveled 
edges. 

For right- and left-hand windows, open- 
ing out. Made in 10” and 12” sizes. 
Available in Dull Brass, Bright Zinc, 
and Parkerized Black finishes. Packed 
% dozen in a box with screws. 


Order from your Jobber 
THE SHELBY SPRING HINGE CO. 
Shelby, Ohio 


BUILDERS HARDWARE 
Geed Lovks —- Betlr Weer 


Se 











Another , Feature 


A Te 





~ 


Heavy underplatings seal pores of 
metal to prevent rust and tarnish. 
A heavy chromium deposit is then 
applied, assuring a brilliant finish 
of lasting beauty. Wiping oc- 
casionally with a soft cloth is all 
that is necessary to retain the 
original brilliance. 
ASK YOUR JOBBER 





AMERICAN CABINET HARDWARE 


com PORATIOWN 


ROCKFORD, ILLINOIS 
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WHATS NEW 


“Scour Quicks” 
Dispenser Package 


“Scour Quicks” are made of quality steel 
wool which maker states does not sliver 
in the hands and feature an attractive new 


red and white dispenser package. Soap 
filled steel wool rolls now packed seven to 
a package. Rolls are said to be bathed in 
pure vegetable soap, no soaping up re- 
quired. Kem Sales Co., 118 No. Third St., 
Columbus, Ohio. 


Electric Churn 


“Gem Dandy”—fits any crock or jar up 
to 6 gals, and is sanitary and easy to clean, 
maker states. Also comes with glass jar, 
sold separately in 3 and 5 gal. sizes. Churn 
has slow-speed motor, aluminum shaft and 
adjustable aluminum _ dasher. Deluxe 
model with switch in cord. Operating cost 
said to be about 10 cents per month. 
Weight, 8 lbs. Year’s guarantee. Deluxe 
retails for $18.19 and _ standard 


model for $15.04. Jars retail for approxi- 
mately $1.75 and $2.25. Dealer helps avail 
able. Alabama Mfg. Co., 1801-3 Ist Ave., 
No., Birmingham 3, Ala. 


Home Canning Seal Tester 


accurately 
safely 


“Green-Lite”—maker states, 
indicates whether jar has been 
sealed. Clock dial adjustment for various 
makes of lids. Yellow hand on dial is 
set for make of lid. Tester is placed on 
lid, green pressed down and released. Ii 
green rises, then jar is safely sealed; if 


red stays up, jar is improperly sealed, ac- 
cording to the manufacturer. Retails for 
$1.00. The Creen-Lite Mfg. Co., Fort 
Wayne, Ind. 


Dog and Cat Spot 
And Stain Remover 


“Badfido”—said to remove spot and 
stains and the odor and ring, restoring 
original color to fabric. Also claimed to 


REMI En 


if 
? i cal 
| eee Fal 


discourage repetition. “Shufido” is a re- 
pellent for indoor and outdoor use. Both 
products are put up in new packages, fea- 
turing a plastic cap and redesigned label. 
Also packed in smaller quantities for easier 
handling. Skour-Nu, Inc., 42 W. 15th St.. 
New York. 
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i's a Gio-ler” prooucrt 


Colorful 
BOWL COVERS 


EXTRA LARGE SIZES 
FIT.. MATCH YOUR NEW 


California 


From Your 


PYREX* 
H[¢):}:]4:48 1178 So. la Brea Ave. 


los Angeles 35, Calif. 


% Registered trade mark of Corning Giass Works 








f 


STOP that DR 


ee. \ en) y 
New! A modern sure 
cure for condensation 
drip from cold water 
Pipes. 

Pliable, cork-filled No- 

Drip Tape forms a tight- 

fitting sealed jacker 

around pipes—eliminates 
hazardous wet floors, 
makes idle space usable. 

Ouick, EasytoWrap on 

No tools meeded. Covers 

joints as well as 

straight pipes. 

EFFECTIVE IMMEDIATELY 
Roll, enough for $4 25 
7 ft. of re 1 e 


Migmer West of Reskies and Cenede 


ELBOW 





Better 
. American Home, House 
hanics, Parents’ Magazine. 


IMMEDIATE DELIVERY 
Get NoDrip Tape from your Jobber today 


J. W. MORTELL CO. 207 Burch $t., Kankakee, Ill. 
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Plastic Fruit Juicer 

Maker claims it provides durability, 
lightness, smoothness, capacity along with 
modern design. Said to be noncorrosive 


and non-chipping; to have a no-drip lip; | 


to prevent seeds from entering pouring 
cup, admitting only the fine pulp. Top and 


' bottom are of contrasting colors and are 


separate for easy cleaning. Packed in 


individual two-color boxes for 


é 2 9” 
Cable-Vise 

Forms a loop in wire rope by turning 
one hex nut with an ordinary wrench. 
Automatically compensates for rope sizes 


within its designed range and holds loop | 
firmly through splicing or clamping oper- | 


ation. Equipped with swivel base that 
accommodates vise in vertical or horizontal 


position and rotates through 360 deg. 


Model No. 1 takes rope sizes %4 through | 


% in. Nunn Mfg. Co., Evanston, Il. 


Faucet Model 
| Water Softener 


Slips on faucet and is held in place by 
a suction device. 


will hold, its power is fully restored by 
flushing a little free-running 
through. 
filled cloth bag, rubber suction tube for 


attachment and a strap for hanging when | 
not in use. Retails for $1.98. Soft Flow | 


Corp., Plainfield, Ill. Sole sales agent, 


Oakes & Co., 650 So. Clark St., Chicago 5. | 





display. | 
Amerline, 1753 N. Honore, Chicago 22, Til. | 


5 Call Ryerson when 


you need steel —any kind, 
shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 


Principal Products Include: 


Bors * Plotes © Sheets °* Structurals 

Inland 4-Way Floor Plate * Mechanical Tubing 

Boiler Tubes ° Hi-Bond Reinforcing Bars 

Allegheny Stainless * Alloy Steels * Tool 

Steel * Babbitt Metal * Wire © Chain 
Bolts * Rivets, Etc. 


JOSEPH T. RYERSON & SON, Inc. 
Steel-Service Plants at: 
CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 








Maker states that when | 
softener has absorbed all the “hardness” it | 


table salt | 
Softener consists of a chemical | 


NEW HORN 


\. Barb-Reeler 
\ Year 
Round 
Profit 


i Item 
| 


Every farmer is a prospect for the 
Horn Barb-Reeler. This new farm 
item lays wire along a fence line 
like pushing a lawn mower. Helps 
do fencing jobs quicker and 
easier. Lessens possibility of torn 
clothing or gloves .. . does away 
with hazard of bodily injuries. 
Sturdy, steel construction, built 
to last. Fence building is a year 
‘round job; the Horn Barb- 
Reeler, year ’round sales-builder. 
Get details from your distrib 
utor, or write us for descriptive 


folders. 


HORN 


MANUFACTURING CO. 


Fort Dodge, la. 

















Laeeneal, 


GAS APPLIANCE 
CONNECTORS 








MAKE FLUSH MOUNTING 


ay 


Not only is the Superseal way faster, it 
permits ranges to be set closer to the wall, 
thus allowing them to line up with other 
kitchen fixtures. 





Exclusive Patented Design 


The complete Superseal 
device is UNDERWRITERS’ 
LABORATORIES 
APPROVED as an appliance 
connection for all gases. 


Superseal Connector is a com- 
plete assembly of semi-rigid 
aluminum tubing and premium 
grade malleable iron Superseal 
fittings. 

Long 10° tapered cone of the 
fitting assures a permanent gas- 
tight seal .. . no shearing action 
when nut is tightened . . . tubing 
can be bent wherever desired... 
assembly can be used repeatedly 


&, without damage to tube or heavy 


hex fittings. 





AVAILABLE NOW Superseal Connec- 
tors are furnished in any combination of 
elbows, straight fittings or shut-off valves 
as required. The cost, with all these supe- 
rior features, is no more than that of ordi- 
nary connectors. Write for catalog sheet 
giving complete description. Order from 
your wholesale distributor. 


SUPERSEAL DIVISION 
COLUMBIA MALLEABLE 


CASTINGS CORPORATION 
COLUMBIA, PA. 
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“Sub-Zero” Freezers 


Model 16V—an upright model with four 
inner compartments, each with a separate 
inner door, this prevents exposing the en- 





tire contents when outer door is opened 
und thus reducing cold loss. The entire 
“Sub-Zero” line includes in addition to the 
up-right models, a series of top-opening 


| freezers in steel, oak, or birch construction; 


8 and 16-unit apartment models; and 
vustom-built units. Sub-Zero Freezer Co. 
Madison, Wis. 


Fruit Juicer 


Cast-aluminum—reamer-type. Lightweight 
and highly polished and easy to clean. 





Retail price approximately $2.75. Ebaloy, 
Inc., Rockford, Ill. 


I. C. Degreaser Display 


The new display card for counter or 
window use is illustrated here with the 





quart and half-gallon size bottles. The 


product is a chemically formulated liquid. 
free of abrasives, which gets rid of grease 
by dissolving it, according to the manu- 
facturer, the Interchemical Corp., Trade 
Sales Div., Fair Lawn, N. J. 


“Jiffy Lift” Tire Jack 

Forged in one piece, it has no moving 
parts to become clogged with grease and 
dirt. After jack is inserted between the 
brake drum and tire rim, car is driven 
backwards or forwards on the “Jiffy Lift” 
which acts as a stand, raising the vehicle 
off the road far enough for removal of tire. 
Has extra large base to hold jack securely 
in place and to prevent car from slipping 





off or settling down too low. Car itself 
does work of raising the wheel. Can also 
be used as a mud hook with addition of 
safety strap which holds it in place while 
vehicle is in motion. Designed to fit all 
popular car makes and all models from 
1937 to 1946. Motor Jack Corp., Grand 
Rapids, Mich. 


Appliance Hand Truck 


Twin-unit truck for handling refrigera 
tors, deep-freeze units, ranges, pianos, etc.. 
is of tubular steel construction and 





equipped with easy rolling aluminum 
wheels with 6 in. by 2.50 cushion rubber 
tires. Swivel wheel on one unit permits 
easy access to small spaces. For use in 
lifting, long 17%-in. handles are provided. 
Truck height is 56 in., width 25% in. Air- 
craft Mechanics, Inc., Colorado Springs, 
Colo. 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


American Hardware Manufacturers 
Association’s meeting jointly with the Na- 
tional Wholesale Hardware Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York rs N. Y., is secretary-treasurer, 
American Hardware Manufacturers’s Asso- 
ciation; Geoge A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is managing director, 
National Wholesale Hardware Association. 

Architectural Hardware Consul- 
tants, American Society of, and National 
Contract Hardware Association, annual 
convention and exhibit, Palmer House, 
Chicago, Ill., Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

National Contract Hardware Asso- 
ciation and American Society of Architec- 
tural Hardware Consultants, annual con- 
vention and exhibit; Palmer House, Chi- 
cago, Ill, Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

National Hardware Show, Inc., at 
the Grand Central Palace, New York City, 
Sept. 16-21, 1946. Headquarters are at 331 
Madison Ave., New York City 17, N. Y. 

New York State Retail Hardware As- 
sociation, annual convention and _ trade 
show. Headquarters at Seneca Hotel, show 
at Convention Hall, Rochester, N. Y., Feb. 
+-6, 1947. N. H. Kiley, 508 Hills Bldg., 
Syracuse, N. Y., is secretary. 

National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 
can Hardware Manufacturers Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 





phia 6, Pa., is managing director, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, American 
Hardware Manufacturers Association, 

National Metal Exposition, Nov. 18- 
22, 1946, at Municipal Auditorium, At- 
lantic City, N. J. Chester L. Wells, 7301 
Euclid Ave., Cleveland 3, Ohio, is assistant 
managing director. 

New England Hardware Dealers Asso- 
ciation, Fall Hardware Market, Sept. 10-12, 
1946, at the Copley Plaza Hotel, Boston, 
Mass. Annual convention, Feb. 20-22, 
1947, at the Statler Hotel, Boston, Mass. 
Russell Mueller, 185 Dartmouth St., Bos- 
ton 16, Mass., is secretary. 





Correct Answers to 
Test Your Hardware Sense 


(Questions on page 173) 

1—Answer. Net wage rates show a mar- 
gin of 29.4 per cent while the old wage 
rates produced a margin of 331/3 per 
cent, 

2—Answer. (a) 12 pieces per bundle of 
1% in. pipe; (b) 5 of 1 in. pipe; and (c) 
3 pieces of 11% in. pipe. 

3—Answer. Sales increase over previ- 
ous period 16.6 per cent. 

4—Answer. (a) 25 cents advance over 
base; (b) 35 cents; (c) 80 cents; (d) 60 
cents; (e) 50 cents, 

5—Answer. Sixteen and one-half ft. to 
the rod or a total of 165 ft. 








Southern States Cooperatives 


CCORDING to the 1945 Annual Report of the Southern States Cooperative, its 
assets were worth approximately $10,000,000 as of last June. Of this $10,- 
000,000, almost $6,000,000 consisted of cash advanced to affiliate cooperatives and 
investments in accounts receivable and merchandise. Southern States started in 
1924 with a net worth of $11,000. In 1935 its net worth was roughly $200,000 and 


in 1945 its net worth was almost $8,700,000. 


Thus its present net worth is more than forty times larger than it was ten years 
ago. In 1935 its sales were $3,000,000, in 1945 they were $40,000,000. Its net earn- 


ings for 1945 were $1,300,000. 


This co-op operates 5 feed mills, 3 fertilizer plants, 5 warehouses, 64 retail 
service stores, 18 petroleum plants and about 100 trucks. 

This huge cooperative which has multiplied its net worth forty times in ten years 
made this tremendous advance through its exemption from the payment of Federal 
income taxes. Southern States Cooperatives is an outstanding example of why tax- 
paying businessmen are insisting that Section 101 of the Internal Revenue Code be 
altered. They are pointing out that, in all fairness, co-ops should be required to 
pay taxes. This expanding co-op proves the entire doctrine as advanced by the 
National Tax Equality Association. That doctrine is that all tax rules and regu- 


lations should apply to all competing businesses. 
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—N.T.E.A. Report 


OLD 
TIMERS 
KNOW 


The master mechanic, who's 


yy, 
te 


been using hack saws for years 
knows that STAR blades give 


longer cutting service 


3 
| NEWCOMER 


Must Be Told WHY 
He Should Choose 
and Use 


STAR 


HACK SAW BLADES 


© FASTER 
METAL CUTTING 


© 70UCH SERVICE 


© LONGER CUTTING 
LIFE 


A Practical 
Textbook... and 

Sales Booster 
Give your customers 
© copy of this in 
formative booklet on the selection. us 
ond core of hack saw biedes and 
frames It will build qoodwil ? 
potent sales booster Send for a supp 


They re FREE 


CLEMSON 


ILEUL A LLL ee 
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Towel Bars 18-24-30.36 





Lustro-Ware will not stain, chip, or check and 
is practically non-breakable. Of course, they 
are easy to keep sparkling clean, doubly so 
since each fixture may be easily removed. 
They are installed with tight fitting, concealed 
attachment plates. Home owners and build- 

ers alike need only to see Lustro-Ware bath- ¢ 















room fixtures to be convinced they are the 
units for adding permanent beauty and utility 
to bathrooms. Send for complete information 
ond prices without delay. 





A complete line of Standard Lustro-Ware ond Deluxe 


bvilf-in fixtures also available 








Proved 
FORMED 
STEEL 
Construction 


Many building 
necessities in 
the popular 
Majest line 
feature the last 
ing strength 
ind ruggedness 


of sturdy formed 
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Majestic 
UNDERGROUND 


GARBAGE RECEIVER 


This convenient, sanitary Garbage 
Receiver is highly popular with home 
owners and tenants. May be installed 





PLASTIC PRODUCTS, INC. 
COLUMBUS, OHIO, U.S.A. 










UNUSUAL, 
FAST SELLING FEATURES! 





near home or apartment service door, 
Odors are sealed in; pests, fermenting 
heat, and freezing cold sealed out. 
Only the tight-fitting, foot-operated 
lid stays in view. Rugged formed 
steel construction — breakproof top 
and body guaranteed. Thousands are 
in daily use. Ask for details 


The Majestic Company 


1102 Erie Street, Huntington, Ind. 


and Advertised for 40 Years 





Compact. Folds down inside one 
convenient, light-weight metal 
case, with plenty of extra carry- 
ing capacity. 

Sy to set up. Porta-Grill can 
be set up ready for operation in 
less than 10 seconds. 

Fuel economy. Only 3 Ibs. of 
chaspeat gives 1 hour of cooking 
and broiling heat. 


sized grill 1814” x 15” is 60% to 
Low larger than most portable 
grills. 


Barbecues—equipped with 
convenient spit. 

Can be used anywhere—on the 
lawn, porch, terrace, fireplace. 
Hot ashes caught in metal case, 

Large working space. Metal 
cover of case provides gener- 


Large capacity. Generous ous sized working table. 
Only... $1495 eran 
mite TA) with regulor deoler discovats. 


CAVALCADE INDUSTRIES, INC. 


105 W. Adams St. 


Chicago 3, iil, 
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THAT GIVES YOU A 
QUICK TURNOVER 


PRISCILLA WARE has the “‘look” 


OS oa 






















- and and ‘feel’ that make its quality instantly 

they apparent. Yes! ... here is ‘‘Quality 

ly so that speaks for itself’? — quality that 

makes PRISCILLA WARE “'the talk of 

oved. the town!"’ 

raled You can feature PRISCILLA WARE 

yuild- with confidence — and sell it with as- 

bath- - . surance that your customers will be 

» the \S @ ¥ ; abundantly satisfied. 

stil 

ser “_ = — | LEYSE ALUMINUM CO. 
ia . KEWAUNEE © WISCONSIN 

















This utility 
Roaster typifies 
the quality of 
a Priscilla Ware. 

























Br ad 


NEVER PICKED OVER...A 


* 
% 









il PENNSYLVANIA 
~ DUTCH 


WEATHER 





“LIBERTY” 





Hand decorated, hand painted, in beautiful shades of 
Pennsylvania Dutch red and blue. Figurettes come out KNI T TE D Cc oO P PE R 
> to or go into house to predict the weather. Hand made of 
ible wood, with roof covered in deep red Rayon Flock Plush, p oO T C L 3 A | E Re S$ 
ith for added eye appeal —and floor covered with green 
e Rayon Flock..- 
ie . P : . . ° 
Priced f d —VOLUME fi f —— diat cea 
= bawedes. . Order dae tas come maker cow. ‘Dealer's cost $9.00 os Now in gleaming copper bigger 
etal dozen. (Don’t forget the Christmas season coming up. Get your and better than ever. Nationally 
ae = || advertised. Get them on your C 
DEALERS — JOBBERS: Write today for illustrated catalogue and counters, now. 
price list on — oF FN fast-selling specialties. We prepay | 
AIL freight on single orders o oz. or more. 
LETRAW MFG. CO. 
NOCKONWOOD INCORPORATED 
Dept. H Bloomfield, lowa 229 W. ILLINOIS . CHICAGO 








| 
LTS TS 





AUGUST 15, 1946 





SOUTHINGTON °° WRERCHES 


SCREWS 


For Wood or Metal The Name ts 
= ca 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 
PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


Driver fits se- Supply the in- 
curely into ta- creasing de- 
pered recess — mand for these 
will not slip modern, time- 

saving screws. 


out, or work to All standard 
one side. sizes. 
THE SOUTHINGTON 
HDWE. MFG. co. CRAFTSMEN ASSINCE 1869 
£, SOUTHINGTON, CONN. 5; | rue siccings ZO ® ae ge 


CONN., U.S.A. 
| 


| — 














STEVENS 


NO. 306 MACHINIST'S LEVEL 








A popular priced 
inside-measuring 
rule with etched 
blade featuring 
Quick - Change 
blade connection, 
Automatic Braking 
ond Frictioniess 
Wind. 


The newest addition to the popular Stevens line. 
Precision built for skilled craftsmen. Features a ; 

p quality gen- 

include: Machined casting with adjustment ere! vitility rule in 

convenient pocket 

screw in base. V-grooved for curved surface. eT 

ange blade 


Nickel-plated tubular cover turns over vial and sonanenee 262 


protects glass when not in use. Precision- feature. 
ground glass is tested for accuracy. Graduated 
reading shows .005" per foot. Has cast-iron An inside-meosur- 


ing rule with per- 


base with black crackle finish, nickel plated manently bonded 
holder and end plugs. and easy-to-read 

jet black numerals 
and graduations. 
Packed in individual box. Weight 1 Ib. List Acsomatte Sooke’ 
price $5.00 subject to regular trade discount. = Ay a og 


Delivery within 30 days of receipt of order. yvv Ass 


E. A. STEVENS LEVEL CO. COMET toetaat arte. 


NEWTON FALLS, OHIO MONROVIA? CALIFORNIA 

















HARDWARE AGE 





NOW the VERSATILE 


BURGESS Vibro -tool 


Trode Mork Reg U S Pot OF 





120 vibrating 
strokes per sec.; 
60 cycles, 110 
V., AC 





All over the country, hardware dealers are finding the 

Vibro-Tool a continuous source of satisfactory profits, as well as 

a sales stimulant for many other types of merchandise““Vibro-Tool 

eT eee national advertising sends new customers into your store! The 

ladiudes the seal fasell, 22 Vibro-Tool sells under Fair Trade arrangements with manufac- 
accessories and sharpen- turer, at prices quoted above. 


ing stone, conveniently 


fitted into handsome hinged V od, of , hee, 
Coleen ben, aaa Write or wire today for dealer proposition. 


finish with brass hardware (HANDICRAFT DIVISION) 


trimmings . . . a useful, 


gift package $o@ Egy BURGESS BATTERY COMPANY 
180A N. Wabash Avenue Chicago |, Illinois 


| 





CHAMPION UULTZEGLLL 


Mail Boxes 


Here's a mail box de- 
signed to harmonize with 
practically all types of 
homes. It does. The 
"does" is the reason for Pr 
its large sale. 


Supplied in cast alumi- C ‘COMBINATION SQUARE 


num with Brass paper 


No. 9206 — ond erry ge The PARVA-GRAPH—8 tools in one—is a combina- 
ae SEraNS. repels tion Square, Protractor, Right Triangle, Ruler, Compass, 
lifetime. Also CHAM- French Curve, Mitre, Scribing Tool and Divider. Of 
PION Letter Box Plates. tough, transparent plastic, it bends without breaking. 


in th i HAM- @ ARTISTS @ HOME CRAFTSMEN 
vind products in the b g C @ CARPENTERS @ MECHANICS 


PION line. © DRAFTSMEN @ STUDENTS 


Nearly all hardware jobbers handle For @ ARCHITECTS © ENGINEERS Gz) 


Jobber inquiries invited 


CHAMPION HARDWARE COMPANY I PARUA PRODUCTS COMPANY 


WEST HAVEN, CONNECTICUT 








THE 


AUGUST 15, 1946 














Stick with Leech and it'll Stick 


FLUID CEMENT 
REG. U. S. PATENT OFFICE 1932 


If you want a fast selling cement, buy LEECH. Repeat 
sales are ond. It’s a profit builder. We believe this 
cement has more all-round uses than any other on the 
market. Attractively packed and carded in sales producing 
displays—good margin for both retailer and jobber. For 
profit building sales, add LEECH to your line. Drop post 
card for prices. 


LEECH PRODUCTS CO., 243-C, Hutchinson, 


with You! | 





_( KEES HOOK CORN HUSKERS 


The original! Favorite of thou- 
sands of farmers wherever corn is 
grown. Efficient, protective, and 
long-wearing 


A complete line . . . thumb hooks, 
palm hooks, wrist hooks, pegs, and 
wrist bands. 


= 


Order early from your wholesaler. The sup- 
ply may be limited by scarcity of leather. 


F. D. KEES MANUFACTURING CO. 


Makers of good husking goods since 1892 
Box K-8 Beatrice, Nebraska 











EVERY FISHERMAN 


FISHERMAN’S NEEDS IT! 


CAGE 


All Steel Rugged Construction. 
Keeps bait alive@and kicking at 
fingertips. 

Size 5" x 22" x 2%" 


SMASH ALL RECORDS for turnover and profits 


Worn on belt. Can't come off. Baits can't get out. 
Open mesh provides ventilation. 
Retail List $1.00 — Usual Trade Discounts 
Order Today From Your Jobber 


TRENTON MFG. CO., P. ©. Box 316-H, Trenton, 


Manufacturers of fishing tackle and equipment. 


Ohio 


Sifts directly into measur- 
ing cup. Levels measure- 
ment. 2-cup size. Coned- 
bottom. One-hand operated. Single screen. Made 


of aluminum 
fle 
Available through jobbers only. [ FORK | 


Makers of the Foley Food Mill 
FOLEY MFG. CO. 


120 2nd St. N. E. * Minneapolis 13, Minn. 


Quickly cuts shortening 
into flour for pies. Creams 
sugar and butter for 
cakes, cookies. Blends 
gravies, cream sauces... 
Made of stainless steel 














Size of Meel, 4”, 1” wide, wt. 4 ozs. _ Wheel- 
ing Plated Finish, All Meta 1, Exeept Knob. 
All Kinds of Fishing—attach to all Rods. Makes 
Good for Boys or Beginners to Learn Casting. 
Each in Box. One pal in Carton, 00 Dos. 


2 Piece ROD— 55” , Slipfit Solid Aluminum; 
B 


Makes Swell Gifts for Youngsters. 
Per Doz. Sold in Dozen Lets Only 
36"" ROD BAG—wMade of Heavy Canvas with 
Leather Butt at Bottom, Leather under —- Flap. 
Ideal for any 2 Piece Rod up to Formerly 


ALL PURPOSE 
Single Action 
FISHING REEL 


1 jozen Lots 
Other Steel Surf Fishing Re Rods Available. 
We Guarantee money back if Merchandise proves 
unsatisfactory upon delivery. If material is wnevetl- 
able, we reserve the right to substitute ae or 
higher cost merchandise of @ similar at 
No Betra Charge. 
Write Dept. HA for Catalog. 


BERNARD GOLDWEBER 


1133 Broadway, New York 10, N. Y. 
*& ROD 2% Cash Discount Check with Order. 
Net 10 Daya to Rated Firms. Jobber 
Inquiries Solicited 


ROD BAS 


Ho4¢ eed Gag on Sets—$12.00 per doz 











A. Y. McDONALD MFG. CO. 
, lowa 
Makers of Pumps, Plumbers 





Brass, Oil Handling Equipment 











ARPENTERS —_— | 
a | pe e 
enite soa WOOD 
\\ A“ =" AND ALUMINUM 
ASK YOUR DEALER 


FOR 
NAYES TOOLS 


— 


—— 


ORIGINATED 1896 7 
MAYES GUARANTEES ACCURACY, SERVICE ; 


*AND DURABILITY: 


MAYES BROS. ee OTe CO. Inc. ile MicH. 


AND AL 
.? 
on NP mele OR 
* ASKING 
— 











FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in the 
volume of classified as well as display advertising. Its 
classified columns bring together buyer and seller, em- 
ployer and employee. 


HARDWARE AGE 


Classified Opportunities Dept. 





"Want Ad'’ ADVERTISING — 


Those who contact the hardware trade know from experi- 
ence that HARDWARE AGE is the logical medium to use 
to secure RESULTS from their classified advertising. 
Follow the leader. 


100 East 42nd St., New York 17, N. Y. 
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AN ALL-SEASON SELLER 
FAIR TRADED—YOU GET YOUR FULL PROFITS 


The “Kler-Vue" Knife Rack is o very popular item. Not only is it smart kitchen equipment, but 
housewives find it more practical than the kitchen drawer as a place for keeping knives. Removes 
danger of cutting fingers or of knives being nicked, scratched or dulled. © Neatly made of wood 
with removable glass panel (patented) which permits easy cleaning and a “Kler-Vue" selection of 
knife wanted. Holds knives up to 10 inch blade. 


TWO FAST SELLING MODELS 


® No. Ri—Size 12%" x 9' x 24", holds 8 knives and | stee! 
(in red, white, ivory or netural) 
® No. J5—Size 12//."" x 6" x 214", holds 5 knives , 
(Similar to No. R1. Natural finish only) 
Each model packed 24 in master carton. Net prices f.o.b. wholesaler. 
Let the ‘'Kler-Vue" Knife Rack start making money for you now. Order at once. Mention your wholesaler. 


1776 BROADWAY 
NEW YORK 19, N. Y. 


List $2.95. Net $1.75 


List $2.25. Net $1.40 











AT LAST—A Real Easy 
FLOOR CLEANER! 


Cleans like magic! Just mix FLOOR-KLEAN 
powder with water, and mop the floors! Ideal for 
dirty, darkened floors, before refinishing, or be- 
fore re-waxing! 


w * TAI L Ss’ sure-fire seller—fast repeat item. 


Stores - Jobbers - Sales Reprs. 
3 Oc. Write TODAY for full details! 


BENGAL CO., 570 W. 131 ST., N. Y. 27, N. Y. 


“ iv 


y fete) S 
a between refills 





* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


™~ 

















Sell This Profitable New Swartwout 


RED BRAND FENCE is Back! 








Ventilating Louver 


Needed for residential con- 
struction and remodeling. 
FHA-required. Easy to in- 
stall— no wood framing or 
outside trim. Mounts be- 
tween studding. All steel 
welded construction; one 
piece frame. Flush type 


available for old construction. 


All necessary sizes. Attrac- 
tive margin. Write today 
for catalog. 


The Swartwout Company 


18561 Euclid Ave. 
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BATHROOM AND KITCHEN ACCESSORIES 
“DESIGNED TO MAKE THE PASSER-BUY” 


... With all the long-lasting features that made this 
fence so popular before the war. Heavy ‘‘Galvan- 
nealed”’ zinc coating . . . copper-bearing steel wire 
... never-slip knots . . . live tension . . . guaranteed 





_ Because of 
Hl iii 56 Years 
Westra Satisfaction 


= ( Fence Users will continue to 
. “Look for the Top Wire Painted RED” 


KEYSTONE STEEL & WIRE CO. 
PEORIA 7, ILLINOIS 


_ £4 
17 mm. 
/ a8 








A Fast Selling, Profitable Line 
Is Consumer Products of Long Established Quality 


CONSUMERS CRACK FILLER DAISY BRUSH CLEANER 


or Wood Putty. Mixes smooth, dries hard and Cleans paint brushes perfectly and conditions 
stays put. Will not chip, crack, shrink or peel. them for work. Makes them last longer. 3-oz. 
Fills holes, cracks or breaks in wood, stone, cartons 10¢; 12-o0z. packages 25¢. Packed 1 
etc. 5-oz. and 1-\b. cartons. gross to the case. 


TIGER GRIP LINOLEUM CEMENT DANDY WALL PAPER REMOVER 


Ready for use for laying and patching. Also Easily applied—soaks old wall paper off walls 
used on drain boards and stair treads. Packed: in a jiffy. Pint sufficient for average size room. 
pints, quarts, gallons. Also quart and gallon size cans. 


CONSUMERS GLUE COMPANY-— since 1906 —ST. LOUIS, MO. 














BOMMER 


SPRING HINGES and 


“KEILSON™ 


MAIL BOXES 


Bommer welcomes to its family of products the 

well known "KEILSON" line of Government ap- 

proved Mail Boxes. Since 1876 the manufac- NU - TOP STOVE PADS 

turers of both BOMMER Spring Hinges and | Prevents mars and scratches on 
KEILSON” Mail Boxes separately were win- dune nie, Uibhen, ediaaatine puavenss 

ning the approval of the trade. Now, together etc. Meat, distinctive design. 


as Bommer Products they will endeavor to ren- Bright metal finish. Strong con- oe 


der an ever wider service. struction. Preferred by house- styles. No. P. T. (il- 
wives. lustrated ) is plain 


BOMMER PRODUCTS ARE THE BEST. 6 popular sizes Pe eee 


8/2 x 20” 7x7” 
No. C. P. h 
TRADE MARK 14x 17" 18 x 20” prec is chrome 


BOMMER | Round 7 in Diameter 
THE METALOID CO. 


BOMMER SPRING HINGE CO. BROOKLYN 5,N.Y.] | : P 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE | | 5815 Kinsman Rd. Cleveland 4, Ohio 





























HAND AND POWER VISES 
TOOL GRINDERS SKATE SHARPENERS 


SICKLE GRINDERS ) 2" LAWNMOWER SHARPENERS 
GRINDING WHEELS a and GARDEN TOOLS 
SHARPENING STONES Quality LAWN RAKES 
GRASS CUTTERS 


and 
ABRASIVE FILES me Hardware WEED CUTTERS HOSE REELS 


GENERAL HARDWARE COMPANY 


3618 W. PIERCE STREET MILWAUKEE, WISCONSIN 





HARDWARE AGE 















> 


SELL... To every plant 


in your area. Wherever 































GIGERINIG 





Joseph DIXON Crucible Company «+ Div. 4008 ¢ Jersey City 3, N.J. 


TIME NOWso onorz your 


(GER00 


TANK HEATERS 
“America’s Finest Line 
of Tank Heaters’ 
Standard the country over! The favorite 
water tank heater for stockmen every- 
where, because they provide greatest pos- 
sible heat radiation below the water line. 
Siphon feed assures steady flow of fuel, 
steady heat. No wicks, or burner to get 
out of order. Used also for brooder stove, 
hot dip tanks, space heater, feed cooker, etc. 


Efficient! Economical! Oil Burning! 


Burns all kinds of fuel oil. Equipped with 
detachable fuel tank, weather shield, and 
adjustable smoke pipe with revolving hood. 
Complete line. All steel or cast iron. 
Order Now! Get In Ahead Of 
The Rush! Write For Descrip- 
tive Literature and Prices! 


MANUFACTURING COMPANY Se Carnegie Way, N. W. ATLANTA 3, GEORGIA NF-1 J) 


DOr belting is used this Dixon 

. owt D p Product goes over big. 
’ \\\ vA\! Get one at your Plant men know it. Show 
BE Supply House or it, sell it and profit. Are 
writetee Sete you handling Dixon's 

Sheet #27. Complete Line of 15 fast 


sellers? Write today for 


DOES NOT CONTAIN GRAPHITE "Complete Line" folder. 





Sanaa are the Old Riad, 
Bed 


Slats! 





Reason: 


New-Safe 
Never-Fall 


a. BED SPRING 
RESTS 















: 
Gives grand, sure support. Will not let bed collapse, yet 
does away with old-fashioned bed slats. Holes are provided 
in the bed spring rests for extra support if needed. Formed 
to fit perfectly the side of any bed rail. Will support 1200 


Ibs. or better. 






MODEL 
Cs--5 


SELF - SINKING 
all cast iron model 
with 5” flue. Mod- 
els for every pur- 
pose. Retailing 
from $18 up. 





















4.TO A SET 
“FINISHED IN MAPLE, WALNUT AND MAHOGANY.” 


Jobbers and dealers write 































211 Main Street GEORGE, IOWA 





‘ANYONE CAN USE FRANKLIN LIQUID HIDE GLUE | 
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Wa " 


NATIONAL ADVERTISING 
TELLS ABOUT 


FRANKLIN 
Liguid Wide 
GLUE 


. TEST IT YOURSELF, 
FREE SAMPLE IF REQUEST IS 
MADE ON BUSINESS LETTERHEAD. 


THE FRANKLIN GLUE CO. 





IT'S SO EASY To USE FRANKLIN 
GLUE - I'LL FIX IT MYSELF 









MOM, YOU DID A 
SWELL SOBs 






















































haven : | Long, uniform, resilient 
unit pkg. Order direct 
or from your jobber. 
If it’s made of WOOD send your 
inquiries to us. We manufacture 
laneous wood items. 
Wood Products Division 


strands for keener bite 

Steel Wool Corp. Springfield, Obi Ohio 
handles of every type, dowels, 
MAINE INDUSTRIES COMPANY 


ELEPHANT 
WooD PARTS 


| ALUMINUM ICE CUBE TRAYS 


Immediate 
Delivery 
Popular 

Sizes 
Write for prices 
Mention your 


NOTE NOTCH : 
FOR INSTANT RELEASE jobber 


EDISON Socune conentsee 
310 E. 149th $ ork 51, N. Y. 








WOOD JOINERS 
THEY PULL—CLINCH—HOLD 
The tang er tein rohi 

sateen rere Tote 308 
Chicago (18), ii 




















Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


The ACTION 
Display-Way 
to Boost Sales! 
TURNS 3 TIMES 
A MINUTE 


STURDY, all steel; 
gee with a 


GENERAL DIE AND STAMPING COMPANY 
262-W Mott Street @ New York 12, N. Y. 











Your Customers Can Mahe 
Their Own Signs For 90% 
Less—With Attractive 
Weatherpruf Farily Put On 


D-O DECAL 


LETTERS-NUMBERS-SIGNS 
BLACK & GOLD 
Display Loose Leaf 
Stock Binder FREE! 
No. 2 Deal Costs $20.22—Sells $33.70 


Sent postpasd to responsible dealers on approval 
Kiso SOLD THRU JOBBERS 


D-O DECAL CO. 


462 E. Fordham Road, Bronx 58, N. Y. 














FOLDING 


CHAIRS 


Upholstered ead 
Piele. Meny styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
WEW YORK 1, N. Y. 








COMPONENT PARTS 


ELECTRICAL APPLIANCES 
CORD SETS 
TAPS & PLUGS 


REPLACEMENT ELEMENTS 
COILED ELEMENTS 


Send For Circular H 


HJARBET M’F’G Co. 


ELECTRICAL PRODUCTS 
3349 THIRD AVE. NEW YORK 56, N. Y. 

















LAWN MOWER 


oe 


ORDER CATALOG N-j 


~, ; AMCOLLOT SUPPLIES 
- 22)|NW8“Ave Miami Fla 














BUY 
UNITED STATES 
SAVINGS BONDS 





TROY 
BEST 


FILE HANDLE. Assures better workmanship end 
safety to user. It can't split. 


aes 
FILE CARD—leans files. taps and dies quickly and 


thoroughly. 
HOG SCRAPERS—Singie or double end. 


TROY ven. weose?s 
Troy, 























SPAR-TER 


.ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AUE., NEW YORK 57, 1.4 





"fs TWIX 


Nailclip 


Precision made 
Hardened and ground 
Drop-hammer design 
Immediate delivery 
Twix Manufacturing Co. 
40-09 21st St. Long Island City, N. Y. 











Gripper Clips 


Small and large Registered U BS Pat OMee 


sizes for holding 
tools, garden 
implements, 
Kitehen utensils, 


at 10¢ each. Cir- 
culars on request. 








NS, 


~~, GOOD TOOLS, INC. « 
Box 268 Orange, Mass., U.S.A. 
ah HIRE 
oe ee eo 
ASK YOUR JOBBER’ 
FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEM TANNING CORP 
MAVERHILL MASS 


COOK'S 

—+>NEW<— 
SUPER VALUE 
NAIL CLIPPER 
Ret 2O¢ 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 











Order Monday—Get it Friday! 
REFRIGERATOR & 
APPLIANCE TRUCK 


Trucks with extra wide 
rucks with ¢ w 
nose and 13° web $] 995 
strap; Rubber ba 
600 Ib. cap.; Height 
: 5x sd wheels: 1” tube steel 
frame; Roller bearings; Easy roll- 
ing. Fer medium size ——— 
and refrigerators and for all general 
purposes. Not padded. Shipped 
same day order recei Return 
onprese collect if not highly — 
ae 1% 10 Order from 
ANDEES CO., Dept. 63, 
nM i. Clip this. 
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UPPER 


DOUBLE 


221 N. LaSalle 














LOCKING Your Customers Want 
ae Them. You Will Sell 
: Them—Fast 


GOOD PROFITS 
AVAILABLE NOW 


Ask Your Jobber or write 


SUN METAL PRODUCTS 


Chicago 


poe Home Nests — SAFETY LOCK for DOOR and WINDOW 





























Greater strength with smaller Gement -eee 
unaffected by salt water — made by our careful, slower 
special process—a worthy companion to Black Pearl, 
holder of the world’s record of 151 lb. Tarpon on 18 
Ib. test line. Now available in six popular sizes or tests. 


“ASK YOUR JOBBER SALESMAN” 


NORWICH LINE COMPANY, INC. 


NORWICH, N.Y. 


LheLineo$ Champio Y 











FOR EVERY 
PAINT CUSTOMER 
A fast selling item for summer and fall profits. Keeps 
paint level - - clamps on pail, hangs securely on ladder. 
Fits quart to gallon pails. Stamped and welded 
steel construction. Retails for approx. $1.25 
with profitable markup. Available NOW, @) 
for right or left hand. 


Po hey PAL” FOR BRUSH AND PAIL 


Your Jobber or write us 
formation 


for sample and in 


GENERAL ENGINEERING CORP. 


CHARLOTTE MICHIGAN U.S.A. 


AUGUST 15, 1946 


® Manufacture of GEP RODS will be resumed just as soon 
as materials and labor are available. It is doubtful, how- 
ever, if many rods will be ready before next year. Ask your 
Jobber to let you know when he receives his supply. 


GEPHART MFG. CO. 
1020 West Adams Street - Chicago 7, Ill. 
Specialists in Steel Fishing Rods for 
BAIT CASTING © FLY FISHING © SALT WATER FISHING 














WANTED! 4 
SALES REPRESENTATION 


For All Territories, U.S. and Foreign 


We manufacture a large line of Paints, 
Colors-in-Oil, Insecticides, Moth-proofers, 
etc. We wish sales representation to 
dealers, jobbers, syndicates, dept. stores, 
export, etc. 

WRITE TODAY FOR FULL DETAILS! 


BENGAL CO. 570 W. 131 St. N.Y.C. (27), WN. Y. 

















DEALERS, DISTRIBUTORS . . . Cash In NOW with 


Cello-Nu PLASTI-COTE 


the amazing liquid plastic paint 


There is no waiting—you get the complete line, 
at once! 
© ALL-PURPOSE and Furniture Finish! 
@ INTERIOR Gloss, Semi-Gloss, Fiat! 
@ FLOOR, Porch and Concrete Colors! 
@ TRANSPARENT for all surfaces! 
@ EXTERIOR liquid plastic paints! 
© AUTOMOBILE finishes 
In every possible Color for every possible Need! 
Self-leveling, fast-drying. Amateur painters get professional- 
like results! Guarantees complete customer satisfaction , 


assuring repeat business. 8 
We Help You Sell! 








Write for full particulars—TODAY! 
; National Arlver- 


1 tising to ve 

CELLO-NU PRODUCTS CO. FF you full Incas. 
ure o potentia 

. ers. Dealers 


, Us 
Producers of all Types of Liquid Plastic Finishes Aids, Mats and 
65 E. Lake St. Dept. H-8 Chicago 1, Ill. Displays. 
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EASY TO USE — QUICKLY APPLIED 


DURAL waterproof cement for economically repair- 
ing rips and tears in canvas and other fabrics— 
clothing, upholstery, etc. Unequalled for thousand 
and one uses. Cement both ports—let dry—press 
together. Seams remain strong and waterproof when 
washed, boiled or ironed. Available in 2 o2., 4 oz., 
8 oz., quart and gollon sizes. 


DURAL CO., INC. “wisconsin: 


SPRING HINGES 


THE NEW: Streamline 
“SIMPLEX” SPRING BUTT-HINGE 


=U @ Combines every important — 
feature of proven advan- The Popular Nelson 


tage with the beauty of 

modern design and sim- 

plicity of application. ‘\CRESCENT’”’ 
@ Quality in every detail in- || Sprays complete half circle over large area. 

sured by our sixty years Ruggedly built of heavy brass with non- 

experience in the design || tipping wide base. Will not bulge or leak 

and manufacture of spring even under 100 pounds pressure. Convenient 


hinges. —economical to use; steady seller! Order the 
Double Acting Type BUT900! “Crescent’’ from your jobber. 


Trim and Streamlined .. . the ' "Simplex" Spring Hinge Is designed “CIRCLE” RING SPRINKLER 


to harmonize with the most modern requirements in builders’ hardware. | : : : 
Application direct to door a without the use of a hanging | Competive-priced sprinkler offer- 
ete is pow simple and economic requiring a mortise cut in the —- finer — and ana 
joor only. formaace. Brass t 1 pla 
Here is a product that maintains our tradition for quality ... a } bottom. Ord t “y Ber _ 
tradition that has guided us through more than 60 years of exacting ’ ‘ a a 
manufacturing requirements. 


ee Spring Hinge Co. 


fa iia U.S.A. NEW YORK [Im PEORIA, ILLINOIS 














: = nos featuring... WOODRUFF KEYS 


PACKED FOR bona JOBBING TRADE 


CARBON : i" uN NICKEL 
RO BRASS . . ie BRONZE 
tere STAINLESS | _. ALUMINUM 


WOODRUFF KEY ASSORTMENTS 
MACHINE KEYS (ALL TYPES) TAPER PINS Visit us at our Booth No. 


‘“ ” J SaCuF STRAIGHT PINS «+ COTTER PINS > 259 at the NATIONAL 
Stanho ” [tee [LOmde “HORSE SHOE NAILS — HARDWARE SHOW. 


| “KOOLHEAD” FOUNDRY CHILL NAILS 
STANDARD HORSE NAIL CORPORATION ““Since'te72, NEW BRIGHTON, PA. 


HARDWARE AGE 
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PROFITABLE VOLUME SELLERS! 
with these exclusive features— 
e FINGER TIP ADJUSTMENT 
© AUTOMATIC, SELF LOCKING 


New patented plastic casters steady wob- 
bly furniture on uneven floors or rugs. 
Easily attached with screw driver to furni- 
ture legs. Exclusive finger-tip height ad- 
justment, locks automatically, unlocks with 
slight pressure for re-adjustment. Every 
home, office, factory, showroom, restau- 
rant, store is a prospect. Popular 89¢ fast 
seller. Durable plastic, clear or mahogany. 
Packed in sets of 4, in display box holding 
12 sets. 


ATTRACTIVE 
self-selling 
Counter display 
carton available 


re 


Order from your regular 
wholesaler or direct from— 


LEVELOR SALES CORP. 
46 Clinton Street 
NEWARK 2, N. J. 
231 So. LaSalle St. 
CHICAGO 6, ILL. 


DISTRIBUTORS WANTED! 


nntin, exclusive territories still 
he ao nee distributors to 
ast se 
Pag _emanlesione Permit ee 
a 4 salesmen. Send details of 
Y desired and types of 
ets covered. ei 





pe 
Bl 


Qs 


Be prepared for this heating season’s de- 
mand for PORTABLE BASKETS and LOG 
RESTS by placing your order now. 


Prompt deliveries are made by ROYAL dis- 


tributors. 





IMPLEMENT & MFG. CO. 


TENN. 


CHATTANOOGA 


CHATTANOOGA 6G, 
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NOW- 


PIPE JOINT 


FOR ALL THOSE PIPE INSTALLATION 
AND REPAIR JOBS 


Always Ready For Instant Use 


ECONOMICAL 
HANDY... CLEAN 


Tested and Fully Ap- 
proved by Independ- 
ent Laboratories 

and industry. 


NO LEAKS! 


Just rub 3 of 4 strokes 
ocross pipe threads. It 
spreads and fills threads 
when turned. 








NO MESS 
y NO BRUSH 


oil, butane, propane,’ 
Freon, air, water, 
steam, acid, gas, brine, 


ASK YOUR 


% Lubricates and completely DEALER 


seals pipe joint threads, 
nuts, bolts, gaskets, turn- 
buckles, etc. 


% Contains no lead. Contains no in- 
jurious ingredients. 


You Make *11-"" Profit 


on this Best-Selling Assortment. Your Cost, $15.00 


CONGRESS 


DIAMOND - BORED 








DRIVES 


THIS ASSORTMENT 
OF CONGRESS DRIVES 
STARTS YOU AT ONCE. 


LOW COST-BIG PROFIT 


50 pulleys assorted of 27 popu- 
lar sizes with diameters from 
1Y2” to 5”, each individually 
packaged in an attractive dust 
free box makes up the CONGRESS 
display assortment. Above 3 color 
display card and handy inventory 
card included free with each as- 
sortment. Complete assortment 
$15.00. Your profit $11.40. 


Here is the most profitable line of pulleys 
._. . in @ fast-moving, display assortment 
for hardware, hobby shop, and farm equip- 
ment dealers. Only the most popular 
pulleys are included. You make $11.40 
profit on each assortment. 


Congress Drives are superior in design 
and construction. Diamond-Bored for extra 
precision. Made of one piece—will not 
separate. Perfect balance. Tested for true 
running. Attractively packaged. Nation- 
ally advertised in opular Mechanics, 
Popular Science, and other publications. 
Cash-in on the growing demand for Con- 
gress Drives. 


CONGRESS "5, 45%" 
It your jobber cannot supply, or- ape re 
der direct and send jobber's name 3750 East Outer Drive * Detroit 12, Mich. 


AN LLL AL LLL LIAL LLDLDOE SLE LES 








N61-200 


we 


N61-048 






THE WORLD'S FASTEST SELLING CAN OPENER 


a Vaughan's No. 170 
Msi SAFETY ROLL JR. 
ey mag wp orto 
p= pleased to be able to offer this popular 


number again. Sturdy and strong, all 
steel and retails at a low popular price. 





















VAUGHAN NOVELTY MFG. CO. 7 


‘‘Werid'’s Largest Manufacturers of Can Openers and Bottle Openers’ 
3211-25 CARROLL AVENUE CHICAGO 24, tit., U.S. A. 


Yes, because of its high quality construction, 
modern design and sparkling chromium finish, 
this DeLuxe matched set of Cabinet Hardware 
is a profitable one for you to sell. One of 
National Lock’s four different matched sets 
that is profit-packed, easy to sell and will bring 
























new customers to your store, 


MODERN PACKAGING 


reduces handling expense 






—e. 
_ 





—~. 


* Eliminates loss of small parts 

* Clearly printed heavy envelopes make 
identification quick and easy 

* Packed in individual envelopes—assuring delivery of 
all items needed for application 


* Two sets of screws for all wood thicknesses included 
in each envelope with complete instructions for 
mounting 


%& Packed 12 envelopes to a carton 








“Pot Cleaner 
of the Nation” 


Back again at 
my regular job 
of making 
work easier in 

homes and on farms. You'll be 
glad to know I've improved in appearance 














Ash your favorite jobber about Nation- | and effectiveness because of war-time experi- 
@ Lecths egpesnting aadne Daghy ences. As always, I am being distributed only 
Coa at ot Saninae ee age. | through regular jobber and wholesale chan- 






| nels. For your adequate supply get your 
| orders in promptly to insure earliest delivery. 


/ + r we, a te A 
NATIONS COMPANY METAL TEXTILE CORPORATION 
ORANGE, N. J. 






Ti 


















HARDWARE AGE 








TARA COMPLETE LINE OF METAL a 
@ HOUSEHOLD SPECIALTIES | | 
Write for Illustrated Catalog Sheets on 10 Timely Items | : a p e X t h a t 


* * * * 


MASH-WHIP 
POTATO MASHER 


Combination Masher- 
Whipper - Beater 
Chopper. Masher disc 
folds flat for whipping 
—lies flat in drawer. A 
convenient, practical multiple-purpose 
kitchen tool. Nickel plated masher disc; 
No, 7 gauge plated steel wire and wood 
handle. Detaches for easy cleaning. 
Length 1196"; Disc, 3° diameter. Retail, | Not only are PANTHER and DRAGON Friction and 


~ Rubber Tapes attractively packaged for immediate sales 
STEAK BROILERS appeal, but their physical and dielectric qualities make 
Tara Broilers for camp, home, restau- them tapes that bring repeat orders. Wrapped and sealed 


rant. Frame and handles made of No. 7 . _ ° P . 
Siecle: Wali: heels ‘tines Si. S0anebe individually in cellophane, these widely-advertised tapes 
cross rods solidly spot welded. Sliding have good working characteristics, stay fresh and are free 
lock clasp on handles. Long or short . : : 

endicn, setell $1.50, Welner or “Beby from raveling. There is guaranteed footage in PANTHER 


3teak” Broiler, retail $1.00. and DRAGON Tapes, which fully meet ASTM and Fed- 


LJ P ° 
Write for illustrated catalog sheets eral Emergency Specifications. 


and price information on 






































STEAK BROILERS VEGETABLE PEELERS 


OUTDOOR BROILERS eae . ee 5 a PANTHER and DRAGON 
PANCAKE TURNERS © MASH-WHIP Rant Friction Tapes have high 
KNIFE SHARPENERS POTATO MASHERS \ ' dielectric, tensile strength 


and adhesive qualities. 
PANTHER and DRAGON 
Rubber Tapes have this 
same combination plus the 
characteristic of fusing se- 

















EXCELLO Friction Tape 
| Developed for radio service 
| work where a narrow friction 
| tape is essential. Machine-cut 

WATERLESS edge prevents raveling. No. 8 

size package contains either 2 

HAND | rolls 34” width or 3 rolls 1/,” 
width tape in 60 ft. lengths. 


CLEAN ER Each roll is wrapped and sealed 


4 individually in cellophane. 


removes 


| GREASE, GRIME, PAINT, WITHOUT WATER! | through recognized wholesalers. Further details on these 


| tapes or the name and address of your nearest agent avail- 
able by writing direct. 


| PANTHER, DRAGON and EXCELLO Tapes are sold only 


“GENTLE — not injurious to skin 
KEEPS HANDS SOFT — fortified with 


Lanolin and Vegetable Oils S PONTHER AnD DRAGON 


QUICK ACTING —Guaranteed satisfaction | 


uoon curmcat svrcaurus, wet MM 8 


Dept. HA, Tudor Bldg. oe 
229 W. 179th St., New York 53, 
Send me a Free Sample of Quickee a | A y 4 y .\ 4 |] 
++ INSULATED WIRE WORKS 


Division of The Okonite Co. 


Wilkes-Barre, Pennsylvania © Offices in Principal Cities 


TRY IT 
YOURSELF! 


NOW in our 
own building to 
keep up with 
ever increas- 
ing demand. 


proc cooo- 
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ARE FAST- SELLING AND 
PROFITABLE TO 
HARDWARE DEALERS 








attract ATTENTION. de uneq 
Patented features Pg, noiseless 

_ priming, 
] of instant self Pr-tubricated and 9° 
* sible, ~? 


rever 
nts. 


adjvstme 





They’re reasonably priced and discounts are sub- 
stantial. Each pump is exceptionally well constructed 
of high grade bronze. 


? PROFITABLE TO SELL. 
* 








P. 
- ALL AROUND FARM PUM 


ee i ol pumping. 
; a Low ctor tires, silo filling. — a 
. i ei ee a fer b ndreds of other 
is . poet sroiy circulating, and for hv 
nster 
pore cround the farm 








USED BY EVERYONE — 
in all industries — dairies, wineries, canneries, 
machine shops, food and chemical plants, paper 
mills, fishing, boating, air-conditioning, etc. 









| proved guremone™: nee 
. manufacturers Pine 
5 ee ysing these pumps on eng 

i sti : 
Bo a other equipment 


b NOW AVAILABLE, PROMPT DELIVERY. 


yeors and 
motors and 


















Distributed nationally by leading hardware jobbers, 
@ by wholesale farm implement houses, ship chandlers, 
pump distributors, wholesale plumbing companies, etc. 








| 
Y ADVERTISED. 
| eens dustrial papers fishing and morne 


, in TOMERS! 
Form nao ae SELLING YOUR CUS ae’ 
S magazines o neds ont advertising lite 


ter disploy ; . 
<atebhe te help build your sales 








The pump with the RUBBER impeller! 
(oil resistant) 

_ JABSCO PUMP COMPANY — 
‘Wilshire Boulevard © Beverly Hills, 

























































Well screened, dipped and 
sprayed, neutral gray finish. 


Special Louvers for 
NEW CONSTRUCTION —+ 
Easy to Install—Nice Job—No ex- 
posed Nails. 

1. Remove Louver 

2. Nail Frame to Sheathing 

3. Replace Louver 


WRITE TODAY FOR FULL DETAILS 


¢ It's true that demands for 
“ZIPPER TOP” Burners are 
rapidly increasing. But produc- 
tion is steadily gaining. Every 
day more are coming your way. 
| Profit by the fast-selling features 
| lof this convenient burner— 
unique, lose-proof zipper top and 
non-sagging, smoulder-proof 
Volcano Bottom. Send fordescrip- 
tive circular today 

| 

| UNION STEEL PRODUCTS COMPANY 
|126 North Berrien Street, Albion, Michigan 
| BREE sR oe 


LOUVERS 
Easy Sales . . . with This Profit Line! 


WHEN YOU INSULATE— 
YOU MUST VENTILATE 


¢ Our Standard Louvers 
are good for the life of any 
standard building. Can be in- 
stalled from the inside. Made in 
Il sizes. 


All Arr-O-Line Louvers are de- 
signed and engineered right. 
Unobstructed air travel provides 
maximum of ventilation. Louver 
boards are free from frame to 
allow for expansion. 


Materials are rustproof, acid resisting and corrosion proof. Face 
frame is Masonite Presdwood, no seams, 





Arr-O-Line, Manufacturers 
3062-4th Ave. So., Minneapolis 8, Minn. 

















































spotwelds. rivets or screws. 
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THE 
EASIEST; SAFEST 
WAY TO DO AWAY 
WITH TRASH = 
‘ed th, 
is the 
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HARDWARE AGE 








LINK UP YOUR SALES 


Sandvi i 
=— saw Tools Sfeetcote 


Soaring sales figures prove that 

dealers everywhere are making extra ® STAINLESS CAULK 

profits by selling SANDVIK Saw Tools weil WAl icmee) Telli |) 
@® © QUALITY PUTTY 7 


right along with the famous SANDVIK 
i 3 PRODUCTS 


Bow Saws. A natural "tie-in" for alert 
dealers. Make 
That Will Do A Bigger 
Sales Job For You! 





These simple, in- your exfra sales 


expensive tools#m—ye too! 
assure faster, bet- 

ter results when 

filing and setting 

all Pulpwood and 

Buck Saw Blades. #123 Raker Gauge 
for gauging height of raker teeth; #124 
Jointer Tool for jointing cutting teeth to 
proper height; #127 Saw Vise holds 
blade firmly for speedy, easy filing. 





#124 Jointer Tool Stainless Caulk 
Stops cracks once and for 
all in tile and plaster, also 
around bath tubs and 
kitchen sinks. Has 50% 
less shrinkage; stays soft 
indefinitely and will not 
crack. Apply with knife or 
gun. Keeps the cold air out 
... the warm air in... stops 
infiltration of dust and dirt. 


ALSO AVAILABLE: No. 111 SANDVIK SAW SET 


Stock Them-Show Them- Sell Them 
oft andvik .f¢ aw & Joo/ 


CORPORATION 
47 Warren Street New York 7, N. Y. 























Preview of the Saturday Evening Post 
SAFEST Advertising Campaign fl 
— planned to increase Your Profits 














Glazing Compound 


A superior product for all 
glazing operations. It is made 
to be applied in the same man- 
ner as putty but is not to be 
confused with ordinary putty 
or caulking compound. It pro- 
vides permanent adhesion for 
any kind of glass setting job. 
Ie will not shrink or crack... 
makes a good water-tight job. 


From now until the end of the 
year, these advertisements in 
the SATURDAY EVENING 
POST will keep selling the ad- 
vantages of Weldwood Glue. 
This campaign, together with 
. Window streamers, counter 
displays, leaflets, and advertising 
to special fields... is going to 
mean extra sales to every dealer 


who features the attractive 
Weldwood Glue display carton. 

As most hardware men know, 
Weldwood Glue belongs in every 
home. Waterproof, rot-proof, 
and quick setting, it is ideal for 


_scores of repair jobs. 


Ask your jobber about the 
Weldwood Glue dealer plan or 
mail the coupon shown below. 


WELDWOOD “its” Waterproof Glue 























A product outstanding for ease 
of application, rugged adhesjon 
to both glass and steel. Made 
with long life durable oils, it 
readily contracts and expands 
with the steel and has the neces- 
sary strength to render outstand- 
ing service. Our superior quality 
putty has made us the largest 
manufacturers of putty west of 
the Mississippi. 











Please send me literature, prices, 
discounts and fall information 
about the 1946 Weldwood Glue 
Dealer Pian 


UNITED STATES PLYWOOD CORPORATION 
Industrial Adhesives Division, 
Dept. 287,55 West 44th Street, 
New York 18, N. Y. 


Interested distributors will please 
write for full details and prices. 


STEELCOTE MFG. CO., 








Name—— — - - a 


of ay a Sea 3418 Gratiot St., St. Louis 3, Mo 


My jobber is 
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10,000 DEALERS 
CAN’T BE 
WRONG! 





SANDER RENTAL 





1s 
DEPARTMENTS MAKEW*CR ase 


Don't experiment — follow the lead of thousands of Paint, | 
Hardware and Lumber Dealers who have proven that Clarke | 
is the complete answer to an efficient, continuous-profit rental 


department! P 


Get the facts on the Clarke line of Sanders, Edgers and | be 


Polishers — the valuable merchandising helps for Clarke, 
dealers — and the Clarke Plan for success- 
ful rental department operation. Write 


today. 
, . Right: 
The famous 
Clarke MV-8 
Rental 
Sander. 


Above: 

The Clarke 
high-speed V-5 
Rental Edger. 


FREE BOOK 
First 

profitable Rental 

Department 


for FREI 


SANDING MACHINE CO. 


/ 
“#1E10 


step to 





J , 
(*evieersA in the Kevilait 


30 CLAY AVENUE e MUSKEGON MICHIGAN 


















FILLING THE BIGGEST-YET DEMAND 
FOR HOUSEHOLD SAFETY! 


#1110 CHAIN DOOR FASTENER 
FOR BURGLAR-PROOF PROTECTION 

















These extra strong Chain Door Fasteners are made 
of wrought steel, brass plated. Packed | dozen to a 
box with screws. 






ORDER FROM YOUR JOBBER TODAY 


CORPORATION 
328 Grand Ave., Brooklyn 5, N.Y.C. 



















rade 





Reg. 














ger! 
wor seetian 















The best copper pad on the 
market—nationally advertised 
constantly —to over five million 
housewives — and sold with a 
double-your-money-back 
guarantee. Order today! 


TRIANGLE MFG. CO. 


123 N. JEFFERSON ST., CHICAGO 6 












HARDWARE AGE 


























PROFITABLE = When you sell 


HARDWARE STORE ITEMS 








SHEPS NEATSLENE HARNESS 


complete the sale with 


sepe poctane, hose hay * 
vio s |G! * WIL-BOND 


oil, pure seatsfoot oll, and beef 
por Tagg 


**BEST FOR LEATHER IN ALL KINDS OF WEATHER" ' Cleans and Dulls 
From the Foot Bones of beef animals processed in snepsuaien €0. glossy surfaces 


Omaha Packing Houses, comes the Pure Neatsfoot 
WITHOUT SANDING! 


Oll used in SHEPS NEATSFOOT OILS. 
Made in three grades. Pure—Prime—No. 1 
Softens—Preserves Leather Wil-Bond i ae 1” £ h 
Sold by jobbers everywhere. Inquire of salesmen ee om —— oe 
extra tie-in sales that help so much 


NEATSLENE COMPANY in boosting profits. For this re- 


Roy W. Shepord, ‘’Shep"’ ‘ 
OMAHA 8, NEBRASKA markable new mixture prepares any 
varnished or enameled surface for refinishing 


quickly and easily—without arm-tiring sanding! 






































Wil-Bond is easy to use. Applied with a cloth 
and rubbed over the surface to be refinished, it 
removes dirt, grease, wax, etc., and sets up a slight 
“tack”. Forms an ideal base for the new finish— 
causes it to spread easily and bond perfectly with- 
out “crawling” or pulling away. 


IMPERIAL Rapid BRUSH CLEANER 


Here’s another “sale completer’” that’s making 
a strong bid for popularity with painters and 
homemakers everywhere. Imperial Rapid Brush 
Cleaner, is ready-to-use and quickly dissolves the 
We adea = oldest and toughest paint, yet won't injure hands 

BRONZE BEARING BENCH GRINDERS —. or brush bristles. Leaves bristles with their orig- 
inal “spring” and liveliness. 
Built rigid and heavy to withstand long hard service. . 
Ideal a grinding pl polishing oa = for home, Order from ad jobber 
shop or garage. Wilson-Imperial Co., Dept. H-86, 115 Chestnut St., Newark 5, N. J. 
Hote Ge tally enclosed base—a sale quent Ses the bel MAIL COUPON FOR INFORMATION or Advertising Displays 
and “V” pulley, which can be driven from the back or | we 

. . . EE DD DL ds | 
below. Equipped with guards and adjustable tool rests | Wilson-Imperial Co., Dept. H-86, 115 Chestnut St., Newark 5,N.J, & 
for perfect work. Also popular priced Saw Mandrels. 
Write for descriptive circular of our entire line. 


i Majestic Tool Mfg Co. 


vith a 


a =) QUALITY TOOLS .— 


120 N. JEFFERSON STREET 
CHICAGO, ILL., U.S.A. 


Iam now handling the products checked below. Please send me 
advertising displays on them 

[) Wil-Bond [] Imperial Rapid Brush Cleaner 
I am not at present handling the products checked below, but 
would like complete information concerning them. 

[) Wil-Bond [) Imperial Rapid Brush Cleaner 








See eee eae ae aeaaeaeae es 
id . 
Debbneehbhnsenawen: 
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THAT PAL 
WORLD-FAMED CRAFTSMANSHIP 


PENKNIVES 


Razor Edge Steel Blade « 3" Plastic Pearl Handle 
Nickel Silver Lining 
IMMEDIATE SHIPMENT 


List Price $2.25 ea. 








Discount to Jobbers 50%, or $13.50 per Dozen Net 
Discount to Dept. & Chain Stores 40%, or $16.20 per Dozen Net 
Discount to Retailers 33 1/3%, or $18.00 per Dozen Net 

Prices FOB N. Y. Packed & to Box 


GENERAL PAINTS, Inc., Cutlery Division 


Dept. 1, 45 Vesey St., New York 7, N. Y. 


“HOW EASY” P 


$ “ NOW 
1 PUSHES 
Lae in Witt 








I, your customers quiver at the thought of leaping fish or 
thrill at the caress of a lake breeze—you will see the great new 
1947 Blue Ribbon Champion as a sure sign of profits ahead. 

Its instant startability, 
its quick leap to flight, 
are a perfect match for 





your customers’ eager- 
' ness to shove off. 
They will find a new 
slow trolling pace,a great 
reservoir ot power, a 
complete response for their every 
fishing mood. 

Now, add complete panel con- 
trol with Pull-O- Matic Starter... 
Patented dual internal rotary 
valve .. . Exclusive dual jet car- 
buretion . .. Permanently mag- 
netized Alnico steel rotor magneto 
... Forged steel connecting rods 
with airplane type needle bear- 
ings,and you have America’s great 
} Outboard Motor—the motor you 

’ 

I 


4.2 H.P. 
‘O.B.C. Certified 





can sell with confidence. 


| CHAMPION 


MOTORS COMPANY 


MINNEAPOLIS ° MINNESOTA 











i. 
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READY... 


The POST-WAR MIRACLE 


SUPERHEATER 


"Way ahead of other space 
heaters. Amazing heating 
capacity. First to use the 
high heat value of radiat- 
ing surfaces — we’ve now 
added many unusual im- 
provements. 

It’s a miracle of combus- 
tion engineering! Compact, 
modern design. Heats a 
room or a small house with 
surprising comfort and 
economy. 


EXCLUSIVE 
FEATURES 

that make it a super- 
seller 


* 
CONTINUOUS 
HOT WATER 


* 
TWICE THE HEAT 
per square inch of radi- 
ating surface 


ew Kayablle 


; F SAL-KING te REEL 








No other space heater with 
so many sales features. Your 
territory may be open. Write 
today for details and prices! 


LEWIS SUPERHEATERS detroit ze. micn: 








SAL-KING - LIST PRICE °459 


New lightweight single-action Sal-King is guaranteed. 
| Weighs 434 oz.... has the durability and strength of a 
| heavy reel. Finest precision construction . . . all-aluminum 
with special anodized finish to prevent corrosion. Fits all 
fly rods; holds 100 yards of line. Adjustable click regu- 
lates drag. Sal-King is handsomely packaged for over- 
the-counter sales appeal. Priced for quick turnover. 


_@ IMMEDIATE DELIVERIES 









BRUSH-TOP 


prs 





GE 





— REMOVER 


Why Use a Cloth? 
Just Brush Spots Away! 





Put this handy little 25¢ Spot Remover pack- 
age on display now and watch how fast it 
moves. Backed with 22 million consumer ads 
a month in 7 leading magazines. There’s 
nothing like it for instantly removing spots 
from hats, coats, dresses, gloves, ties and 
upholstery, etc. It literally brushes grease 
spots away in a flash. Write for free sample 
and discounts. 


SAFEWAY CHEMICAL COMPANY 


5709 West 58th Street + Cleveland 2, Ohio 
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Lord Weldon Fly Rod Reel. Ai! 
metal; etched finish prevents corro- 
sion. Single action, flyweight. Holds 
over 50 yards of line. 

Guaranteed. List price . | 50 


DeLuxe Two-Piece Sand Spike— 
chrome finished, collapsible. Holds 
any size pole... fits all 

tackle boxes. List price. $2.00 


Fishing Rods, four styles—one and 
two piece rods. Light, sturdy, all- 
steel with wooden handles, special 


end tip and strong, steel 
end piece. List price, . , $2. 00 


Reel Seat—tapered sliding band 
holds large or small reel. Steel; 


zinc-plated. List price per 
dozen . .« ° . $2. 00 


Calcutta Bamboo Poles and Fishing Rods SOON! 
Write for full information 
—Give name of jobber 


ROYAL ENGINEERING CO. 


1333 FOLSOM STREET - SAN FRANCISCO 3, CALIFORNIA 
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FROM YOUR JOBBER 
sjele). A : 
BRICA AMERICAN GREASE STICK CO. 
MUSKEGON, MICH. : RICAN DRIP + 











There's BIG BUSINESS for you 
in these handsome, but low priced 


COASTERS & TRAYS 


In every type of store featuring household or gift items, they 
go like the proverbial hot cakes. Really low priced, yet they 
are beautiful, practical, substantial . quality products in 
every respect. 





Coasters shown above in varied designs and colors. Packed 
one doz. assorted in red and blue box for suggested 45-cent 


selling price. (Xmas boxes if desired.) Of rustproof alumi- 
num, alcohol-resistant (silver designs on solid blue back- 
ground illustrated). Also available in bulk for any type of 


lot selling desired 


MATCHED SETS 


at left, feature coaster and 
canape tray with pastel 
green background and real 
magnolia blossom design. 
Also other designs. Packed 
if desired, 8 trays ... 12 
coasters in handsome alli- 
gator finish boxes. Great 
for Xmas Gifts! Write or 
wire today for complete in- 
formation and discounts. 


MODERN 


ARTWARE COMPANY 


1317 E. 55th St., Chicago, Ill. 
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NATIONAL METAL 
Linoleum Trims 


The Aluminum shapes shown, highly 
polished and individually wrapped, are 
being shipped every day. Send for a 
catalog. We can take care of your 


requirements 


a 


NATIONAL METAL PRODUCTS COMPANY 
Pittsburgh 12, Penna. 


1024 Chateau St. 


HARDWARE AGE 
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UN IVERSALS BETTER WORKMANSHIP 


+ BETTER PRODUCTION METHODS 


= BETTER Grrayen 


The high quality workmanship which is built into every Universal is the result 
of years of experience by skilled craftsmen devoting infinite care to every 
detail of construction and specializing in the production of fine sprayers. 
These specialists work in a new, streamlined factory, efficiently organized 
for the mass production of sprayers exclusively. The result: the finest line 
of hand sprayers that money can buy. 













Yet Universal efficiency produces these better sprayers at prices no higher 
than you would expect to pay for ordinary sprayers. And the line is com- 
plete, too — there's a model for every hand-spraying application. 








RIGHT NOW, Watt ? a 


Pau 


sales are necessarily still e 
confined to present Uni- 
versal distributors. But 









keep your eye on Uni- 
versal — it's by long odds 
the best line to handle. 








UNIVERSAL METAL PRODUCTS CO. Painting top and bottom as an extra precaution 
SARANAC vane nace a. against rust. 


Mat every® 
prem point/ & 


TORCHES 


BUILT RIGHT FOR HALF A CENTURY 


That’s why C & L Blow Torches give better performance 
over a period of years. Proven experience—plus more 
than half a century of satisfactory service has earned 
top position for C & L Blow Torches and Fire Pots ee se 

At leading jobbers everywhere. _. Of sizes for home 





THE 


COLUMBIAN \ 





9017 BESSEMER 







workshop, garage ene 
CLAYTON & LAMBERT late CO. | ~ and general use. ‘ae | | | 
1718 DIXIE HIGHWAY + LOUISVILLE 10, KENTUCKY WORLD'S LARGEST MAKERS: OF: VISE s 


yt 
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No. 4331Z Eight Piece Crystal 
Coaster Set. Can also be used as 
ash trays, jelly dishes or pin trays 


Made of beautiful polished 
crystal glass with hand- 
painted flowers or fruits. Put 
up in neat gift boxes, con- 
taining eight pieces, two 
layers of four each, each box 





containing two each of four 
designs. 

$15.60 per doz. boxes, 
each box containing set of 
eight. They make a wonder- 
ful display on your showcase 
and really sell themselves. 
Size of coasters 334x4!/, 
inches, weight 3! Ibs. per 
doz. sets. 





AGENTS WANTED ALL OVER THE WORLD 


to sell to retailers and jobbers. Liberal commission on orders and 
re-orders. 


We carry a large assortment of all kinds of gift goods, complete 
illustrated set of Z illustrated price lists mailed on application. 












LEO KAUL icinerne | 83S tee 


CHICAGO 6, ILLINOIS 











KNIFE 


SHARPENER 


EVERY HOUSEHOLD needs an efficient 
knife sharpener. The DUBL-A Knife Sharp- 
ener has ten—yes 10—full sized discs of 
the finest steel, hardened and ground. 
Yet it is compact—takes up little space. 
It lies flat on the table in use—note the 
convenient ears. 


Attractively finished with eye-catching red 
handle, it’s easy to sell and priced for 
your profit. 


) Packed 12 to a Box—1 Gross to a Carton. 
Shipping Weight, 70 Lbs. per Gross. 


| eS THE 483 
i | ““ ATLAS-ANSONIA~«* 


COMPANY 


468 Stiles Lane, North Haven, Conn., U.S.A. 








270 









Westchester Brickote Products Co., Inc. 


Manufacturers 





ELECTRIC FIRELOGS 
Andirons and other Accessories for the Fireplace 
IMMEDIATE DELIVERIES 


7 


O 





| 
| oo 
] See 


Red Bulbs, Aluminum Spinners and Pins for Electric 
Firelogs now available as a replacement item. 








Ow products are nationally known and proven best sellers. 
Literature sent upon request 





WESTCHESTER BRICKOTE PRODUCTS CO., Inc. 
1528 Williamsbridge Rd., New York 61, N. Y. 


CB new member of the BANA family 





we BAN OPENER 





AVAILABLE SOON 
THROUGH YOUR 
LOCAL JOBBER 


THE SPECIAL AGENT 45 BANA ALL METAL 


TOY PISTOL “sreers: 


Slip-Tite HOSE COUPLINGS © BANA SWIVEL SNAPS ® 


BANA elaeke lag: 


“tone 








BANA COMPANY #116 New Montgomery St., Son Francisco, Calif 


HARDWARE AGE 














Pe Or a ae ce 















- MONROE 


Acclaimed The Finest 
From Coast To Coast 


‘More Sales 
| to 
Woodworking 


Acclaimed by thousands as the HOTTEST 
HEATER line at the Chicago Furniture 
Show. You too will agree that MONROE 
Heaters, with their striking beauty and 
outstanding quality are the Heaters for 
you to sell. Modern MONROE Vented cir- 
culating Heaters will make available to 
your customers the luxury of gas heat at 


Shops 
@ cost comparable with coal or oil. Un- S ! m p | y D I 5 p | a y 
rivalled gas economy resulting from the 


) 
unique design of the Super Warm-Flor FO RST N e a a I TS 
Radiants and famous Gasmaster Burner make MONROE the choice of the ‘ phage 


L.P.G. user as well as those using other gases. 























F~mous Gasmaster Burner 








Orifice Inside Bell Tell your customers—the pattern-makers, woodworkers 
(Protected from damage) : ’ 
ce Monroe Designed Valve and home craftsmen — about this bit that bores where 
(Precision and quality) conventional bits cannot be used. Because the Forsiner 
Beveled Crown Interior Baffles ea silage 
(Better “7~ By aeration) — on mony? distribution Bit is guided by its circular rim, it can bore any arc of a 
Larger Air Be ue Flame Pilot : P ; ; , ne 
(Abundant primary air) (Light it once a year) circle, it can be guided in any direction without regard 
Horizontal Orifice More and Higher Ports . " : ve 
(Dirt or Dust won't clog it) (For perfect combustion) to grain or knots, it can bore at an acute angle. It 
aves : ished surface. It is furnished in 
Let These Sales Features leaves a true polished surfa t is fu ec 
Increase Your Heater Volume hand brace shanks, from 1/2” to 2”, and in machine 
© Ultramodern Styling © Automatic Lighting shanks from 1/,” to 3”. Show this bit to your trade. 
® Abundant Radiation ® No Moisture Problem 
_ © Warmer Floors ® A.G.A. Approval for L.P.G. 
“ Model Illustrated is MRV-65, 65,000 B.T.U., Height 35", Width 33/,"", Depth 
20%"". Other vented models in 45,000, 30,000, and 20,000 B.7.U. capacities. 
Also unvented Kool-Kabinet models. 
nc. DEARBORN MONROE CO. - pivision oF vearsorn sTOVE CO 
7. 3256 MILWAUKEE AVE CHICAGO 18 tLL SAN FRANCIS 








Show Them How 
CHICAGO LOCKS 
Lock BOTH SIDES of Shackle “MAKE YOUR OWN” 


—and you'll make a CARPENTERS’ SAW-HORSE SET 
Quick, Easy Sale 


Every time! You bet—for when 
customers SEE the ‘Double 
Locking — Double Security" _— " 

CHICAGO Locks give them— ye _+— __f/, Aw o— | 
they buy on sight! Investigate. : \ 


,| There's a "CHICAGO" \ \ 
: 
| 








- = —— 
A= - = CC ——— ee eee ee 














Lock for wey Needs \ \ 


Padlocks ‘Ace’ Locks. Cylinder | \ 
Locks, Single, Double Bitted Locks r \ \ 


for Burglar Alarms and Airplanes. \ \ | l 


7 L | 


A portable home work bench with novel SWINGING 

i ‘ cas wa aoe TOOL TRAY ¢ HAS MANY USES. Complete hardware 

Cut Open View, Actual Size rawer LOok NO. and copyrighted instruction 

, Shown Half Biss sheet for easy assembly. 

tone 14 Lumber is not included. 

ook we. AC Packed in attractive dis- 

CHICAGO LOCK Co. " CHICAG( play carton. See your job 
ber or write direct to 


CHAS. O. LARSON CO. 
Sterling, Illinois 
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Classified Aduenia 








Rates 











Help Wanted. Accounts Wanted 
Business Opportunities 
Representatives Wanted. etc. 


Set solid, maximum, 50 words....... $5.00 = 
Each additional word.......... 10 Cuts or special borders not allowed. 


*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more 


*BOXED DISPLAY RATES 
$8.00 Per Column Inch 





Positions Wanted 


insertions. 
aos Rate solid, mazim 
— eg parce neces sss $2.00 ene Ce eae 
Each additional word..........  .05 REMITTANCE MUST ACCOMPANY ORDER 
Allow Seven Words jor Keyed Address Send check or money order, 


or Your Address mot currency or stamps. 





Samples of Merchandise, Literature, Catalogs, 


etc., will not be forwarded to box number 
pe BP by sufficient 
postage for remailing. 

HARDWARE AGE is F amg ge | 

Th Classified ° is = 


ursday. 
pooens to date of 5 . ty 
Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St.. New York 17, N. Y. 











SITUATION WANTED. TOOL AND DIE- ng Rte! REPRESENTATIVE, 12 YEARS | 


MAKER 28 years’ experience, age 46, references. EA, Desires Manufacturers’ Line for New 
Experimental work, duplicate work from sketch | Jersey. Excellent contacts among hardware, mill 
or drawing, repair dies and make new. I | supply and lumber dealers. | Commission basis. 
work all around on accurate dimensions. For a | Will carry stock. Address Box K-707, care of 
responsible position, I can furnish security or | Harpware Ace, 100 East 42nd St., New York 
bond. Address Box K-719, care of Harpware | 17, N. Y. 

Ace, 100 East 42nd St., New York 17, N. Y 








SALES POSITION WANTED. VETERAN, | 
29, single, college, resident Newark, N. J., 2 on um ceeraniancen | Baaeee 
years’ experience purchasing hardware and mill | Wust be familiar with mill supplies and shelf 
suspites for war plants, plus one year retail sales hardware. Good P R a 7 uired. 
cpercnce” Nandlfag adie pare ‘and cuaipment | barge. Good cnportoniy, References ruired 
i opening with paint, hardware or housewares Aca, 100 Ecot 42nd S$ ‘ Ne av ork 17,N.Y¥ 
organization. Address Box K-727, care of Harp- nd St.. New » N. B. 
we Ace, 100 East 42nd St., New York 17, 





AVAILABLE: PURCHASING AGENT- PRODUCTION SUPERINTENDENT, MUST 


BUYER. Plant and production equipment, tech- BE THOROUGHLY FAMILIAR WITH ALL 
nical supplies, electrical parts and appliances, | DETAILS OF PRODUCTION, ASSEMBLY, 
hardware, housewares. Ten years’ experience. | ETC., particularly in the hardware or kindred 
Mechanical engineering training. Best contacts. | field. State in detail your experience and salary 
Address Box K-725, care of Harpware Ase, 100 | desired, also references. Address Box K-689, 
East 42nd St., New York 17, N. care of Hanpware Acz, 100 East 42nd St., New 
io | York 17, N. Y¥. 


POSITION WANTED BY VETERAN with | 
retail hardware store in Philadelphia, Penna. or 
Vicinity. Nine years’ experience in hardware and 


auto accessories. Excellent referenes. Address CATALOGUE MAN WANTED: PERMA- 

Box K-722, care of HARDWARE Ace, 100 East | NENT POSITION in Well Established Whole- 

42nd St.. New York 17, N sale Hardware Firm in Middle West. Address 

: Box K-621, care of Hanpwarz Ace, 100 East 
—————=_ | 42nd St., New York 17, N. Y. 


BUYER WITH MORE THAN 25 YEARS’ 











FOR SALE— HARDWARE, APPLIANCE 
AND FARM EQUIPMENT STORE. Located 
in Northwestern Ohio. Sales last year one hun- 
dred thousand dollars. Sales will triple when 
| goods are available. See complete description in 
| boxed display advertisement running over Box 
| K-710 on page No. 274. Write Box K-721, care 
of Harpware Ace, 100 East 42nd St., New 

York 17, N. Y. 





DISTRIBUTORS WANTED IN WEST AND 
SOUTHWEST by exclusive Gulf Importer of 
Willow Baskets. Write indicating territory 
covered. Have good offer for interested and 
ethical firms. J. F. Marullo & Co., 805% 
Franklin Ave., Houston 2, Texas. 





SALESMEN WANTED — SIDELINE OR 
FULL TIME. All territories open. Sell to hard- 
ware, furniture and variety stores: lamps, has 
socks, rakes, medicine chests, stools, toasters, heat- 
ers, hose hangers, and many other articles just be- 
coming available. Seven percent commission on all 
shipped orders. Address Box K-714, care of 
Harpware Ace, 100 East 42nd St., New York 
Bye ee Ue 


FULL TIME SALESMEN WANTED by 
Established Manufacturer of Household Cements 
and Adhesives, calling on Hardware, Paint and 
Automotive Trade. Excellent opportunity for 
wide-awake salesmen. Good commission. Terri- 
tory open — Southeastern and Middle Western 
States. Give full particulars in first letter. 
Magic Iron Cement Co., 1366 E. 34th Street, 
Cleveland 14, Ohio. 








EXPERIENCE BUYING for shelf hardware — } 


WANTED—SALESMAN CALLING ON THE 
HARDWARE DEALERS to sell a complete line 
of Plumbing & Heating Specialties from our com- 
plete catalog. This can be handled as a sideline. 
Commission basis, state gh’ All New 
England States Open. Address Box K-713, care 








wholesaler. Could take charge of following de 
partments: Tools, builders’ hardware, farm hard 
ware, fence and wire products, sheet steel, sheet HARDWARE MAINTENANCE SUPPLY 
metal building products, sporting goods and fishing | MAN, extensive experience, proven record, good 
tndiidie Middle or Northwest Jobber Connection | ttade following, real producer, small capital, De- 
Preferred. Age 53. Address Box K-706, care of | Sites Contact Company That Will Consider Part- 
Harpware Ace, 100 East 42nd St.. New York 17, | nership or Profit Sharing Basis. Address Box 
N.Y K-723, care of Haroware Ace, 100 East 42nd 
St.. New York 17, N. Y. 
‘ 

wees IS NOTHING DULL ABOUT SELL- | 
NG — Only Dull Salesmen. High type aggres- | 
sive salesman desires position with manufacturer SALESMEN WANTED 
. on . a State of Connecti- || Full Time or Side Line Men Calling on | 
_* ~ #4 ates? an | eee basis. Know Hardware, Variety and Department || 
wy AF und pam appliances to retail out- Stores for Complete Line of Leather pw 

ienced sales promotional and campaign Furnishings and Paint Brushes. 


work. Resume furnished upon request. Address rritories o ta ful icula 
Box K-704, care of Harpwane Ace, 100 East territ s open. State full particulars. | 
42nd St., New York 17. N. ¥ Address Box K 680, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 


17, 


of Harpware Acez, 100 East 42nd St., New York 
N. ¥ 





WANTED—SALESMEN AND MANUFAC. 


| TURER’S AGENTS. Must have strong follow- 


ing among paint, hardware, marine, building and 
farm supply dealers and lumber yards. To sell 
high grade line of wood, canvas and metal pre- 
servatives. Good territories available. State ter- 
ritory, trades, lines handled. Address Atlantic 
Varnish Company, 4829 Huntington Drive North, 
Los Angeles 32, Calif. 











PURCHASING AGENT 


EXCELLENT POSITION FOR CAPABLE BUYER 
OF HARDWARE AND HOUSEWARES. WELL 
RATED, PROGRESSIVE WHOLESALER. REPLY | | 


. s 
Sideline Salesmen Wanted! 
STATING QUALIFICATIONS, AGE, ETC. 


We offer prompt shipments on 
Address Box K-708, ¢/o HARDWARE AGE 


100 East 42nd St., New York 17, N. Y. MEDICINE CABINETS, HAMPERS, 
RAKES, CASTERS, MOP WRINGERS, 








DRYERS, PIN-UP LAMPS, TOASTERS, 


cuties eee Supplies. a a a 

ave cee coe, eteees ||| DOLL CARMIAGES, ETC. 

Si com th Geb oclke B cod oe ai 

shown. Newark, New rt... area. The WALTER S. KRAUS co. 
Aderito East Sind St. New Yoru 17, MY. | | | | WOODSIDE NEW YORK 














General Manager Wanted 
For Automotive & Hardware Chain 


Must be Experienced Buyer. Man with successful 
record = Excellent proposition. All answers 
will be held in strict confidence. 


MONROE PRODUCTS, INC. 
882 Commonwealth Ave. Boston, Mass. 








SALESMEN 


Calling on wholesale hardware with our 
self-centering punch spring action appear- 
ing on Page 238. A few states open. 


STELRAY METAL PRODUCTS, INC. 


SHELTON, CONN. 
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HARDWARE AGE 
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Classified Opportunities Section... 








CANADIAN DISTRIBUTORS — JOBBING | 
AND DISTRIBUTING ACROSS THE DoO- 
MINION. Would be interested in negotiating 
with reliable companies in view to working com- 
plete territory. Primarily interested in hardware, 
electrical, plumbing and heating units, also sport- 
ing goods, bicycles, etc. Write to The Morris 
Co.. 581 Main St., Moncton, New Brunswick, 
Canada. 


ESTABLISHED MANUFACTURER’S 
AGENT COVERING California and Arizona 
wants Additional Lines of Builders’ Hardware 
and Housewares. Three men calling on hard- 
ware, electrical and variety store jobbers. Will 
give complete coverage and do all necessary mis- 
sionary work on lines of merit. Address Box | 
K-709. care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 


MANUFACTURERS’ REPRESENTATIVE 
COVERING Texas, Oklahoma, Arkansas and 
Louisiana interested in additional lines to sell 
jobbers and dealers. Traveled this territory 
fifteen years and familiar with all type accounts 
Have ba men —_ Address Box K-664, 
care o ARDWARE AGg, 100 East 42 q 
York 17, N. Y¥. ne 


MANUFACTURER DESIRES SALES REP- 
RESENTATIVES: Eastern manufacturer of 


popular-priced volume line desires the services of 











manufacturer’s agents or sales representatives to 
take over distribution. Our line sells to the drug 
Stationery, hardware, photographic and variety 
trade Replies are desired only from manufac- 


turer’s agents or sales representatives who are 
Prepared to give our line complete coverage. 
Reply to Box K-705. care of Harmwarr Acr. 100 
East 42nd St.. New York 17, N. ¥ 





WANTED 
MANUFACTURERS REPRESENTATIVE 


NOW CALLING ON HARDWARE DEALE 
SPORTING GOODS STORES, ETC., To Seu A 
WEL! MERCHANDISED LINE OF TARPAULINS, 
Sacre eaten AND HARDWARE SPE. 
‘ ES PROMPT. 
TERRITORIES NOW OPEN. — 


ATLAS INTERNATIONAL CO. 
4418 W. MADISON ST., CHICAGO 24, ILLINOIS 








LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers and 

i Boston Showroom and Warehouse. Dun 
and Bradstreet rated. Address Perkins Sales 
Co., 610 Newbury St., Boston 15, Mass. 


MAN, 50, THOROUGHLY EXPERIENCED, 
30 YEARS’ BACKGROUND. Housefurnishings, 
appliances, china and glassware, both hotel and 
household. Contemplating making home in Au- 
gusta, Maine; interested in securing some good 
lines for Maine, Vermont and New Hampshire. 





| Will consider one good line. Have car. Address 
| Box K-715, care of Harpware Ace, 100 East 
| & 


42nd St.. New York 17, N 


WANTED — MANUFACTURERS AGENTS 
calling on Hardware and Chain Store Outlets, 
Two New Fast Moving Liberal Commission Items. 
Vac-u-Seal Rubber Sink Stoppers and a Sensa- 
tional New Clothes Line Tightener. Shipments 
same day from inventory. Companion lines also 
available soon. Give details and _ territories 
covered. Address Box K-716, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. 


MANUFACTURER’S REPRESENTATIVE. 
Hard Hitting Go-Getter Covering New York, New 
Jersey, Pennsylvania, Maryland and New England 
calling for years on hardware and housefurnishing 
jobbers, department and chain stores desires two 
additional lines of housewares, tools, hardware and 
appliances. Maintains New York Office and 
Showroom. (400 Sq. Ft.) Located right in trade 
center. Excellent references. Address Box K-726, 
care of Harpware Ace, 100 East 42nd St, New 
York 17, N. Y. 











DPistribution—Present and Postwar 
Established— Reliab! Aggressive 





Selling Agents 
ANCO CORPORATION, Pittsburgh, Ps. 
Branch Offices 
Now York - Phitadelphia - Detroit - Chicage - Cievetand - Louisville 
Covering all classes of jobbers. We will carry the 
secounts or you can bil! direct 
Write fer further information end references 











LINES WANTED 
MINNESOTA 


WE ARE IN POSITION TO ADD QUALITY LINE 
p+ A bE GOODS OR APPLE 

. ED AND EFFICI . 
RESENTATION. ienectinas 


HARTLEY SALES COMPANY || 


89 SOUTH 10TH ST., MINNEAPOLIS 2, MINN. | | 





MANUFACTURERS AND DEALERS: 


Commission Buyer of Hardware, House- 
wares, Electrical Appliances and Supplies, 
Major Appliances, Plant and Production 
Equipment, and All Allied Lines — Low 
Quotations—Services Reasonable. Large 
or Small Accounts. Confidential. Try us. 
Address Box K-724. care of HARDWARE AGE 
100 Enst 42nd St., New York 17, N. Y. 














LINES WANTED FOR WESTERN 
PENNSYLVANIA, OHIO RIVER 
VALLEY, TRI-STATE AREA 


Widely acquainted wholesale hardware and industrial 
supply executive with more than 25 years experience, 
wants lines area. Broad knowledge of field son- 
ditions. Well known to mine, mill and retail store 
operators. 


Address Box K-085, care of BAROWARE AGE | 


Manufacturers Attention 
If your product is sold through hardware, appliance. 
variety, furniture or department store dealers, I 
can give you complete coverage in Cleveland and 
Cuyahoga County. Will consider your offer if you are 
willing to guarantee me proper sales protection in this 
territory, and that sales commissions are paid promptly 
as agreed. For fair and honest representation, I 
expect fair and honest coeperation on your part. What 
have you to offer me? 
L. ROBERT WITTROCK 
8510 Linwood Ave., Cleveland, Ohio 











MR. MANUFACTURER: Would you like to 
have your products aggressively sold throughout 
the Southeastern States by a young aggressive 
organization with four men constantly working 
the territory calling on hardware and building 
supply jobbers? If so, please write The Jeff A. 
Hedden Company, 3184 Roswell Road, N. W., 


| Atlanta, Georgia. 





MANUFACTURER’S AGENT covering Rhode 
Island, Massachusetts and Connecticut. 25 years 
in area as Sales Engineer. Want hardware, mill, 
industrial, electric, lumber dealers and manufac- 
turers mechanical lines. Commission basis. Live 
wire, very well known. Covering territory at 
present with auto. R. H. Brinkerhoff, 181 Har- 
rison Ave., Lakewood 5, R. I. 





MANUFACTURERS—DO YOU WANT AN 
AGGRESSIVE SALES ORGANIZATION to 
cover the Middle Atlantic States or part thereot. 
We can handle one or two more lines. At present 
call on Jobbers only in the Mill Supply, Heavy 
Hardware. Marine and Automotive Field. Limited 
warehouse facilities. Address Box K-687, care 
of Harpware Ace, 100 East 42nd St., New 
York 17, N. ¥ 


MANUFACTURER’S AGENT SEEKS ONE 
OR TWO ADDITIONAL NON-CONFLICTING 
LINES. Has 22 years successful selling record 
in both Eastern and Mid-West Territories. Clos- 
ing up surplus goods activities and establishing 
headquarters in New York City to handle Metro 
politan area. Has capable associates available for 
both Chicago and Los Angeles areas, if desired. 
Experience includes builders’ hardware, general 
hardware, tools and housewares. Address Box 
K-712. care of Harpware Acer, 100 East 42nd 
St.. New York 17, N. Y. 


SOUTHERN REPRESENTATIVES 


Have following in several classes of job- 
bers, retail outlets, and chains. You bill 
direct or we carry accounts. Have effi- 
cient sales organization and can carry 
stock. References. 

P. ©. Box 130, Monroe, N. C. 














SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 








Your Export Busines- 
when entrusted to B BY merely takes the 
shape of additional domestic sales transactions. You 
are relieved of all details and worries. BETTERBY’S 
resident representatives abroad promote your sales 
and its staff of expertly ned export personnel 
competently handles all correspondence and consular 
and other d ts for shi all over the world. 
BETTERBY also eliminates your credit risks by 
paying for all goods in-New York. 

BETTERBY—E. 
230 FIFTH AVENUE 





xporters 
NEW YORK I, N. Y. 








100 East 42nd St., New York 17, N 








MANUFACTURER'S 
PRODUCTS 
FOR LATIN AMERICA 


WANTED—Direct shipments, for our 
account, at U. S. Ports. on exclusive 
sales basis. Our offices and represen- 
tatives cover all American Republics. 


MART HALLER, INC. 


Export—Import—Commission 
Merchants 


P.O. Box 1208 — Miami 7, Fia. 








BUILDERS HARDWARE 
PLUMBING SUPPLIES 
ELECTRIC SUPPLIES 
LOCKS AND KEY BLANKS 
HOUSEHOLD APPLIANCES 
ELECTRIC FANS 
ELECTRIC IRONS 
WASHING MACHINES 
BROILERS AND TOASTERS 





EXPORTING FIRM 
DESIRES TO CONTACT MANUFACTURERS OF 


GENERAL MERCHANDISE 


Address BOX K-728, CARE OF HARDWARE AGE 
100 EAST 42nd ST., NEW YORK 17, N. Y. 


PAINTS AND PRODUCTS 

PLASTIC AND PRODUCTS 
ENAMELWARE 

RADIOS AND PARTS 

ELECTRIC HEATERS AND STOVES 
FRIGIDAIRES 

PHOTOGRAPHIC SUPPLIES 
FOUNTAIN PENS AND PENCILS 
COMPACTS AND GIFTWARE 











(Classified Opportunities continued on page 274) 
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Classified Opportunities Section... 








CARTONS, LARGE QUANTITY REVERSE 
TUCK KRAFT CARTONS, Sizes 5% x 5% x 
2% and 5% x 7x 2%. A. E. MacAdam & Co., 

. Y. Phone 


95 Lexington Ave., Brooklyn 5, N 
Main 2-8700 





WANTED—MANUFACTURER’S AGENTS 
calling on builders’ hardware dealers and lumber 
yards to sell established quality line of casement 
hardware and storm sash hardware. Prompt ship- 
ments. Eastern, Southeastern, and Northwestern 
lerritories Open Also Wisconsin, Minnesota, 
Iowa and Texas. Prefer men residing in follow- 
ing Cities: New York, Syracuse, Buffalo, Harris- 
burg, Pittsburgh, Atlanta, Detroit. Milwaukee, 
Minneapolis, Kansas City, Dallas. Houston, Port- 
land, Seattle. Address Box K-677, care of 
Harpware Ace, 100 East 42nd St., New York 


17, N. ¥ 








WANTED 


Complete Lines Larger Household Ap- 
pliances, Stoves, Ranges, Motors, Electric 
Supplies, Portable Power Tools, Hobby 
Shop Supplies. Established Ten Years. 
A. R. LOSH COMPANY 
ALBUQUERQUE, NEW MEXICO 


| desires to add one or two quality lines. Refer 
ences furnished Address Royal W. Crossley, 





LINES WANTED NORTH CENTRAL 
AREA, Headquarters Minneapolis Direct Fac- 
tory Only. No Gadgets. Excellent coverage by 
strictly finest type personnel. Address Box K-718, 
care of Harpware Ace, 100 East 42nd St., New 

i. ¥. 


York 17, N 


MONEY AND FACTORY SPACE AVAII 
ABLE FOR DEVELOPMENT, MANUFA( 


TURE AND SALE OF HARDWARE ITEMS. 
We completely cover the United States with an 
aggressive, thoroughly experienced sales force. 


May we help you overcome your marketing prob- 
Dare Products, Inc., Battle Creek, 


> 


lems! 
Michigan. 


MANUFACTURER’S REPRESENTATIVE 


| 


ESTABLISHED RETAIL AND JOHN 


DEERE STORE FOR SALE. Located in best 
irrigated agricultural area in Colorado. Also 
franchised for bottled gas, Westinghouse and 
Philco home appliances, and Myers pressure 


pumps. Gross sales this year will reach $150,- 
00.00. Approximate inventory $35,000.00. An- 
wer Box K-717 f 


17, care of Harpware Ace, 100 
mw. ¥. 


East 42nd St.. New York 17, 





FOR SALE — HARDWARE AND FURNI- 


TURE STORE in 3rd Fastest Growing City in 


| America. Will sell property and stock with all bills 


COVERING UP-STATE NEW YORK contact- 
ing Automotive and Hardware Jobbers exclusively 


117 Fayette Street, Manlius, New York. 





WE HAVE AVAILABLE A FEW MID- 
WEST TERRITORIES TO SALESMEN eall- 
a 
position to handle an established line of Plumbing 
}and Heating Specialties, Brass Specialtites and 
such Brass Goods currently available. Kindly 


ing on the retail hardware trade, who are in 


furnish full details in your reply, which will be 
kept in strictest confidence. Address Box K-711, 


care of Harpware Acez, 100 East 42nd St., New 


York 17, N. Y. 








SALES REPRESENTATIVES WANTED 

L TERRITORIES 
COMPLETE LINE of Housewares, Lamps, Toys, 
Novelty Furniture. Al! Promotional—Selling to 
Department, Houseware, Hardwore, Furniture, 
Chain and Variety Stores. Good Opportunity 
for Real Live Wire and Hustler to earn $/0,000- 
15,000 per year. Give full details 

MOHAWK MDSE. CO. 

Hotel McAlpin New York City 








HARDWARE SPECIALTIES — 
HOUSEWARES — ELECTRICAL 
APPLIANCES — TOYS 


We are interested in adding a few lines 
of reputable manufacturers for wide dis- 
tribution in Ohio, W. Virginia, Indiana, 
Kentucky and Tennessee. Responsible, in- 
telligent representation by a staff of 
thorcughly experienced men 


National Brokerage Co. 
Vanulacturers’ Representatives 
307 East 4th Street, Cincinnati 2, Ohio 
CLEVELAND — INDIANAPOLIS — NASHVILLE 


J. M. PATTEN & SON 
Successors to Hardware Division, 
McKnight & Patten 
Selling Agents 
501 McCall Bidg., Memphis, Tenn. 


We are interested in a few more lines for the hardware 
bbers. We sell Southern Jobbers only We serve 





jobbers in all of the Southern States and are traveling 
reguiarly Alabama, Georgia, Tennessee Mississippi. 
Arkansas and Louisiana 














ATTENTION 
MANUFACTURERS 


Well established wholesaler desires merchan- 
dise for Hardware, Appliance and Sporting 
Goods Store distribution. Particularly In- 
terested in Household, Hardware, Tools, 
Electrical, Sporting Goods, etc. 


JELCO MILWAUKEE 
COMPANY 


444 N. PLANKINTON AVENUE 
MILWAUKEE 3; WISCONSIN 











ATTENTION 
WEST COAST 
MANUFACTURERS 


TOOL MANUFACTURER LOCATED 
NEAR LOS ANGELES WITH NATION- 
WIDE SALES ORGANIZATION WILL 
CONSIDER MARKETING SMALL TOOL 
LINES. 


ONLY FIRST CLASS TOOLS FROM 
REPUTABLE MANUFACTURERS CON- 
SIDERED. 


ADDRESS BOX K-720, CARE OF HARD- 
WARE AGE, 100 EAST 42nd STREET, 
NEW YORK 17, N. Y. 








The Schutze Sales Co. 
393 W. Central Ave. 
St. Paul 3, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 








FRANK C. STORRIE 
& 


ASSOCIATES 
SELLING AGENTS 


WISCONSIN—MICHIGAN—INDIANA 
OHIO—PENNSYLVANIA 
710 MICHIGAN BLDG. 
DETROIT 26, MICHIGAN 
THE COMPLETE MARKETING SERVICE TO THE 


WHOLESALE HARDWARE, CHAIN, DEPART- 
MENT STORE AND OTHER TRADE OUTLETS. 











|} paid. Buildings and Lot 100 x 210, all clear. 


Price $119.000.00 


$70,000.00 Down, salance 


Terms Write Hicks Furniture and Hardware 
Co., 1450 E. Van Buren Street, Phoenix, Arizona. 





LADD'S DISCOUNT BOOK 
A limited supply of this famous and useful aid in 
quickly determining net discounts from multiple 
discount quotations is available. As long as the supply 
lasts these will be sold at 
$12.50 
Send check with order to 
LADD'S DISCOUNT BOOK 
c/o SARGENT & CO., New Haven, Conn. 








FOR SALE 
30,000 Ibs. new galvanized 1” x 41/2” 
bolts, square head, with hexagon nut. 


ABBOTT SALVAGE COMPANY 
1087 CLINTON ST. BUFFALO 6, N. Y. 








FOR SALE 


Retail Hardware, Appliance and Farm Equip- 
ment Store located in Maumee Valley of North- 
western Ohio. Lines—John Deere, New Idea 
and DeLaval,—R.C.A. Victor, Clarion, Stewart 
Warner, Farnsworth Radios,—Gibson Ranges 
and Refrigerators,—Johnson Outboard Motors, 

Maytag, A B C, Thor, Women’s Friend 
Washers Valspar Paint, — Eight Active 
Wholesale Hardware Accounts, — Firestone 
Home and Auto Supplies,—Iron Fireman. Sales 
last year $100,000. Sales when goods are 
available will be $300,000 annually. This is 
a Thriving Well Established Concern, Wonder- 
ful Trade Area, 2,900 population. Two-story 
brick 50 feet by 100 feet, full basement, ele- 
vator and warehouse. Present inventory $40.- 
000 Price for stock, fixtures and buildings 
$79,500. Ill health. 

Address Box K-710 e/o HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 














FOR SALE 


1500 COILS 5/16" 


100% JUTE ROPE 


Waterproof and mildew resistant, packed 
60 Ib. per coil, 1200' per coil. Well wrapped. 


PRICE 22'/2c per Ib. 


Samples at Request 


M. GOLDBERG & SON 
66-72 FRANKLIN ST. 
PATERSON, N. J. 

















HARDWARE AGE 
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JOHN eR BRONX 59, New York 
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Also 
and A “ > oe real . ——— een — ieitiateaiiaiesintenita ewe’ 
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$150,- 
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GUN BRUSHES ond RODS 






























































































R: Ree 
MANUFACTURE moted - °° dis 
mR. sstently Pro 3 buying — — 
roducts -_ and sold 7 setrioutors — — — re 
Want your Prey ertised «+ * Oo Lardware dist! tee 
. » aave holesale Ne lers? — — 
pleye nf 46 well-rated WT hardware deale - — 
market Ch sends of retail he how essy it is to 
>K serving TO" “4h Tru-Test and se modern merchan- 
’ +. touch wit |timate '° 
d in Get 1" duct the ¥ 
— assure you pro mo a8 y 
ie dising- ge OM P " Combination Gun Cleaning Rods for Rifles. All-Calibre Revolver Rods. 
AK E S +¢age 5, WM. Shot Gun Rods. Swivel Handle. All-Duralumin. Jointed. Gun Cleaning 
y-TEST 0 k St. Chic Brushes for Rifles, Revolvers, Shot Guns in all sizes—Phosphor Bronze, 
TR 650 South Clar | Bristle or Nylon. 
onn. | | The MILL-ROSE Company « 1987 East 59th Street © Cleveland 3 
SELL QUALITY CAULKING EQUIPMENT 
sit You can now obtain the original "Vital" com- 1/16" on up. No strain, no slipping, no excess 
/2 plete line of *Guns and *Cartridges. Only weight. "Vital" Caulking Guns and Car- 
1ut. "Vital" has rotary style single unit handles. tridges keep guns clean, eliminating messy 
Guns to fit any job. New "Cleer-Flo" one filling. At better hardware and paint stores. *Registered U. S. Pat. Office 
piece tapered nozzles. Al/ nozzle sizes from Prices from $4.00 to $15.00 Pat. Nos. 2,115,591 2,106,577 
= 
s 
fel The VITAL Products Mfg. Co., 7500 Quincy Ave., Cleveland, O. 
——e 
uip- Me 
rth- 
Iden PRODUCT OF 
vart 
ages MASTER SAWMAKERS 
end 
ots Out of three generations 
ales of saw making experi- 
7 ence—almost a century 
der- of service —come these 
rid expertly crafted saws. 
10 Stock and recommend 
—_ them for satisfaction. 
No. 10 No. C-6 No. C-5 
OHLEN-BISHOP » 
— MFG. COMPANY | —_— 
901 Ingleside ES DOBBINS MANUFACTURING CO. 
% Columbus, Obie i ELKHART, INDIANA 
E 
ked 
ed. 
J 
Precision Built for Craftsmen 
N Open hearth steel cutters tempered and ground. Fine grey iron bodies, 
rugged construction, perfect balance. Easy, accurate adjustments. 
Quality construction that craftsmen recognize. 
SHELTON PLANE & TOOL MFG. CO., SHELTON, CONN. 
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SPRING CLOTHESPINS AND 
WOODEN GARMENT HANGERS 


Imported 


FOR SPOT DELIVERIES 





a 














Address Box K-613, c/o HARDWARE AGE, 
100 E. 42nd St., N. Y. 17, N. Y. 












sToPs PROFITS 
WASHER 
TROUBLES 


PERFECTION fl. oaling WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
essured. The floating washer stops 
faucet drip...ends water waste. 
Available in 4%", %” and %” 
sizes. Order through wholesale 
hardware jobbers. 


Genui" DOMES 2X SILENCE 


oe cL be SOFTLY - SMOOTHLY 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pear! St., 


276 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Domes of Silence 


Rubber Cushion Glides 


he i supplied write fo 


N.Y.C 
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A & A Manufacturing Co. — 
Adel Precision Products Corp.. 80 
Adirondack Chair Co. ............ 256 
Advance Glove Mfg. Co. ....... 237 
Air Express Div. (Railway Express 

Agency) ... seidteuseuaon 213 
Allied Hardware Corp. ...........264 
Aluminum Cooking Utensil Co.....10! 
Aluminum Goods Mfg. Co. .....279 
CS | ern 2 


: 35 
American Cabinet Hdwe. Corp...243 


American Chain & Cable Co... .120 
American Fork & Hoe Co.... 73 
American Grease Stick Co........268 
American Manufacturing Co. .... 52 
American Safety Razor Corp.. 100 


American Sponge & Chamois Co..233 
American Thermos Bottle Co., The < 
2 


Archer-Daniels-Midiand Co. 

Armstrong Bray & Co....... ...242 
Armstrong Bros. Too! Co. .. once 
Arr-O-Line iy “apr Co... .262 
Asco Chemical Co. ..224 | 
Atlas Ansonia Co. te .270 | 
Austin Manufacturing Co. 224 
Auto Arc-Weld ~~ ~ wee Co. 86 
Automatic Washer Co. .. 202 
Autoyre Co., The ...253 
Award Manufacturing Co. 214 

B 

Balioon Tire Mould Co. ... ..193 
Bana Company, The P ..270 
Barrows Lock Works a .209 
rer re 253, 257 
Berkshire Paint Co. .239 
Beriou Manufacturing Co. f. 05d 
Bethlehem Steel Co. tél 
Billings & Spencer Co. aden 250 
Bird Son, Inc. 14 
Blackstone Corp. 77 
Bommer Spring Hinge Ca. 254 


Boss Manufacturing Co. 225 
Boston Woven Hose & Rubber Co. R.. 
Brooks & Sons, M. S. 

Buckeye Aluminum Co. ianaeen “ 
Buffalo Bolt Co. ; 6aantue 


Buildo Company on eee 
~—s Battery Co. ‘(Handicraft 
) : pan 
a... Company ... ‘ 62 
c 
Caloric Stove Works Sea 
Camfield Manufacturing Co. ..69-70 
Camillus Cutlery Co. .. 199 
Carlson & Sullivan ..............250) 
Cavalcade Industries, Inc. . 248 | 
ES. eee 257 | 
Champion Hardware Co. ... 251 


Champion Lamp Works ; 90 
Champion Outboard Motors Co..266 
Chattanooga Implement & Mfg. 
Co 





Dow Chemical Co. ............... 48 
Drake Electric Works, Inc. — 
du Pont de Nemours & Co., Inc., 

1. (Nylon Bristies)........ .. 155 
Dural Company, inc. ... “5+hauee 
Durham Co., Donald .............224 
NN RS en bea cavensen 7 
Eastern Metal Products Co........ by 
Economics Laboratory, Inc. ...... ba 
Edison Goies Corp. ............256 
Embury Manufacturing ~ Nieto: 238 
Empire Stove Company .......... %% 
Englishtown Cutlery, Lid. sveananh 5 
Estate Stove Co., The ............107 
Everybody's Supply Co. .......... 106 

F 
Fawcett Publications, Inc. ....... 47 
Fee & Stemwedel, Inc. rece. 113 
Ferris Factories, Inc. ............. 185 


Filer-Allen eeteeates Co. ....205 
Filter-Kieen Mfg. Co. . 277 


Flex Blade Works ae oe 266 
Flexible Steel Lacing Co. .240 
Florence Textile Products .........245 
Foley Manufacturing Co. —— 
Fraim Lock Co., The E. T..........277 
Franklin Glue Co. ............... 255 
Frigidaire Div. joneus sql 
Fuller Tool Co. . eer 
S 
GS & E Commercial Co. ona aie 
Garrett Co., Inc., Geo. K. ...... 16-17 
General Die & Stampin Co. 256 


General Electric Co. (Bidg. Ma- 
terial & Wir. Div.) ......... ..2355 
General Engineering Corp. ........257 
General Hardware Co. ...... 254 
General Motors Corp., Truck & 
rrr re 38 
— Paints, Inc., (Cutiery 
General Steel Warehouse Ce., “Inc. 41 
Gensco Tool Division 4! 


Gephart Manufacturing Ge. .. 257 
Gibson Good Tools, Inc. ... 256 
Gilbert Clock Co., William “§ 56 
Goldweber, Bernard 252 
Goorin Co. j 231 
Goulds Pumps, ‘Ine. 227 


— Neck Saw Manufacturers, 
we cane nus 


Griffin Manufacturing Se. oasnne 
Guard-ilt Manufacturing Co. .... 216 
H 
Handees Company ............ . 256 
Harbet Manufacturing ae 256 
Har-Ken Products, Inc. Coteld nae 
Hassall, Inc., John sconce 


259| Hazard Insulated Wire Works ... 261 

Chefford Master '4fg. Co., Inc. 37| Heller Company ...... — 
Cheney Hammer Corp., Henry....110| Hill-Shaw Company .......... . 4 
Chicago Lock Co. 271 | Holt Manufacturing OB. cic ccs. 025000 
Chicago Spring Hinge Co. .258 | Hoppe, Inc., Frank A. in wie ae 
Chicago Wheel & Mfg. Co.......234| Horn Manufacturing Co. 245 
Chisholm-Ryder Co. 243 | Horrocks-Ibbotson Bo. du 112 
Clarke Sanding Machine Co. 264 | Horton Mfg. Co., The, Bristol, 
, Clayton & Lambert Mfg. Co. 249| Conn. ... 444 
‘Clemson Brothers, Inc.............. 247 | Hoyt & Worthen Taning Corp. 256 
Cleveland Chain & Mfg. Co.......221 | Hudson Mfg. Co., H. D. .. 193 
Cleveland Model & Supply Co. 257 | Huenefeld Company, The ... 280 
Clover Manufacturing Co. 222 | Hurd Lock & Mfg. Co. .. asece a 
Coldwell-Philadelphia Div. . 42| Hutzler Manufacturing Co., L. 7 
Coleman Company, Inc., The 44 
we vey — SE cp cnensés aaa od | 

ollot Supplies, A. : | Inde 
Columbia Maileable ome indiana ‘Steel & Wire, _ ae 2 

Corp. . . 246 | industrial Management Corp. .... 4 
Columbian Rope Co. International Plastic Corp. 54 


Columbus Vise & Mfg. Co. 49 | 
Columbus-McKinnon Chain Corp. 3 





Columbus Plastic Products, Inc... .248 
Congress Die Castina Div. 259 
Connecticut Valley Mfg. Co. 271 
Consumers Glue Co. ..254 
Cook Co., H. C. 256 
Corbin Screw Corp 23 
Coughlan Co., G. N. ‘ 1 
Craftmaster Products Corp. 104 
Craiq Machine Co. wi 
Crescent Bronze Powder Co. 183 
D 

D-C Decal Company 256 
Daiglish & Company, J. M. 3! 
Dazey Corp. 195 
Dearborn Monroe Co. P 271 
Decatur Pump Co. 

Dennis Mitchell Industries 113) 
Detroit Lubricator Co. 83 | 
Diamolovy Aluminum Co. 10-11 | 
Dixon Crucible Co., Joseph 255 
Dobbins Manufacturing Co. 275 | 
Dobeckmun Company, The 220 | 


Domes of Silence 276 | 
Dominion Electrical Manufacturing, 
Inc. 7 


International Steel Wool Corp. 256 


Jabsco Pump Co. pate 
Jackson Manufacturing Oh vsziaseen 


K 
Kaul Importing Agency, Inc., Leo..270 
Kaylan Cutlery Co. ......... wee 


Kay-Tite Company ................ 167 
Kees Mfg. Co., F. D. 252 
Kellogg Brush Mfg. Co. 201 
Keuffel & Esser Co. duce ae 
Keystone Steel & Wire WO acccncee 
Kler-Vue Knife Rack Co., Inc. 253 
Knapp-Monarch Co. 9 
Kordite Corp. . 177 
Krimpwick Sales Co. bi] 
Kromex Corp. so 87 
Kwikheat Soldering ‘jron Div., 
Sound Equipment Corp. 217 
L 
Lake Chemical Co. 259 
Larson Co., Charlies O. coat 
Lavelle Rubber Co. 18! 
Leech Products Co. ae. 
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a "ee, CLEAR Pd 
PAINT ENGINEERS SINCE 1888 e NEWARK, N. J. See 


Write today for details and descriptive folder! 





VITAVAR PENETRATING FLOOR 
SEALER AND WOOD FINISH 













Vita-Var Penetrating Floor Sealer and Wood Finish was 
applied to the left half of this board . . . on the right half 
ordinary surface finish was used. Note how the ordinary 
surface scratched and chipped away, while the Vita-Var 
Wood Finish remains unharmed. 

@ Penetrates to protect and preserve 

@ Tough, scratch-proof, wear resistant 

@ Easy to use... never turns white 

@ Non-slippery satin finish 

@ Dirt can’t grind in 

@ Available in clear finish or stained effect 
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Does not require waxing 
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MIRRO-MATIC 


PATENT 2399115 


OTHERS PENOING 


dump in closing and opening @The MIRRO-MATIC Pressure Pan comes 


as Close as pressure pans can to the sim- 
plicity and familiarity of sauce pan cooking 


dump in pressure selection 
—just set the Control for 5, 10 or 15 Ibs. M mt FR O 


vmp ( in upkeep and cleaning 
—removable gasket. Superbconstrucion THE FINEST ALUMINUM 
MIRRO has never stopped National Consumer Advertising 


—simply slide handles together or apart 


stash your jobber for further detads oa MIRRO-MATIC 
ALUMINUM GOODS MANUFACTURING COMPANY * MANITOWOC, WIS. 


FIFTH AVENUE BLDG., NEW YORK 10 « MERCHANDISE MART, GHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 

















Kerosene Kanges 
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FOR THOSE WHO DEMAND THE FINEST 
BOSS HOLDS THE SPOTLIGHT — Everything in 


beauty and convenience plus the low cost economy of Kero- 

sene. Lustrous porcelain finish...easy to clean. Finest 

Utility Features, including glass in oven door for visible 

baking, roomy utensil compartment, useful shelf splasher. 

Fast efficient cooking heat... safe...odorless...sootless. 
Remember Boss ... See Boss ... Buy Boss 


THE HUENEFELD CO. CINCINNATI 25, OHIO 


better llomes 


Dealers: Every worth while prospect in your 
community is reached, month after month, 
by continuous Boss consumer advertising 
appearing in leading national magazines. 


(See above ad in current issues) 
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